












































































































































































































































sale 
reflects another! 










When you sell your customer a 
good product, you've already set 
the wheels in motion for a 

repeat sale — for that product and 
for other products bearing the 
same brand name. 

That’s why the name Webster’s 
means repeat business. A 
recognized quality product like 
Webster's MultiKopy Carbon 
Papers associates your store with 
dependable merchandise. And 
when you feature MultiKopy 
Carbon Papers with a “twin” 
product like Webster's 
MultiKopy Typewriter 
Ribbons, you’re doubling the 
good-will and increasing sales. 






















WEBSTER’S MULTIKOPY CARBON WEBSTER'S MULTIKOPY TYPE- TEAMED-UP SELLING means more 







PAPERS are recommended by lead- WRITER RIBBONS set the standard and bigger sales . . . more repeat 
ing secretarial schools and out- for distinctive typing. They're long- sales, too, thanks to Webster qual- 
standing secretaries. Its exclusive lasting ; woven of selected sheer cot- ity. MultiKopy Carbon Papers and 
scale edge measures the typing space ton for precision-sharp impressions. Typewriter Ribbons give you an 
on a page. Weights and finishes Color varieties and inkings to per- angle for suggestion-sales. They're 








are available for every office need. form the most exacting tasks. a natural for displays. 





Let Webster's merchandising specialists help you to 
sell MORE Webster's products with attractive dis- 
plays, newspaper mats, blotters and catalogs with 
your imprinted store name. Materials and expeti- 
enced help are yours for the asking. Just write: 
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DUPLICATIN 
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13 Amherst St., Cambridge 42, Massachusetts 






Webster's warehouses in 
New York, Philadelphia, Pittsburgh, Chicago, San Franciso, Cambridge 
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OFFICE APPLIANCES, a news and technical trade journal, serves every phase of the distribution 
division of the office equipment and supply industry. 


No person, firm or organization directly or indirectly connected with the industry has any share 
in this journal’s ownership or voice in shaping its policy, which has in view the best interests 
of the field it serves. 
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These advertisements present the products of 
the leading manufacturers in each division of 
f | the industry. Because of the ground for honest 
‘ ad differences of opinion, the publishers obv 

V . t n | ously cannot undertake to guarantee trans 

; actions between advertisers and customers 

# | They do, however, offer their services in re- 

solving any disagreements which result from 








relations established through the journal 
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Bulletin Boards 

Acme Bulletin C« 

Davenport, A. C., & Son, I 

Lit-Ning Products Ce 
Business Forms 

Aigner, G. J.. Co 

Aigner Index Co. of N. \ 

Amer. Passbook Co 

Consolidated Ribbon & Carbor 
Calculating Devices 

Colonial Co., The 

Lightning Adding Machine ¢ 

Victor Safe & Equipment Co 
Calculating Machines 

Adde Machines Co., Inc 


Allen, R. C. Business Machines, Ine 
surroughs Corp 
Facit, Inc 


Monroe Cale. Machine Cx 
Smith-Corona, Inc 
Victor Adding Machine Co 
Calculating Machines, Used 
International Office Appliances, Inc 
Office Equipment Corp 
Calendar Pads & Stands 
Columbian Art Works, Inc 
Stark Calendars, Inc 
Carbon Papers 
See Ribbons & Carbons 
Card index Boxes & Trays 
All-Steel Equipment, Inc 
Amberg File & Index Co 
Art Metal Construction Co 
Art Steel Sales Corp 
tentson Mfg. Co The 
terger Mfg. Div. Republik 
Cole Steel Equipment Co 
Columbia Steel Equipment (< 
Corry-Jamestown Mfg. Corp 
Globe-Wernicke Co 
Guide System & Supply Co 
H-O-N Co 
Invincible Metal Furn, Co 
Metal Office Furniture 
Parker Steel Products, Inc 
Peerless Steel Equipment ¢ 
Shaw-Walker Co. 
Smead Mfg. Co 
Weis Manufacturing Co 
Yawman & Erbe Mfg. Co 
Card Index Files, Expanding 
Smead Mfg. Co 
Cash Boxes 
Art Steel Sales Corp 
Cole Steel Equipment Co 
General Fireproofing Co., The 
Guide System & Supply Co 
Peerless Steel Equipment C 
Cash Registers 
Allen, R. C. Business Machines Co. 
Burroughs Corp. 
Regna Cash Register Co 
Cash Tills 
Regna Cash Register Co 
Casters, Caster Bearings, Slides 
Bassick Co., The 
Colson Corporation, The 
Center Drawer Desk Trays 
Art Steel Sales Corp 
Chair trons 
tassick Co., The 
Seng Co., The 
Chair Mats 
Hardboard Fabricators, Inc 
Office Furn. Wholesale Distr 
Service Products Div. Woodall 
Chairs, Folding 
Adirondack Chair Co 
Ionia Mfg. Co 
Krueger Metal Products 
Lyon Metal Products, Inc 
Royal Metal Mfg. Co 
Chairs, Office 
All-Steel Equipment, Inc 
Aluminum Seating Corp 
Art Metal Construction Co 
teaver Furniture Corp 
Cramer Posture Chair Co 
Fritz-Cross Co 
General Fireproofing Co 
Grand Rapids Lthr. Furn. Co 
Gregson Mfg. Co 
Hamilton Mfg. Corp 
Harter Corp.. The 
High Pt. Bending & Chair Co 
Huntington Chair Corp 
Indiana Chair Co 
Jasper Chair Co 
Jasper Seating Co 
Marble, B. L., Chair ( 
Metal Office Furn. Co 
Milwaukee Chair Co 
Milwaukee Metal Furn. ( 
Niemann, Inc 
Royal Metal Mfg. Co 
Sturgis Posture Chair Co 
Upholstery Leather Group 
Wells Chair Corp 
Chairs, Posture 
All-Steel Equipment, Inc 
Aluminum Seating Corp 
Art Metal Construction Co 
Bright Chair Co 
Cramer Posture Chair Co 
Fritz-Cross Co 
General Fireproofing Co 
Gunlocke, W. H., Chair Co 
Hamilton Mfg. Corp 
Harter Corp The 
High Pt. Bending & Chair Co 
Indiana Chair Co 
Jasper Chair Co 
Johnson Chair Co. 
King Posture Chair Co 





Marble, B. L., Chair Co. 
Metal Office Furn. Co. 
Metalstand Co. 
Milwaukee Chair Co. 
Milwaukee Metal Furniture Co 
Ohio Chair Co. 
Royal Metal Mfg. Co. 
Sturgis Posture Chair Co 
Wells Chair Corp 

Chairs, Tablet Arm 
Adirondack Chair Co 
Indiana Chair Co 
Jasper Chair Co 
Wells Chair Corp 
tk 


Weber Costello Co 
Cheeks, Stamped Metal 
Dayton Stencil Works 
Force, William A., & Co 
Cheekwriters, Used 
Office Equipment Corp 
Clipboards 
(see Arch & Clipboard Files) 
Coat and Hat Racks 
Precision Mfg. Co 
Coin Bags, Trays, Wrappers 
Amer. Passbook Co 
Downey, C. L., Co 
Continuous Forms 
Hano, Philip, Co. 
Copyholders 
Acco Products, In 
Bankers Box Co. 
International Office Appliances, Inc 
Lansdale Products Corp 
Rite-Line Corp 
Correspondence Trays 
Art Metal Construction Co 
Art Steel Sales Corp 
Corry-Jamestown Mfg. Corp 
Currier Mfg. Co. 
General Fireproofing Co 
Globe-Wernicke Co. 
Haskell, Inc. 
Imperial Methods Co. 
Metal Office Furniture Co. 
Metalstand Co., Ine 
Morris, Bert M., Co. 
Peerless Steel Equip. Co. 
Security Steel Equip. Co. 
Service Products Div. Woodall 
Shaw-Walker Co 
Valco Co 
Weis Mfg. Co 
Wells Chair Corp 
Yawman & Erbe Mfg. Co. 
Costumers 
Doro Mfg. Co. 
Glaro Mach. Products 
Globe-Wernicke Co 
LaSalle Products Co. 
Metal Office Furn. Co 
Peerless Steel Equip. Co. 
Royal Metal Mfg. Co. 
Security Stee] Equip. Co 
Valeo Co 
Wells Chair Corp 
Covers, Loose Leaf 
Ellingsworth Mfg. Co. 
Smead Mfg. Co. 


Tweeten Fibre Co., Inc 
Dating Stamps 
Bates Mfg. Co 
Force, Wm. A., Company 
Fulton Marking Equipment Co 
Rivet-O-Mfg. Co. 
Stewart, R. A., & Co. 
Desk Lamps 
General Lamps Mfg. Corp 
Glaro Mach. Products 
Industrial Lamps Corp 
Wells Chair Corp 
Desk Name Plates 
Acme Bulletin Co 
Acme Products Co. 
Force, William A., & Co 
Heyer Corp., The 
Desk Pads & Tops 
Office Furniture Wholesale Distr 
Wilson Jones Co, 
Desk Pen & Ink Sets 
Esterbrook Pen Co. 
Morris, Bert M., Co. 
Desk Side Files 
Amberg File & Index Co 
Art Steel Sales Corp. 
Cole Steel Equipment Co 
Yawman & Erbe Mfg. Co. 
Desk Trays 
(see Correspondence Trays) 
Desk Work Distributors 
Advanco Products Div. ASB 
Art Steel Sales Corp 
Globe-Wernicke Co. 
Lyon Metal Products, Inc 
Victor Safe & Equipment Co 
Wilson Jones Co. 
Desks 
All-Steel Equipment, Inc 
Alma Desk Co 
Art Metal Construction Co 
Art Steel Sales Corp 
Bentson Mfg. Co. 
Columbia Steel Equip. Co 
Corry-Jamestown Mfg. Corp 
Doro Mfg. Co. 
General Fireproofing Co 
Globe-Wernicke Co 
Haskell, Ine. 
Hillside Metal Products. Ine 
Imperial Desk Co. 
Indiana Desk Co 
Jasper Desk Co 


For the benefit of the subscribers the lines 
advertised in this issue are here classified. 
Many of the requirements of the modern busi- 
ness office are represented. Should subscribers 
be interested in any article of office equip- 
ment not listed here, they are invited to com- 
municate with the service bureau, through 
which the information will be promptly and 
cheerfully given by letter without obligation. 


Leopold Desk Co. 

Metal Office Furn. Co, 
Morval Corp. 

Peerless Steel Equip. Co. 
Security Steel Equip, Co, 
Victor Safe & Equip. Ca 
Wells Chair Corp, 

Worden Co., The 

Yawman & Erbe Mfg. Co. 

Diaries 
(see Memo Books) 

Dietating Machines, Used 
Amer. Dictating Machine Co 
International Office Appliances 

Drafting Instr ts & Equi 
C-Thru Ruler Co. 

Cardinell Corp 
Haskell, Ine. 

Drafting Tables 
Stacor Equipment Corp. 

Drills, Paper 
Smead Mfg. Co. 

Duplicating Machines & Supplies 
Ace Duplicating Supply Co., Ine. 
American Stencil Mfg. Co 
Ames Supply Co 
Avery Adhesive Label 
Bohn Duplicator Corp 
Codo Mfg. Corp 
Columbia Rihbon & Carton Mfg, Co. 
Heyer Corp 
Ink Specialties Co., Inc 
Manifold Supplies Co 
Old Town Corp 
Peerless-Imperial Co.. Ine 
Print-O-Matie Co., The 
Rose Ribbon & Carbon Mfg. Co 
Smith-Corona, Ine, 
Speed-O-Print Corp. 
Technygraph Co., The 
Victor Safe & Equip. Co 
Wolber Dupl. & Supply Co 

Duplicating Stencil Files 
Atlas Stencil Files Corp. 
Halverson Specialty Sales 

Envelope Openers 
MacKenzie, Arnold, Ine 

Envelopes 
Justrite Envelope Mfg. Co 
Northern States Envelope Co. 
Quality Park Envelope Co. 
Wilson Jones Co. 

Envelopes, Plastic 
Aigner, G. J., Co. 

Aigner Index Co, of N. Y. 
Markilo Co 
Smead Mfg. Co. 

Erasers, Blackboard 
Weber Costello Co 

Erasers, Ru 
Ames Supply Co. 

Roberts, Weldon, Rubber Co 

Expense Books 
Beach Publishing Co 

Eyelets & Eyelet Fasteners 
Bates Mfg. Co. 

Rivet-O-Mfe. Co. 

File Boxes, Fibre Collapsible 
Bankers Box Co. 
Globe-Wernicke Co. 

Guide System & Supply Co. 

Filing Cabinets, Insulated 
Herring-Hall-Marvin Safe Co 
Meilink Steel Safe Co 
Mosler Safe Co. 
Shaw-Walker Co. 

Victor Safe & Equipment Co 

Filing Cabinets, Metal 
Advanco Products Diy. ASB 
All-Steel Equipment Ine 
Art Metal Construction Co. 
Art Steel Sales Corp 
Bentson Mfg. Co., The 
Berger Mfg. Div. Republic 
Cardinal Sales Ine 
Cole Steel Equipment Co. 
Columbia Steel Equip. Co. 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
Globe-Wernicke Co 
Guardsman- Valentine, Ine 
Hillside Metal Products, Ine 

O-N Co 
Metal Office Furn. Co 
Neiman Steel Equip. Co. 
Parker Steel Prods, Co 
Peerless Steel Equip. Co. 
Security Steel Equip. Co 
Shaw-Walker Co. 
Ton-Flight Prods. Co 
Victor Safe & Equip. Co, 
Watson Mfg. Co., Ine. 
Weis Mfg. Co. 
Yaymon & Erbe Mfg. Co 

Filing Cabinets, Wood 
Globe-Wernicke Co. 

Imperial Methods Co 
Weis Mfg. Co. 
Wells Chair Corp. 

Filing Supplies 
Acco Prods., Ine, 

Advanco Prods. Div. ASB 
Aigner, G. J., Co 

Aigner Index Co. of N. Y. 
Amberg File & Index Co. 
Art Metal Construction Co. 
Art Steel Sales Corp 
Barkley, C. L., & Co. 
Corry-Jamestown Mfg. Corp. 
Guide System & Supply Co, 
Imperial Methods Co. 
lustrite Envelope Mfg. Co. 


(Continued on page 6) 











(Continued from page 5) 


Metal Office Furn ‘to 
lorthern States Envelope ‘0° 

Oxford ow Susols Co 

Parker ot 5 rods. Co 


Quality Park Env. Co 

Securi Teal Equip. Co 

Shaw-Walker Co 

Victor Safe & Equip. Co 
arshaw =a. Co 

Weis Mfg. © 


Yawman & Exbe Mfg. Co 
—— Grip — 


Products Co 
Feuntala Pens. (inel. Ball Pt.) 
Esterbrook Pen Co 
Gathering Racks 
Evans Specialty Co 
Gummed Cloth Rings 
Aigner Index Co. of 
Reyburn Mfg. Co 
Warshaw Mfg. Co. 
Gummed Tape & Sealing Machines 
Reyburn Mfg. Co 
Hardware, Office Desk 
National Lock Co 
Honor Rolls 
Aeme Bulletin Co 
in and Out Boards 
Lit-Ning Prods. Co 
Index Card Signals 
(see Signals, Index Card 
index Tabs 
Aigner, G. J., Co 
Aigner Index Co. of N. Y 
Amberg File & Index Co 
Barkley, C. L. & Co 
Globe-Wernicke Co 
Graff, George B.. & Co 
Guide System & Supply ©o 
Markilo Co 
Master-Craft Corp 
Reyburn Mfg. Co., Inc 
Shaw-Walker Co 
Sheppard, C. E.. Co 
Victor Safe & Equip. o 
Warshaw Mfg. Co 
inks, Adhesives, ete. 
Fulton Marking Equip. ‘* 
Ink Specialties (o.. Inc 
Marsh Stencil Machine (Co 
Rivet-O-Mfg. Co 
inkstands 
a & Denison Mfg. ‘« 


Tmperte! Methods Co 
Oxford Filing Supply Co 
Reyburn Mfg. Co., Inc 
Smead Mfg. Co. 
Warshaw Mfg. Co 
Weis Mfg. Co 
Wells Chair Corp 
Pressure Sensitive 
Avery Adhesive Label Corp 
Ladders, Library Store & Vauit 
Card, D. R., Co 
Cotterman, 1D 
Leather Goods 
Bristol Mfg. Co 
Chicago Saddlery Co 
Doppelt. Chas., & Co 
Leather Trays 
(see Correspondence Trays) 
Library Eauioment 
All-Steel Equip. Inc 
Corry-Jamestown Mfg. Corp 
Lithographed Soepeeees Forms 
Hano, Philip, Co 
Lockers & Storage Cabinets 
All-Steel Equip. Inc 
Art Metal Construction Co 
Berger Mfe. Div. Republic 
Cline, K. F., Co., Inc 
Globe-Wernicke Co. 
Invincible Metal Furn. o 
Lyon Metal Prods.. Inc 
Neiman Steel Equip. Co 
Parker Steel Prods., Inc 
Security Steel Equip. Corp 
Shaw-Walker Co 
Supreme Steel Prods.. Tne 
Yawman & Erbe Mfg. Co 
Loose Leaf ow S Devices 
Aigner, G. J., 
Aigner Index co of N.Y 
Amberg File & Index_Co 
Columbia Loose Leaf Corp 
Pibe File & Binder Co., Inc 
Free Hand Binder Co 
Master-Craft Corp. 
National Blank Book Co 
Sheppard, C. E., Co 
Wilson Jones Co. 
Loose Leaf Metals 
Elbe File & Binder oe. Ine 
National Blank Book C 
Sheppard, C. E., Co 
Wilson Jones Co. 
Loose Leaf Sheet pope Plastic 
Aigner, G. J., 
Aigner Index ‘co or N.Y 
Amberg File & Index Co 
Leaf Tray Binders 
National Blank Book Co 


Mall Distributors 
Advanco Prods. Div. ASB 
Art Steel Sales Corp 
Globe-Wernicke Co. 
Victor Safe & Equip. Co 
Manifold Books & Business Forms 
Hano, Philip, Co 
Manufacturers’ . + ~-W 
Long, Geo. 8. & John 


Marking —- 

Force, Wm. A., & Co 
Marsh Stencil Mach. ( 
Tweeten Fibre Co., In 

Marking Pens, Laundry 
Taubman, Samuel, & Co 

Matched Office Suites 
a BA Desk Co 


Morval C —_ 


6 


Memorandum Books 

Ennis Tag & Salesbook ( 

Master-Craft Corp 

Natienal Blank Book ‘ 

Wilson Jones Co 
Memorandum Devices 

Bates Mfg. Co 

Currier Mfg. Co 

Lit-Ning Preds. Co 

Morris, Bert M Co 
Mending Tape 

Reyburn Mfg. Co., Inc. 
Metal Badges, oe Tokens 

Dayton c orks 
Moisteners 

Rivet-O- Mfg. 
Numbering Machines 

Bates Mfg. Co 

Force Wm A = 


Stewar R 
Office & Whse Mase to Rent 
Democrat Prtg. & Litt 
Office Furniture 
Office I t Whse. D 
oo Furniture ‘Ball Bearings 
i fz. Corp 
ofies Furniture Sectional Units 
Art Steel Sales Cort 
Columbia Steel Eau ( 
Globe-Wernicke ¢ 


Peerless Steel Equip. ‘ 
Office Partitions & Railings 
Globe-Wernicke ‘ 
Watson Mfg. Co Ir 
Office Printing eer ¥ 
Force, Wm & Co 
Fultor Sing Equip. ¢ 
Pads, Figuring 
National Blank Book ( 
Wilson Jones ‘ 


- ~! 

E Paper Cort 
Paper ‘Clamps 

Acco Prod Inc 


Cushma & Denison Mf ( 
Elbe File & Binder ‘ 
Esterbrook Pen Cé 
Hunt, C. Howard, Pen ¢ 

Paper Clips 
Cushman & Denisor Mfg. ‘ 
Noesting Pin Ticket ¢ 
Pitteburgh Cut Wire 
Vail Mfg. Co 

Paper Fastening Machines 
\ astener ¢ ‘orp 
Bate Mfg. Co 
Markwell Mfg. C« 

Ne a-Clog Prods Ir 
tor Safe & Equip. Co 

Parest Post & Postal Seales 
Hanson Scale Co 

Paste 
see Inks, Adhesives, et 

Pen & _ Sets 

sk Pen & Ink Set 

Pen & Pencil hag & Clippers 
Rowley Of 

Pen Refills 
Fisher Pen Co 

Pencil Sharpeners 
Edward Mfg. ( 

Hunt, C. Howard, Pen ¢ 

Pencil Sharpeners, Electric 


Stile-Craft Mfrs.. Ir 
Pencils, Mechanical 

Alvin ¢ 

Esterbrook Pen ( The 

Tweeten Fibre Co Ir 
Pens, Steel 

Esterbrook Pen Co., The 

Fisher Pen ¢ 

Hu C. Howard, Pen ‘ 
Pins 4 Pin Containers 

Noesting Pin Ticket Co 


Vv i] Mfe. 

Platens Typewriter Ete 
Ame iy 

Posting Trays ‘ Stands 
see Loose af Tray Binder 

Presentation | ll 
Amberg File & Index Co 
Elbe File & Binder ¢ 
Ellingsworth Mfg. Co 
Smead Mfg. Co 
Tola Specialties 

Price & Sign Markers 
Force, William A., & ( 
Fulton Marking Equip. ‘ 
Stewart, R. A., & Co 


Publications 
Office Appliar 
Punches 
Acco Product Ir 
Aigner Index Co. of N Y 


Bates Mfg. Co 
Globe Wernicke Co 
Hoggson & Pettis Mfg. Co 
National Blank Bor oe. 
Smead Mfg. Co 
Wilson Jones Ca 

Ribbons and Carbons 
American Sten Mfe. Cs 
Ames Supply Co 
Codo Mfg. Co 


Consolidated Ribbon & ‘ 
Manifold Supplies ¢ 

Old Town Cort 

Peerless tmper't al Co., Ir 


Regal Typewriter Co 






Rose Ribbon Cart Mfe 
Roval Typewriter ¢ 
Storr H. M cr 
tnderwood Corp 
S. Carbon & Ribbon Mfg 
Webster, F. § Co 
Write, In 
Rubber Bands 
Rankers & Mer ar 
Roberts, Weldon Rubber ¢ 
Ri ibber ouae 
Banker , 4 Ir 
ubber Tyee 
Force, W 4 
Ste r R. A & Co 
Rulers, Transparent 
Ruler Co 


Safes, Office 
Art Metal Construction ‘ 
srush- Punnett Co 
Cole Steel Equip. Co 
General Fireproofing (¢ 
Guardsman Valentine In 
Herring-Hall-Marvin Safe ¢ 
Invincible Metal Furniture ¢ 
Meilink Steel Safe Co 
Mosler Safe Co 
Schwab Safe Uo. 
Shaw-Walker Co 
Victor Safe & Equip. ' 
Sales Books 


Ennis Tag & Salesdoon ‘ 
Sand Urns 

Glaro Machine Prod 

Valco Co 


Scales, Postal 
Hanson 5S 

Scapbooks 
Elbe File & Binder ¢ 
Globe-Wernicke ¢ 
Weis Mfg. ¢ 


Wilson Jones CU 
Shelving 
All-Steel Equipme J 


Bankers Box Co 
Borroughs Mfg. C« 


Cline, K. I Lo. 
Corry-Jamestown Mfg. ( 
Estey Metal Products 1 





Neiman Steel Equipmer 

Neubauer Mfg. Co 

Supreme Steel Product J 
Shows & Exhibitions 

Luggage & Leather Goo 

Nat'l Office Furniture A 
Signals, index Card 

E Tag & Salesbook ‘ 
George B., Co 
wr Safe & Equipme ‘ 
Signs, Changeable Letter 

Acme Bulletin Co 

Davenport, A. ¢ & So l 
Smoking Stands, Office 

Glaro Machine Produ 

LaSalle Products Co 

Royal Metal Mfg. Co 

Smo-King Products 

Valco ¢ 

Wells Chair Uorp 
Sorting Devices 

Amberg File & Index ‘ 

Art Steel Sales Cort 

Currier Mfg. Co 

Evans Specialty Co 

Yawman & Erbe Mfé¢ 
Spindle Files 

Wells Chair Cort 
Stamp Pads 

Bates Mfg. Co. 

Force, William A., & ¢ 





Fulton Marking Equipm« ( 


Rivet-O Mfg. Co 
Stewart, R. A., & Uo 
Stands for Office Machines 
All-Steel Equipment Ir 

Ames Supply Co 

Art Steel Sales Cort 
Cole Steel Equipment ¢ 
Cardinal Sales In 


Doro Mfg. Co. 


General Fireproofing ¢ 
Harter Corp 
H-O-N Co 





Wells Chair Corp 
Staple Extractors 
AC astener Corp 
Staples & Stapling Machines 
Ace Fastener Co Ir 
Arrow Fastener ( 
Bates Mfg. Co 
Markwell Mfg. ¢ 
Neva-Clog Products | 
Vail Mfg. Co 
Wilson Jones Co 
Stationery Racks 
Halverson Specialty Sal 
Stencils, Brass 
Dayton Stencil Works 
a Notebooks 
ag & Sales k 
Nal ional Blank Book ‘ 
Stools 
Harter Corp., The 
Metal Office Furniture ¢ 
Royal Metal Mfg. 
Wells Chair Corp 
Storage Cabinets 
Art Steel Sales Corr 
Storage & Transfer Cases 
4ll-Steel Equipment kl 
Amberg File & Index ‘ 
Art Metal Construction ‘ 
Art Steel Sales Corp 
Bankers Box Co. 
Barkley, C. L., & Co 
Bentson Mfg. Co 
Cardinal Sales Inc 
Cole Steel Equipment ( 
Columbia Steel Equipmen 
Convoy Inc 
Corry-Jamestown Mfg. Cor 
General Fireproofing ‘ 
Globe-Wernicke Co 
Guide System & Supply Co 






Herring-Hall-Marvin Safe ( 


H-O-N Co 

Imperial Methods Co 
Invincible Metal Furniture 
Metal Office Furniture C 
Oxford Filing Supply Co 
Parker Steel Products In 
Peerless Steel Equipment ‘ 
Pronto File C 


Security Steel Equipment Co 


Shaw-Walker Co. 





Yawman & Erbe Mfg. Co 
Store Fixtures & Equipment 

All-Steel Equipment Inc 
Strong Boxes, Fire Protected 

Art Steel Sales Cort 

Herring-Hall-Marvin Safe ¢ 

Meilink Steel Safe Co 

Victor Safe & Equipment += 
Tables 

All-Steel Equipment In 

Art Metal Construction ¢ 

Art Steel Sales Cory 

Cardinal Sales 

Columbia Steel Equipment ¢ 

Corry-Jamestown Mfg. Cort 

Doro Mfg. Co 

Globe-Wernicke 

Haskell, Inc 

Lyon Metal Products 1 

Metal Office I niture ¢ 

Morval Cory 

Peerless Steel Equipment ¢ 

Royal Metal Mfg. ¢ 

Security Steel Equipment ¢ 

Shaw-Walker ‘ 

Victor Safe & Equipment ¢ 

Wells Chair Corp 

Yawman & Erbe Mfg. © 
Tables, Folding 

Adirondack Chair Co 

Laxem, James, P., Co 

Midwest Folding Products 
Tabulating a. Statistic Machines 

Burroug 


Ennis Tag & Sa book 
Reyburn Mfg. ‘ 

Tape, Pressure Sensitive 
Avery Adhesive Labe 
Permacel Tape Cor 

Telephone Accessories 
Art Steel Sales ¢ 
Sates Mfg. ¢ 
Elbe File & Binder ¢ 
Glidex Cort 
Marval Mf ( 

Morris, Bert M.. ¢ 
Neverknot ‘ 

Rest-A-Phor ( 

Victor Safe & Equipme ( 

Thumb Tacks 
Graff, Geor B., ¢ 
Noesting Pin Ticke 
Vail Mfg. ¢ 

Ticket Holders 
Aigner, G & | 
Aigner Index ¢ 
Smead Mfg. ‘ 

Trimming Boards 
hoto Mater 

Type, Typewriter 
Ames Suppl Co 

Typewriter Cleaning Materials 


Ames Supply ¢ 
Cardinell Corp 
Norta Distributing C« 


Regal Typewriter Co 
Rivet-O Mfg. ¢ 
Rogers, W. 7 ( 
Webster, F. 8 
Typewriter Cushion Bases & Knobs 


American Hair & Felt ¢ 
Ames Supply c 
Peerless Imperial Co 


Speed Key Cort 

Typewriter Cushion Keys 
Ames Supt! 

Typewriter Parts 4 Tools 
Ames Supply 

Typewr. Pedestal ‘Desk Mechanisms 
Seng ( 

Typewriters, Mfrs. of 
Allen, R. ¢ Business Mac! 
Royal Typewriter Co., In 
Smith-Corona, Inc 
Underwood Corp 

Typewriters, Rebuilt & Used 
Int’l Office Appliances, Ir 
Regal Typewriter Co 

Upholstered Furniture 





gright Chair Co 

Beaver Furniture Corp 
Cardinal Sales Inc 

Grand Rapids Leather Furn. ‘ 


Huntington Chair Co 
Jasper Seating Co. 
Niemann lr 
Royal Metal Mfg. Co 
Stationers a Co 
Thomas Fi ture 
Wells Chair ‘ Corp 
Upholstery Materials 
Kalistron, lr 
Upholstery Leather Grour 
U pholstering Pabeee Supports 
Flex-O-Lator 
Vault Steps 
Card, D. R., Co 
Cotterman, I. D 
Visible Systems Equipment 
Aigner, G. J., Co 
Aigner Index Co. 
Art Metal Construction ¢ 
Art Steel Sales Cort 
Globe-Wernicke (« 
Master-Craft Corp 
National Blank Book ‘ 
Shaw-Walker (« 
Sheppard, ‘ } Co 
Victor Safe & Equipment ¢ 
Wilson Jones Coa. 
Yawman & Erbe Mfg. ‘ 
Waste Baskets 
Art Steel Sales Corp 
Cole Steel Equipment t 
General Fireproofing ‘ 
Globe-Wernicke Co 
Haskell In 
Metal Office Fi urniture Co 
Nat'l Vulcar Fibre Co 
Security Steel Equipment ‘ 
Shaw-Walker Co. 
Wells Chair Corr 
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The rate for classified advertise- 


ments is fifteen cents a word, mini- 
Wants & For Sale yas 
order. Add six words if box address 
is used. 

















EXECUTIVES AVAILABLE TYPEWRITER & ADDING MACHINE MECHANIC—Must be competent, re 
~ . Sek — able, sober. Good pay, permanent position. Typewriter Service Company, 
ALES MANAGER WHO HAS SERVED a 3s general manager and is we 218 Third Street N.W. Albuqueraue New Mex 
f e equipment merchandising w onsider handling sale 
upply manufacturer, operation of branch office WANTED—Experienced Typewriter Mechar spable of operating shop 
esentative, depending upon opportunity for earning and taking care of customers. Good proposiition to right party. Box P-137, 
jas excellent sales record. Located in Chicago. Is we are Office Appliances, Chicago 6 
ng dealers throughout the United State nvir 
A, Cee A, Seago PERSONAL 
SERVICE MANAGER AVAILABLE WANTED: Information leading to whereabouts of Donnie Lou Brown, type 
TYPEWRITER MI “HANIC 30 years’ experience. 1S vear oe eee writer mechanic, age 26, medium height, red hair, light complexion. Social 
“" lly oN ne eee eae ecurity number 534-24-555. Notify Head Typewriter Co., 1001 Houston St. 
seeks ope 3 with a Dealer as Inside man or as Service Manager; would Fort Worth 2. Texa 
be the thwest: prefer Florida. Box C-I18 are Office Aor 





DEALERS WANTED 





OFFICE MACHINE MECHANICS AVAILABLE 


















































mae CARBON-FEEDMASTER PRODUCTS—New st ally advertised patented 
ce MAA NE MECHANIC. fan wr sowit 5 popular makes adding arbon-saving attachments for IBM tabulators and typewriters. Feedmaster 
5 y machine work. References. Bor C-I19 are Hice Carbon Rol provide profitable repeat business. Many areas still open 
Apr 19 Write Carbon-Feedmaster Company, Eureka, Illin for full particulars 
EXECUTIVES WANTED SALES REPRESENTATIVES AVAILABLE 
ALESMA” Rh SeHING PHINTING, CHice Turns, Omce Ssuppit FOR THE PAST 25 YEARS have beer vering West Texas, New Mexico 
y ies manager position. Salary plus bonus pla snd Arizona. Car erve as direct factory distributor and jobber in all or 
Fosition open with substantial stationer-priater in Okla part of this territory. Line need not be nfined to office supplies but 
Write full details first letter to P. O. Box 195 must have essential repeat business and require stock service from El Paso 
Office Supply Co., 214 E. Yandel! Bivd., El Paso, Texas. 
XE TIVE WANTE 35 to 45 age bracket preferred: For well established / 
sipment dealer operating for over twenty-five year MANUFACTURERS REPRESENTATIVE calling on New England stationery and 
: \ , financial credit rating, top franchise lines, moderr jepartment stores desires one additional line of leading manufacturer. Best 
am , smen. Must have proven ability, capable of supervising references available. Box C-!20. care of Office Appliances, 100 East 42nd 
rough knowledge of store management, qualified t Street, New York 17, N. Y 
and ; f business. If you can qualify, send complete history 
KE i of earnings, persona! data and salary expected JOBBER ITEMS WANTED: Smaller office supply items and supplies wanted 
S hont R 9 sre Office Appliances, Chicago 6 to distribute along with the Print-O-Mat machines and supplies in Minne 
—- sota, Dakotas and surrounding territory. Donald F. Rossin Co., 423 So. Sth 
MANAGER WANTED capable of taking full charge of sales ir St., Minneapolis 15, Minn. 
mmission. We carry a large stock of most popular 
A trictly confidential. Box P-119 are Office Appliance MANUFACTURERS REPRESENTATIVE calling on stationery and department 
ago 6 stores in Texas, Oklahoma, Arkansas, Louisiana and Mississippi desires one 
ae additional line of leading manufacturer f nationally known product. Over 
C v | . RE in the fast growing Pacific N.W. Mild climate 20 years’ successful background, Best references available. Write Box C-121 
/ t poration needs high producing office machine salesmar sre of Office Appliances, 100 East 42nd St.. New York 17. N. Y 
saer Y yn buy nterect Write P-120 are ” 
s ° SALESMAN WHO HAS OPERATED lIong in the middle western states and 
having good will of stationers and office machine dealers plans to estab 
SALESMEN WANTED sh himself as manufacturers' representative with Chicago headquarters. 
—-—___—_— —_____—_—_ Ww consider filing supplies, ribbons and carbons, or mechanical equip- 
FFICE EQUIPMENT AND SUPPLY FIRM ated in growing Spokane area ment. In a position to give top-grade representation. Address C-122, care 
aS exce tunity for resourcef able salesman with proven sales Office Appliances, Chicago 6. 
> wntown location, plenty of territory. Give complete 
8 2 sre Office Appliances, Chicago 6 MANUFACTURERS' REPRESENTATIVE COVERING CALIFORNIA and South 
oo rime ens s : . . ; western States can handle additional commercial! stationery lines, preferably 
vy ' 4 WANTED, WEST, MID-WEST, SOUTH, NEW ENG having repeat possibilities. Complete coverage of small town retail outlets. 
AN ‘ e Steel Shelving, bench legs, work tables. Protected Box C-123, care Office Appliances, Chicago 6 
tories. B 3 are of Office Appliance 100 East 42nd Street 
—— -—- SALES REPRESENTATIVES WANTED 
FFICE EC MENT SALESMAN to se sll types Office Equipment 
bout yage in construction Air Force Bomber Base. This mean OFFICE MACHINE FRANCHISE AVAILABLE—Exclusive sales and distribu 
Boor * exceptional opportunity to right man. Box P-124, care tion rights for USA available on a new type of portable calculating and 
Apr hicago 6 adding machine manufactured in Europe. Give information on your mar 
- - 2 keting facilities in your letter to Box P-128, care Office Appliances, 
ALESMAN WAN Experienced office machine salesman. Complete line Chicago 6. 
“ writers and Sundstrand machines. Located Decatur, Iili- 
" ty _Exce lent opportur ty. Write Business Equipment FATIGUE REDUCER DESK STAND For Adding Machines And Comptometers. 
‘. Main, Decatur, Iilino $8.75 list. Fits on top of every desk, speeds work, reduces clerical errors. 
- ers mayne ; Airline Manufacturing Company, 4548 Grave St. Louis 16, Missouri. 
c ’ é Mice supply houses, hospitals, institutions, to se 
See fal ee ee ee ee ee LARGE LOOSE-LEAF MANUFACTURER ESTABLISHED 44 YEARS desires 
Box 25 are of C e Appliances, 100 East 42nd Sales Representatives. Commission basis. Write stating experience, territory 
— , ‘. 7 jJesired, etc. Box 951, Fall River, Mass. 
ALESMAD ; me ad est arr rie « nfiider 
Write tory — emg eae ate lg ae ag nde MANUFACTURERS REPRESENTATIVE WANTED to call on office supply 
tt 0 : and stationery tores to represent nationally sold patented zipper ring 
EXPERIEN FFICE EQUIPMENT and supplies salesman wanted for binders and portfolios. Prefer en Gee Nenees aes vam Commission 
Southeastern. O} Territory pays approximately Sive details. Reuben Company, 555 W. Jackson, Chicago 6. 
$97,000 pe References required. Box P-126, care Office Appliances 
hicago é DISTRIBUTOR FOR ADDING MACHINES—Reta $45.00 plus 6% Excise 
ae — Tax, Precision built (no pot metal) adds to 999,999.99, direct subtraction, 
OFFICE MACHINE MECHANICS WANTED redit balance, multiplies. Extra checking dial in place of tape. Top dis- 
Seiden se ount, Freight prepaid in lots of 24. Komet—i59 New Montgomery St., 
WANTE rxpe typewriter mechan apable of operating sho San Francisco, Calif. 
taking e tomers. Good proposition to right party. Box P-127 
ff A e cago 6 WANTS AND FOR SALE, Continued on page 8 
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WANTS AND FOR SALE, Continued from page 


SALES REPRESENTATIVES WANTED, Continued 





MANUFACTURER'S AGENT w 
Wisconsin, Illinois, Indiana, Michiga 
high grade line of meta hairs 

ing, exact territory 

ances, Chicago 6. 





SALES REPRESENTATIVES WANTE 
Office Furniture and Eauipn f 
England areas. Protected 
Office Appliances, !00 East 





DISTRIBUTORSHIP AVAILABLE 
west. Entirely new filing systern 
mation write to JACO COMPANY 





SMALL REPEAT OF 
taries. Good DOOR PENER 


care Office Appliances 





JOBBERS and WHOLESALE 
tion for small HIGHLY rer 
Office Appliance Chicago 6 





MANUFACTURER OF HIGH RAL 
bons wants sales representat 
MISSIONS Sir sir Cart g Ribt 


22, N. Y 





ALUMINUM CHAIR LINE 
Seeks estat hed represent 
ances, Chicago 6 





MANUFACTURER'S REPRES 











ture cnair line the New 
references. Box P-I17 ar A 
RETAIL BUSINESS FOR SALE 
OFFICE SUPPLY & FURNITURE 
franchised lines ros ve 
nventory plus fixt W ou 
Box P-133, care Office Apr 

fF R 
BUSINESS MACHINES DISTRIBUTOR 
Exclusive lines are Smith-Corona, V 


Inventory about $100,0( 
jisplay cabinet and five 
$18,000. The busine } feat 
GROSS SALES: Average 
annual profits BUILDIN 
80% location. Built f th 
conditioned. Can be leased 
with 29% down payme 

Owner retirir j after 


BROKER, 138 South Center 





AVAILABLE AT ONCE 
adding machines, dur¢ 
populated garder pot 
hises, credit g 

»verhead. Valuat 
Jepartments wk 

prietor retirina A Sole 
Box P-134 are Office Apr 





PARTNERSHIP WANTED 





INTERESTED IN PURCHASIN 
sble office mact asia ; 


funds. Box P-135 





BUSINESS BROKER 





WANT TO SELL OFFICE MA 
Have ting t we tat 
3s—For Sale: Stat 

businesse New M 

20,000 ta 150,000 } 
W. AA. Johnstor 18 St. M 


Charter member NC 


LISTS 





FREE MAILING LIST 


Jealers. A 5,781 typewriter 
atalogue of lists of reta 
and other . We near 


Street, W side 77, New 





FOR SALE—JOB LOT OFFICE SUPPLIE 





FOR SALE 200M Brand New 
Sample furnished. Davens 





600 DESK TRAYS, 


Sample postpaid $ 


FOR SALE 


& bank sccoun? c “ 


for free literature. B 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT 


























T-FISHER, Burr 3t Moon Hopkins, Adding nd Calculating Ma 
mptometers Electromatic Typewrite “ fanfold machines 
Hice Appliance 30 West 
ER AN RAN achine - 
MA M/s E + Ww A 
4 Ss bought 
54 \ Milwaukee 3, W 
ooKxKxeec *] M 
ria $iz ” 
k Ar 8 
. ¥ 
M KIN E F m A M 
i fice ma 
we w yhes ash pr “ 
326 Br w New York 7, N Y 
A MAK > and 
3 capacit A 
B w " : 7, MF 
BU E tt-Fisher j 
M WU 3 mt M 
A } 6 
C » MACHINE a 4 
y request & 
Y » M r 
A F ~ iN RAPP MULT c 
srabt Ww Pre Also w 
K N 
F R ng . 
ome s WwW J 908 - 
Miiw 
BURR R N.C.R. Bookk B 
Ad 3 Ma é “ 
e. AMERICAN 8B MACHIN 
“ New N 
R BM 
A , write ® 7 Ww N 8086 
R NIA ARA BX2M snd A 6 h 
Ww k s! + write } R 3 B Rida 
4 A ME Cc 
DOOoK 3iwa 
} nase ds 1€ 
48 5 New Y K é N 
A ) R R 3+ sty F 
MA s 4 St A 
‘ RA RAMES e VV. new 
000. Bu s ig 6 
MA ‘ 
v . 
— W A ? wit b 
tot { 46? f 
£ wit +he rotorf KA 
M/A k M 18 
WANTE abe A B R 
3 3, ais r 5) k 
K St New York A 
AM . + Cab KAR X ACM AN 
A ndit : 
6 New 
PAP CTs + 
»PUIPMEN ~!|ALIST ° 
Kardex, Acme, P w 5 
vv 4 B kxeep j 
" , j 5 w “ 
QUIPMENT bought, sold and ex | 
33> yea v pie ystems equit t 
a ke We carry a large stock t Kardex, A € Y&E 
ke and ther makes ncluding f for ther A juip 
juaranteec bes Writ 
have for sale. Spe ) t jea 
OA. 4N. 8th ; ‘ , M/A 
KARDEX ACME POSTINDEX 
BLE F 3 Equipment f 30 years. Fu erat 
ale purchases. A 
teed 3} Card Syster : aad St Ne York 12 
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Late and Important News for Our Readers 


HOLT JOINS WATERMAN PEN COMPANY: Frank D. Waterman, president of the Waterman Pen 
Company, has announced the appointment of George C. Holt as general sales 
manager, effective immediately. Mr. Holt was formerly vice-president in 
charge of sales of W. A. Sheaffer Pen Company. 





HIMEBAUCH RECEIVES PROMOTION: Ernest Himebauch of the Victor Adding Machine Com- 
pany has been named sales manager of the commercial products division 
of its McCaskey Register Division in Alliance, Ohio, announces Vice- 
President A. F. Bakewell. Mr. Himebauch has won a reputation for his 
efforts in developing the mass market for Victor adding machines. 





SPACKMAN ELEVATED BY 3-M: Promotion of Arthur H. Spackman to retail sales super- 
visor for cellophane tape has been announced by Minnesota Mining & Manu- 
facturing Company. He will headquarter in Cleveland. 





FRED SCHAEFER NOW ON SANFORD BOARD: C. W. Lofgren, president of the Sanford Ink Com- 
pany, has announced the appointment of Fred C. Schaefer to the board of 
directors. The veteran Sanford man has been associated with the firm 
Since 1907. In December, 1943, he was elected a vice-president. 








LEHNINGER REPRESENTS WATSON IN CHICAGO: The Watson Manufacturing Company has told 
of the appointment of Alfred M. Lehninger as Chicago sales representa- 
tive for Rol-Dex and Trans-Dex filing equipment, Watson stock filing 
cabinets and custom equipment for hospitals, banks, courthouses and 
other public buildings. Serving northern Illinois and southern Wiscon- 
Sin his offices are located at 8 S. Dearborn St., Chicago. Mr. Lehnin- 
ger has been sales manager of Watson's Rol-Dex division for the past 
five years and prior to that time was manager of one of the Watson plants. 





CEL-U-DEX ASSIGNS TERRITORY TO SCHUMACHER: Ray V. Schumacher, Columbus, Ohio, is 
now representing Cel-U-Dex Corporation in territory including Ohio, 
West Virginia and Kentucky. 








THREE PROMOTED BY DITTO, INC.: L. A. Watkins, C. E. Snow and S. J. Burk have ad- 
vanced with Ditto, Inc. Mr. Watkins, formerly general sales manager, 
was promoted to vice-president in charge of domestic sales. Mr. Snow was 
elected vice-president of Ditto Press, Inc., the company's forms print- 
ing division in Cincinnati. Mr. Burk was named vice-president of Ditto 
of Canada, Ltd., the company's Canadian division. 





INCREASE FRIDEN BOARD MEMBERSHIP TO NINE: Stockholders of Friden Calculating Ma- 
chine Company, Inc., in a recent stockholders’ meeting increased member- 
Ship in the board of directors to nine. Added to the board in the action 
was B. F. Alexander and re-elected were Walter S. Johnson, John M. Lund, 
Philip R. Samwell, Charles T. Gruenhagen, Wesley Plunkett, Jack B. 
Lewis, Alberta Hawthorne and Stanley M. Frien. All officers were reap- 
pointed at the board meeting. 





PARKER PEN DETECTS RUSSIAN IMITATION: After halting a rash of imitation Parker 
'51' fountain pens made by Italian and Japanese fly-by-night manufac- 
turers, the Parker Pen Company has detected a spurious model produced 
for U.S.S.R. consumption. This particular model bears the name "Lenin- 
grad" in Russian script. It apparently is not a hand-made model but one 
turned out on a production line. An interesting sidelight is the fact 
that the ink sack is held to the main portion of the pen with fish twine. 





OFFICE EQUIPMENT ON SHOW AT BRITISH FAIR: A wide range of office machinery and 
equipment will be on parade at the British Industries Fair between May 
3-14, it is announced by the British Information Services. Products of 
this industry are scheduled to be exhibited at the Olympia, London, sec- 
tion of the fair. 
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State of the Tudusiry 


® Four Billion Industry. Direct selling manufacturers 
in this industry do more than $2 billion in business 
yearly. This fact, disclosed at the recent National 
Business Show, has been given wide distribution in 
the business press. But, only half the story is being 
told. Added to the $2 billion direct sales is a 
figure of $21/, billion representing the sales by in 
dependent stationery and office equipment dealers 
as revealed by OFFICE APPLIANCES’ ''Profile of a 
Dealer” survey. Thus, our industry is a $4 billion 
one instead of the $2 billion one presently being 
publicized. 


@ Clary Speaks Out on Taxes. Addressing the 
Trailer Coach Association recently in Los Angeles, 
Hugh L. Clary, president of the Clary Multiplier 
Corporation, spoke out strongly in favor of tax re- 
duction and with admirable candor concerning the 
oft shunned word, ‘depression. The Clary execu 
tive declared that he believes this country need not 
have a depression and feels sure that it will not have 
one. He is convinced that “tax reduction, particularly 
corporate tax reduction, is an absolute necessity if 
we wish to change from a defense economy to a 
peace economy without depression.’ He warned, 
“when the government ceases to invest, then the 
public must invest to take up the slack 


® Billing Methods Questioned. The Philadelphia 
Chapter of NOFA is asking for a uniform method of 
billing by manufacturers to dealers, declaring that 
a wide variety of cash discount terms have de- 
veloped, burdensome to dealers who now must pay 
bills every day of the month. Furthermore, it is 
declared, that in many cases the discount period 
expires before the receipt of the merchandise. Here 
is the policy which the Philadelphia NOFA Chapter 
wants to have adopted universally 

“We feel for the good of our industry, uniform 
terms should be established on a 10-day end-of- 
month basis. This would include all bills dated prior 
to the 25th of the month. All shipments made after 
that date should be included in the next month's 
billing and become due the 10th of the second 
month.” 


@ UNIVAC Speeds Statistics. Data on employment 
has often suffered from the fact that the national 
statistics were practically out of date by the time 
they could be compiled and published. But UNIVAC, 
one of the giant electronic computers, is helping to 
change this. Through use of the machine the De- 
partment of Commerce states it is able to cut from 
one to two weeks from the time between collection 
and publication of preliminary figures 


@ War on Discount Houses. |t: open wariare on 
discount houses with the shelling started by the 
W. A. Sheaffer Pen Company. The Fort Madison, 
Iowa, manufacturer is determined to maintain fair 
trade prices on its pens and does so by “policing” 
methods. The firm has announced that it will use 
detectives from the William J. Burns and Pinkerton 
agencies, aided by the Wilmark System, to detect 
price cutting. Violators will lose their dealerships 
and may face court action. This is part of a growing 
conception by manufacturers that they must recog 


nize the plight of retailers and back up fair-trading 
by not dealing with cut-rate firms 


@ School Desk Glamour. A nostalgic item in an 
About Town” column of the Kansas City Times 
helped to sell 2,000 obsolete desks offered for sale 
by the local school board. They were eagerly 
snapped up at $2.00 each after London Laird wrote 

Do you remember the old school desks you used 
to sit behind in school? The maple-top desks where 
you used to study .. . and write notes, which you 
tossed surreptitiously to your boy or girl friend two 
seats ahead?” 

Important to this industry is the fact that the 
Kansas City school board planned to buy new equip 
ment with the money realized from the sale of the 


desks 


@ A Worthy Project. For this industry which must 
always strive to better its professional status as well 
as attracting young blood into its operation, there is 
a hopeful note in the fact that Sam Ruby of Boston, 
50-year stationery veteran, has contributed a sum 
of money towards establishing a scholarship for 
young stationers. Investigating this worthy cause is 
the following committee from the Boston Stationers 
Association—Harley Lewis, Wards Stationers; 
Charles Anderson, Thomas Groom & Company, and 
Robert Freidburg, Federal Stationery 





Page 12. The American Way is a new feature for our readers 
and reprints will be available. We are re-examining the prin- 
ciples which made our nation great and discover that the old 
landmarks of America’s progress should not be removed. This 
is the first article of a series 


Page 13. Subject for this month’s Old Timers’ Party is Frank R 
Curtiss of the Neva-Clog Products, Inc., a well known attend- 
ant at industry conventions and a man who firmly believes 
that selling is the grandest fraternity of all. His success story 
is one that should be of inspiration to young men in sta 
tionery and office equipment selling 


Page 14. ‘By-the-Hour Rentals Sell Portables” is the title of 
another experience story. A dealer tells about a novel way 
to build interest in office machines for home use 


Page 22. Zenn Kaufman continues his showmanship series 
pointing out that beauty is more than a joy forever, an 
isset to financially successful business operation 


Page 24. Does your display program need rehabilitation? In 
this month’s Modern Display section timely advice is given 
on interior display to guide profit take. Another article tells 


how a “Try It Yourself’ display sells pencil sharpeners. 


Page 28. Specializing in design, decoration and furnishing 
of business offices can be a direct road to success even for 


z new firm. Bodine, Bryson & Rolling, Birmingham, Ala., 
has demonstrated this from the drawing board route. Here’s 
1 top article for the furniture section 
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More Than Stationers 
OFFICE APPLIANCES has long furthered the idea that 


the stationer is a dealer in office equipment rather than 
being or merchandiser of paper and the other accepted 
office supr Furniture and office machines, we have 
maintained, are logical products for the stationer who is 
reality « fice equipment dealer. 
We are happy that this idea has met widespread ac- 


eptance United States as witnessed by the adoption 
of the name “National Stationery & Office 


two year 3¢ 


Equipment Association” instead of “National Stationers 
Associatio 
England, too, apparently has become well established 


in the off equipment business. There, the “stationer” by 


traditior enturies had been a purveyor of paper, 
books, and smaller office appliances. 

in o oreign Lands” section this month, the Twin- 
lock News, house organ of Percy Jones (Twinlock), Ltd., of 
Beckenham, England, is quoted regarding this new concep- 


tion of the stationer’s business. It says: 


One now only has to look around stationers’ shops, 
ur cities, to find a great change. Stationers, 
as we know them, have changed completely to office 


particuia 


equippers and furnishers. One sees office desks, chairs, 
filing cabinets and, indeed, office machinery of all kinds; 
and the shop fronts, too, are dropping the title ‘Stationers’ 


and taking ¢ . Business 


Office Equipment’ or the like . . 


people do f n the right atmosphere in such shops rather 
than rubbing shoulders with people selecting ladies’ hand- 
bags fancy goods.” 

The English publication further forecasts, “More and 
more manufacturers seem to be realizing the value of this 
outlet and we visualize the time when there will be few 
other outlets for modern business systems and equipment.” 

Th 


us, the stationer’s horizon widens. 


Two New Departments 


IN THIS ISSUE we are introducing two new features— 
The Ame Way” and “OA Digests of articles culled 


from other publications.” Both of these new departments 
are mear e provoking—thought-provoking. 

Living an age of specialization, we all tend to con- 
centrate o r own fields, leaving outside problems to 
the other fellow. Our general thinking tends to move for- 
ward and backward in the same groove. There are so 


many resp required of us that many of them have to 


be automatic if we are going to get through the day. But 
not all of tk The important thing is not to fool ourselves, 
not to pretend that we've thought out a problem when 


were merely echoing the conclusions of someone else. 


The American way is something we take pretty much 
for granted, a philosophy that we were born with and 
therefore don’t have to reason out once we've reached 
maturity. But it’s time we start thinking. It's time we start 
realizing that we can’t keep it the way it was for the simple 
reason of technological advancements. It’s time we realize 
whether this inevitable change is in keeping with the truly 
democratic spirit or whether, through the combination of 
pressure groups with mass unconcern, it is going to turn 
out to be something quite different. If this new OA feature 
stimulates your own mental processes, the way it has ours, 
its goal will be accomplished. 


But relaxation, a change of scene is also necessary. So 
we offer the digests, which will not concentrate on any one 
theme. One may be entertaining, or controversial, another 
may be chosen because of human interest. One thing only 
—they will not be primarily about this field. If we can 
present the kind of article you'd read if you saw it—but 
that you ordinarily wouldn't see—the digests will be one 
small step away from the confines of specialization. 





Some Thoughts in Our 50th Year 


THE “GOOD OLD DAYS” some called them, when 
OFFICE APPLIANCES was born as a magazine for an in- 
dustry which was in its swaddling clothes and not yet an 
entity ... 


Men wore removable cuffs and collars. . . 
Charles Lindbergh had never piloted a plane... 
Bread came without wrappers and was unsliced . . . 
Television hadn’t arrived and neither had the crystal 
radio... 
A fellow who wouldn’t work was called a bum instead 
of one of the “underprivileged” . . . 
Crackers were sold in bulk instead of being sealed in 
glassine wrapping . . . 
GCOD OLD DAYS?, perhaps, but: 
Filing wasn’t possible in easy alphabetical and visible 
fashion .. . 
Typewriters were a novelty instead of a necessity . . . 


Office furniture wasn’t modular, it wasn’t comfortable 
and it wasn’t colorful .. . 


Chairs were designed to be sat upon and no one wor- 
ried if they were unkind to the sacroiliac . . . 


Bookkeepers wore green eye shields and worked long 
hours laboriously copying rows of figures . . . 


WHAT A WHALE OF A DIFFERENCE 50 YEARS CAN 
MAKE IN THE STATIONERY AND OFFICE EQUIPMENT 
BUSINESS. 

















I]. Fundamental Ideals 
Thet Builf Our Country 


IT IS WRITTEN in the Book of 
Psalms, “Remove not the ancient 
landmarks which thy fathers have 
set.” 


The psalmist was referring to 
those moral and spiritual! land- 
marks which made Israel a great 


people. 

But that warning could apply 
to our nation if it strays from 
THE AMERICAN WAY. 


We can’t remain a great na- 
tion if we remove those funda- 
mental ideals which guided our 
fathers in the building of these 
United States. 


We desire to live on decade 
after decade seeing America cre- 
ate new and better jobs by pro- 
ducing more and better goods for 
more and better people. 


We desire to see America al- 
ways enriched by the premise 
that any ambitious youth can rise 
above the circumstances of his 
childhood . . . the Horatio Alger 
idea factual rather than fictional 
. . . log splitters becoming presi- 
dents in the Lincoln manner. 


We desire to live always in an 
America in which industry, labor 
and agriculture can move for- 
ward, hand in hand, to raise ever 
higher the standard of living and 
to build the bulwarks of a free 
and rich national life. 


It can always be thus — THE 
AMERICAN WAY. 


America started from scratch. 
It didn’t have the mightiest pro- 
duction that the world has ever 
known in those pioneer days . . . 


It didn’t have the most ad- 
vanced technological processes 
ever known to any people... . 
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It didn’t have an otomic bomb 
or the promise of harnessing that 
destructive force for peacetime 
production and the arts of heal- 
ing. 

That early America had only 
the labor of its citizens’ bare 
hands. 

But there was a great dream 
and faith and out of that dream 
and that faith came THE AMERI- 
CAN WAY. 

lt wasn’t easy to build Amer- 
er 

People from many nations had 
to be fused into a new race... 

One language had to be pre- 
served out of many... 

One government, new in con- 
cept and purpose, had to be de- 
veloped and approved by our 
pioneers, who came to America 
to separate themselves from dis- 
tasteful European ideologies. 

All of this, and the conquering 
of a wilderness, the hewing of a 
nation, had to be done — AND 
WAS—in less than two centuries. 


Uniquely, this goal was reached 
under the aegis of the theory 
that the privilege of self govern- 
ment carries the obligation of 
self-support. 


That was THE AMERICAN 
WAY. 


And the idea is as good today 
as it was yesterday. 

That blueprint of American 
destiny must be followed if we 
are to continue a mighty nation. 

We haven’t outgrown our form 
of government, neither have we 
reached a time when our eco- 
nomic system is outmoded. 

This is no time for changing the 
rules of the game, no time to de- 
cide that: 

The world owes everybody a 
living... 





Free competitive enterprise 
must be abandoned, making the 
government the biggest competi- 
tor of all, encroaching in— 

Electric power 
Transportation 
Real estate 
Printing 
Banking 

It is no time for the government 
to enter into the operation of 
public schools, the steel mills, or 
the medical profession. 

That isn’t THE AMERICAN 
WAY. 

The story is told that after the 
surrender of Japan, when the 
armies of occupation moved in, 
a group of Allied officers were 
given an audience with a vener- 
able Japanese scholar. The old 
man was greatly interested in the 
various uniforms worn by the men 
of the different nations. Turning 
to a British officer, he said: 

“| observe by your uniform that 
you must be a subject of the Brit- 
ish Empire.” 

The officer proudly squared his 
shoulders and replied: 

“tT am!” 

Addressing an American offi- 
cer, the old man said: 

“And you, | presume, are a 
subject of the United States of 
America.” 


The officer snapped back: 
“Subject! No! | own part of it.” 
Let’s continue being both part 
owners and the rulers of America. 
That's THE AMERICAN WAY. 


Remove not our ancient land- 
marks. 


(Extra copies of “The American Way” avail- 
able at following rates: Single copy, $0.05; 
25 copies, $1.00; 100 copies, $3.00 


Next month — 


“Freedom and Incentive’ 





Member of “'Grandest Fraternity" 




















Neva-Clog Selling is His Life 
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CURTISS, director of 
Products, Inc., 
his interesting career 


iriety of jobs and then 


In Various Capac ities 


a member of what to 


lest of all—the selling 


figure in the industry, 


dant at most NSOEA 


was born with no silver 


Neither did he 
with a position in 


outh. 


Working at 14 
1895, in New Haven, 
11 education consisted 
the Three R’s in the 
of a little one-room 
This education, 
was permanently inter 
ifter his 14th birthday 


necessary tor him to 


was as a floor sweeper 
some 68 hours of work 
cents per hour. 


Leaves Mill 


The confinement of 
id not appeal to this 
untry boy’ and a year 
| started to travel. After 
dry occupations I got 
nfant automotive busi 


y became a salesman.” 


isted in a cavalry unit 


(;uard for a tour of 


duty on the Mexican border. The outfit 
was reorganized in 1917 into a machine 
gun battalion and was shipped to 
France for active combat duty as the 
102nd Machine Gun Battalion, 26th 
Division. 


Eleanor King and Frank were mar- 
ried in 1923 and have two daughters 
and two granddaughters whom the 
proud grandpop describes as being “very 
attractive blue-eyed natural blondes.” 


Joined Neva-Clog 
It was in 1924 that he became inter- 
The Scroll Art Company, 
Bridgeport, Conn., manufacturing a 
high-grade line of bronze lamps and 
The firm sold out 
to The Smokador Company in 1930 
at which time Mr. Curtiss joined the 
Neva-Clog Products Company, also of 


ested in 


smoking stands. 


Bridgeport. 


At that time, Neva-Clog was housed 
in two rooms in a loft building and it 
is a source of pride and satisfaction 
to Frank to have seen the company 
progress for nearly a quarter of a 
century. During this considerable span 
of time there has never been a strike 
or other form of labor trouble and the 
continuous retention of all key per- 
sonnel indicates the generally pleasant 
personal relations. 


Has Loyal Support 


Director of Sales Curtiss comments 
further concerning Neva-Clog pleasant 
relationships: 

“Even with ideal conditions, I am 
sure, however, that the company could 





Frank R. Curtiss 


not have progressed without the loyal 
and continuous support of our dealers 
and distributors which, which a touch 
of modesty, I hope we deserve. To 
those who would sell the loyalty of 
customers short, may I suggest: give 
them a crumb and they'll give you a 
cake.” 

Assays Rewards 


Looking backward over his business 
career, he concludes: 

“In passing, I sometimes regret the 
lack of a more formal education but 
I wouldn’t swap my experiences over 
the years for all the tea in China. 

“These experiences have enabled me, 
I believe, to sift the wheat from the 
chaff, separate the genuine from the 
‘phonies’ and to appreciate that the 
greatest of all things, other than spir- 
itual, is the dignity of man and of the 
individual and that the application of 
work, thought and thrift, coupled with 
consideration for others, will of itself 
bring ample reward and in addition 
the material blessings that all men 
desire in some degree.” 


Activities Curtailed 


Due to the necessity of traveling, 
his community activities consist pretty 
much of the support of charities prin- 
cipally for unfortunate children and 
hungry men. 

He devotes as much time as he can, 
which is not enough, he states, to the 
hobbies of home, family, gardening, 
fishing, hunting and friendly bridge. 




















“By-the-Hour™ 


Rentals Sell 
Portables 


@ Offering pleasant surroundings in 
which to do the work and renting 
either portable or upright typewriters 
“by the hour” is a policy which has 
become definitely “big business” at 
United Typewriter Company, Wash- 
ington, D. C. 





A rental customer tries a machine 
under Mr. Schreiber’s guidance. 


14 








& 


_ 


My. re 4 
} sth” ', 


iti rewAiic 


5°S*°6¢ 9" 


CPERCSETEL ERS ToT eReRe ree 








wage ens 





ls its Pik 
te. 9 : 





Front view of United Typewriter Co., Washington, D. C. 


Arthur Schreiber, young head of the 
Washington business machines dealer 
ship, is an aggressive, enterprising 
dealer with a flair for the unusual in 
promotion. Since 1945, when the long 
established store was completely remod 
eled, United Typewriter Company has 
introduced one innovation after another 
in the business machine retailing in 


dustry in the nation’s capital. 


"Hanging Front’ 


Perhaps one of the most unusual 
ideas advanced by Mr. Schreiber is the 
“hanging front” shown in the photo- 
graph on next page. Slanting out from 
knee-level to a point 10 feet above the 
sidewalk, the three windows are actu 
ally extended at an angle of some 25 
degrees, which eliminates reflections, 
gives a clear view of the interior no 
matter what the position of the sun 
may be, and certainly, makes this a 
strikingly different store front in a city 
of ultra-conservative shops. 


The facade is likewise in rather out 
standing colors, bright red glass, black 


fluted 


hnished aluminum metalwork. 


Next, since 1945, Mr. Schreiber has 


lettering, contrasted by satin- 


continuously taken advantage of “im 
pulse buying” as associated with office 
machines. Contrary to those who feel 
that an expensive item like a new type 
writer is scarcely bought on impulse, 
the Washington business machines 
dealer has found that a lot of initial 
contacts, established merely because a 
typewriter appealed to a passerby, have 
been converted into sales. 


To provide furtherance for this idea, 
Mr. Schreiber next launched his “hourly 
rental” system. For more than seven 
years now, signs have appeared in the 
center of the new typewriter displays 
in the main window, which point out 
“We Rent Typewriters and Office Ma- 
chines By the Hour.” Similar signs are 
posted on the typewriter display racks 
down the right side of the store, and on 
a receptionist’s desk, immediately to the 
left of the entrance. 


All newspaper advertising carries the 
same slogan, and no salesperson waits 
on a customer for anything whatsoever, 
without calling attention to the fact 
that rentals are a major portion of 


United Typewriter Company’s business. 


The “hourly rental” system was de- 


veloped originally to provide access to 
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Feel at Ease 


the reluctance 


ple feel toward entering 


ng to try out any such 


belief that they will be 
ounded until they buy. 
imply rent a machine, 


test its touch, completely 


such psychological 
we are creating a 
orthwhile prospects.” 
profit returned from 


is negligible in view 


ttention and servicing 


required, it is valuable because of the 
prospects turned up, Mr. Schreiber 
emphasized. “The mere fact that a 
customer comes in and rents a machine 
for any purpose indicates some interest 
in typewriters, particularly, when they 
ask to use a portable, which is obviously 
as we have found, merely an excuse to 
try the machine out at leisure.” 


Comfort for User 


Row after row of neat, individual 
typewriter desks are set up on the right 
side of the store, each accompanied by 
a comfortable posture chair and every 
accessory which the typewriter renter 
can require—even down to a smoking 


stand. 


The same facilities are used for dem- 
onstrating typewriters or for rental use, 
without any conflict whatsoever. Almost 
any hour of the business day, two or 
three rental customers are always found 
pecking away somewhere in the front 
of the United Typewriter Company 
store. 

It has been through this route that 
United Typewriter Company has bur- 
geoned its portable typewriter sales 


volume tremendously. Customers who 





United Typewriter Co.’s unique slanting front 


eliminates 
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of the sun to enhance display. 








Servicemen prove good customers 
on the rental basis. Mr. Schreiber 
waits on a first lieutenant. 


rent a portable, or come in merely to 
ask questions about them, are told that 
they may rent almost any portable on 
display for a flat rate of $12 for 3 
months—this $12 applicable to the pur- 
chase price if they decide to buy. 

Since the rental is well below the 
current portable rate, elsewhere in the 
country, and because the flat rate for 
120 days carries a lot of appeal, there 
is very little resistance. Then, 
once the renter has found that the port- 
able is easy to use and saves a great 
deal of time and effort, he is not likely 
to allow the $12 already paid in as a 
rental to pass into limbo. Instead, he 


sales 


anxiously inquires as to whether it can 
be applied on the purchase price, and 
transfers the contract over from a rental 
type to a purchase. 


A Selling Feature 


In this way, the $12 three month 
rental on portables has become one of 
the best-known features of the enter- 
prising United Typewriter Company. 
Naturally, a lot of care must be exer- 
cised inasmuch as Washington’s transi- 
ent traffic means that seldom will there 
be such a thing as an “old customer” in 


this field. 


Through requiring thorough identifi- 
cation and “sizing up the renter” him- 
self, Mr. Schreiber has been able to 
keep theft losses down to an absolute 
minimum. “Renting portables will al 
ways be a valuable asset to us,” he said. 
“Because it breaks the ice, so to speak, 
between potential typewriter purchaser 
and the store, allows the customer to 
actually sell herself, and finally, because 
we could scarcely attract half so many 
customers without this plan.”—RAL 
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Clopp’s Store 
Built on Ideas 


® MANY PERSONAL IDEAS as 
well as visits to other stores to get 
tips helped Harold W. Clopp to open 
his new and modern stationery store 
in Trenton, N.J. The new store occu 
pies a main floor and a basement, has 
two large windows at street level and 
incorporated a host of other features 
to make it the most modern of its type 
in the area. 

Owner Harold Clopp was deter 
mined to devote his new store to the 
display of merchandise rather than 
making it a stock area. He has there 
fore made limited displays of all his 
merchandise so that customers could 
see all the stock he carried. 


Display Samples 

“Everytime a shipment comes in,” 
says Mr. Clopp, “we take out one or 
two samples of each item and place 
them in the store. The balance remains 
in our warehouse. Our store is devoted 
strictly to the display of everything 
that we handle.” 

The main sales floor measures 100x 
25 feet wide with office space in the 
rear for the business management. It 
houses the commercial stationery and 
supply department, as well as contain 
ing a display of office machines and fll 
ing cabinets. Store appearance is en 
hanced by its colorful walls consisting 
of red, green and gray walls, each one 
in a different color. Spotlights or tar 
get lighting illuminate the entire floor. 


Space for Stock 


A stock room has been constructed 
right behind one of the wall displays. 
This room was created by building a 
false wall about five feet out from one 
of the main walls and lining it with 
shelves. Thus a room about four feet 
wide and 45 feet long stocks many of 
the thousands of items handled by the 
store. 

There is an opening in the display 
shelving that permits entrance to this 
rear supply department and wherever 
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possible, the merchandise in the stock 
room is directly behind the merchan 
dise displayed on the shelves in the 
store. This makes it easy for clerks to 
obtain merchandise readily from the 
stock room as pointed out by customers 
on the display shelving. 

To simplify stocking in this rear 
room, Mr. Clopp tries to keep whatever 
merchandise he can stocked on a side, 
such as books, binders and reams of 
paper. In this way, withdrawals can 
be easily made. 


Use Chart Control 


Another device used in the stock 
room is a chart control of typewriter 
ribbons. Handling about 80 different 
ribbons, clerks find it easy to get the 
one requested from the marked boxes 
that have been neatly stacked in alpha 
betical and numerical order. A chart 
lists all the brands of typewriters which 
are identified by a letter. Then a num 
ber identifies each ribbon for the var 
ious machines. When a customer re 
quests a certain ribbon brand for a 
certain machine, the letter and number 
are the guide. 

Each box of ribbons is identified with 
1 letter and number which makes it 





easy for the clerk to obtain the ribbon 
desired. This same system is utilized 
when checking stocks or taking inven- 
tory. 

Spot Empty Spaces 

To keep the reserve supply depart- 
ment fully stocked, a separator is used 
between each stock of merchandise. 
This keeps the merchandise from shift- 
ing around and when an empty space 
appears a clerk can readily spot it and 
replace the merchandise. 

The display area of the store con- 
sists of a series of shelves and open 
counters to promote easy selection. No 
posts or dividers are seen anywhere. 
Thus, store customers get an unbroken 
view of the entire layout of merchan- 
dise. 

The store has been departmentalized 
so that customers can walk to the de- 
partment they are interested in. Where 
display space is limited, only one of an 
item is shown and everything is within 
easy reach for customer inspection. 

Post binders, ring books and memo 
pads for instance, are displayed on a 
peg board section along the wall. These 
are displayed flat to the customer, being 
held in place by wire holders. These 
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holders cat oved around to make 
lisplay on this board 
the best means of display 


whatever ierchandise is placed 


board has been placed 
long the w for the display of stap- 
lers, penci urpeners, scissors, scales 
ind sealing 


achines. The peg board 


permits simple ramifications to display 


iny type nerchandise against it. 
Panels Utilized 

Also as a part of this display is a 
section which contains 12 swinging 
panels measuring 10x24 inches, which 
ire used to display such items as en- 
elopes, | writing paper, ruled 


forms and many other 


paper, loos« real 
items of similar nature. Customers 
“thumbing” through these panels usu- 
} re 


illy buy more supplies when they see 
this large display 

About 30 feet of unbroken shelf 
space occupies the wall adjacent to the 
reserve stock room. Glass shelving is 
used and only one of an item is dis 


played to certain that everything 


handled by store shows up. Quan 
tities of smaller items are retained in 
glass countel es and clerks sell trom 
these count 
Furniture Shown 
The side the store opposite the 
tationery urtment is devoted to the 
display of some office furniture and 
nachines. This enables the store to dis 
play a representative line which is 
stocked more fully in the basement 


ofhce furniture lepartment. 
\ row of filing cabinets separates 


the rear offices. These 


the store 
cabinets run from the least expensive, 
such as the transfer files, to the most 


expensive which are insulated files and 


consist of files from two drawers up 
to five drawer \ more extensive se 
lection also is uilable in the basement. 

\ filing system has been installed 
in the top drawers of every cabinet. 


Chese consist 


phabetical an in some cases, the 


numerical systems, al 


Self-service 
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drawer has been split up so that a 
small card filing system can be utilized. 
Each of the folders in the file has a 
batch of blank paper to represent actual 


hling. 

The basement or lower level sales- 
room is 90 feet long and 25 feet wide. 
It is devoted to all types of office fur- 
niture and has been divided into three 
sections. Starting at the bottom of the 
staircase is the lobby furniture display, 
which is followed by steel and the 
wood furniture departments. 

A variety of lobby furniture is on 
display here finished in different colors 
and types of material to show cus- 
tomers as large a selection of furniture 
as possible. The bulk of this furniture 
is carried in the warehouse. 


Steel on Parade 

Steel furniture displays follow, with 
one unit of every type and brand of 
desk and chair carried in stock. This 
permits better utilization of space for 
display. For instance, if customers see 
a 48-inch steel desk of a certain brand 
and type, they can readily picture the 
same one in larger size and vice versa. 

The wood furniture department fol- 
lows in similar display form. But each 
desk in this sales room contains a dif- 
ferent desk top set, a different lamp 
and other accessories, such as smoking 
stands, pen and pencil sets, and so 
forth. Thus a larger variety of the 
big stock of lamps, smoking acces- 
sories, desk pads, pen and pencil sets 
carried by the store are displayed here. 
In each desk drawer is a price list that 
itemizes the cost of whatever is tied in 
with that display. Thus, if a customer 
likes a particular lamp on another desk 
a price can be quickly obtained. 

An open stock of all types of chairs, 
including executive and typing posture 
chairs is arranged along one of the 
walls. There also is an assortment of 
filing cabinets, again complete with 
systems, but each one varying. Thus 
everything that the firm stocks in its 
warehouse is on floor display. 


In order to permit prospects to get a 
better visual idea of how their offices 
may look with certain selected furni- 
ture, a 12x15-foot private office has 
been built into the rear basement wall. 
This office consists of wall murals, 
drapes, wall-to-wall carpeting with 
under-lying pads, a costumer and an 
executive desk and chair. A dolly is 
available for replacing any of the furni- 
ture in this “private office” with furni 
ture from the floor so that the customer 
can easily visualize just how his office 
will appear. 

Attractive Colors 

The entire basement sales level is 
painted in a dusty coral, terra cotta and 
the rear wall in gray. Spotlight fixtures 
are used for illumination, 

“We do all our shipping and receiv- 
ing from a warehouse in the rear,” 
mentions Mr. Clopp. “We do not want 
to disturb our store displays or the gen- 
eral business conducted here daily with 
these chores. Shipping and receiving 
duties have no place here.” 

Three salesmen handle the firm’s out- 
side business. Accounts within Trenton 
are divided among the sales force and 
outside of these limits, the area is 
divided into territories to prevent over 
lapping. The new store has increased 
sales activities as salesmen can now 
show actual merchandise to prospects 
rather than rely on catalogs and other 
promotion literature. 


Advertising Used 


The store promotes business through 
telephone book advertising and direct 
mailing twice a month. Employed are 
phone book listings under several clas- 
sifications covering the various classi- 
sifications of merchandise that are 
handled. These cover office furniture, 
office machines, stationery, gift cards 
and social stationery. 

The firm has 1400 names of cus- 
tomers and prospects on addressograph 
plates. Twice a month, a mailing is 
made to this list, enclosing literature 
supplied by manufacturers and other 
pieces made up by the firm.—PL 





ounter and open display shelves .. . Panel in basement furniture department reveals model office. 
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Customer's Convenience 
Stressed in Clayton, Mo. 





New Layout Designed for Self-Service 


@ IN MODERNIZING its stores to 
provide five times the area it previously 
held, Clayton Office Supplies, Inc. 
Clayton, Mo., has emphasized self 
service arrangements. It has found that 
such displays in open racks, making 
merchandise convenient for customer 
observance and handling, is proving a 
powerful sales stimulant. 


The expansive 120 x 30-foot show 
room is characterized by center islands 
with their tempting showings of fast- 
moving sundries. Also prominent are 
open wall racks on both sides, behind 
wall showcases, where stock can be 
easily seen by store visitors. A rolling 
ladder which slides along the entire 
shelving space makes it easy for clerks 
to withdraw merchandise. 

“It all goes to show that the old-style 
floor arrangement of commercial sta- 
tioners where stock was hidden behind 
closed drawers is on the way out,” 
points out Ralph C. Brissenden, man- 
ager. “We've taken a tip from the 
super-markets and other self-service 
businesses and realize that it’s paying 


off.” 


Prices are Marked 


The three center islands with pyra 
mid shelving display a neat array of 
popular items, all price-marked with 
shelf clips. 

One of them is completely devoted 
to briefcases, permitting complete in- 
spection, and immensely facilitating 
transactions in this bracket. Another 
open counter with desk-pen sets only 
has proven stimulant for this kind of 
stock. 





Furniture placed near entrance so it can be seen easily. 


The shelving in the wall racks was 
scientifically designed to hold mer 
chandise of a particular stock, the 
specifications being laid out in advance. 
Result is that these open bins hold their 
quotas of filing supplies and mimeo 
graphed paper, fitting them in easily 
and providing ample inspection from 
the floor. 

Under such a set-up the only closed 
showcase is that of fountain pens. 
Wrapping counters on which to lay out 
loose-leaf folders and similar | devices 
for which customers need assistance, 
break up the solid showcase floor ar 
rangement. Two sales people are con 


stantly on the floor to assist customers. 


The heavier bulk equipment such 
as desks, chairs and filing cabinets are 
placed well up in front near the en 
trance. This arrangement is planned so 
that the stock can be easily seen by 





those coming in, suggesting its availa 
bility by mere appearance alone. 

This sort of merchandising appeal is 
further accentuated by the bright, 
cheerful appearance of the environment 
created by light-colored furniture and 
a variety of wall coloring to break up 
the montotony and utilize “color dy- 
namics.” 

There's Harmony 


The blond wood fixtures are all 
matched to provide harmony. There 
are four different colors for the painted 
walls, brown, yellow and gray in the 
front portion, with light green toward 
the back. Flooring 1S of asphalt tile 
in light and dark brown patterns with 
lighting from overhead fluorescent 
grids. 

All of the fixtures and store furniture 
are brand new, except one floor show- 
case, thus helping to create the atmos- 
phere of freshness. 

One section of the floor which caters 


to a specialized sales market and gets 


Real estate supply department. 


OA — 3/54 


4 


natronay 
ilone 


lent 


section, (4 ivtol 


that it is ¢ 
irom then is 


store visits, 


For this trade 


that its lo 
from the St 
which the 
rrequenti\ 
lo pro! 
tion letters 
These art 
issortment 
the tact that 
ot real estat 
ids empha 
tinually 
Other lett 
campaigi 
proressional 
For exai 
drive to 


machines t 


from the phor 


manufacturer 
uct with 
card enclos« 
time with 
centive to 
oftered at 

] 


turned 


Chis dri 
one aimed at 
practice 1s 
campaigns 
at a time, 
then switcl 
item. Th 
writer carbo! 
irticles ben 

Three out 
ually callin 
and »t Li 


is primarily 


Stationery busi 


1 
volume 


rarely visit the 


ing made 


This latte I 


OA — 3/54 


virtue of its completeness 


estate supply depart 


not only of giving the 
ing he wants, but also 
in business. Available 
ystems, signs, contract 
listing books, even flags 


go outside of the house 


Near Courthouse 


only one-stop station 
ter for realtors in that 
Office Supplies finds 


njoying heavy patronage 
well as encouraging their 


‘ich lead to other buys. 
the store is fortunate in 
is only a block away 


Louis County Courthouse 


estate men have to visit 


this department, solicita 
sent out frequently. 


ggestive in tone, mention 
ailable and always play up 


tne store makes a specialty 


pplies. In similar vein, 


g this specialty are con 
in the local papers. 
ire mailed in specialized 
octors, lawyers and other 
ospects. 
, the store worked out a 
Dupli-Voice dictaphone 
tors. Names were taken 
books and these sent 
iterature on the prod 
iddressed, return post 


t set an appointment 


ore salesman. As an in- 


olume, salesmen were 
ra premium for orders 


promotion. 


Plan Mailings 


is followed by another 


iwyers and so on. Store 


run a series of mailing 


as many as five days 


d wholly at one product, 


| concentrate on another 
equipment, type 


j 


ind ribbons and kindred 


a 


this “shotgun” effort. 
salesmen are contin 
accounts in St. Louis 


County. While Clayton 
ngaged in the commercial 
ness with the bulk of its 


from accounts which 
store, an attempt is be- 
uild up store business. 
accounts for the reno- 


vation of the headquarters into its 
larger and more inviting quarters. 

For three years the store was located 
across the street, until the move to its 
present site in August, 1951 which 
provided total space of 150 feet depth 
besides the improved 30-foot frontage 
on the main business street. 

At the opening of the modernized 
store, 2500 plastic card cases with the 
store imprint were distributed and 
these proved so popular that requests 


Use New Items to 








for them came in months later. 

As an incentive to its salesmen, the 
store utilizes Scheafer pen premiums, 
distributing them to its own staff men 
who equal or surpass production 
quotas. Starting with two employees, 
personnel has grown to nine. One de- 
livery truck assures immediate service. 

President of the corporation is E. 
Linton Joaquin, although he is not 
active in the store’s operation. 


—By Albert S. Keshin 


Sweeten Salesman’s Line 


@ BECAUSE A STATIONERY store 
is no place for a bargain “sale,” artificial 
stimulation of business is best done by 
a series of small promotions. 

This is the policy of J. A. Crow, Hall 
Stationery, Topeka, Kans. To illustrate, 
here are some specific items used in 
recent years at Hall’s to sweeten the 
salesman’s line—just door-openers, but 
valuable in re-contacting steady cus- 
tomers with a new angle. 

The articles chosen, Mr. Crow told 
Orrice AppLiances, must be the answer 
to a need, and be sold with that ap- 
proach which puts the customer and 
his interests, first. 

(1) One need of offices and banks 
has been to find a pen which will al- 
ways write. Fountain pens require re- 
filling; an open pen dipped in a bottle 
would splash and soil hands and cloth- 
ing if hurriedly handled. 

Morriset Company, several years ago, 
came out with an inkwell with a lid, 
the whole to be turned upside down, 
providing ink always in the bottom of 
the well. Hall’s demonstrated these at 
their sales meetings, held the half-hour 
before the store opens, each week. 

The pen-and-well were shown in the 
window, given to the city salesmen 
and mentioned in the advertising. The 
$3 deal sold all over the court house 
and in offices downtown. The two-gross 
were placed in a month, the majority 
of units selling on direct canvass. 

(2) This stationery store, which re- 
cords sorne 180,000 transactions a year, 
admits that ink and carbon are not 
fast expendables. To recontact on daily 


needs when supplies are adequate, is 
only to irritate the prospective cus- 
tomer. Yet, declares Mr. Crow, to put 
an item in the show case that needs to 
be actually sold, is inviting obsoles- 
cence and markdown. 

One recent addition has been a glue 
pencil, with refills in a capsule, This 
item would never be called for, because 
it is a specialty, but a salesman can 
snap it on his pocket, and “push” it. 
In this way, four or five dozen can be 
given new homes, and at $2 or $3, 
they make friends, and help pay the 
old bugaboo of overhead. 

Mr. Crow points out that he is con- 
stantly checking the trade papers for 
potential specialties. A new pencil, au- 
tomatic, on the principle of a ball point 
pen, turned out well for this firm. 
These are plugged, too, by statement in- 
closures from the manufacturer, which 
many times pave the way. 

Customers are just human, and they 
won't come knocking for an item, in 
all the pressure of advertised goods. 

Other examples of items which have 
lent themselves to use as “an introduc- 
tion card,” include a fountain pen or 
ink pencil, which will carry drawing 
ink without clogging. Stapling ma- 
chines are constantly improved, and 
give the re-contact opportunity. 

Envelope sealers, stamp affixers, new 
creations of old items—these are the 
salesmen’s entree, but must have more 
stability, Jack Crow reminds the reader, 
than the “genus gadget.” In season a 
successful departure in electric fans is 
a surefire attention-getter—AG 
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Big separate filing equipment department at Johnson’s bookstore. 


Concentration Sells Filing Equipment 


®@ PROVIDING FILING equipment 
with all the advantages of an entirely 
separate department, separate person- 
nel, and adequate space to show every 
possible development in the field, has 
sharply boosted sales in this classifi 
cation for Johnson’s Book Store, Spring 


field, Mass. 


This enterprising office supply firm 
has gone even further than mere re 
modeling and redecoration. Last March, 
when it became possible to obtain space 
in another building behind the origi 
nal Johnson’s Book Store, separated by 
the street, Charles Johnson of the man 
agement didn’t hesitate. 


Location Helpful 


While the decision to use the build 
ing for sales in this way meant that 
the Johnson store spreadeagles two 
of Springfield’s downtown shopping 
streets, the resulting increase in display 
space, and more particularly, the in 
crease in the effectiveness of depart- 
mentalization, made the switch worth 
while. 

Immediately outstanding, and cer 
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tainly a delight to any prospect who 
enters with filing problems, is the filing 
department which occupies the entire 
right side of the newly-acquired space. 

The filing department is some 60 
feet long by 25 feet wide, consisting 
of an L-shaped enclosure of wall shel 
ing, a dozen block tables for display, 
and specialized compartments and bins 
for varieties. There is nothing shown 
in the department which is not im- 
mediately associated with filing, from 
either an accessory standpoint or be 
cause it is a container of some sort or 
another. 

As a result, W. A. Egan, veteran 
manager of the store, and in fact, the 
second oldest employee of the Johnson 
organization, says “it simply talks file 
and filing alone.” 

The inventory ranges through some 
75 numbers, all filing items begin 
ning at 3x5-inch wooden desktop file 
boxes at the low end, up to heavy, 
hreproof, combination-lock four-drawer 
files at the other. 

Shelving along the wall reads from 
right to left, beginning with simple, 
inexpensive files, through more elab- 


orate, multi-level card files, up to trans- 
fer systems, special purpose filing sys- 
tems, and finally, heavy files, combina- 
tion files and security models. 

“It requires a far more versatile in- 
ventory to meet the demand for files 
today than in the past,” Mr. Egan 
said. 


Housewives Need ‘Em 


“Now, that every business must keep 
far more accurate records and many 
more types of them, small card files 
and special-purpose drawers are a must. 
Even the ordinary housewife is be- 
caming alphabetized file conscious in- 
asmuch as she must keep up with 
income taxes, rent payments, social se- 
curity, and dozens of things which her 
mother never had to contend with. 
In short, practically everyone is inter 
ested in filing from one standpoint or 
another, and it is up to us to antici- 
pate such needs.” 

For that reason, the separate filing 
department of the Johnson store has 
been carefully broken down into clas- 
sifications which meet any possible 
need, Even simple in-and-out baskets, 
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wire correspondence baskets, are avail 


ible in sip 


choices, waste baskets in 


twenty, metal card files in fifteen, 


heavy stal files in a dozen selec- 


tions, and forth. Standard policy 
is to offer customer a wide choice 
of color, ranges, and design, so 
that it is unlikely that any one will 
leave disapp nted. 


Considerable trafic has been stopped 
by the wall displays of card files. Six 
tiers of shelving in the wallcases show 
brightly contrasted card-file cases of 
various shapes and sizes, and attract 
attention. Whereas in the past “im 
pulse buying” amounted to an insig 
nificant element in sales of filing equip 
ment, it is now a definite, weighty 


conside ratio! 


vith this leading Massa 


chusetts off ipply firm. 

The ta out in front are utilized 
both for reset stock and to introduce 
new developments as fast as they ap- 
pear on the market. Fire-proof lock 


boxes, Cal 


withstanding all sorts 


of weather the protection of papers 


entrusted them, are a typical ex 
ample. When, during June, a tornado 
laid waste much of Worcester, Mass., 
+8 miles away, the plight of home 
owners who lost insurance policies, 
valuable ls, titles, was mentioned 
almost daily in local newspapers. The 
result was a rush demand for perma 
nent protectic in the form of lock 
boxes and niature vaults. The same 
ustomers Dougnht files of all types, as 
well, Mr. Eg pointed out. 

Because there is plenty of space 
ivailable new department, there 

little « rowding, plenty ot op 
portunity customer to “browse” 
and he is ouraged to handle any 
thing shown to his heart’s delight. 
Oddly ough, the Johnson store 


some years ago, made capital out ol 


the invitati ‘Please Handle Any 
thing” a displays signs through 
it the s which encourage the 
timid shopper examine any article 
she likes 

This sort of an invitation carries 
plenty of appeal in the files department, 
ind has re ted in a lot of additional 
npulse sa women pull open 
drawers, experiment with locks and 
litt lockb eciding then to buy. 

In sh appeal is based on a 
tar larger choice of filing equipment 
und accessor than has ever been 
offered irea before, plus plenty 
of space to sk it all, with maximum 
comtort sibility for the cus 


tomer,” Mr. Egan summed up.—RAL 
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“She Salt Lich 


MONTHLY MUSINGS ON SALESMEN 
AND THEIR PROBLEMS 


by L. R. ADDINGTON, vice-president 
dealer sales, Art Metal Construction Co. 


m@ MANY BOOKS have been written on 
“why people buy,” but a salesman cannot 
be satisfied by knowing all the reasons and 
motivations. A good salesman must find 
out why people buy what he has to sell. 

The answer for any salesman lies in the 
answer to the question. We will deal here 
only with “‘why people should buy office 
equipment and office supplies.” 

Office equipment and its allied lines 
can only be classed as service merchandise. 
It is so designated because it is used to 
help business produce more work. 

Now we have to decide only why do 
business firms purchase new equipment or 
supplies. We believe the answers are few 
and completely sensible. 3 

1. In good times business buys what we 
sell to help them make more money. 

2. In poor times business buys what 
we sell to keep from losing more money. 

Whether articles are worn out or bought 
to be used by more people the underlying 
reason for the purchase is basically either 
No. 1 or No. 2. 

That leaves today’s salesman in our in- 
dustry with but one clear cut challenge. 
How to sell customers and prospects on the 
idea that it will pay them to buy. 

This is not easy to do, but can be ac- 
complished. 





1. Weigh the following facts: 

(a) Where is the item used? 

(b) How many use it? 

(c) How is it used? 

(d) How long has it been used? 

(e) Are the office workers who 

use it satisfied? 

(f) Is there a record to support 
claims that it does what it 
is supposed to do? 

How long does it last effi- 
ciently? 

2. What will the product or service you 
sell do for the customer? 

Now we have two factors by which you 
can prove to a prospect that it will pay 
him to buy. List advantages of present 
method or product in use against potential 
gains from use of proposed method or 
product. 


‘g 


Every successful sales manager now has 
the responsibility of putting into the hands 
of his staff specific advantages of his prod- 
uct over his competition. 

The public no longer is buying vague 
generalities or pat statements, but the 
public can and will evaluate the extra 
values into price differences and will justify 
to themselves the reason for buying mer- 
chandise of better quality. 


Next month—Selling is a career. 








Esterbrook Featured . . . Proclaiming “The World Depends on Esterbrook” this window 
display attracted attention at the Gramercy Staty. Co., New York City. 
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Act Vill of a Series 
Showmanship in Selling 


by ZENN KAUFMAN 


sales consultant 


Beauty— 
More Than 


a Joy Forever 


® WITH NOTHING TO OFFER 
but beauty, nature continues year in 
and year out to pull crowds by the mil- 
lion. Whether it’s the enormous beauty 
of Grand Canyon—or the simple at- 
traction of a shady brook—our entire 
nervous and physical systems react with 
consistent regularity to the call of na 
ture’s beauty. 

The simplicity of the sea—the variety 
of beautiful mountains—both act as 
tonics for our beauty-starved populace. 

Fortunes have been made by men 
who have capitalized on this public 
craving for beauty. Many forms of 
entertainment are based principally on 
some kind of beauty. In business, too, 
it plays a major part in getting and 
holding the crowds. 


Packaging Important 


One battery man is now packaging 
automobile storage batteries in card- 
board boxes—with a snakeskin finish. 
Women, who buy a large proportion of 
storage batteries nowadays, are repelled 
by the sight of a greasy-looking, black 
battery. It’s megative—whereas the 
snakeskin finish on the new boxes as 
sociates itself immediately with fashion 
and style. The pretty boxes jumped 
sales. 

Gotham hosiery added appeal to the 
ordinary nylon stocking by rolling it up 
and putting it on the back of a cute, 





How’s Your Showmanship? 

Each month, our autographed copy of 
Showmanship In Business will be given for 
the best example of showmanship sent in 
by a reader of Office Appliances. Tell us 
of something you've done—or even some- 
thing you've seen that has helped add that 
extra touch of dramatic interest. 
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Allegheny National Forest, Pa. .. . 


little Scottie dog. Thus, men bought 
hosiery as a gift feeling that they were 
giving something good-looking and 
sentimental rather than something that 
was just practical. This recalls the 
story of a man who went into the de- 
partment store and asked to see some 
women’s hosiery. The clerk asked him, 
“Are these for your wife or would you 
like to see something better?” 

Western Union doubled its greeting 
message business when they reproduced 
Norman Rockwell paintings on their 
otherwise plain yellow blanks. 

Abbott Kimball, advertising agent, 
once asked his art director if he really 
thought that beauty paid. The art di- 
rector replied, “I once ran an ad for a 
job and secured fifteen replies. I called 
on you first because your stationery was 
better looking than any of the others. 
You hired me and I’ve been working 
here since.” 

Whether it’s the uniforms of the West 
Point Cadets, the stream-lining of the 
new railroad trains or the jacket of a 
new book, we are always caught by a 
“thing of beauty.” Smart manufac- 
turers would not continue to pay thou- 
sands of dollars to smart designers like 
Egmont Arens unless beauty paid. Mr. 
Arens redesigned a scale and sales 
doubled. This is a fact—not theory. 
Beauty is not only a “joy forever” but 
an active and immediate cash asset. 
The housebuilder who invested $1.80 
in a little red curtain found that his 
$1.80 curtains would sell a $10,000 
house quicker than any similar invest- 
ment. 

There are countless ways in which 
the element of beauty can be capitalized 
in the office equipment field. It starts, 
of course, with the entire element of 
store design. This in itself sets the 





(Photo Courtesy U.S. Forest Service) 


framework for your own show, pro- 
viding inspiration to customers to make 
their own places of business more at- 
tractive. 

The element of appearance is a big 
factor in buying office equipment for 
two reasons. 

First, it has been proved many times 
that harmonious surroundings make 
for more efficient work. Hence, an in- 
vestment in new, up-to-date well-de- 
signed equipment can actually be a 
factor in saving money. 


Sell Confidence 


Second, an attractive office is often 
an important form of public relations, 
giving vistors a comfortable and pleas- 
ant sense of confidence in the company 
they are visiting. Smart dealers will 
capitalize on this. 

A while back I was asked to talk to 
the American Library Association. The 
libraries wanted to know how to use 
a little showmanship. Among other 
things, I told them that most libraries 
are quite unattractive in appearance. I 
pointed out that only the other day I 
had visited my branch library and no- 
ticed that the funeral home next door 
to it was better looking with its little 
green awnings and landscaping. 


Morticians Interested 


When I mentioned this before the 
Rochester Chamber of Commerce, a 
man came up afterwards, put his card 
in my hands, and said, “My boy, you 
When I asked who 
“us” were, the answer was, “We are 
funeral directors.’ A month later the 
National Selected Morticians booked 
the talk for their national convention— 
topic: “showmanship in business.” 


will hear from us.” 


Among other things, I recommended 
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to the 


; that they add a touch of 
veauty and, putting my head right in 
the noose, said, “While you are beau- 
tifying tl ibraries, you might do 
something with some of the librarians.” 


[ suggested that 


while putting the 
Pittsburgh paint on the buildings, they 
might w t a little Coty on some of 
he girls. Now whenever I come to 


Publishers’ Weekly, 


iper that covered the conven- 


1 
the ofh tne 


the tra le] 


tion, Fr Melcher, the publisher, 


points t and says, “Look, here 


I sthe eS 


| 
omes 1 





Free —The Showmanship Yardstick 

Send a self-addressed envelope for your 
free copy of The Showmanship Yardstick 
—a 12-point check list of the elements that 
make a good show. 





alue of beauty has been 
demonstrated in so many ways that 
st beginning to believe that 
there is a astating amount of truth 
in that « hackneyed expression, “the 
first impression is the most important.” 
Persont en realize this today—and 
hey call so often for good-looking girls 
peal that they are aptly 
led “casting directors.” Even printed 
forms that reach the consumer are 
g lore attention—because 
ssion they make is im- 


' t ' 
portan Yo 


1 
1Opes v¢ 


letterheads, your enve- 
statements—all represent 
ther a] fr a minus for eye appeal. 


Either they good looking or they 


are not hey aren’t, you may be 
ire losing a grand oppor 
good will. 

Look around you. There are all 
rtunities for you to cap- 
talize on this idea. Beauty is profitable 


your business. 








CASE HISTORIES REPORTED BY 





ACKNOWLEDGMENT OF ORDERS 


@ UNDER AN AGREEMENT with an Illinois 
furniture manufacturer a jobber agreed to 
act as distributor of the manufacturer's 
product in California. Over a six months’ 
period the orders to the manufacturer 
were acknowledged by a mere form re- 
ceipt. 


At the top of the form was written the 
name and address of the purchaser, fol- 
lowed by the order number and the nota- 
tion, “Sold to . . .”. Below was set out 
the terms of payment and the printed state- 
ment, ‘This is an exact copy of your order 
as entered in our books. If not correct 
please notify us at once.” This was fol- 
lowed at the bottom of this form sheet with, 
“This is not an invoice. Acknowledgment 
of order only.” 


The manufacturer failed to make deliver- 
ies and the jobber sued for damages for 
breach of contract. Judgment was awarded 
him for $16,105.67 and the manufacturer 
appealed to the United States Court of 
Appeals. 


This court followed as an authority for 
the reversal of this judgment a decision of 
the Tennessee Court of Appeals in a case 
of this character in which there had been 
written across the face of an order, “Ac- 
knowledgment of order. Shipment sub- 
ject to prior orders. This order to be 
entered for shipment when our schedule 
permits and no specific promise as to de- 
livery can be made at this time.” 

In its decision of that lawsuit the Ten- 
nessee court said, ‘We recognize the rule 
that a mere acknowledgment of receipt 
of an order without more is not an accep- 
tance of the same. Likewise the addition 
of mere words of business courtesy which 
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do not convey the idea of acceptance did 
not make a contract.” 

A case outlining this principle even more 
sharply which was decided by the Kentucky 
Court of Appeals involved the receipt of an 
order to which the acknowledgment had 
been made, “Your order is at hand and 
will receive our prompt and careful atten- 
tion. Thanking you for the same and hop- 
ing to merit your future favors we are... .” 

Here also the court refused to sustain 
the buyer’s contention that his order had 
been accepted and become a binding con- 
tract by a mere acknowledgment. 

“Unless the words, ‘The same shall have 
prompt attention,’ are deflected from their 
natural, ordinary meaning they cannot be 
construed into an acceptance of the pro- 
posal of the buyer converting it into a 
concluded or completed contract. Promise 
to give the proposal attention was not a 
promise of acceptance; it was not an as- 
sent to it. It was no more than a cour- 
teous promise to give it consideration and 
this we do not doubt is the sense in which 
it is generally if not universally employed 
in transactions of this character.” 

The Federal Court in this recent lawsuit 
over the failure of deliveries in the ship- 
ment of the furniture followed these au- 
thorities, saying in conclusion: 

“Every acknowledgment of the receipt 
of an order is not in law an acceptance 
thereof. It is not enough that the words of 
the reply justify a probable inference of 
assent.” 


References: 

Calcasieu Paper Co. v. Memphis Paper Co., 
222 S.W. 2d 617, Tennessee 

Courtney Shoe Co. v. E. W. Curd & Son, 
134 S.W. 146, Kentucky. 

Lipman v. Arlinaton. 192 Fed. 2d 93 





Keep in Constant Touch 


® WHEN THE OFFICE supplies and equipment dealer 
is away from his office because of vacation, illness, or similar 
reasons, handling of his mail becomes an important 
} 


Ot co 


Dro rhe m 

’s taken for granted that all first class corre- 

eives prompt attention from an assistant. But 
trade and business magazines, circulars and 


matter which soon grows to quite a pile during 


spondence 
how ibe 
other pri 
the dealer ibsence? 

Well, vi 
quickly to get back on a current basis. 
method 


Glance through it 
However, this 
that some worthwhile opportunities, or in- 
teresting bits of news, or introductions to new products, 
vastebasket without receiving the special notice 
the ofh pplies and equipment dealer would normally 
have given them. 


know the usual routine: 


may hit tf 
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So much of his contact with his specialized business world 
comes to the dealer through printed material, he cannat 
afford to break this continuity for even a few days. He may 
find it profitable to schedule a little more of his time for 
reading until he has absorbed the backlog, and thus be cer- 
tain nothing escapes his personal attention. 

Or the dealer may turn over to an assistant this task of 
reading all new printed matter as it comes into the office, 
marking the items that are of special interest, or maintain- 
ing brief notes on them. When the dealer returns to his 
desk, this summary will put his information on an up-to-date 
level with a minimum of delay and confusion. 

The main purpose is to prevent loss of important infor- 
mation. But the second method mentioned above has the 
advantage of training an assistant or helper to read carefully, 
absorb what may be useful, and learn the value of magazines 
and circulars in the office supplies and equipment field. 
—GMD 
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Facit Goes to the Antarctic 

An eye-stopping window featuring 
typewriters and business machines 
was used by Scandinavian Airlines 
System, Inc., New York City, in co- 
operation with Facit, Inc. Featured 
were a standard Halda office type- 
writer and Facit TK calculator. They 
were included in the equipment taken 
by scientists to the South Pole. 
Upon their return and reports of 
good performance of the machines the 
typewriter, calculator and other ex- 
pedition equipment and photographs 
were saluted in the SAS window. 





Interior Displays Guide Profit Take 


by VICTOR N. VETROMILE 


feature writer 


@ WITHOUT DOUBT the most 
valuable single lesson learned from 
merchandising experience throughout 
the last 25 years is the primary impor 
tance of the power of display to create 
sales. It creates the desire to buy an 
article when the logical purchaser of 
the article meets it “face to face,” so 
to speak, at the point of immediate 
supply and within easy inspection 
range. 

In the great office supplies, office 
machines, and office furniture industry 
that place of immediate supply is the 
salesroom of the typical office appli 
ances merchandiser. The modern mer 
chandiser in our industry realizes now 
adays that his skill in making his sales 
room 4 desire-provoking showroom is 
the measure of his ability to extract the 
largest possible amount of profit from 
the daily store traffic of his business. 

The dealer knows that his advertis 
ing, whatever media employed, gives 
him ample assurance that the publi 
will be informed as to the kind of 
merchandise he offers for sale. Descrip 
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tions of the merchandise, supplemented 
by convincing reasons why prospective 
buyers should want to purchase, pro 
vide the elements of interest which 
usually can be relied upon to direct 
a profitable number of readers to the 
dealer's salesroom. 

It is the actual display of those 
products within the store, however, 
that converts desire into demand even 
though the assistance of the salesman 
is generally necessary—at least, it is 
when the product is in the mechanical 
category. 

Until comparatively recent times too 
many dealers in our industry paid much 
less attention to interior displays than 
to window displays. The latter, accord 
ing to the old traditions of retailing, 
were regarded as the primary device 
for bidding for business, yet were only 
supplementary to advertising of such 
broad scope and circulation as news 
paper advertising. 

As retail merchandising progressed, 
increased knowledge of the selling 
power inherent in skillfully arranged 
interior displays awakened in most of 
our dealers a better appreciation of the 
fact that interior display strategy is of 


fully as much importance as window 
displays. 

In fact, some merchandising men 
maintain that interior displays are of 
more importance than window ex- 
hibits. They base this opinion on the 
reasoning that the customers of a 
retail store do not scrutinize the win- 
dow displays every time they deal with 
the store, but tests proved that they 
do demonstrate strong receptive inter- 
est in all sales-promotion displays, man- 
ufacturer-supplied display pieces, policy 
signs, and the like presented within 
the store. 

The salesroom is the arena in which 
the buyers and the merchandise come 
face to face. The sales floor, therefore, 
is the place where the display material 
supplied by manufacturers really does 
its work for the dealer who knows 
how to get the most out of it. 

Display material of this kind, called 
point-of-supply selling aids, is the final 
link in the manufacturer’s chain of 
advertising that extends from the fac- 
tory to the consumer’s office. 

It includes demountable “cut-outs” 
for windows and counters or floor aisle 
displays, easel-back and tuck-in cards 
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for showcase, counter, or wall ledge 
displays low posters and back 
drops ver-the-wire” banners or 
pennant wall posters and those 
giant reproductions of national adver 
tisements known as “blow-ups.” 

These ifacturer’s selling aids are 
the resi ireful pre-testing in many 
stores y separated sections of 
the count: as to achieve that power 
of attack the prospective buyer's 
interest will be conducive to the 
most sa \ll this material that is 
distributed irly represents an impres 
sive investment in time and money and 
the prog: office appliance dealer 
has con to respect 1t as one ol his 
most val ussets in energizing the 
display vitality of his merchandising 
presentat 

Fach unit of this display material 
that is must be so placed that 
it never es the actual merchandise 
nor cons space in excess of its 


reasonab! ippraised importance in 


relation general arrangement of 
the other d splays. 

Realizing that the portability and 
idaptability of the dealer-help display 


pieces—such as heavy cardboard “blow- 
ups” in full colors, designed for win- 
dows—increase their range of useful 
ness to a dealer according to the size 
or proportions of his salesroom, manu- 
facturers often have the same unit 
made in two or three sizes. The travel- 
ing man will show pictures of this 
material and ask the dealer to indicate 
which he wants packed with his next 
order. 

These display mounts are designed 
so that they can be set ap in a minute 
little effort. The 
average life of such a display piece— 
that is, its effective sales-producing life 
—has been estimated at one week, but 


or two and with 


it is my conviction that some excep 
tionally striking display mounts—the 
lifesize kind that demonstrate pictori 
ally the uses and advantages of some 
new appliance—can have a somewhat 
longer selling life—especially when 
adroitly moved about from the window 
to the sales floor or from one section 


of the salesroom to another. 

When the subject of the promotion 
is some mechanical appliance—type 
writer, adding machine, or checkwriter, 





for example—I should say that no mat- 
ter how large and lifelike such a dis- 
play mount may be, one or more mod- 
els of the actual machines should be 
in the forefront. It also is quite de- 
sirable to have on some small table 
or stand nearby a supply of any de- 
scriptive booklet or folder that the 
manufacturer may have provided with 
the friendly invitation, “Take One,” 
Such a gesture is an interest-expediter 
for the attention of a prospect. 

I have read somewhere that 75% 
of persons who enter retail stores buy 
at least one article additional to that 
which brought them in. More than 
that, it is a statistically proven fact 
that 26° of all retail purchases are 
made on impulse, and since the most 
obvious activation of the impulse is 
desire aroused by visual appeal, all this 
extra demand must be credited to in- 
terior display. 

The new and increasing emphasis 
on interior display, however, does not 
mean that the right kind of window 
promotions are any less important than 
formerly. It simply means that skill 
in inside-the-store display is enabling 





This window is typical of a city-wide 
promotion during the month of Janu- 
ary for the seven Horder, Inc., stores 
in Chicago on Liberty boxes, Staxon- 
steel and Pre-Fab shelving which are 
the products of Bankers Box Co. The 
intensive sales campaign was launched 
with newspaper advertising. A gen- 
window display 
space was devoted to the merchandise 
by each of the Horder stores. The 
accompanying picture illustrates how 
the display forcefully attracted atten- 
tion in a program further accelerated 
by the use of advertising literature. 
Folders were included in every pack- 
age that left the store and were also 
included company mail. Horders 
reported that the promotion was ex- 


erous amount of 


tremely successful. 
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the office appliance dealer to extract 
more business from the traffic that both 
his window exhibits and his news 
paper advertisements draw into the 
salesroom. 

Both interior and window displays 
should be used to their fullest possi 
bility for name-building—that is, for 
boosting the name and reputation of 
the store. 

The advertising mouthpiece of every 
counter display should indicate the 
aame and the trade slogan of the 
business, and likewise, there should 
be something in every window display 
to impress store-identity on the ob 
server's mind. 

It is sound merchandising to “play 
up” the name of the store—always. 
The office machine dealer’s name is 
the one asset that must forever be his 


“Try It Yourself 


B® RECOGNIZING THE FACT that 
the automatic pencil sharpener is an 
item which few businessmen give any 
thought to “until the old one breaks 
down,” and setting up a prominent 
“Test it Yourself” display, the S. G. 
Adams Company, of St. Louis, has 
stepped up sales considerably on this 
item. 

A two-step fixture, as illustrated, is 
utilized in the right-rear corner of the 
store, at a point where traffic flowing 
down the general office supply section 
turns to the left. Here the two shelves, 
covered in bright-hued paper, display 
11 popular models of pencil sharpeners, 
ranging from $2.75 to 9.35, out wher« 
the customer can try them. 

On two shelves below are pocket 
pencil sharpeners, simple desk-drawer 
types, and various innovations in th 
field, which are likewise calculated to 
arouse customer interest. Since the dis 
play is likewise located immediately ad 
jacent to the store’s massive open pencil 
display, it is bound to come in for 
some attention. 

Attached alongside each of the pen 
cil sharpeners, which are screwed down 
tightly on the hardwood shelves below, 
are 4x6 inch stiff white cardboard 
signs. They are lettered in India ink, 
which give the manufacturer's name, 
the price, and a few interesting details 
about each one. 
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alone, and knowing that, in retail 
merchandising of all activities of life, 
“A good name is more precious than 
riches.” He should give that name of 
his a special—a favorable meaning 
to his customers all the time. 


One of my friends in the trade ad 
vertises: “A good name means a good 
deal. In office furniture that name is 


Randall’s.” 


Sight sells 85 to 87 


some merchandising investigations, one 


according to 


of the most notable confirming this 
conclusion being that conducted sev 
eral years ago by the retail trade re- 
search bureau of the National Cash 
Register Company. 

\ point worth remembering is that 
nowhere else are the eyes of the avy 
erage buyer—that is, the buyer of 


average intelligence—more active than 
in a retail store. That fact is what 
invests interior display strategy with 
its business-producing opportunity. 

So far as I’m concerned, I'll always 
bet on the superior productivity of 
the priced display. It certainly is dit 
ficult to imagine any situation in which 
frank presentation of the selling price 
could have any unfavorable effect even 
if it were not, perhaps, indispensable. 
An exception might be in the instance 
of a motor launch or an automobile 
in the higher-price bracket. 

The plain truth is that as recently as 
1952 a merchandising survey in New 
York City proved that observers spend 
more time viewing priced merchan- 
dise in display windows than they 
spend in front of window displays that 
carry no prices. 





Sharpeners 
on display 
at S. G. Adams 
Co., St. Louis. 


One pencil sharpener has an ex 
tremely gentle action, ideally suited 
for sharpening the leads of color pen 
cils. Similarly, a heavy-duty model, for 


general all-purpose use around the 


office, is identified. Models with revoly 
ing attachments to accommodate var 
ious sizes of pencils are likewise high 
lighted. 

According to William Grooms of 
the S. G. Adams Company manage 
ment, a substantial percentage of all 


customers visiting the pencil depart 





ment inspect the sharpener display. 
They twirl the cranks appreciatively, 
and often, before making up their 
minds to buy a particular type of pen 
cil for office use, will “try it out” for 
sharpening capabilities on one of the 


machines. 


This procedure is cheerfully encour 
aged by the sales personnel, inasmuch 
as the practice often not only sells the 
pencil line, but the sharpener as well. 


—RAL 
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by Irving Settel, authority on retail advertising 


HOW TO SELECT THE RIGHT MEDIUM 


@ A NUMBER OF VERY effective advertising media are 


available to most office appliances retailers. Even in the 


smallest towns, we can find a newspaper, a radio station, 
facilities for direct mail, outdoor advertising, car cards and 
advertising specialty companies. This means that the smallest 
business man is often presented with the problem of where 


to advertis« 

Which medium is best to use? Where can a merchant 
obtain the most for his money? Which can draw the biggest 
crowds? These and other questions constantly present them- 
selves. Very often specialists are consulted for a satisfactory 


answer. Often too, the advice varies. 


No Rule of Thumb 
It can be said that there is no rule of thumb which can be 
used or which will satisfy all retailers. What is right for 
one may not be right for the other. Many factors within the 
town itself tend to affect satisfactory selection. Usually, no 
single medium can serve the purpose of effective promotion. 
Instead, a combination of two or more result in the greatest 
amount or success. 
Let us consider the principal advantages of the existing 
media in effort to facilitate selection by office appliances 


retailers. 


NEWSPAPER 


Probably one of the most important advertising media 
for the retailer, the newspaper reaches almost every family 
use of its widespread distribution, it enables 
to promote his merchandise when and where 
it will do the most good. In this medium, it is possible to 
push items for the following day’s sale. It allows for quick 
campaigns specified areas with a minimum of “waste 
circulation.” It allows for great flexibility and change of pace 


in town. Be 


the advertise I 


at a comparitively low cost. 
The newspaper is popular with every member of the 
family. Her 1 large range of items can be presented for 


sale. 


RADIO 
For the office appliances dealer, the radio is constantly 
popularity. Its power to sell has been proven 
and its vast coverage in practically every 


increasing 
time and again 
known to all advertisers. 

retail radio advertising consists of 22-second 
minute commercials. With these inexpensive 
spot commercials, it is possible for the retailer to “sandwich” 
his message between two network shows and reap the bene- 
hts thereof. Occasionally, a local show is used by the office 
in and often it does an excellent job of selling 


home is We 
Che bulk of 


Spots and on 


appliances m 


office appliances 
Radio is probably best for institutional advertising where 
constant repetition of store name and policy make an im- 
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pression upon the listener. In addition, sales and promotions 
have been successfully advertised on the radio, While radio 
is an excellent medium, it falls short if used exclusively. It 
does its best job when accompanied by a newspaper campaign. 


DIRECT MAIL 


The principle advantage of direct mail is its complete 
elimination of “waste circulation.” Both newspaper and 
radio reach groups of people who couldn’t possibly buy in 
your store. They may be economically unable. Or, they may 
be situated too far away to make the trip. Nevertheless, 
when you advertise in these media, you must pay for reach- 
ing these people (hence the term “waste” circulation). With 
direct mail, strict control is possible. 

If you wish to reach only carpenters in a certain section of 
town, you merely direct your advertising to them. If you 
want to reach plumbers, it can be done. Just be sure that 
your list is correct. 

It is also possible to personalize your message since you 
know, in advance, its recipient. With this knowledge, you 
can determine a more appropriate appeal. 

With direct mail, strict control of timing, production 
facilities such as paper, printing and color work is possible. 
With this control, you can determine exactly what you want, 
produce it at the price you want to spend, and mail it when 
it will do the most good. 

Direct mail can do an excellent job by itself. However, 
co-ordinated with newspaper and radio, it can perform with 
maximum efficiency. 


OUTDOOR ADS AND CAR CARDS 


It is possible to advertise on the highways and streets with 
outdoor signs. Car cards tell your sales message in buses, 
and trolley cars. Both of these media are good only as a 
supplement to other types of advertising. They are strictly 
“institutional” in classification, reminding the shopping 
public that you exist as a marketing service. 


ADVERTISING SPECIALTIES 


An advertising specialty can be defined as an article of 
value which is given away without cost and without condi- 
tion of sale of other goods. It should carry the name of your 
store. Among the most common specialties are pencils, 
blotters, calendars and paper weights excellent for building 
good will. 

Selecting your advertising media is an important job. 
Great care must be taken to assure maximum efficiency at 
minimum cost. Usually, combinations and campaigns are 
most effective. However, when the problem arises as to 
where to place the most emphasis, testing frequently gives 
you the most satisfactory answer. 


27 








Birmingham Firm Ferrets 
Out all the Facts, Then 
Sells Complete Package 


® SPECIALIZING in design, decora 
tion and furnishing of business offices 
and interiors can be a direct road to 
success even for a new firm. This fact 
is being demonstrated by Bodine, Bry 
son & Rolling, Birmingham, Ala. 

The three business partners, Robert 
Bodine, Carl Bryson and Fred Rolling, 
believed when they started their busi 
ness in May 1952, that this field offered 
the greatest opportunity. Today they 
are more convinced than ever as they 
have seen their methods land some 
of the outstanding jobs of the area. 

Their specialization is backed by a 
combined total of more than 50 years 
of experience by the three partners. 


Bob Bodine handles the office an 
business equipment end of the business 
and Carl Bryson and Fred Rolling 
manage the contract department deal 
ing in equipment for banks, libraries, 
laboratories, churches, schools and other 
institutions. 

Both departments work on the prin 
ciple of beginning with the architect 
at his drawing board and carrying 
through to the furnishing of a complet. 


ment down to the final touch of 


Offices are located seven blocks from downtown Birmingham 


From Drawing Board to Furnishings 


ery or house plant. The office furniture 
und equipment division handled by 
Bob Bodine illustrates the diversifica 
tion of factors that promote the speciali 
zation including: (1) planning and 
selling, (2) use of color, (3) handling 
specifications, and (4) promotion. 

\ brief summary of these principles 
and an illustration of how they were 
applied to a job will give a picture of 
how the firm’s specialization plan is 
rapidly making a name for itself. 

The fundamental idea in selling office 
equipment and furniture is to find out 
the goal of the customer as Bob Bodine 
points out, 

“If machines are to be used to do 
more jobs and reach a certain goal in a 
specified time, for example, then that 
is the key to planning. Floors should 
be planned ‘machinewise’ and the lay 
out made so that the goal can be accom 
plished, steps saved and space utilized 
to maximum advantage.” 

The next step is to prepare a con 
vincing layout in the form of a detailed 
drawing. At the same time a color 
scheme is prepared for presentation 
ind this often is the most potent sales 
cline her 

Proper use of color, both in selling 
ind in its application, is no guess work 
with Bob Bodine who is the color 
He keeps a li 


brary of information, technical matter 


juthority for the frm 


is well as theory of color. In addition 


1] 


o all available books on the subject he 


t 


hles clippings, articles, material from 
manufacturers of paint, fabrics, furni 
ture, rugs and wall coverings. 

The essential information he carries 
in his head and uses it as an effective 
selling medium every day, but in case 
ot need tor reference he has the color 
library to draw on. He also is a good 
draftsman, self-taught, and prepares the 
detailed drawings for his department. 
He says: 

“Everywhere that people work or re- 
lax, in the office, lounge or dining 
room, color can be used to promote 
efficiency, comfort and well being when 
properly used and these add up to 
selling tools for the firm. Color can 
also serve functional purposes such as 
improving working conditions and re 
ducing fatigue, eye strain and tension.” 

In selling color for an office Bob 
Bodine uses subtle sales methods. 
Through conversation he draws out 
the owner’s likes and dislikes as to 
color and this enables the sales presen 
tation to proceed along sate lines. Fre 
quently a prospect will be sold on use 
of color for about everything except his 
office and Bob Bodine is always loaded 
with sales punches to slip in at every 
opportunity. 

“The man who says he doesn’t want 
his office looking like his living room,” 
says Bob, “is the same man who 
wouldn't think of bringing a customer 
to his living room if it looked like his 
office. He is likely the man who has 


.. Two model offices serve as windou displays. 
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waited weeks for a special order on a 
new car so that he can get precisely the 

color scheme e wants. 
vile people have sold 
the office furniture 

peopl 

Bodine, Bryson & Rolling draw up 
specincatiol I everything needed to 
lo a complete j ind they have special 
handle such things as 
draperies, painting, 
flooring and cabinet work. Through 
complete specifications all work is con 
trolled and co-ordinated and good work 
manship assured without the firm get 
ting invo nm numerous sidelines 
that consume management tume, re 
quire shop space, and involve labor 
provlems and other factors tending to 


ause unprontabie operations. 


Close Supervision 


After specifications are drawn and 
turned over to owner, contractor or 
architect as agreed upon, the main job 

supervision of the job. 


d through a reliable 


dealer using the Martin-Senour number 


system and specifications are drawn as 

to the method of application. In the 

1 draperies other than 

al is selected at the 

decorator’s shop, the cloth bought, and 

the decorator instructed as to fabrica 

tion and installation which is done with 
his own mechanics 

getting the right elec 

outlet installations on 

ng jobs the manutac 

tions on the electrical 

eqguirements tor equipment are corre 

lated, load acity and distribution 

pecified alor vith details tor proper 

eceptacles | are furnished archi 

tect and tractor and must be ready 


efore floor ire poured. 


Essential Service 


[he partners at Bodine, Bryson & 
Rolling believe tnat the business ol 
planning best use of space and decorat 
ing business office interiors can gain a 
semi-professional status and be recog 
nized as an essential service in its held. 
[hey believe that their services should 
be confined to the jobs on which the 


hrm turnishe ts lines. All commission 


TOP: Conference and projection room 
at General Electric's Weathertron 
store. CENTER: President's Office 
at Nelson Weaver store. BOTTOM: 


Main lobby at the Weathertron store. 
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propositions are rejected. For one thing 
commission jobs could hardly afford 
profits enough for continued operation 
of the business and they could not add 
to the reputation of the firm. It is the 
jobs that are planned, furnished and 
executed as a unit that build reputation 
and send prospects who already are half 
sold when they come in. This practice 
is the key to the firm’s promotion policy. 


Work as Team 
They work closely with architects 
and in the case of the contract depart- 
ment, with the contractors. It is a serv- 
ice the architects and contractors appre- 
ciate and use. A good job and a satisfied 
customer who will send others is the 
best selling medium and the firm real 
izes this. An example is that of the 
recently completed office building for 
Nelson Weaver Companies, real estate 
and mortgage dealers in Birmingham. 
In an unsolicited letter William T. 
Bishop, vice-president of the firm wrote: 
“The hours that you spent with us 
in planning our office have paid off in 
it being the most attractive afid efficient 
office in the city. The layouts you pre- 
pared and the suggestions you gave us, 
definitely saved us money and improved 
the efficiency of our operation. We be- 
lieve our office to be a showroom and 
invite you to use it as such anytime.” 
Bob Bodine helped the Nelson 
Weaver Companies plan their open 
house and was present at the affair. 


Liberty National Life Co.’s cafeteria 
uses color to create aura of cheer. 
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Mr. Bodine has given several talks 
before interested groups on the subject 
of color and its effect on human be- 
havior. He finds this a fine publicity 
and promotion policy that creates favor 
able reaction and enhances the reputa- 
tion of the firm. 

At the office and display building five 
executive type offices are featured at the 
front, just off the entrance lobby. These 
serve as display of office ensembles, in- 
dividual items of furniture and furnish- 
ings, and as sales conference offices. 

The Nelson Weaver Companies office 
building is an example of the way 
Bodine, Bryson & Rolling specialization 
is carried out. The job was sold early 
in the planning state and work was 
closely coordinated with the architect 
from the beginning. 

The use of color was the clincher that 
sold the job. After a conference with 


Nelson Weaver installation uses 165 
files with sliding doors for storage. 


the owners on the function of color in 
a business office and the effect of color 
on human behavior, the “go ahead” 
sign was given. Mr. Bodine prepared 
detailed sketches and secured samples 
of everything connected with the deco- 
ration and color scheme. These were 
placed on the owner’s desk for final 
approval and from there on it was a 
matter of drawing specifications and 
carrying out the work. 

Only two conferences were held with 
the head of the firm, one to secure the 
order and the other to get the final 
o.k. on the color and plans. 

Colors were selected to provide a 
cheerful, yet businesslike atmosphere. 
Dramatic colors and designs were 
shunned in favor of the soft tones and 
color harmonies of nature—desert sage 
vertical areas of desks and woodwork 
of walls, several shades of green on 
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desk tops walls, a deeper tan 
ind green kture for floors. 

[here a ofin greys’ in the 
yuilding ai the typewriter and 
idding ma overs are being cus 
tom made a color that is more 
cheerful a1 harmony with the 
building. ¢ planning put five 
desks in the ice that four previously 


occupied. All fil in the desks and 


are 


many have « ak signed draw ers to 


hit the needs ne employee. 
The left wall of the building is de 
oted storage. Above the 


hve-high tiers of file drawers are stor- 
age shelves for supplies concealed with 
sliding doors. No employee has to leave 
the room for supplies or filing. A favor- 
ite with employees and customers is 
the custom built service and reception 
counter across the front. 

‘All employees work seated and all 
files are easily accessible. This fixture 
was designed by Mr. Bodine and cus- 
tom made locally. 

Specialization is carried out in the 


manutacturers represented by the firm 


with a general policy on concentrating 
on an outstanding line in its field. 
Included are: Metal Office Furniture 
Co., Stowe & Davis, W. H. Gunlocke 
Chair Co., Imperial Desk Co., Herring- 
Hall-Marvin Safe Co., Leopold Desk 
DeLuxe Metal Furniture Co., 
Sjostrom, library furniture, Fred Med- 
art, gym equipment and metal lockers, 


Co., 


Peabody, school and auditorium seating, 
Griggs, classroom furniture, Clarien, 
steel folding chairs, Virginia Metal 
Products Co. and Michaels Art Bronze 


Co. 








Institutional Comfort Chairs from 
the Milwaukee Chair Co. are used in this 
attractive and utilitarian installation at the 
Chicago Federal Savings & Loan Assn., 


Chicago. The chairs were installed by the 
Spitzer Office Furniture Co., Chicago. 
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More Work Stations . Pictured is a 
large-scale installation employing the Uno 
Office Modulette System of Art Steel Sales 
Corp., recently placed by Metwood Office 
Equipment Corp. at the sales district office 
of the Ditto Co., New York City. The prob- 
lem involved was enlarging work stations 
from 12 standard desk positions to 24 sta- 
tions within the same office area. Steel- 
master and Metwood Office Equipment 
Corp. solved the problem as a team using 
special desk tops fabricated by Metwood 
and special steel cabinets by Steelmaster. 
Overall planning was done by E. English 
Gilbert of Metwood. 
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F. L. VanDerlip 


@ AFTER 45 YEARS in the office 
furniture and appliance line, F. L. 
VanDerlip has quietly set clear limits 
to his company’s aspirations, and has 
worked out the techniques to achieve 
those objectives. He has no desire to 
be the biggest anything, or to carry the 
most varied line. He wants to be known 
as a reliable source of tastefully fur 
nished executive suites. 

To this end he follows a three-point 
program: 

1—Become the exclusive dealer for 
high grade products. 

2—Master the basic principles and 
keep in touch with the changing styles 
in decoration. 

3—Keep a sharp eye, a wary ear and 
a ready file system open for all possible 
new prospects. 


System Pays Off 


His formula seems to be working 
well, to judge from his own tastefully 
appointed store at 221 Asylum St., 
Hartford, Conn., and the quiet air of 
well-being that breathes through it. 

Mr. VanDerlip, to achieve the de 
sired concentration, must dispense with 
such distractions as stationery, business 
machines, and dealing in traded-in 
furniture. As he puts it: 

“There are other stores that are set 
up for paper and the other items that 
go on the desks and the shelves. I’m 
interested only in the furniture. And 
I’m not in the used furniture business.” 

Whenever VanDerlip’s takes used 
stock in trade-ins for new suites, a 
classified ad in the local papers im 
mediately announces the pieces for sale. 
Mr. VanDerlip does not want to stock 
them awaiting a favorable deal. 


F. L. VanDerlip Co. of Hartford. 
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Vanderlip Qualifies as Furnisher of 


Fine Executive Office Suites 





Specialization Key to Growth 


Stressing his local exclusives, the 
Doten-Dunton line, which he recently 
acquired, the Steelcase all metal line, 
as well as the Standard, Leopold, Sax, 
and Jasper furniture lines to round out 
his offerings, Mr. VanDerlip has a full 
but not crowded-looking display in his 
recently decorated showroom. Practic- 
ing his own doctrine, he uses his store 
as a living example of his motto: “an 
office-living room, quiet, refined, a bit 
colorful.” 


Easy on Eyes 


One wall is rust, the other a medium 
green with an open-air mural picturing 
a mountain and tree scene in white, 
green, and touches of red. The carpet- 
ing is dark, with a central aisle of light 
rubber tile. At the rear of the main 
showroom there is a T-branch leading 
into offices on one side and, on the 
other, an extension showing more fur- 
niture and the more utilitarian files 
and shelving, and opening on a side 
entrance on Haynes St. 


Mr. VanDerlip quickly 
when he went into business for him- 
self in 1941 and began to prosper that 
to accomplish his ends he would need 


recognized 


a special kind of salesman. He remem- 
bered his own early experience when 
he started at 20 with a well-known 
firm whose product he naturally came 
to consider the best. 

He then went to work in a depart 
ment store that sold a competing brand, 
and he had to reconstruct his whole 
sales attitude. Now he likes to hire 
young men who will grow with the 
business, rather than experienced men 
who have trained in other lines. 


Confidence Vital 


“I want my men to have full confi- 
dence in themselves, their product and 
to give themselves without reservation,” 
he declares. 

Among these young men is F. L. 
VanDerlip, Jr., who started with the 
new firm in 1941, then spent 1942-45 
in the service. The younger VanDerlip 
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Trained Personnel 


the salesmen know 
he products they sell, 
ve more than a begin 
interior decorating. 
involves more than 
two, and some files, 
ned to talk in terms 
suite, which includes 
lity pieces themselves 
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rings, wall color, and 


| basic color of paint 


Must Know Trends 
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ch the better lines of 
coming. No longer is 


choice between ma 
for both wood and 


itself is blonde or tan 


as in the darker 


shades; and steel, formerly either imi- 
tation wood or the symbol of drab 


utilitarianism, comes in mist 
green, desert sage, and blonde tan, as 
well as the standard gray. As a result 
the salesman can exercise more imagi- 
nation. 


now 


Concentrate on Suites 


It also is convenient if the customer 
expresses some preference. Nothing is 
more exasperating than the customer 
who doesn’t know what he wants, but 
is a bit suspicious of anything the 
salesman VanDerlip 
breathes a sigh of relief when a man 
comes in and says flatly, “Not red 
leather; green.” From that point you 
can start discussing color scheme. 


suggests. Mr. 


But what of the clients who do not 
come into the store? VanDerlip’s busi- 
ness is so frankly directed toward the 
new and complete suite that it stands 
or falls on finding the market. 


Research Helps 


This third part of the VanDerlip 
formula is a combination of scientific 
research and old fashioned snoop and 
intuition. Taking the Dodge construc- 
tion reports regularly, Mr. VanDerlip 
keeps up with all plans for future 
building, remodeling, and additions in 
his territory. These prospects go on 
cards. So do leads which come from 
architects, whose acquaintance is cul- 
tivated. 

Then the staff keeps tabs on how the 
new building is progressing, and, of 
course, which tenants sign up. But 
there is no rush to pound on the pros- 
pective customer’s door. 


“It’s a matter of timing,” says Van- 
Derlip. “If you attack them too soon, 
they are too busy worring about plumb- 
ing, and radiators, and machinery lay- 
outs. Desks and office furniture come 
last in the list of things they think 
about. 


“You must wait until the workmen 
are ready to plaster; then you suggest 
entire color schemes and specific lines 
of furniture to the prospect. Since the 
offices are really so small a part of the 
expense of a new industrial plant, the 
prospect is not likely to start saving 
and cutting corners at that stage of 
the game.” 


Experiment Backfires 


In older buildings, the salesmen make 
their regular rounds, and cultivate 
proverbial salesmen’s good relations 
with janitors and elevator men, the 
nerve-centers of the news grapevine on 
who's moving in or out. 

Mr. VanDerlip does not scorn an 
occasional experiment. 


A year or two back he wrote a let- 
ter of congratulations to each of 22 
local young men and women who had 
just passed their bar examinations, and 
offering help in setting up their offices. 
“But I guess they all went to work for 
other lawyers,” said he ruefully, “for 
not a reply did I get.” 

He emphasized his refusal to carry 
side-lines by remarking on fans and 
air-conditioning, which other office ap- 
pliance dealers had taken on. “The 
season is short, and there are 110 elec- 
trical appliance dealers around. Let 
them have the stock-up worries.” 
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English Boardroom . . . When Devon & 
Exeter Savings Bank, Exeter, England, 
wanted a boardroom in the traditional 
manner, this was what they meant. The 
mahogany table, made by Edgleys Ltd., 
London, is 23 feet long and 7 feet 6 inches 
wide at the widest point. The top is con- 
structed from 1'4 inch thick solid Honduras 
mahogany. Arranged around the table are 
36 chairs and one chairman's chair, with 
carved backs, in the Chippendale style. 
Seats are of special brown hide. 
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State Home .. . Chairs by Sturgis 
Posture Chair Co. are a feature of the 
office of the superintendent. Black- 
wood’s Gem City Typewriter Service, 
Quincy, Ill., handled the installation for 
the Illinois State Soldiers’ & Sailors’ 
Home in Quincy. 


Frisco Stationers . . . When H. S. 
Crocker Co., Inc., printers, stationers 
and lithographers, refurnished their 
executive offices in San Francisco, Calif., 
steel Techniplan modular office furni- 
ture was chosen. Private offices were 
set up by means of free-standing 66- 
inch high combination steel-and-glass 
partitions, finished in gray, made by 
The Globe-Wernicke Co. 








Muncie Classroom .. . In the Indus- 
trial Arts Building of Ball State Teachers 
College, Muncie, Ind., the classrooms 
are furnished with Utili-Chairs No. 
1949S made by W. H. Gunlocke Chair 
Co. Ball Stores, also of Muncie, made 
the installation. 
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In South Beloit . . . A modern confer- 
ence top desk is a feature of this office 
of K. Y. Taylor, executive vice-president 
of Besly Welles Co., South Beloit, Ill. 
The desk was manufactured by the 
Jasper Desk Co. 


Another Office . . . Warren C. Olson, 
vice-president and secretary, Besly 
Welles Co., uses a traditional desk by 
Jasper Desk Co. 





Office of President . . . In handling 
this installation for the Intercontinental 
Mfg. Co., Stewart Office Supply Co. of 
Dallas, Tex., specified a desk by The 
Standard Furniture Co. To maich this 
modern conference top desk, Stewart 
used chairs by the W. H. Gunlocke Chair 
Co. These pieces are finished in silver 
gray walnut and the pine paneling has 
been milk-coated to blend with this 
light modern finish. 


Office of Vice-President . . . In an- 
other Intercontinental Mfg. Co. office, 
Stewart Office Supply specified the No. 
2400 group traditional desk by Stand- 
ard Furniture Co. Dark green, light 
green and persimmon combine to 
create a cheery atmosphere while 
bringing out the dark walnut hues of 
the desk. 











SERENITY .. . 


. KEY TO PERSONAL EFFICIENCY 


by Ernest Seldes for “Canadian Business” 


For most of us the process of finding ourselves as effi- 
cient human beings is largely a matter of trial and error. 
Vocational training and aptitude testing tell us precious 
little about making the most of our capacities, or about 
what to do when the will to work falters and performance 


suffers through lack of concentration 


Look around you. The efficient people are usually those 
with an unquenchable zest for living. They possess a large 
measure of serenity and are able to sustain a high peak 
of performance, to work with concentration and enthusiasm 


over long periods of time 


Serenity is a word to conjure with in today’s rapid 
tempo of living. For centuries, men and women have 
yearned and studied for it. Serenity is probably the most 
valid kind of happiness; certainly to describe its essence 
is beyond the compass of a single article, for it is reached 
by many avenues. It is clear, though, that serenity is a state 
itself en- 


of mind which encourages efficiency, and 


couraged by quality performance in our chosen work. 
How do we make the most of our capacities and abili- 
ties? It is important to use what we have. Neglected 
ability makes an apathetic mind, and short-circuits the will trol. 
to work. An alert mind encourages concentration. 
are methods that train the mind and the memory, but 
these are most useful in the early states of education. The 
hard-pressed and fatigued executive needs to enrich his 


vocative reading and discussion will unshackl 
late the imagination. Recreation should be 


Constantly widening interests keep curiosity alive. Pro- 


e and stimu- 
used, not to 


dissipate energy, but to restore it for even greater effort 
and results on the job. It gives us an opportunity to find 


ourselves, to listen to our instincts and to pare off the non- 


essentials that clutter up our lives. What w 


e do in our 


spare time today determines our efficiency tomorrow. 
There is much to be learned from sickness and how, 
during confinement, the mind has leisure to recognize and 


discard artificial values. Sickly men have achieved great- 


ly by discovering how to concentrate on the t 
values in their lives. 


energy conservation that is essentially their 
of living that gives them serenity. 


in the later years of our lives. 
mature use of our leisure hours. 


a full measure of natural control? Not tensi 
A fit of anger can waste as much e 


There minutes as a day’s hard, physical labor. 


Do we have our own private harbor, a 
tuary, a dry dock for the restoration of vital 


mind to the point where concentration and enthusiasm im- 


prove his efficiency. 


Shortly before his death, Stalin predicted that world 
trade collapse, not a communist war, would win global 
conquest for his side. Non-communist governments, he 
prophesied, would erect such formidable barriers against 
international commerce that trade between free nations 
would wither and die. At that point, he concluded, world 
leadership would fall into the communist lap. 

Today, practically the entire free world agrees that our 
trade policies are proving him right. The plain fact is, a 
critical world trade emergency has arrived, and the U. S. 
is being blamed for creating it. A study of foreign balance 
sheets clearly demonstrates these cold facts: 

The only way our foreign friends can get dollars with 
which to buy American goods is to sell their own goods 
in the American market. But faced with high U. S. tariffs 
in some cares, special laws barring foreign competition in 
others, and mountains of tariff law red tape, they can’t 
do that. 

For a nation whose farmers sold abroad nearly ‘2 of 
their wheat, over '4 of their cotton, more than “4 of their 
tobacco and well over '% of all their rice in the 1951-52 
crop year—and whose manufacturers exported in 1952 
nearly $11,500,000,000 of their products—this state of 
affairs is disquieting. 

Of all U. S. manufactured textile machinery, 25% is sold 
in foreign countries, as is 21% of U. S. tractors. Of the 
movie industry's film rental revenue, 40% is drawn from 
abroad. 
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ruly essential 


After the age of 40, men need to develop a program of 


own, a way 


Fatigue is the arch-saboteur of health and efficiency 
The antidote lies in the 
Do we really relax to 
attain that tranquillity that gives the emotions and nerves 


on, but con- 
nergy in 15 


mental sanc- 
energies? 


The mental harmony and control that comes from quiet 


(Turn to page 190, Please) 


WE’RE BLOCKADING OURSELVES 


by Edward B. Lockett for “Nation’s Business” 


Between 7% and 9% of the total production of movable 
goods in the United States has been exported since 1947, 
and the U. S. economy is now acclimated to this. With 
foreign aid on the downgrade, with postwar consumer 
demand slackening, and with prospects moderately good 
for a reduction in defense spending, unsubsidized foreign 
trade could easily represent the difference between eco- 
nomic leveling off and recession or depression. 

The heart of the whole issue is healthy world trade, and 
its direct relation to American prosperity. Here, the 
equation is again simple, if bleak: 

If world trade shrivels below the health level, the Ameri- 
can economy—all of it—will suffer. And world trade can- 
not stay healthy if foreign producers are unable to sell 
in the United States. 

The foreign objections to U.S. edging trade doors shut 
are not new. But a sharp upward spurt in their volume, 
capped by the vigorous protests from Canada (this coun- 
try's best export customer and biggest source of foreign 
imports) spread the trade crisis alarm into the highest 
quarters of government. 

U. S.—Canadian trade totals approximately 1/5 of all 
U. S. exports and imports. Furthermore, and contrary to 
a widely held notion, the advantages lie distinctly with 
the United States. 

Canada has traditionally bought more from the U.S. than 


(Turn to page 186, Please) 
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W. C. Raferty Made Full 


Colonel in Reserves 


W. C. Raferty. director of the ma- 
chine div sion of Old Town Corpora- 
tion, Brooklyn, has been promoted 
from lieutenant colonel to colonel in 
the U. S. Army reserves. Col. Raf- 


erty, with long experience in graphic 
arts and duplicating, was war-time 


chief of the War Department repro- 
duction plant in Washington. He also 
served as technical adviser in the 
Pacific and European theaters of war. 

He was recommended for the Dis- 
tinguished Service Medal and was 
awarded the Legion of Merit. He cur- 
rently is developing a trained sales 
and service force on a national scale 
for Old Tow 


NEW HOPE 


in the battle against 


CANCER 


rHE FIGHT against man’s cruelest enemy 
s far from won. If present rates con- 
tinue, 23 n living Americans will 
of cance1 000 this year. And 
thousands of t e will die needlessly — 
hrough « hat could have been 
ured if treat In time. 
ALL THE SAME, there have been victories. 
Thousands wl nce would have died 
are being thanks, in part, to 
wr donatior the American Cancer 
society 


AND, LAST YEAR, the Society was able to 
allocate § of your donations to 
esearch a t finding the ultimate 
ure for [hat’s more money 
than ever be 


rse, remains to be done. 
s year’s gift a really 


MUCH MORI 


Kx please mak 


Cancer 
MAN'S CRUELEST ENEMY 


Strike back—Give 


AMERICAN CANCER SOCIETY 
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Savings and Loan Firm 
Shows Big Growth With 
Llewellyn as Director 


A remarkable five-year record of 
growth has been demonstrated by the 
Manchester Federal Savings & Loan 
Association of Manchester, N. H. 
This fact is of interest to our industry 
inasmuch as a director of the insti- 
tution is R. H. Llewellyn of R. H. 
Llewellyn Company, Inc., 30-year-old 
Manchester firm of office equipment 
engineers, system surveys and instal- 
lations. 


The financial institution’s statement 
of condition at the end of 1953 shows 
a five-year expansion in conventional 
loans from $8,397,692.18 to $18,602.- 
689.23 and over-all growth in assets 
from $16.445.118.16 to $36.436.- 
246.11. 





March Is Farbers’ 
Silver Anniversary 


This March has double anniversary 
significance, in silver, for the Lou 
Farbers of Chicago. 

It’s the 25th year in business for 
Mr. Farber, a manufacturers’ repre- 
sentative. 

Twenty-five years ago this March 
Lou was married to the affable Laura 
who heads the Louis H. Farber Com- 
pany, manufacturers of Hang-a-File 
folders. 

Time really “Marches” on for the 
Farbers. 








Arthur G. Schaefer 
Serves Firm 43 Years 


One of this industry’s old-timers 
still going strong is Arthur G. Schae- 
fer, vice-president in charge of sales 
for Sengbusch Self-Closing Inkstand 
Company, Milwaukee, Wis. 


A. G. Schaefer 


Mr. Schaefer has been with Seng- 
busch for 43 years, starting in 1910. 
Originally bookkeeper and stenog- 
rapher he moved up the ranks as 
secretary, sales manager, advertising 
manager and now vice-president. 

Art’s career has been nearly paral- 
lel to that of the Sengbusch firm 
itself, it being founded in 1901 by 
the late Gustave J. Sengbusch. 





Trip Abroad is Rich 
Experience for Couple 


Sam Williams, associated for many 
years with Office Equipment Com- 
pany, Chicago, has returned to the 
U.S. after a 17-month sojourn abroad. 


Together with Mrs. Williams he 
traveled extensively throughout Eur- 
ope and along the Mediterranean 
coast of Africa. Most of the journey 
was made by their own automobile 
which they had shipped over from 
the U.S. The last part of their travel- 
ing was aboard a freighter which 
spent a munth in the Mediterranean 
visiting various ports before return- 
ing the Williams home by way of 
Havana and Houston. 


Mrs. Williams, an ardent student of 
European culture and history, amassed 
a collection of several thousand slide 
photographs in color during the 
17-month period. The Williams are 
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Service is the Word 
with Russell R. Hat- 
field, Old Town 
Corp’s. lowa distrib- 
vtor, who uses his 
own plane for rapid 
deliveries of spirit 
duplicators and sup- 
plies. When his cus- 
tomers need carbon 
paper, ribbons or 
supplies in a hurry, 
lowa’s only air de- 
livery service of its 
kind, takes off. 
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looking forward to seeing their many 
friends in the industry again and 
sharing some of their rich experience. 
They are living in Chicago once more 
at the Belmont Hotel. 


Join Up! Let Your Heart 
Rule Your Purse! 

The American Red 
launch its 1954 membership appeal 
during the current month. The organ- 
ization reveals that the end of fighting 
in Korea has not lessened the need 
for its services. 

In fact, the Red Cross has been 
asked by the military to augment 
their activities for the boys in Korea 
by providing clubmobile sevice at iso- 
lated outposts there. In time this serv- 
ice will be expanded to include forces 
on occupation duty in Europe. 


Cross will 





The Red Cross advises that although 
blood is no longer needed for battle- 
field casualties, the need to collect it 
for national defense reserves and for 
the ever-increasing wants of the civil- 
ian population still exists. 

In addition to the above causes this 
great and worthy organization will 
continue to function in its customary 
fields of lending a helping hand. 

This year the Red Cross is stressing 
the meaning of a Red Cross member- 
ship—that with your enrollment you 
are on the field of disaster with it. 


Join Up, Let Your Heart Rule 
Your Purse! 


The Gails . . . Judy, Ann, Deedie, Emily, 
Max Jr., and Johnny (in the rear); Sis, 
Mrs. Gail and Max Gail, Sr. 
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His Family Proves Real and Worthy 
Spur to Max Gail’s Intense Ambition 


Need a spur to your ambition? 
Need reasons why you should work 
harder? Get in touch with Max Gail, 
president of General Office Supply 
Company, Detroit, Mich. 

Max can show you seven reasons 
for industry—and he can display pic- 
tures of them. They’re the seven Gail 
darlings, three sets of twins and an 
independent son. 

That’s why Max juggles three en- 
terprises, one for each set of twins 
an office supply house, a photographic 
supply firm and Gail Orchestras & 
Entertainment, Inc. 


New Venture 


He expects this winter to start a 
business in behalf of Johnny, who will 
be 9 in July, in Delrary Beach, Fla. 
There, the Gails have purchased a 
home and intended to fly there en 
masse in February. The younger 
Gails will enter school and Max, Sr., 
plans to organize a branch of his 
musical booking business in order 
that he can spend most of the time 
in Florida until the end of the school 
term. 

Max was in the Navy when he met 
Betty Scanlon, a lovely and statuesque 
brunette who had been a swimmer in 
Billy Rose’s Aquacade. They were 
married June 20, 1942. Their first 
arrival the following April turned out 
to be a duet. They named the twins 
Max, Jr., and Betty, Junioress. 

Johnny arrived the next year by 
himself. From then on the girls took 
over. Edith and Emily came next. 
lhe latest arrivals are Judy and Ann. 


The Gails buy milk in dozen quart 


lots, eggs by the gross and are think- 
ing of setting up a shoe factory in 
the garage. But let’s get back to the 
numerous Gail enterprises and how 
they began. 

Now 43, Max Gail has been in busi- 
ness in the Penobscot Building in De- 
troit for 26 years. He was 17 years 
old when he graduated from Birming- 
ham High and immediately entered 
the office supply business operated by 
a cousin in Detroit. That’s the Gen- 
eral Office Supply where recent 
changes have been made—taking ad- 
vantage of the current trend of island 
displays, wider aisles and trying in 
every way to make merchandise more 
accessible and more easily handled. 

Gail Orchestras & Entertainment, 
Inc., was born out of a switch to the 
field of music while Max was taking 
four years out of his business life 
(really only a partial escape) to re- 
ceive a college education at the Uni- 
versity of Michigan. 


Needed Income 


Came the war and in 1942, Max 
went into the Navy as a chief petty 
officer. Four years later he was a 
lieutenant commander, husband, 
father of three children, and hunting 
for a new source of income. He soon 
had it, another office supply shop 
which he set up in Wyandotte, Mich. 

The Gails continued to arrive in 
bunches. More cause for expansion. 
Early in 1948 Max found another op- 
portunity. He bought out a photo- 
graphic supply house in Wyandotte 
and added it to the office supply outfit. 

So the Gail story goes, a fascinating 
account of a hustling guy. 





OA — 3/54 








ry * Yne tale is told of three laborers 


nt who, when asked what they were doing, replied 





as follows: — The first grumbled that he was working 

in for six shillings a day. . . The second grunted 

that he was toting bricks to his dad on yonder ledge . . . 
The third, with pride in his voice and stars in his eyes, 


said “I, sir,am helping to build a cathedral!” 








Price of workmanship! How vitally this 
unseen factor contributes to the enduring excellence of PANAMA- 
re BEAVER Ribbons and Carbons! Brilliantly originated, meticulously 
planned, scientifically manufactured with built-in Will to Serve 
—such precious products could never reflect the obvious defects 
of mass-production — because we, too, are 

“helping to build a cathedral.” 





“) 47 
PANAMA-BEAVER 


Yitbbod’ ait 


Coast to Coast Distribution 


MANIFOLD SUPPLIES Co. 
188 Third Avenue Brooklyn 17, N. Y. 











CARBON PAPERS HECTOGRAPH UNI-MASTERS INKED RIBBONS 
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NOMDA Convention Heads 
Assemble in St. Louis 


NOMDA Committees Map 
Convention Details 


Plans for the National Office Ma 
chine Dealers Association 29th annual 
convention and trade exhibit June 20-23 
in St. Louis, Mo., are already well on 
the way to completion. 

St. Louis has a reputation for being 
one of the best convention cities in the 
United States and the office machine 
industry hopes to keep in step. 

Already, the committees have planned entertainment that 
is not available in any other place in the nation and they are 
counting on NOMDA’s largest turnout in history to enjoy 
the program. 

In the accompanying photo are pictured those in charge 
of the various committees. They are: Seated on the floor 
(left to right): N. H. Von Soosten, general chairman; M. F. 
Von Brocken, hospitality. Seated in second row: Ellwood 
Overholzer, transportation; L. H. Coleman, entertainment; 
M. K. Klemsch, publicity; Helen Goehler, ladies; William 
Simpkins, president of St. Louis OMDA and program chair- 
man; H. A. Steger, finance. Rear row: Walter Sarwin, pub- 
licity; J. J. Burke, convention hall; Robert Gruener, co-chair- 
man; Charles Taylor, registration; Louis Belcher, Joseph 
Zellman, finance, and H. C. Von Brocken, hospitality. 

Those unable to be present for the picture are Joseph 
Peters, association development; Charles Mueller, hotel; 
Orson Lee, convention signs; F. Kloth, exhibits; G. C. 
Eppler, opera tickets, and H. B. Rumsfield, golf tournament. 


Install New Officers of NCOMDA 

More than 100 members of the Northern California Office 
Machine Dealers and the East Bay Office Machine Dealers 
Association met with their wives at the Claremont Hotel in 
Berkeley, Calif., on January 22. The occasion was the seventh 
annual installation of NCOMDA officers and directors. 

Al DeMello, president of DeMello’s Office Equipment 
Company, Oakland, was chairman of the meeting and Roy 
Kennedy, president of Kennedy’s Business Machines Com 
pany, San Diego, served as co-chairman. 

Everyone present enjoyed the dinner and a good vaude 
ville show with chairman DeMello acting as master of cere 
monies. The evening was climaxed with a presentation of a 
gift to outgoing president Ed Peck and the installation of 
new officers and directors. 

Five past presidents of NCOMA delivered a glowing test 
imonial to retiring president Ed Peck. They included Ralph 
Archinal, John Romano, Ken L. Stevenson, H. E. Wheeler 


and Ed Noakes. 
(Turn to page 193, Please) 
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NCOMDA Installs New Officers at Annual Dinner .. . 


1. The beautiful hill top home in Berkley, was the setting as Ed and 
Donna Peck of Peck’s Office Appliance Co., Oakland, entertained this 
group of past NCOMDA presidents and their wives at a brunch Satur- 
day morning, January 23. 

2. Ed Peck, Office Appliance Co., Oakland, outgoing president; Johnny 
Romano, Valley Typewriter Co., Fresno, president NOMDA; Ray Tren- 
chard, Ray’s Office Machine Service, San Rafael, new president of 
NCOMDA. 

3. Past presidents of NCOMDA, left to right: Ed Peck (1952-53), Peck’s 
Office Appliance Co., Oakland; Ralph Archinal (1946-47), Alameda 
Typewriter Co., Alameda; Johnny Romano (1947-48), Valley Type- 
writer Co., Fresno; Ken L. Stevenson (1950-51), Victor Adding Me- 
chine Co., Sacramento; H. E. Wheeler (1949-50), Standard Office 
Equipment Co.; Stockton; Ed Noakes (1948-49), Noakes Typewriter Co., 
Sacramento. Not present was Jack Hammond (1951-52), Hammond 
Typewriter Co., Sacramento. 
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VS, thusiastic acceptance everywhere! Secretaries 


love this ALL-NEW Smith-Corona ‘‘Eighty-Eight’’ 

for its brand new, tireless touch and effortless action. 

Two added keys, four extra characters now—making 88 characters in all. Plus many 
other new features, exclusive features —for increased speed, greater office efficiency 


and perfect writing results. 


And this is the Smith-Corona 


Carbon-Ribbon Typewriter... another brand new model! 


Carbon-Ribbon “write” is really something to see. Crisp, 
ean, print-like letters. Perfect for special correspondence, reports, 
| for reproduction by offset, phortolith, etc. Carbon-Ribbon and 


bric ribbon are interchangeable, easily and quickly. 





SMITH-CORONA INC SYRACUSE 1 N Y_ Canadian factory and offices: Toronto, Ontario. Makers also of 
fam Smith-Corona Portable Typewriters, Adding Machines and Cash Registers, Vivid Duplicators, Ribbons and Carbons. 
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ADDING MACHINE 


Underwood Corporation, 
] Park Ave., New York 16, N. Y. 
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SECTIONAL FURNITURE CARRYING CASE 


Loeblein of Kent, Smead Manufacturing Company, Inc., 
Kent, Ohio Hastings, Minn. 


se ] if 





j , 
snes wil A yf af J 35 k 

N 902 ynt 1 6 the O04 '/g t ation , 

ect n ag N 70 4 exper 3 f Ww 5 

piece, 22 in A 3 > No. 905 Three siz 3 and 
tion, 32! tr te, letter and 3 °| 

A pieces a 2 U “ 3 pening ana 3 

nstruction t s a r ke Tinish will withst >| 
w Qa trary nda an e 
t »btair 1 4 ) ar 


42 OA — 3/54 OA 





OILAWIMM BILAN, 


E FURNITURE 


HE LATEST IN EN 





OA — 3/54 











1954 LINE 
Royal Metal Manufacturing Company, 


175 N. Michigan Ave., Chicago 1, Ill. 


Four new end tables, all feat 
sectional series highlighting 

the 1954 lounge and recept 

with cantilever design in 

finish or round tubular steel wit! 
lower shelf and a square |5 

an aluminum edge or a |!/, 
blonde wood grain, gray 

tional pieces are of satin 

Square tubular rear legs are 

of the sectional piece to add sturd 
styling. Legs also extend beyond + hair 
‘wall-saver’’ desia 





TYPEWRITER DESK 

P & W Cabinet Makers, 
5814 Main St., Long Hill, 
Trumbull, Conn. 


Mode! No. 23000 dual-purr 
desk is designed for sct 
technical institutions. The typew 
to a vertical position, affording 
space while the rear shelf 

full, smooth writing surface 
construction and designed 
usage, the desk features specia 
to resist shocks and vibrat 
classroom clatter. 











NEW PRODUCTS continued 





STRAT-O-LINER SERIES 


Orna-Metal Products, Inc., 
2412 S. Seventh St., St. Louis 4, Mo. 


and a redesigned F ontemporary Jesign 5 aimed by tt 
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TRANSFER CASES 
Top Flight Products Company, Inc., 
6224 S. Oakley Ave., Chicago 36, ill. 





An additior rt the firry ne the new 
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STATIC ELIMINATOR 
American Stencil Mfg. Co., 
2714 Walnut St., 
Denver 5, Colo. 


e vexing problem of static, 
HOLLYWOOD DIVAN ' ' “ TO every : meograpl 
Grand Rapids Leather Furniture Co., ated’ ot : j oe rie 
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FIRE PROTECTION 


NEEDED 
..-every 37 seconds! 


Fire strikes somewhere in the U. 8S. every 37 
seconds. In addition to great loss of property, 
fires cost many firms the inestimable loss of 
valuable business records.* 

You can provide your customers with low-cost, 
certified protection for these records before fire 
strikes them. Victor Fire Drawers and Treasure 
Chests are certified to safeguard their paper 
contents for one hour in heat reaching 1700° F. 


VICTOR FIRE DRAWER 


41% of business fires occur during working hours 
when records are usually on desk-tops. To pro- 
tect these records at the point of use, desk-side 
Victor Fire Drawer combines the certified fire 
protection of a small safe with the convenience 
of a file drawer. Available in letter and legal sizes. 


VICTOR TREASURE CHEST 


Treasure Chest is an ideal way —convenient and 
safe at low cost—to protect valuables in office or 
home from fire. Everyone with important papers 
or other valuables is a prospect for a Victor 
Treasure Chest. A choice of 3 sizes and 5 models 
is offered to suit every need. Available with either 
key or combination lock. 

Steady demand for Victor Fire Drawers and 
Treasure Chests make them top profit builders. 
Victor products are sold only through dealers. 
Write for additional information. 











*%* Statistics prove that 43% of the firms that suffer loss 
of records through fire do not resume business or are 
out of business within six months. 






VICTOR DEALER SALES DIVIiStoOn 
n REMINGTON RAND INC. 
SAFE & EQUIPMENT 315 FOURTH AVE., NEW YORK 10, N. Y. 
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Sharpens Pencils Like Magic! 
SELLS ITSELF 
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COMPLETELY 
AUTOMATIC 





FOR ALL WHO USE 
WOODEN PENCILS 


Office Personnel Executives 





Draftsmen Accountants 
Architects Artists 


World’s Finest Electric Pencil Sharpener 
“PROVEN THROUGH 13 YEARS OF SATISFACTORY SERVICE” 


Engineers Teachers 


Housewives Students 





Beautifully designed . . . Ruggedly built . . . Indestructible 
inner-unit alloy Castings. Specially designed . . . Highest pene anne 
quality, precision-ground, case-hardened cutters with pencil 
point adjustment. . . Sealed-in, finest type Mercury Switches 

. Eight foot, Tandem extension cords, strong, rubber- 
sheathed with protective strain relief . . . Specially devel- STARTS 
oped, self-balancing, non-stalling, Universal type Motor (AC “7-7 -- AUTOMATICALLY, 
and DC current) . . . Rubber-felt base pad . . . Extra large j SAVES TIME 
shaving-receptacle drawer . . . Ingenious pencil size-chang- ‘ 
ing device .. . Beautiful, streamlined, Black Bakelite Case. NO WASTE 


Just insert pencil and 
electro pointer 
automatically starts 
.+.no slow cranking 


JUST DISPLAY IT...IT WILL SELL ITSELF 


... then check length 
= =| of new sharpened 
on pencil against new 


unsharpened one 








WRITE TODAY FOR COMPLETE INFORMATION 








STILE-CRAFT ties 





1825 MACKLIND AVE. « ST. LOUIS 10, MO. SIZE PENCILS 
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Worlds Finest Duplicators PERFORMANCE 


3/54 


SPEED-O-PRINT | seaury 


DEPENDABILITY 





AT THE 


Wodds Lowest Prices 


Liberator 300 
Electric 


$549°° 


(PLUS EXCISE TAX) 


SAVES TIME— SAVES MONEY 














Truly the finest in Duplicating equipment. A 


machine for hairline registration—with heavy- Reproduces forms, letters, bulletins, 
memos, post cards, manuals. In fact, 
duty standards. Inspect its operation and you'll anything that may be 
find itis truly the World's Finest Duplicator. Avail- traced or tioh ona = onli 
able in futuramic grey or black wrinkle finish A duplicator has been time 
with open cylinder automatic dual brush inking. tested to produce millions of copies 
free of service. 


POST CARD TO LEGAL SIZE 


NEW 1954 MODEL 


Liberator 200 
Wanual 


AUTOMATIC FEED 
$77 G50 


(PLUS EXCISE TAX) 


New and greater engineering developments 
to an already famous model. The quietness 
and ease of operation gives this hairline 
registration duplicator a newer high in stand- 
ards to be found only in the Liberator 200. 


NEW 1954 MODEL 
Liberator 100 
Wanuat 


AUTOMATIC FEED 


$7 'SGl0 


(PLUS EXCISE TAX) 


SPEED-O-PRINT 
Corporation 


Pegi 
Se 











NEW PRODUCTS continued 


TELEPHONE LABELS 





BRIEF CASE 


Bristol Manufacturing Company, 
1670 Morrow St., Green ney. Wis. 


This brief case, 
calfskin sudile 
18 inch sizes only. It is lined 
leather throughout and provides a var 
utility pockets and a zipper 

ment. Also provided 
handles. The case is avail 
ginger and suntan. 


made 


leather, come n |7 inch and 


are sturdy 
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SECRETARIAL SEATING 


The Fritz-Cross Company, 
300 E. Fourth St., 


St. Paul 1, Minn. 





Avery Adhesive Label Corporation, 
1616 S. California Ave., Monrovia, Calif. 


Bell system 
abe ng-up 
all method. Under this 
be assigned to all sub- 

n orma equired a 
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piem Dy mailiing &@ new 
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mself. Total cost of 
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STORMRAK 


Vogel-Peterson Company, 
1127 W. 37th St., Chicago 9, Ill. 


Called stormrak, this meta 
unit 1es r ulr 
c 2 7 Sf »ver 
Ea ack wW noid 
elig as °) aximum 
nine versh S eas 
plac n entran Dules 
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swly improved Je tr 
rial chair, Mode “N 855-L. herman t 754 
af mproveda vertica back adjustr 
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ZIP-O-RITER 
S. & M. Distributing Company, 
3046 S. Flamingo sa Denver, Colo. 
REPLACEMENT DESK PEN the Zip-O-Rit wiiceall 
Chatham Manufacturing Company, and hand duplicator that addresses direct 
trom stanaara Zé ecord ra it W als 
Chatham, N. Y. ih ieanah alls Reena 
This "Wall Streeter'’ pen sid to tit any desk wood crates and h. Record 
set and provide non-smear anda non-transterable cards furn shed with the addresser are 3 x 5 
ink, with a cartridge type A n 4x 6 and 5 x 8 inch sizes, with additiona 
ink washes off cloth, the manufacturer aim marginal punched cards I and designed 
it has good penetration of bond stock. T for selective ailing or statistical purposes 
and black display cards hold !2 pen wk available in the 3 x 5 inch size. A complete 
feature full-tension spring act Ind a ng k kit with one hundred 3 x 5 master cards, caf 
cartridge—interchangeable with those f standard bons, the Zip Riter, extra telt and instruc 
brands. Retailing for $1.00 it is ava tion sheet retails for $23.95. Additional liter 
with a chain attachment for telephone ature is available from the company 
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You're the 


horn-blowers 
about Royal 
this time! 


(it’s usually the other way round) 


FLORIDA! “The ‘96-Year Test’ really impresses 


ILLINOIS! “Every time another ad in LIFE comes 
out I get enthusiastic all over again about the 








me. I certainly realize the value of this selling aid.”’ rugged Royal promotion. It makes a very im- 
pressive story.” 
MISSOURI! ‘“The new ad in LIFE has me boosting 
for Royal as the only company that does a good INDIANA! “Our competitors have really felt the 
all around consistent job for me in creating sales jolt from our rugged Royal campaign.” 
of Royal Portables.”’ 
, . ®) 
OHIO! “The rugged Royal promotion continues 
to dominate the market. I feel this is the best idea 


to date. I also like the coverage I am getting in 
LIFE.”’ 








ELECTRIC + STANDARD -« PORTABLE 
Roytype Typewriter Supplies 


Now ts the opportunity of a lifetime 


to push the typewriter for a lifetime! 
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NEW PRODUCTS continued 


READY-MASTER UNIT OS. 
Columbia Ribbon & Carbon 


Manufacturing Company, Inc., 


TWIN SAFE-T-SET Glen Cove, N. Y. 





Bert M. Morris Company, ; ni : 
8651 W. Third St., ; aod 
Los Angeles 48, Calif. a 

The Morris Twin Sate T “a c “3 . . rc on 
ready for delivery. Said to | le Te a 1d Do aaaeee ee ii 
for the busy executive y a w 1 a w f m 
m dern n aes In and ena ad 4 





be leak proof. Eact 
full ounces of ink. Twe 
points or tw 

used. Available 


aA MAME dint: Thi dat comes 22 CASH DRAWER 








Aa qnt olors ina jua r \ ; > . : 
rebels for $7.50. Indiana Cash Drawer Company, 
Shelbyville, Ind. 
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a a x pa er 
C and 
partmer 
ay baked orawe 3 
jrawer a 4 - 
ardwood ther features includ 
150 TYPEWRITER ar ney Senet WORE 
7 gong aT ng eacn fT 


Underwood Corporation, Irawer is opened, and a 
] Park Ave., New York 16, N. Y. 


Triple touch tuning is said + 

more than 40 new feature 

improvements in the la 

standard typewriter. Among these many 
features are a roller bearing rriage, 28 
variations for personal t pref 

a wide choice of type styles and 

frame built lighter and lower for areater 
stability. Simplified Diamond Set margins 
for automatic adjustment to short, med 

or long letters are fixed 

pressing concave thermop! 

tons grooved for position fina¢ 
self-locking marain stops, located 

the keyboard, may be set sir 
without moving the carriaae. The w | 
model is finished in non glare Und 
gray with harmonious blue contro! keys and 
platen knobs. 


AUTOMATIC ERASER 


Barber-Colman Company, I 
1200 Rock St., Rockford, Ill. 


his automat ele erase j ed 


tTomat wit the erasing begins. fir 





an 


de 
PATTERNED BOLTAFLEX 


Bolta Products Sales, Inc., 
151 Canal St., Lawrence, Mass. 


pre 
The 


Two patterns, Cont 


now being introduced ir fier : Sarar ph 
fabrics. C 


while the Parkay 





Stain resistant ind . ; nee tL, on fabr 

designed +, repe ect ; 4 , J cleaned Wy ah 
a damp sponge or ‘t 1 water rs available are 
persimmon, saqe ares t t nd 1 and canary yell Ww 
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IN THE H-O-N BOOKCASE MODEL 48B 


In keeping with its handsome design, solid construction, and excellent 
finish, this H-O-N Bookcase is now equipped with improved roller bearing 
door slides 


With a touch of the finger the two heavy glass doors glide open and 


closed on these rollers. 


Here, indeed, is quality steel furniture that blends into the decor of 
any office. The H-O-N Bookcase 488 will impress your customers with a 
degree of quality that makes the reasonable price a real value for them. 


Demonstrate this smooth-rolling action on your sales floor during the 
present selling season. Order 48B Bookcases at $64.50 list today from 
The H-O-N Co., Muscatine, lowa. (Price slightly higher in the West) 


THE H-O-N COMPANY -j-O-N] MUSCATINE, IOWA 


OFFICE EQUIPMENT 
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PORTABLE RECORDER 
Dupli-Voice Company, 
Algonquin, Ill. 

This magnetic dictating 
transcribing machine is called 
the Dupli-Voice, and uses a 
belt to record, instead of wire 
tape or discs. Lightweight 
(12 pounds) and a compact 
5!/> x 10 inches, the machine 
is said to combine high-fidelit 
performance and the economy 


and 


of magnetic recording. The 
Erase-o-matic recording belt 
can be used over and over 


again. It can easily be mailed 


or filed. 





ECONOMY FILES 


Corry-Jamestown 
Mfg. Corp., 
Corry, Pa. 


The development of a new line 
of quality, economy-priced 
files called the Corrian has just 
been announced. It is being 
manufactured for both 

and legal applications in tw 
drawer and four-drawer 
Limited accessories and insert 
will be available shortly to 
crease the facilities of the new 
Other features include 


latter 


line. 

the rigid, ladder-type front 
frame construction, heavy duty 
drawer channels and qua 


baked enamel finishes in Corr 
gray, olive green, mahogany 
or walnut. Each drawer work 
on two roller and case-hard 
ened bearings and contain 
side acting compressor. 
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RONEO 150 DUPLICATOR 


Addo Machine Company, Inc., 
145 W. 57th St., New York 19, N. Y. 


er Roneo Mode! 150, a 28 pound 

ne j cator adaptable ing the 

R Tron stencil cutting process whict 

nakes electronic stencils of graphs and 
nted Designed to reproduce conti 
photographs, the new duplicator i 

ce field. Other features include post 

ard teed, 200 sheet capacity, automatic rising 

d table and counter, cradle suspended feed 

er mechanism and modern styling. Used 

paste Roneo ink. priced for 





NE CALCULATOR 


Facit, Inc., 


500 Fifth Ave., New York 36, N. Y. 


ance in addition, subtract 

nd division teatured in the new Facit 
aT T ew semi-automat 4 : 
aga 


. r y aoe S 

r Facit NEA. Priced at $295, as 
NEA at $375, the new 10-key calcula 

ectriticat n to el minate 

} ang fT Treamiine office figur ng 

rik A. Ohlsson, president of the dis iting 

ed in Sweden and distrib ited in 103 ¢ 


stributina fir 


NEW PRODUCTS continued 





AUTOMATIC STAPLER 


Andrew Technical Service, 
6972 N. Clark St., Chicago 26, Ill. 


nal aesk 


Vesigned to acc a 
type stapler, the new automatic machine is said 
»perate the stapler as rapidly work can 
ted. Both hands of the perat are tree to 
manipulate the work light pressure of the 
paper against the switch arm Ticient to ac- 
tuate the mechanism. A foot peda avai 
able if requested. ( 5 volts AC 
m any convenient outlet, the completely 
portable, weighing only |0 ¢ T single 
head machine sells f $75. A able is a 
twin-head machine ut ng two star perated 
multaneously by the same actuating switch. Twin 


staplers can be rm ted a 
apart between center 


Jepending upon app! 


ncnes 


apart 


Mewulact 

the machines are currently being supplied + 

cit's national dealer network in the United Stat 
Facit, Inc. The NE is precision manufactured 
Swedish steel. It is about the size of 


and may easily be 





TAG, CARD, LABEL PRINTER 
Duplicopy Company, 
224 W. Illinois St., 
A new compact Sf t 
nt gqummea 
inced y 
rinter is designed to reprod 


recent Dy 
nm as many as 
he manufacturer 

yummed labels car t r r 
machine. Utilizing the yuid ¢ 
yelatin or stenc : required 
4 x 7 inches can be reprod 
nclude an automat 

bearings sealed in and heavy g 
tr iction. Finished r way oaked ¢ 
hs 13 pounds and 
ies. Retail price $3 


Q ¢ 


0 


D 


Chicago 10, Ill. 
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| Increase Your Profit Margin 
with MONROE 


Now, more than ever before, the dealer is called upon 





to meet the complete business machine needs of his cus- 
tomers. That is why Monroe, with its rotary calculator, 
its full keyboard adding machine, and its new 10-key 
adding machine exactly answers the requirements 
of the progressive dealer who wants a broad 
line of popular figuring machines. Why don’t 
you play the market safe, and sure, and 


C2 profitable with Monroe? Just fill 
Dy, 


MONROE CALCULATORS Hand and 
electric; 7, 8, and 10 column keyboards 
and up to 20 places in answer dials. 


in and mail the coupon. 


i} 
1! 


WW 


| 
| 
| 


| 
| 


wut 


FULL KEYBOARD ADDING MACHINES Hand 
and electric; with or without credit balance; up to 
11 column totaling capacity; wide carriage models. 


ee ee ee 





also wide carriage models. 


MONROE CALCULATING MACHINE CO., INC. 


CITY 
Dealer Sales Division, Orange, N. J. 


Monroe Calculating Machine Company, Inc. j 

Dealer Sales Division, 555 Mitchell Street, Orange, N. J. 4 

All right! Send information about the complete line of Monroe ] 

machines and their profit-making possibilities. | 

10-KEY ADDING MACHINES Hand-electric and elec- | 
tric models; 11 listing 12 totaling; with direct subtraction BY 

and credit balance i 


r 

I 

‘ 

' 

NAME 
t 

‘ 

I 

i STATE 

Moan @ Eee ewe we w ee ewemaeeabe: 
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Identify 


AUwORITS EVIRT WHERE 





TAUBMAN LAUNDRY MARK. 


ING PEN COMPANY, | W. 


34TH ST., NEW YORK, N. Y. 
A new brilliant four-color displa 
holding one dozen of the Taut 
man laundry marking pens ha 
been introduced as a sales pr 
ducer. This counter promotion 
tied up with an advertising can 
paign in more than 700 new 
papers and over 90 radio and 
television stations. Attached to t 
display card the |2 pens are 
filled with enough 
claimed, to mark up to 3,000 gar 
ments. The pens retail at $1.15 
and the refill at $.50 ea 


ink, it 





34 


VICTOR SAFE & EQUIPMENT, DEALER SALES 
DIV., REMINGTON RAND INC., 315 FOURTH 
AVE., NEW YORK 10, N. Y. 
highlighted in three rs, this new display was 


Jesigned for use with the N 525 visible book. 


Its dramatic styling 


compact, a 


Snip, Tip 


eye-catching 


ne. Char 
ROYAL METAL MANUFACTURING COMPANY, wea 


175 N. MICHIGAN AVE., CHICAGO |, ILL—A 
new circular featuring Roy Metal office storage and 
wardrobe cabinets now available. The circular in 

des photos and descriptive material on six cabinet 
ind kers, four of which are available in tw 


10 Roya 
inded rners on all cabinet 


features, including 
Bonderized finist 
Circulars are available 


Jeptns. It highlights 


nde nomica!l KD sh pping. 


from Royal dealers or the manufacturer. 


COLUMBIA STEEL EQUIPMENT CO., PHILADEL- 
PHIA 7, PA.—Catalog No. 110, devoted to the firm's 
ine of desks and table now available. In addi 
drawings and detailed 
descriptions, the 20-page catalog features the Colum 


' i r | ‘ ! 
a ¢ rs x ditterent DIOFs tT the meta Tinisn 


tion to the many photograph 


v th, £ . adait nal harmonizina le rs of 


4 


linoleum TER AVE., CH 


Jealer catalog sheets also are available, 


rcular identification black with white let 
ters, and the black "Keeps the facts at your finger BLVD.., 
k jan stand it on a blue background. The pletely rede 
lisplay, form No. WV657 provided re Ezyindex 
jyuested with a dealer rder for six more indexe 
V ble books. For further informat please aid to tak 
address the firm's advert department Colort 


ers can now rece 





EZYINDEX PRODUCTS COR- 
PORATION, 153-13 NORTHERN 
FLUSHING, N. Y.—Com 


yned packaging of the 
acetate tabs and 


nat tne new bdoxes are 


3 bears the 
snd Flip air the new 

theme of the complete 
es Busk, president of the 
ew packages 
dealer many dollars 


BETTER WRITING 


Magfiotrl  stuments 








AUTOPOINT COMPANY, 1!801 FOS- 


ICAGO 40, ILL.—Reta 
> a new, deluxe Aut 


cturing olumbia Steel's filing equipment, desks point counter display ase free by 
and tables The firm a has put hed three colored accepting a Autor ad mbina 
mailing leaflet ne on desks and tables, one on steel Han teal. Ti nts f heel 
equipment and one on the Apex Grade B wood in nat blonde finish and bears 
iaies a translucent agent hield 
spotlighting the compan Jemark and 

slogan. Ample rn ref 
leads and erase is pr 1 on the 
back shelves. Terms of the purchase deal 

which include the display ASE an be 
secured by writing the company at the 


above address 


THE HEYER CORPORATION, 1850 S. 
CHICAGO 23, ILL.—Designed to help 


Hektograph, this firm has put out a new 
machine. 
Hektograph box is easily stacked 
shelves. As inter display, the 

nsumer copy. The ultimate consumer w 


+ 


venient s rage ntainer tor the 


KOSTNER AVE., 
dealers sell the 


package for the 


an oversize corrugated carton, the new 


play or storage 


complete with 
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OFFICE 
MODULETTE 











THE NEWEST AND THE LOWEST COST 
DESK OFFICE SYSTEM IN THE WORLD! 


®@ Functional—full utilization of space 
®@ Gives every business service 
® Provides dignfied working stations 


Steelmaster’s system is the most 
practical and it serves you better. It 
pays for itself in savings. 





SAVES SPEEDS GIVES 

@ Time 36% @ Work @ More Dignity 

@ Office Traffic @ Procedures @ More Service 
25% @ Efficiency @ More 


@ Space 33% j§ @ Communications Convenience 


A top engineered miracle system that gives full ENGINEER YOUR OWN INDIVIDUAL OFFICE 


visual control, more efficient working stations, 
functional service, enlarges limited space area 
and gives you top business dignity, function and 
design. Fully guaranteed to satisfy——convince 
yourself! 





CAT. NO. U-1 


a 





Send us your requirements and floor plan. Our Engineering services 
are at your command — naturally without obligation to you. 


t st I I ‘ 
Wemayec(nasser 5 ° 170 w. 233rd st. nc y- 63,0. y. 
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SALES STIMULATORS continued 


SELL CORPORATION, 500 S. 
CLINTON ST., CHICAGO, ILL. 


4 tiling ZEPHYR AMERICAN CORPORATION, 95 
—a i trated MORTON ST., NEW YORK 14, N. Y.—Catalog 
om ome | w a 3 the 3a, just issued, presents Zephyr efficiency aids 
many for the American office trations and de 

jular tailed descriptions are given tor Autodex, Aut 





he x rotary, Rolodex desk-top and floor model: 
td 


oC F i L 1 N G | rrar mree ' the atalog snd the Rolodex ipplie ncluding specia 
) 


meTHODS* suPPLIES | | / 4 panied by an extra discount forms and guides. 
_— =a CATALOG NO. 754 wm” t explainina d ints and fre sht 


TIT Sera a at te ee 


Manufacturers of Seire Line Filing Systems and Supplies 








COLUMBIA LOOSE LEAF CORP., 


285 


LAFAYETTE ST., NEW YORK 12, N. Y.— 


Catalog No. 153 i 


w available Tron 


firm. In addition to the illustrations and 

riptions of binders also features a 
KISKO COMPANY, INC., 2400-40 DEKALB ST ase ; 

- —— KA chawmanshi~ t other items manutactured i pplied 

: = imbia. A handy square-inch table 


ST. LOUIS 4, MO.—'"Use St 


Sales and Profits the tit 
which Kisco is 
A billfold 


correct use of the sales fact 


ending ¢ 


in the billfold always being we 


tells about the first introd 
model air circul 
advertising aids and details 


and demonstratina the Ki 


Sell Wie 
TLIO G 


¥ tH « 





is inserted with the 


ator, describes ft 






fot more 


BY aad PROFITS 
C4 ae 











COLUMBIA RIBBON & CARBON 
MANUFACTURING COMPANY, 
INC., GLEN COVE, N. Y.—The firn 


easuring sheet 


CHICAGO DESK PAD COMPANY, INC.., 


15 N. JEFFERSON ST., CHICAGO 64, ILL. 


A catalog supplement or p ticket 

der display binders, sheet protector 
ard holders is now available. Ade 
y illustrated, the supplement a 


price lists for the various iter 


p oe - THE GARFIELD CORPORATION, 15 W. 37TH ST., 

y oe 4 A ; NEW YORK 18, N. Y.—This firm's latest broadside 

Availa wa yned and produced by its rearive taff. The 

. motion department s¢ an Jea to build 

— j ne service in brochure, cata envelope 

‘ With DEALER i and point-of-sale dist i Recently 

. : , ? 4 eld a gala opening celebration in its new 

Columbia‘!!! oe The corporation has four divisions—print 
Bend Con. s A/fis x , sin ipplies, sale 


SANFORD INK COMPANY, 


1954 price list is now available 


items are illustrated and descr 
is as comprehens ve as many 


has been published on Sanford 


stamp pad counter merchand 





BELLWOOD, ILL.—A 20-pag: - 


~~-~TREASURE 


~instantly found. sco provides for 


” 


C. L. BARKLEY & COM- 
PANY, 1220 W. VAN BUREN 
ST.. CHICAGO 7, ILL—A 
e cediers 


now availabie trom 








i i: he erevine the theses 
when Files are equipped with ie: Med dee te 

Dison Sao eae 

ADDO MACHINE CO., INC., 145 W. 57TH ST., NEW eS BP gal gy“ sangiies 
YORK 19, N. Y. na ee ’ d with Barkley tab 

trom the rm 7T none JUL ator ine WN GC mailing pie e 

500, the Model 150 2 i NR PP 
and described pla at e 
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TRANSFILE 
fibre board 


ranster 
les! 


Only TRANSFILE offers all these vital filing 
and finding features: 






Roller bearing drawer suspension for free, easy DeLuxe M 40 


drawer operation. 


Stee! reinforced—all the weight of drawer 


S orte ° 
supp d on steel See that roller bearing (right) 


. os ° ° and the steel channel on the 
2-way Interlock welds individual units into drawer (above). Together 
» » I : they make a drawer suspen- 
strong batteries. sion which insures aay ee 
easy action always. (On De- 
Steel front to match regular front office files. Luxe only) 





Stee! sanitary base keeps units dirt, moisture 
and vermin proof. 


Follow block keeps drawer contents in upright 


position always. 2-Way Interlock welds units 
into staunch batteries. No 
screws, bolts or tools are 


Certainly selling the best is to the mutual needed 
advantage of you and your customers—espe- 
cially when TRANSFILE Files cost no more. 


3 Styles - 13 sizes 


Manufacturers of 


GUSSCO—the Complete Line of Filing and Finding supplies 
. . . GUIDE-O-FOLDER, the hanging Yoider with adjustable 
metal tab . . . GUIDE-O-TRAY, the personal file for the 
deep drawer of desks . . . GUIDE-O-FILE, the personal 
file sliding disappearing top—both with and without 
stand. 


GUIDE SYSTEM & SUPPLY CO. 








me 


All steel sanitary base keeps 
records safe from dirt, damp, 
dust and grime. Just slips 
into place. Strong and sturdy. 





335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 
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No. 60-S 


Smoking 
Stand 











a No. 260 
Smoking 
% Stand 
ZS 


igned to sell! 








LA 


modern satin-spun aluminum accessories for offices, hotels, restaurants 


4 


pa ae. 


No. 17-C 
Costumer 


er 
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In designing the Valco line of 


aluminum accessories every effort 


the utmost in beauty, smart- 


struction. Their exceptional eye-appeal 


Aluminum Accessories customer 


where. Yes, Valco Accessories are 


Write today for dealer 
pricelist and literature on 
the Valco Accessory Line 


VALCO COMPANY - 1311 ANN AVENUE - ST. LOUIS 4, MISSOURI 














| 








No. 408 
Costumer 


has been made to achieve 





ness, and fine con- 


has made Valco Satin-Spun 


favorites every- 





truly ‘‘designed to sell.” 


No. 56-S 
Sand Urn 


No. 25 
Torchier 
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Unbeatable price tags are clinching volume orders for Futuronic dealers. 
Are you interested ? 

If you're tired of coming out second best in competitive bidding... 
and if you want to do something about it, NOW is the time. Write 
now for selected territory availabilities and literature showing the 
complete, modular Futuronic line (desks, matching chairs, bookcases, 
etc.) See how Futuronic offers you a combination of selling advan- 
tages never before available in wood OR steel — all at low competi- 
tive prices geared for VOLUME sales. See the first desk top that ink, 
carbon paper, lipstick and coffee won't touch. See a combination of 
10 clear-cut selling advantages that no other general office furniture 
can match. Write today — and see! 


MORVAL — Gwe fe so ee 


Herkimer, New York 


Backed by 68 years of quality office fur 











OFA News 


National Office Furniture Association 


John R. Gray, Executive Director, 321 S. LaSalle St., Chicago 4, Ill. 


Philadeiphia NOFA Scene . . This 
group attended the December meeting of 
the Philadelphia Chapter of NOFA at 
which time ceremonies were held for grad- 
vates of the sales training course. (Story 
appeared in February issue of Office Ap- 
pliances) 


NOFA Awaits Biggest Convention 


® PREPARATIONS FOR the 8th Annual NOFA Con 
vention Exhibit at the Hotel Sherman, Chicago, May 8, 9, 
10, 11, are in full swing. 

Hundreds of hotel room reservations and requests for 
program information have been received at NOFA head- 
quarters. All indications point to an extraordinarily large 
attendance. 

The program committee is industriously preparing a vital, 
live program chock full of activities designed to interest 
dealers, manufacturers and manufacturers’ representatives. 
The sessions for the most part will consist of a down-to 
earth approach to finding the answers to the problems facing 
the office furniture business. 


Two hundred and sixteen exhibits are forecast—the largest 


convention exhibit in the world made up exclusively of 
office furniture and equipment. This year’s convention will 
feature an “open flow” show similar to the Cleveland con 


vention last year, where one can see at a glance the exhibits 
and move with ease from one booth to another. 

This year there are many new exhibits to be seen. Never 
before has there been such an opportunity presented for 
office furniture dealers to inspect the new designs in office 
furniture and equipment and the sundry accessories, fabrics 
and other items for the complete office. 

Outstanding authorities will present product knowledge 
information in all phases of office furniture. Consideration 
will be given operational costs, sales training, freight rates 
and the hundred and one items scheduled on the program 
to help the dealers and manufacturers in their efforts to gain 
a reasonable profit. 

The social activities have not been neglected. The eve 
nings are free for appointments with suppliers and for 
entertainment. The ladies program is different this year. 
NOFA has engaged a professional director to schedule and 
supervise the activities for ladies. It includes sight-seeing 
trips, shopping tours, style shows, TV and radio shows, 
special lectures on home making and “How to Do It,” stage 
shows, cinerama, teas and a multitude of attractions to 
select from. 

It is important that every office furniture dealer plan his 
schedule to be in Chicago during the time of the conven- 
tion, says Director John Gray. “The timely suggestions 
offered will more than pay for the expense of attending the 
convention. The opportunity to visit with dealers from 


60 





other cities and areas and privately exchange ideas and 


business experiences is itself reason enough for attending. 
lo meet with the suppliers and their representatives and 
discuss with them new products and services, and to get to 
know them better is something not to pass up—you owe it 
to your business.” 

The NOFA committee members for handling the ma- 
chinery of operating the convention have been working at 
their jobs for several months. 

Room reservations should be mailed to Miss Helen 
Stroefer, National Office Furniture Association, Room 601, 
327 S. La Salle Street, Chicago 4, III. 





Hold New England NOFA Conference 

From all over the New England area came office furni 
ture dealers, manufacturers and representatives to the one- 
day conference held by the National Office Furniture Asso- 
ciation at the Hotel Bond in Hartford, Conn. on February 1. 

A well-rounded program was presented under the theme 
of “Selling in Today’s Market.” 

In the morning session Miss Anne Saum of Anne Saum & 
\ssociates presented an inspiring talk on selling office furni 
ture. The Pittsburgh Plate Glass Company presented an 
instructive film on “How to Use Color as a Tool in Selling 
Office Furniture.” 

After the group had an hour of good fellowship including 
a satisfying luncheon, Max Brown, M. Brown & Company, 
Roxbury, Mass., president of the Boston Chapter, took the 
chair. During the session Jack Levis, Brock Press, Stam- 
ford, Conn., proposed the formation of a chapter in southern 
New England to provide office furniture dealers in that 
area frequent opportunity to meet together. 

Receiving the assurances of John R. Gray, executive di 
rector, that NOFA would be happy to place at the area’s 
disposal all the facilities offered by the association, Mr. Levis 
agreed to contact the dealers in southern New England and 
attempt the formation of a chapter. 

D. H. McCree, Lackawanna Leather Company, speaking 
as a representative of the Upholstery Leather Group, con- 
tended that leather had so long served the human race that 
its inherent qualities were taken for granted. Had leather 
been a recent discovery, it would be proclaimed as one of 
the great discoveries of the ages, he declared. 

To support his statement that leather is preferred by the 

(Turn to page 194, Please) 
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The BDC stencil is complete in one 
unit. It is made with the carbon cush- 
ion attached as an integral part of 
the stencil itself. You never have to 
insert a separate carbon between the 
stencil and backing sheet. You never 
save a worn carbon for re-use. You 
always know where the carbon sheet 
is and you never run short. Each 
BDC stencil is a complete unit ready 





Exclusive 
coating 
never clogs 





to type as soon as you pick it up. 

In addition the new Soft-Green color 
reduces eyestrain and is effortless to 
proofread. The exclusive BDC coat- 
ing eliminates type clogging and pro- 
duces the sharpest impressions with 
all makes of mimeograph machines. 

For samples and complete dealer 
information write Bohn Duplicator 
Corp., 260 Fifth Ave., New York 1. 












stencil 





type faces 












T he 
modern stencil 
is carbon- 
interleaved 
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Jack F. Emhardt of Columbia Steel Equipment Company 
favored OrrFice AppLiances with a call on January 7 accom 
panied by Earl Hanson, his representative in the Middle 
West. The two had been calling on Chicago dealers. Jack 
was on his way to the West Coast where he planned to put 
in a busy week or two before returning to Philadelphia. 
A former officer of NSOEA, he is a faithful attendant at 
the annual meetings in the fall and at as many regionals 
as he can include in his schedule. 


George S. Long of Cincinnati, manufacturers’ representa- 
tive who has spent many years traveling in the Fifth Dis- 
trict NSOEA, dropped in for a visit January 12. He was on 
his way to the office of All-Steel Equipment, Inc., at Aurora, 
where he was to meet a dozen dealers from his territory 
assembled there to be made acquainted with company 
production methods and policies. George has been active 
in the Fifth District Travelers Club since its inception and 
always participates in the national convention in Chicago. 


Bruce B. Brayton of Oakville Company called at our 
offices January 18. On his way west from Waterbury, Conn., 
he stopped at New York and Detroit. After finishing in 
Chicago he expected to make calls in Neenah, Wis., and 
Fort Wayne, Ind., and then back to his starting point. Mr. 
Brayton has been with the Oakville Company many years, 
most of the time working out of the Chicago office. He 
moved to the home office last year. 


William M. Hammon of H-O-N Company was in Chicago 
on a sales mission January 21 and took time out to spend a 
few minutes at our offices. He had returned recently from 
a trip to the West Coast and reported a plant-full of orders 
for the company’s line of steel office equipment. He told of 
substantial growth in sales volume during 1953 and indica 
tions for similar growth in 1954. 





Victor Centralizes Tax Problems 


An increase in the complexity of its tax problems pro 
vides a pertinent clue regarding the growth of the Victor 
Adding Machine Company in 1953. With business flourish 
ing in 34 states (a 50°% increase) in one year, the company 
has established a separate tax section in the accounting 
division. The announcement was made by D. L. Schroder, 
company secretary and controller. 

“As a result of our merger with McCaskey of Alliance, 
Ohio, and our mushrooming business,” says Mr. Schroder, 
“it has become necessary to centralize the responsibility for 
all taxes in one department.” 

It was announced that Richard Middendorf has assumed 
charge of the new department. He will be responsible for 
all city, county, state and federal taxes in locations where 
Victor operates. 

Mr. Middendorf has been with Victor since 1939 and has 
served in varied capacities within the accounting division. 


Nelson-Thomas Publishes House Organ 

As the firm’s latest means of direct-mail advertising, 
Nelson-Thomas & Company, office outfitters of San Diego, 
Calif., are now publishing a bi-monthly house organ, En- 
titled “Horizons,” the new publication is printed in two 
colors, green and brown, on glossy white paper. 

Richard A. Nelson, president of the firm, announced the 
purpose of the magazine is to be “stimulating . . . interest- 
ing .. . helpful to you and your associates in your office— 
and to your family—in planning a more efficient, more 
pleasing and comfortable place to work.” 

Among the articles in the first issue were “How Mosler 
Fights Fire,” “San Diego’s Third Annual Modern Office 
Show,” a before and after installation, and “Do’s and 
Don'ts for Office Christmas Parties.” A detailed photograph 
of an office, with each item keyed, suggested appropriate 
gifts and included the price of each. 





NSOEA Offers Manual on Rubber Bands 


The latest Product Training Manual of the National 
Stationery & Office Equipment Association was to be 
released to its members on February 15. 

Manual No. 17 is entitled “How to Sell Rubber Bands 
and Other Office Rubber Equipment.” The text of this 
manual deals with the production and manufacture of 
rubber and ways to sell rubber bands and other office 
accessories. 

A leaders’ guide is available for use with the manual as 
a training aid for groups being trained to sell rubber bands. 
In this guide are listed numerous training aids that may 
also be used along with the manual. 

The price of this manual is $.50. It is available only to 
NSOEA members. 





March 1-4. Wholesale Stationers Association 38th annua vention and 
trade show, Hotel New Yorker, New York City. 

March 8-I1. The 1954 seminar and business show of the Office Management 
Association of Chicago, Conrad Hilton Hotel. 

March 22-23. District 5, NSOEA, Sheraton-Cadillac Hotel, Detroit, Mich. 
April 1-3. District 4, NSOEA, Vinoy Park, St. Petersburg, Fla. 


April 9-10. District 13 NSOEA, Astor Hotel, New York City. 

April 20-22. National Association of College Stores, Hotel Sherman, Chicago 
April 22-23. District 8, NSOEA, Hotel Tulsa, Tulsa, Okla. 

April 29-30. District 9, NSOEA, Buena Vista Hotel, Biloxi, Miss. 

May 6-7. District 6, NSOEA, Hotel Moraine, Highland Park, Ill. 

May 8-I1. National Office Furniture Association, Hotel Sherman, Chicago. 
John R. Gray, executive director, 327 S. LaSalle St., Chicago 4, Ill. 

May 13-14. District 7, NSOEA. Russell-Lamson Hotel, Waterloo, lowa. 

May 16-19. Stationers’ Guild of Canada convention and trade exhibit, The 
King Edward Hotel, Toronto, Canada. Fred R. Smart, secretary manager 
Suite 306, 19 Richmond St. W., Toronto, Ontario. 


May 17-18. District 14, NSOEA, Westward Ho, Phoenix, Ariz. 
May 20-21. District 12, NSOEA, The Ahwahnee, Yosemite National Park. 
Calif. 


May 24-25. District 10, NSOEA, The Broadme Colorado Springs, Colo 
May 24-27. National Office Management Association's annual Office Ma- 
chinery and Equipment Exposition, Jefferson Hotel -Kiel Auditorium, St. Louis 
Mo. W. H. Evans, executive vice-president, 132 W. Chelten Ave., Philadel- 
phia 34, Pa. 

May 27-29. District 11, NSOEA, Sun Valley, Idaho. 

June 4-5. District 1, NSOEA, Poland Springs House, Poland Springs, Me. 
June 17-18. District 2, NSOEA, Whiteface Inn, Lake Placid, N. Y. 

June 21-22. District 3, NSOEA, Hadden Hall, Atlantic City, N. J. 

June 21-23. National Office Machine Dealers Association annual convention 
and exhibit. Chase-Park Plaza Hotels, St. Louis, Mo. Harold Mann, ex- 
ecutive secretary, 1267 N. Wilton Place, Los Angeles 38, Calif. 

September 18-22. National Stationery & Office Equipment Association's 48th 
annual convention. Conrad Hilton Hotel, Chicago, Ill. Paul Burbank, gen- 
eral manager, 740 Investment Building, Washington 5, D. C. 
September 27-October |. Golden Jubilee Nationa! Business 
Regiment Armory and 7ist Regiment Armory, New York C 
Lang, managing director, 33 W. 42nd St., New York 36, N. Y. 
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This is the outstanding promotion event of the year for office furniture 
rw and accessory manufacturers. The May issue will serve as a merchan- 
ay dising textbook for every important furniture dealer and his salesmen 
for many months. Over 150 pages will be devoted to new selling 


techniques, installations, new products, and furniture advertising. 


O Tie in with the NOFA Convention! 


Here’s an opportunity to cash in on the growing prestige and impact 
of the National Office Furniture Association convention and exhibit. 
Hundreds of copies will be distributed at the convention. Many dealers 
will order additional copies for sales training use. Your strong sales 
message in the Furniture Issue plus your exhibit make an unbeatable 


; , combination for sales. 
[he May Furniture Issue 
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O Exceptional advertising value! 
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” Virtually every principal manufacturer of office furniture will use this 
eo see opportunity to reach this vast audience of interested and active dealers 
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" Q tee advertisers at no increase in rates. Ads in May Office Appliances will 
The of Off aia prove to be investments in greater sales. Will your ad be there? 
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Representatives of office equipment concerns abroad, visiting in the United States, are cordially 

invited to make the offices of this journal their headquarters. The staff at the main office, 600 W 

Jackson Blvd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Bidg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

oossible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lencashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


Manchester, February | 


® A NEW FABRIC has just been produced in Britain for 
office furniture by the world-famous Calico Printers Asso 
ciation. The fabric has been “under test” for something like 
seven years in Australia, where it has been subjected to rigor 
ous tests in cinemas. And after that period, the fabric is 
still in good condition. 


As a result, therefore, of the valuable experience which 
has been gained, the Calico Printers are marketing the new 
fabric for upholstery of office furniture. 


The name of this new fabric is “Ryjack” and it is com 
prised of Egyptian cotton with a special finish which is the 
secret of the association and which has been developed in 
their laboratories. Suffice to say that the finish enables the 
upholstery fabric to be wiped down with a damp cloth 
periodically if desired, but that is the only treatment neces 
sary other than normal office dusting. It is worth noting 
that after several years of wear in trials the upholstery is as 
bright and fresh as when new. 


A big future is anticipated for “Ryjack.” 


. * * 


A new development for the transport of office sundries is 
the “Foldaway” packing case manufactured by the Foldaway 
Company of Manchester. This new packing case, which has 
been well publicized in the British trade press, may be dis 
mantled into a comparatively small space, yet erected in 
much less than a minute (roughly 25 seconds). It is claimed 
to withstand the rigours of 100 journeys. In view of the 
demands of the industry in Britain for light, easy-to-transport 
containers, the new packing case is fulfilling a long-felt 
need. It is particularly suited for stationery sundries, when 
small articles are to be transported. 


* * 7 


Bookkeeping by typewriter is a development in Britain 
which has become popular in recent years and therefore it is 
not surprising, with the easing of materials and supplies, 
that special purpose typewriters are being produced increas 
ingly. One which has been brought to my notice is the 
new Imperial 106 dual feed machine. This machine is de 
signed to deal with the many new types of stationery now 
available, and as a result of increased mechanical efficiency 
reduces the amount of manual work. The dual-feed equip- 
ment is incorporated into the carriage of the company’s 
‘65’ typewriter and some of the machines are being fitted 
with a 10-key decimal tabulator 


For dealing with receipts, the cash book received sheet 


64 


and bank paying-in slip are fed into the typewriter where 
they remain until the cash postings are completed. The 
receipt forms (usually in blocks of four or five) are now 
front fed into the machine and typed in the usual way, the 
detail being summarized. 


The work of invoicing the ledger posting involves no 
difficulty. Invoices are typed in the normal way and as 
many copies as possible can be made. For ledger posting, 
the copy invoices are arranged into ledger order and the 
sales ledger proot sheet fed into the machine. The ledger 
and statement sheets are now front fed into position and 


the relevant entry made. 
~ - * * . 


The current issue of Twinlock News, the house organ of 
Percy Jones (Twinlock), Ltd., of Beckenham, has interest 
ing comment on the retail trade in Britain today. 


“Looking round at our stationery trade and all that has 
happened to it during 1953, we think that undoubtedly its 
greatest advance has been in becoming so established in the 
office equipment Business. 


“It seems such a short time ago to us that we wrote of the 
usefulness of commercial departments and then of the suc- 
cess of stationers up and down the country who had put 
the idea into use. But such articles would be very out-of- 
date to-day. Slow to begin, the idea later grew rapidly and 
commercial departments grew in number, size and impor- 
tance. One now only has to look around stationers’ shops 
particularly in our cities, to find a great change. Stationers, 
as we know them, have changed completely to office equip- 
pers and furnishers. One sees office desks, chairs, filing cab 
inets and, indeed, office machinery of all kinds; and the 
shop fronts, too, are dropping the title ‘stationers’ and tak- 
ing to ‘Office Equipment’ or the like.” 


The writer then goes on: 


“We like the change, of course, as it is the right kind of 
background for loose leaf equipment and business systems. 
Events have proved that business people do feel in the right 
atmosphere in such shops rather than when rubbing should- 
ers with people selecting ladies’ handbags or any such kind 
of personal or fancy goods.” 


The writer thinks that stationers have equipped them- 
selves well to cope with the developments in account and 
record keeping, the filing of documents and all that it em 
tails. “More and more business systems equipment becomes 
available to the stationery trade as it puts itself in a position 


(Turn to page 206, Please) 
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Model G-160 
60" x 34” 
Complete Size Range 
from 36” to 72” 
Special sizes to order 
(With or without drawers) 


Model GT-130 
Typewriter Table 
30” x 18” 
36” x 24” 
(Vlith or without drawers) 





Model TT-18 
Telephone Table 
18” x 18” 
24” x 18” 








ADJUSTABLE HEIGHT 
291/44" x 30" 


HASKELL 
PUTS THE 





Haskell Steel Tables refiect quality far 
beyond their budget prices! They have 
to be seen to be appreciated. Each 
design—handsomely executed—in- 
cludes rounded corners, rounded legs, 
Glidden baked enamel finish, Arm- 


MAGNIFYING 

GLASS ON ANOTHER LINE 
strong linoleum tops, aluminum band- 
ing and other fine construction details 


to make them best sellers! OF BEST SELLERS 


Because they have hundreds of 
uses and move fast, Haskell 
ships them KD so dealers can 
keep the line well-stocked. 


Write Today 
for Haskell’s New Catalog featuring 
complete line of Budget Steel Desks 
and Tables. 


303 EAST CARSON STREET 
PITTSBURGH 19, PA. 






PROVEN PIONEER BUDGET LINE 
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IBM Thrives in Mexico 


by MABEL F. KNIGHT 


correspondent 


Stepping into the IBM ot Mexico is like invading Spotless 
Town, so immaculate is every floor and so cheerful are 
the workers. With offices or factories in 79 countries, Inter 
national Business Machine Corporation makes it 
to hire workers of the particular country where it is located. 
As the General Manager Manual Peralta P. says: “Here, 
Mexicans.” 


a policy 


we are 100 


And what a business they transact! They carry over 1.000 
models of over 100 different type machines. This equipment 
also is rented to other businesses and to departments of the 
Federal District. 

It is a dynamic proposition as Senor Peralta, who has 
been here 18 years, stated. They encourage initiative, in tact 
the motto of the IBM is “think” and that is what their 
engineers do, keep on thinking until they perfect the old 


machine or design a new one. 


At present there are 140 employees; 16 women and the 
rest men. For those who are eager to advance or for new 
arrivals there are classes from 8:30 to 10:00 and 4:30 to 
6:00 every day, both of which are well attended. There are 
two departments that are emphasized, the EAM or electric 
accounting machines and everything relating to it, and the 
other is ITR/ET, time recording devices and electric type 
writers. 

Young people who come to IBM can look forward to 
worthwhile careers, both as a means of earning a good 
living and of contributing to human progress. Thomas J. 
Watson, head of the international organization and a man 
of vision, does not look upon the employees in any country 
as automatons but as human beings who have a definite 


future. 


As a business IBM has eminent facilities for the devel 


opment, manufacture, distribution and servicing of prod 
ucts. If a customer wants something they do not have, one 
of the engineers is set to work to find out if the accom 
plishment of such a machine is feasible which it nearly 
always is. 

Both as a business and an institution IBM seeks success 
with and for those it employs. It looks to all sources, par 
ticularly schools and colleges, for men and women o 
integrity, who can blend skills with social insight and public 
trust. Since a necessary attribute of a business is good citi 
zenship, the people who fill its ranks and offices must be 
good citizens. Other valuable assets range from ability to 
get along with people and to work co-operatively with 
others, to alertness, dependability, enthusiasm, self-assur 
ance and good manners. All this the visitor sees reflected 


> 


in the offices here in Mexico, at Balderas 132. 


IBM has a broad program of benefits for its employees 
These include life insurance, sickness, accident pay, hos 
pitalization for a family, retirement fund, and permanent 
disability pay, all financed by the company. They are sound 


investments for, as the officers of the company say, human 
assets are the most important element of the organization. 


I 


Creative thinking and constructive effort are the dynamics 
of IBM. The entire organization is like a procession of 
people moving always forward. By making use of thei 
abilities, by being good citizens, by continuing to learn new 
things as they apply themselves to achieving greater pro 
ficiency, everyone can make headway. No one need t 
stand still. “Think” is certainly a good motto for IBM. 


ind better products and 


Continually developing nev 
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AT IBM Festival . . . TOP: Children and grownups must break 
the pinata during the posada. BOTTOM: Manuel Peralta, general 
manager of IBM de Mexico, S.A., gives a present to one of the 
180 children who attended the party. 


better ways of producing them engineers provide IBM’s 
insurance for the future. Key members of the field organi 
zation, sales and systems service representatives sell and 
apply IBM products. Backed by comprehensive training, 
quality products, cohesive organization and whole-hearted 
company support, they make their own opportunities while 
extending and strengthening IBM service. 


Each year IBM employs a limited number of carefull) 
chosen engineering graduates who spend the first several 
months of their careers in a training program. They study 
manufacturing procedures, IBM engineering practices, field 
operations and policy, thus preparing themselves for re 
sponsible positions. It is a thorough business from begit 


ning to end. 


Mr. Watson hopes that each employee will take advar 
tage of all opportunities. As he maintains, it requires both 
thinking and doing, and varying degrees of imagination 
and knowledge, depending upon the particular opportunity 
at hand. 


But lest one thinks that here at IBM it “is all work and 
no play,” which would certainly make Jack a dull boy, some 
of their social activities deserve mention. Each branch has 
a club and every employee is a member with monthly dues 

arying according to their salaries. Every six months there 
(Turn to page 201, Please 
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Replace typewriter 
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Here’s an X-ray look into 
the easiest operating desk you can buy 


Reverse pedestal and 
This new “Y and E” desk keeps its handsome, accepted style—but 20 engi- end panel to get: 
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New York Office Appliance Managers 
Elect Harry Anderson, Honor Salesmen 


At their annual meeting at the Waldorf-Astoria in New 
York City on January 8, the New York Office Appliance 
Managers Association elected the following officers for 1954 
by unanimous vote: 


President—Harry C. Anderson, H. C. Anderson Company. 

Vice-President—A. N. Sears, Remington Rand Inc. 

Secretary-Treasurer—C. J. Hartle, International Business 
Machines Corporation. 

As is their custom, the managers honored their top sales 
men for 1953 at this meeting. 

A charming and gifted duo of singers entertained during 
a pleasant hour of good fellowship. A delectable dinner 
was then served, for which the group voiced sincere apprecia 
tion to their genial friend, member and host, John A. 
Noonan, Keelox Manufacturing Company. 

President Anderson, in the chair, extended warm personal 
greetings to all the members and their guests. Voicing the 
pride of all the members, he stated that this was the 27th 
annual meeting of the association. Particularly did he stress 
the value of the friendships and the good fellowship devel 
oped over the years. He paid tribute to John Noonan as 
one of the founders who has never missed one of the associa 
tions annual meetings. The president then introduced the 
speaker of the evening C. K. Woodbridge, Dictaphone Cor 
poration, as one of the deans of the office appliance industry. 

Mr. Woodbridge built his inspiring remarks around the 
subject “What a Chairman of a Board of a Company Ac 
tually Thinks About at Night” 

1. He thinks about the company objectives. Realizing 
that rendering of service is the backbone of all business, he 
examines his whole organization. 

2. He thinks about the people in his company, their 
hopes, aspirations and desires. 

3. He thinks about the service his company is performing 
for business. His company must serve people profitably. 

4. He thinks about sales. The selling profession, Mr. 
Woodbridge characterized as the greatest in all the world. 

5. He thinks about the company profits, ways and means 
to reduce costs of manufacture and administration. 

Enduring business, said Mr. Woodbridge, cannot be 
bought or just picked out of a hat. It must be earned. The 
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individual is the core of all enterprise and the extent to 
which each individual succeeds in his own job determines 
the overall success of the company. Principal men are men 
of principle, Mr. Woodbridge declared, for man cannot live 
on bread only but must have spiritual development. 

Mr. Woodbridge declared, “1954 is going to be a year of 
great salesmanship, a hard selling year. And it is going to 
be lots of fun,” he concluded. 

D. E. Johnstone, Pitney-Bowes Postage Meter Company, 
reminded the group that they were present to pay honor to 
the men who had proved themselves as sales leaders in their 
respective organizations. He congratulated them, saying that 
their achievement was an inspiration to their leaders and to 
their associates. 

Mr. Noonan, in his own friendly manner, presented a 
beautiful cigarette box suitably inscribed to each winner. 
Thus ended another memorable annual meeting. 





Boston Stationers Told How 
to Avoid Freight Headaches 

Herman Matthei, general counsel for the New England 
Motor Rate Bureau, enlightened the Boston Stationers’ 
\ssociation with a frank discussion of motor freight trans- 
portation and its attendant headaches recently. The talk 
was a highlight of the first 1954 dinner meeting of the 
stationers at the Kenmore hotel. 

Mr. Matthei admitted that transportation of office equip- 
ment presented a complex problem. He stated that formerly 
dealers were compelled to buy in carload lots which neces- 
sitated storing the merchandise in warehouses with its 
attending expenses. 

Today, Mr. Matthei added, dealers are in a position to 
buy in smaller quantities due to the development of moving 
goods by motor. In the 10-year period from 1943-53, New 
England motor carriers increased their tonnage by 200%, 
but unfortunately, he confided, handling charges increased 
by the same proportion. 

To combat rising costs he urged dealers to adopt a stand- 
ard pack and wherever possible to pool their shipments. He 
stressed the necessity of providing means for easy, quick 
lelivery and receipt of merchandise. In closing he suggested 
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Annval meeting of New York Office Appliance Managers Assn., in Waldorf-Astoria. 
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Here’s the ideal portable duplicator for over-the- 
counter sales to hotels, churches, schools and 
institutions of all kinds. Offers more features 

than other machines selling at far higher prices. 

Retailing at only $187.50, the Roneo 

Portable 150 features a totally enclosed drum 

plus completely automatic inking. Uses Roneo’s 
famous clogproof and leakproof SEMI- 

PASTE INK. Reproduces continuous tone photographs. 
Entirely self-contained, no separate loose 

covers. Feeds post card to legal size automatically. 

And there’s also an automatic counter. Only 28 
pounds light! Write in for details on dealer franchise. 


ADDO MACHINE COMPANY, INC. 
145 W. 57th Street, New York 19, N.Y. Circle 5-6940 
Exclusive U. S. Distributors: Roneo Duplicators, Addo-X Machines 
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the association appoint a committee to work with the Rate 
Bureau to explore all avenues that might lead to substantial 
savings by members. 

President Bob Slate presided at the meeting and he ex- 


pressed a wish for continued prosperity. Pleas were made 
for big turnouts at the regional conventions 


Sales Executive Club Passes Out Oscars 


The Sales Executive Club of New York honored “its own” 
recently at its annual dinner in the Grand Ballroom of the 
Waldorf Astoria Hotel. Prize winning salesmen whose 
achievements were outstanding received “Oscars” from for 
mer Postmaster General James A. Farley. 

The week of tribute to the salesman was climaxed by the 
dinner and he and his clan were “Kings For A Week” in 
New York City. Joining in the homage to this sterling citizen 
whose industry and initiative keep the wheels of business 
rolling were Mayor Robert F. Wagner and the Commerce 
Department of New York City. 

Prize winners received scrolls of honor and bronze statu 
ettes. The latter award is an idealized figure of a salesman, 
standing erect with his briefcase ready at his feet. 

Among the “champions” were the following men whose 
companies and their products are familiar to readers of 
OrrFice APPLIANCES: 

Andrew L. Burns, Texarkana, Tex., of Dictograph Prod 
ucts, Inc., Jamaica, L. I., N. Y. 

Dudley Campbell, Jr., New York City, of Collister Corp., 
New York City. 

W. G. Fletcher, Sacramento, Calif., of Underwood Corp., 
New York City. 

M. L. Guillot, Philadelphia, of W. 
Ft. Madison, Iowa. 

John H. McCreary, New York City, of Remington Rand, 
Inc., New York City. 

Benjamin L. Raimondi, Brooklyn, of Eversharp, Inc., New 
York City. 

Cy Seymour, New York City, of Ralph C. Coxhead Corp., 
Newark, N. J. 

Simon Skop, New York City, of Victor Adding Machine 
Co., New York City. 

Edwin S. Slater, New York City, of Standard Register 
Co., New York City. 


\. Sheafter Pen Co., 


Metropolitan Travelers Install Officers 


The freshly organized Metropolitan Travelers Club of 
New York City, N. Y. held its second meeting February | 
in the East Room of the Hotel New Yorker 

In opening the meeting acting president Martin M. Mol 
dow, manufacturers’ representative, extended a hearty wel 
come and invitation to those present who were not members 
to join up. Chairman of by-laws, Milton Stone, manufac 
turers’ representative, then proceeded to read the by-laws 
which were approved by a majority vote. 

The next order of business was the report of the nominat 
ing committee. In the absence of Chairman Jerome J. 
Savage, The Carter’s Ink Company, the report was given by 
George Nicklaus, National Blank Book Company who 
placed in nomination the following slate of officers, all of 
whom were unanimously elected: 

President—Martin M. Moldow; first vice-president 
George Nicklaus; second vice-president—Milton Stone; Cor 
responding secretary- Jerome J. Savage; secretary-treasurer 
—Herbert Grayson, Ace Fastener Corporation; board of 
directors—James T. Hurley, Oxford Filing Supply Company 
—one year; William Lampel, Art Steel Sales Company— 
two years; Howard Shoemaker, Eberhard Faber Pencil Com 
pany—three years. 
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President Moldow then appointed members to serve on 
the various committees. He announced that an invitation 
had been received from the National Stationery & Office 
Equipment Association inviting the club to take part in the 
NSOEA membership drive. Mr. Moldow urged members to 
take an active part in the movement. 

The next subject of discussion was participation in trade 
activities. After some deliberation members voted to donate 
door prizes to the Stationers 12:30 Club of New York at 
their “Silver Anniversary” dinner dance and entertainment; 
The Wholesale Stationers Association during their coming 
convention; the NSOEA 13 Region at their coming conven- 
tion luncheon and also to place a half-page advertisement in 
the journal to be issued by the Stationers Association of 
New York at their annual dinner dance. 

It was announced that the next meeting will be held on 
the first Monday in April. 


NSOEA and N. Y. Stationers Association 
Plot Gala Regional Affair April 9-10 

This year’s convention of Region No. 13, N.S.O.E.A. and 
the annual dinner-dance and entertainment of the Stationers 
Association of New York have been combined into a week- 
end attraction on April 9-10 at the Hotel Astor in New 
York City. 

A streamlined convention business program has been 
planned, all to be covered in an afternoon and evening ses- 
sion on Friday, opening day. 

A bang-up program is rapidly taking shape. Since the 
committee feels that the problem of the manufacturer and 
dealer in the Metropolitan area differs to a great extent from 
that in the other regions, special emphasis is being placed 
in arranging the program with this point in mind. 

Registration for the convention will take place April 9, in 
the North Ballroom of the hotel. The business sessions will 
start with a luncheon at 12:30 p.m., featuring a nationally- 
known speaker who will bring a message of importance. 

The afternoon session will feature such speakers as Wal- 
ter Miller, president of NSOEA and vice-pres. of Otro UI- 
brich and Company, Buffalo, N. Y.: Earl F. Opie, vice- pres. 
president of the manufacturers division NSOEA and presi- 
dent of Weber Costello and Company, Chicago. 

In addition an informative talk will be given on the 
whys and wherefors of NSOEA’s group insurance plan. A 
prominent member of the New York Stock Exchange also 
will interpret business trends as reflected by the Wall Street 
Barometer together with a film on the operation of the 
Exchange. 

The evening session will be under the combined auspices 
of the Stationers Association, Milton Goldhair, president, 
and the Metropolitan Travelers Club, Martin Moldow, presi- 
dent, and Region No. 13, NSOEA Carl C. Judkoff, gover- 
nor. 

This session will be devoted to hearing from Paul Bur 
bank, general manager, NSOEA, on the matters of cost of 
doing business and William Brennan of the National Fair 
Trade Council outlining the latest developments on the 
fair trade front. Short talks by Mr. Goldhair on the edu- 
cational program instituted by the Stationers Association 
and Mr. Moldow on the aims of the Metropolitan Travelers 
Club also will be presented. 

What has proved to be the most popular of recent con- 
vention programs, the round table forum, will follow the 
last of the speakers on the evening program. All of the 
members on the panel will be ready to answer any questions 
within the limitation of their capabilities. Dealers and their 
employees are cordially invited to attend. 

The feature event of the week-end will take place Satur- 
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GUNLOCKE’S LOUNGE FURNITURE 


Ambiguous? Not at all. Because luxury is a neces- 
sity in the modern office. Clients have come to 
expect it. And businessmen prefer to work in a 
more relaxing atmosphere. 


Gunlocke’s famous lounge furniture, with its 


distinguished reputation for styling and quality, 
belongs in both the reception room and the office. 


[he No. 2685 chair shown here is typical of the 
complete line. The comfort of its soft down cush- 


ion seat and the form-fitting back is unexcelled. 

Its small size is ideally suited for use as & lounge 
or occasional chair anywhere in an office suite. 
The covering is genuine top-grain leather—the 
“sterling silver” of upholstery coverings. 

You can recommend Gunlocke’s Lounge Fur- 
niture with confidence. Its luxurious comfort and 
expert tailoring mean profitable sales and satisfied 
customers. 


Write today for more information 


.H.GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 











day night, April 10 in the Grand Ballroom of the Astor. It 
will be the annual dinner-dance and entertainment of the 
Stationers Association. 

A real gourmet’s menu has been provided and the enter 
tainment will surpass the unusually high quality this annual 
affair has produced. Previous affairs have featured such 
stage, television and screen personalities as Red Buttons, Cass 
Franklin, Monica Lane, Myron Cohen and Joyce Bryant. 


Philadelphia Stationers Elect Officers 

Charles A. Newcomet, C. F. Heller Bindery, Reading, 
Pa., is the new president of the Philadelphia Stationers 
Association. Other officers, all from Philadelphia, are: 

First vice-president—E. Robert Whitesel, Brooks Com 
pany. 

Second vice-president 

Third vice-president—Wm. D. McCully, S. E. 
non, Inc. 

Secretary—Ernst Abe, Jr., Wm. F. 
pany. 

Treasurer—Jack Pinkerton, Hoskins Company. 


Joseph O’Brien, Todd Company. 
& M. Ver 


Murphy’s Sons Com 


Friden Presents ‘54 Sales Program 

A “first of the year” meeting between division sales man 
agers and company officials has just been completed by the 
Friden Calculating Machine Company, Inc. of San Leandro, 
Calif. 

At sessions covering 10 days the men were given an out 
line of a program of overall sales activity for 1954, part of 
which includes release of additional lines of business ma- 
chines to be presented the public shortly, according to Vice 
President L. B. Taylor. 

Attending the meetings were Grant Drummond, formerly 
of Oakland, now east central division manager with head 
quarters in Cleveland; H. G. Rumsfield, west central divi 
sion manager, headquartered in St. Louis; and Frank B. 
Morrison, eastern division manager, of Boston. 

Discussions covered a series of sales meetings to be con 
ducted throughout the United States, South America and 
Europe. Mr. Taylor will attend most confabs in this country 
while Friden President Walter S. Johnson and Stanley M. 
Friden, vice-president in charge of export sales, will attend 
meetings in South America. Mr. Johnson has plans to attend 
meetings to be conducted in Europe by Marcello Giorni, 
European division manager. 


In order to carry out this program ol product expansion 


the Friden Company has increased production and office 
space by a total of 89,740 square feet, bringing the total area 
now under roof to 371,800. Space for enlargement of research 
engineering, administrative and sales activities has been in 
creased 18,600 square feet. This expansion has represented 
an investmentgof approximately $1,000,000 for new buildings 
alone with additional heavy investment in machine tools and 


eauipment. 


Sales Session .. . Pictured at Friden Cal- 
culating Machine Co., Inc. sales meeting 
in San Leandro, Calif., are: REAR ROW— 
C. L. Haig, executive sales assistant; L. B 
Taylor, vice-president; Frank B. Morrison 
Boston, eastern division manager; John M. 
Lund, chairman of executive committee; 
FRONT ROW—Kenneth C. Hedeen, sales 
promotion manager; Grant Drummond 
Cleveland, east central division manager 
Henry G. Rumsfield, St. Louis, west cen- 
tral division manager, and H. E. William 
son, Los Angeles manager. 
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Leopold Holds Dealer Conference, 
Introduces New Furniture Line 
Pictures appear on page 74) 


On January 14 dealers from all parts of the country con- 
verged upon Burlington, Iowa, to attend and participate 
in a dealer conference arranged by The Leopold Company 
for January 15 and 16. It was an opportunity to acquaint 
dealers more fully with Leopold production methods, new 
Leopold designs, merchandising helps for the sale of the 
company’s products, and sales ideas contributed by thor- 
oughly competent speakers. A previous conference held 
four years preceding was considered a definite success with 
an attendance of 160. This latest dealer meeting drew more 
than 200. 

On the morning of the 15th and after a greeting by 
Frederic Leopold the visitors were divided into small 
groups, each headed by a member of the Leopold staff, 
and conducted through the plant where they saw every 
operation from the handling of fresh green lumber to the 
finished product placed into cartons for shipping. 


"New Things With Leopold" 


The visiting dealers then assembled on the second floor 
of an addition to the plant just completed. Sterling Lord, 
secretary of the company, presided and conveyed grectings 
on behalf of Carl Leopold, chairman of the board of 
directors. Mr. Lord stated that in his 35 years’ association 
with The Leopold Company he has yet to see Carl lower 
his standards or his courage. He then called upon Frederic 
who spoke at length on the subject, “New Things with 
Leopold.” He told of the new Document line, samples of 
which were to be seen in the showroom, the modular line 
(choice of Formica or Micarta tops if desired) and other 
new products. Additional information about the Document 
suite was furnished the next day by Charles U. Deaton, who 
designed it. 

The subject of “Wood Densification” was presented by 
C. B. Lundstrom of Lundstrom Laboratories, Inc. The 
origin of densification, he said, was in 1922 and resulted 
from complaints of clothing catching on center posts of 
desks. Connected with Standard Furniture Company at the 
time, Mr. Lundstrom left that company to give full time 
to the new process which hardens wood to such an extent 
as to eliminate largely, if not completely, the rough wear 
on center legs which develops from careless handling of 
furniture by cleaners or from other causes. The Leopold 
Company has been a Lundstrom customer for many years. 

Mr. Lundstrom stated that densified wood now is used 
on products besides desks, including laboratory equipment. 
He showed how “DensiwooD,” the name given to his 
product, can be identified. 

After luncheon, supplied at the factory, the program pro- 
vided five addresses for the afternoon, the first two by 
Leopold suppliers. W. I. Kyle spoke on the subject, ““Leo- 
pold DuPont Dulux.” Mr. Kyle stated that he never had 
shown a finish to Leopold better than the firm was using 
that the manufacturer did not buy it and that the company 
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3 Reasons why 
PROFITS ABOUND WHERE EATON IS FOUND 





REASON NO. 1 — EATON’s CORRASABLE BOND isa REASON NO. 2—kraTON’s BERKSHIRE TYPEWRITER 
paper that is in a class by itself. It sells and sells again on these PAPERS can be depended upon to bring you steady sales all year 
special merits: Corrasable erases without a trace with a soft pencil around. “Berkshire” means top quality typewriting paper to your 
eraser. Retyping is clean. Your “cream” business — ream business — customers. Every wanted grade, size, finish is available — a correct 
follows when customers try Corrasable Bond in popular packets of paper for every typing need. In reams and 100-sheet packets and 
100 sheets. Available in four weights, popular sizes. tablets which retailers report build ream business for them. (Ask 


about Eaton’s self-selection packet display for your counter). 


Put yourself in 
your customer’s shoes 


Now take a look around. 

Can you find the typewriter paper to suit your every 
need easily and quickly? 

Is there a convenient self-selection unit nearby where 
you can choose for yourself and “wait on yourself”? 


Were you reminded of other items you need? 


Is your trip to your stationer a pleasant and rewarding 
one? If it is, you can step back into your own shoes with 


the happy knowledge that you are building the best of 





all business relationships — good customers coming 
PATE CE back for more. 

REASON NO. 3 — EATON’S BERKSHIRE AIR MAIL 
PACKET, TABLET, and ENVELOPES can be counted on for 
additional business. Everyone needs lightweight paper for Air Mail, ¢ATON's 
ind this specially designed, fine air-dried, cockle-finish white paper Srvrewarrer® 

‘ ‘ . PAPERS * 
has instant appeal. In letterhead and executive sizes; matching en- o 8 & 

*Rxsni* 

velopes with printed Air Mail design (patented). 


Eaton’s Berkshire Typewriter Papers eaton paper CORPORATION, Pittsfield, Massachusetts 
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has no finish better than Leopold uses. [he DuPont com 
pany, he said, started in the manufacture of finishes at 
the close of the first world war. He told of the finish of 


¢ 
ng 


early automobiles which required a week for drying. The 
company worked on increasing speed in drying, harder 


finish, and better color retention. With those aims achieved 




















John R. Jackson, J. Hillsberg Safe Co., Syracuse, N. Y.; Samuel S. 
Rosendorf, Jr., Southern Stamp & Staty. Co., Richmond, Va.; Marvin 
Hillsberg, J. Hillsberg Safe Co.; Sterling Lord, The Leopold Co.; 
James ‘Scottie’’ Robertson, Globe Office Equipment Co., Cincinnati. 
Bob Pickel, Arthur Reed, Vincent Collura, Herb Henry and Dick Polson, 
Latsch Bros., Inc., Lincoln, Nebr 

George Lester, F. Eggers, Plywood & Veneer Co.; David C. DeCou, 
and Mac Odell, The Leopold Co.; Pat Iwema, DuPont Co. 

Howard Gatewood, Wood Office Furniture Institute; Gene Whitmore, 
writer on office furnishing, operation, and management 

E. Gilbert, Metwood Office Equipment Co., New York; Robert E. Dillon, 
E. J. Eggleston, General Office Equipment Corp., Pittsburgh; Semon 
Nemlich, Regan Furniture Co., New York 

Cc. B. Lundstrom, Lundstrom Laboratories, Inc.; Byron Butt, Stafford- 
Lowdon Co., Fort Worth. 

John Dwyer, Leopold representative; Gertrude Nelson, L. E. Muran 
Co.. Boston; Wilbur Cooper, Heinrich-Seibold Co., Rochester, N. Y. 
Frank Gray, Beier & Gunderson Co., San Francisco; Bob DeCou, The 
Leopold Co.; Austin Healey, Healey & Popovich, Fresno, Calif.; Harry 
Ryan, Pacific Desk Co., los Angeles; John Popovich, Healey & Popo- 
vich; Dave DeCou, The Leopold Co 

Jim Hambrick and J. D. LeBlanc, J. D. LeBlanc, Inc., New Orleans; 
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James H. Kahlert, Clark & Gibby, Inc., New York; Frank Blazok, 
J. D. LeBlanc, Inc. 

Frederic Leopold and Sterling Lord. 

Park Barnard, H. Newman, Walden Mark, Marie Berges, Mark Pauly, 
Clarence Martin, Jim Riffel, all The Leopold Co 

Mr. & Mrs. Lovis Lau; Mrs. Robert Fleming; William Gove, Minnesota 
Mining & Mfg. Co. (Mr. Lay was on the program.) 

Mrs. & Mr. Frederic Leopold; Mrs. & Mr. Sterling Lord. 

Robert Fleming, sales representative, The Leopold Co.; L. E. Thomson, 
S. J. Olsen Co.; S$. K. Jones, The Leopold Co.; L. E. Thomson, Jr., 
S. J. Olsen Co.; Vic Lydon, The Leopold Co 

Mrs. & Mr. Carl Leopold. 

Don Crile, Office Equipment Co., Canton, Ohio; Pat O’Connor and 
Emil Raque, O'Connor & Raque Co., Louisville; Eugene Whitmore, 
convention speaker. 

Seated: Mrs. Robert Fleming; Mr. & Mrs. Lovis Lau; Standing: Robert 
Fleming, The Leopold Co., and Scottie Robertson, Globe Office Equip- 
ment Co., Cincinnati. 

Carl Leopold; C. E. Richards, Finger Office Equipment Co., Houston; 
Frederic Leopold 

John lL. Weygant, Stanford Ness, Bernard Selin and L. A. Holl, 
Weygant-Goodspeed Co., Duluth. 
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For greater profits, show 
your customers the 
streamlined beauty of 
WO A Altes Pena.” Leopold Sdtalon ig Seajeoticaden the 
e e 
Office Furniture 


Let your customer visualize this desk in fice planning assistance. New and dynamic 
his office. Show him the way to increased sales helps are available to make your sales 
efficiency, greater comfort— with LEO- job easier — profits greater. 


POLD Office Furniture. : _ é 
Bs Write us today for full information on 


LEOPOLD provides you with the “tools” Leopold’s complete line of distinctive of- 
to give your customer “start to finish” of- fice furniture. 


sip- 


: tit LEq00/e caMPany 


\aay 


Member: Wood Office Furniture Institute Lod 








ol, BURLINGTON, IOWA 
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the company found it had a finish applicable to furniture. 
Leopold, he said, was one of thé first manufacturers to use 
Dulux, a high-grade furniture finish. 
George Lester, general manager of F. 
& Veneer Company, gave a discourse on plywood. He 
stated that his company had many customers, of which 
Leopold was the largest. He explained why plywood was 
a business by itself and told of wide diversification of uses. 


E geers Plywood 


Leasing Furniture 


Samuel S. Rosendorf, Jr., of Southern Stamp & Stationery 
Company, spoke on his company’s Lease-O-Matic Plan and 
provided illustrated pamphlets describing the plan in detail. 
He told of advantages both to customer and to dealer in 
leasing furniture, explaining that it was valuable to the 
small user, such as doctor or attorney with small capital, 
opening an office. Also he stated that an important advan 
tage to large concerns lay in the fact that they had the 
furniture to use with no investment to write off over a 
long period of years. 

The Certified Office Planning Service of the Wood Of 
fice Furniture Institute, referred to commonly as COPS, 
was described by Howard Gatewood, executive secretary 
of the Institute. A number of the dealers present were 
COPS members. Mr. Gatewood stated that the Institute’s 
publication Trends was to be in full color. He explained 
the Institute’s program for the year and told of plans for 
exhibits at the NOMA and National Business Show and 
NOFA and NSOEA conventions. 

A dealer who was a speaker and toastmaster at the 
preceding conference was called upon for a repeat per 
formance. James A. “Scottie” Robertson, proprietor of 
Globe Office Equipment Company, Cincinnati, spoke on 
“A Dealer’s Formula for Selling in 1954.” 


Planning Ahead 


Too much planning, he said, is based on last year and 
the year before. You cannot go ahead by looking back 
over your shoulder. Referring to the necessity for adequate 
stock, he said, you cannot go to market with an empty 
wagon. Stating that salesmen seldom spend more than 
two-and-a-half to three hours with prospects in one day, he 
proceeded to show how important it was for the salesman 
to be adequately prepared for every call so as to make the 
most of the time available for presentation. Sales training 
he called a matter of morale—it brings in sales; it sets the 
pattern which everyone understands. 

Last in the afternoon, Mr. Robertson was first in the 
evening. As toastmaster following a dinner of steak and 
Mississippi River cathsh, Mr. Robertson took over and 
asked all present to stand for a moment in tribute to 
Theodore F. Peirce, late president of Pacific Desk Company, 
Los Angeles, and Romeyn B. Booth, former Leopold sales 
man. He introduced a local humorist who regaled his 
audience with an interesting line of chatter 

The principal speaker of the evening was William H. 
Gove of Minnesota Mining & Manufacturing Company who 
is an expert at mixing equal parts of humor and good sales 
sense. Mr. Gove’s sales suggestions took the form of a 
question and answer dialogue with his son, Billy. The 
evening ended with appropriate remarks by Carl Leopold. 

The program for the second day consisted of addresses 
by Mr. Deaton, Eugene Whitmore, and Harvey Brown, 
general manager of the N. A. Winter Advertising Agency 
which handles the Leopold advertising. 

Mr. Deaton referred briefly to styles such as modernistic, 
futuristic, chrome, streamline, and moderne, and said that 
a new trend was developing in what he called more rational 
quality. He referred to the new Document line as con 
temporary, the desk being rectangular in design, table-like 
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in appearance, simple in origin. It has a clarity of design 
with each component real and strong as possible and com- 
plete in itself. Desks and chairs seem to be built higher 
but are no more so than earlier designs. 

Mr. Whitmore’s topic was “Where and How Can We 
Sell Office Furniture in 1954.” In 1954, he said, we are 
on our own. That is to alarm no one, but is a challenge. 
For 15 years we have been in world-shaking conditions 
which created enormous demand for our products. He stated 
that with the international situation changed, real selling 
has become a requirement. 

He quoted a statement from a well-known businessman 
to the effect that we must reduce office costs, and told how 
modern office furniture helped to produce that desired end. 
He stated his belief that nearly every piece of office furni- 
ture 10 years old is out of date. Prospects he divided into 
three categories: the one who moves into a new building or 
new space, the buyer who is overcrowded, and the one who 
wants to wait a while. The third category, said Mr. Whit- 
more, is more difficult than the other two. Any sale, he 
said, is composed of five units. One is to prepare, to learn 
enough about the prospect’s problems so as to be ready to 
present a service. Two is to present and introduce the 
product or service to be sold. Third is to prove and dem- 
onstrate. Part of the proof is to show that 10° of one 
year’s salary will pay for all the furniture any employee 
may need, Fourth—propose and close. Selling is easy after 
you have done a lot of hard work. 


Summarize Message 


Most important sales require approval of more than one 
man. Accordingly, Mr. Whitmore said that the salesman 
must leave with his contact a concise, written statement of 
his sales message and not rely upon the person with whom 
he had the interview to pass it along from memory. The 
fifth is the return to the word serve. The service should be 
a little better than seems necessary. 

Mr. Brown’s talk was printed and distributed among 
the visitors in advance. It was entitled “Leopold Sales-Crafter 
Tools for 1954.” An impressive array of sales helps was 
displayed on panels. Among points covered by Mr. Brown 
were advertising budget, newspaper, radio and direct-mail 
advertising, envelope enclosures, advertising reprints, and 
other subjects having to do with a successful sales promo 
tion program. 

After summarizing the 
material available, including showroom display items and 
construction samples, Mr. Brown said, “As carefully pre 
pared as they are, none of these helps will in themselves 
produce business for you. They will become effective only 
when they are part and parcel of a carefully planned cam 
paign that includes all of the elements of proper budgeting, 
careful selection of media and a differential eye to the kind 
of people you are trying to reach as well as the timing of 
your approach to your prospects.” 


extensive list of promotion 


Frederic Leopold closed the conference with brief re- 
marks including appreciation for the efforts of so many 
dealers who attended and made such a successful meeting 
possible. He stated that he expected 1954 to be a good year. 


Evansville Stationers Invite Salesmen 

The stationers of Evansville, Ind., meeting the third Mon- 
day noon of each month at the Vendome Hotel, invite the 
representatives of all manufacturers to meet with them at 
this time. 

“You will be given an opportunity to tell your story to 
the entire group,” states Sidney Butterheld of Smith & 
3utterheld in issuing the invitation. 


OA — 3/54 


























This 

offic 
two 
douk 
also 

a sec 
hidde 
Also | 
3134! 
high, 


bake. 


No. ‘ 


No. 1 


Simile 
with ty 
ter siz 


35%" 


The al 












The “PRESIDENT’S” File 


A valuable addition to your office. Keep all your records 
under lock and key, away from prying eyes. Contains: Four 
regulation letter size, ball-bearing file drawers, two double 
drawers for 3 x 5 or 4 x 6 cards (6400 capacity) also used 
for leases, contracts or cancelled checks. Plus a secret vault 
for your valuables doubly protected by extra outer door with 
a 3-way locking mechanism. Vault has a 4” dial lock, only 
YOU know its combination. Made of heavy gauge steel. 
372" high, 31%2' wide, 18%" deep. Olive green or Cole 


gray baked enamel finish. 


wo ars 9O999 


Available in Grained Walnut, Mahogany or Knotty Pine finish $12.50 addl. 


OY sn wee 


This attractive safety cabinet will add dignity to your 


office. Will pay for itself in saving valuables. Contains: 


two regulation letter size, ball-bearing file drawers, two 


louble drawers for 3x5 or 4x6 cards (6400 capacity) 


also used for leases, contracts or cancelled checks. Plus 
a secret vault protected by a 4’ combination dial lock 
by outer doors under lock and key. 
artments for books and a large shelf 
leep for supplies. Overall size, 60° 


‘ deep. Olive green or Cole gray 


No. 1092 LEGAL SIZE 


Similar to above No. 992 but 
with two lega ze instead of let- 
size file drawers. 60” high, | 


‘wide, 19” deep. 


$9450 


The above cabinets in Grained Walnut, Mahogany or Knotty Pine finish $15.00 additional 


/ 


ye are two fast-moving “Combination Units”... 
other models available, send for illustrations. 


e Rockies 


ee) i ie a ee ee ee ee ee ee, ee ee 
285 Madison Avenue, New York 17, New York 
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“SAMPLE” Cabinet 


10 and 11 DRAWER UNITS 
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Gives protection to samples, 







drawings, art work, electros, 






etc. Roomy, smooth gliding 


4 







bail suspension, steel draw- 


““SALESMAN’S” DESK 


This well made, beautifully finished steel desk j 


ers, for sizes up to 19” x 24” 
without folding. Green or 
Gray. 3712" high. 








used where space is at a premium. Has 4 room 
drawers, an arm rest and a private compartmes 



























INSIDE DRAWER | CABINET SIZE | under lock and key. Perfect for receptionists an 
No. Wide High Deep| Wide High Deep Price students. 40" wide, 29%" high, tgs deep. Col t 
1722 10DRAWERS 22%” 3” 17¥2"| 2558" 3 37%" 18” $59.95 gray or green finish. 


1924 11 DRAWERS 245%” 23%" —s- 19a" | 2734 3742" 20%"| 74.50 $ 95 
nv 





STEEL STORAGE CABINETS 


Will pay for themselves many times The 
over as valuable money savers in 


raf 


locating and safeguarding impor- | Sma! 
tant matter. For cancelled checks, nook, 
drafts, catalogues, hardware, office your | 


forms, printed matter, artwork, cuts, | 8°"! 
photographs, tools, etc. Olive green | ‘erly. 
or Cole gray baked enamel finish. | 'e" file 


t 

















~~ | vault f 
= PF 
DRAWER PARTITIONS — fr 
+ i : door | 
‘ nee ani ’ 
“<2 W/) Onl 
~ _ 4 M0 J nly 
™ | LS Fh LS pF combi 
J I V7 
- a 7 “TY steel, 
No. 55 for 2712 No. 66 for 2712 hi 
No. 655 for 2716 | No. 666 for 2716 | igh, | 
’ 
PRICE: 85c PER SET Order by Number } green 
| ish. S| 
65 Ibs. 


' 
Inside Drawer Outside Cabinet ' 
No. Consists of Size Wide High Deep Wide High Deep Price | 


No. 2712 2712 27 drawers Letter Size ic 3% 12 30% 37% 13% $39.95 $, 
2716 27 drawers Legal size 9 3¥ 16 30% 37% 17 49.95 
$ 95 2414 14drawers Cancelled Check 10% 4\2 24 23% 37% 25 69.95 | 
2773 27 drawers Tabulating Card 7% 3% £24 265% 37% 25 79.95 | 
' 
LOCK which will lock all drawers of any of above cabinets... $10.00 additional ' 


Cabinets listed above are available in Grained Walnut, Mahogany or Knotty Pine Finish at $12.50 additional 
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CUTS OR PHOTC APHS OF ALL COLE PRODUCTS AVAILABLE ON REQUES! 


oe) Ft - in Oe ae ae ee ee ee ee, On ee en 
285 Madison Avenue, New York 17, N. Y. 
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COLE safe-type STEEL CABINET 


TMC LL el LL 





Will keep your office supplies and printed matter clean and orderly. As a 
storage cabinet for hand tools, or valuables, will pay for itself by preventing 
pilferage ed in many factories to minimize the loss of raw materials such 
as silk, rayor leather. Doors are equipped with a two-way locking device 
controlled by a paracentric lock. Five adjustable compartments. Size 76" 
high, 36’ wide, 18%‘ deep. Olive green or Cole gray baked enamel. 


ADDITIONAL SHELVES for above $3.95 ea. $5995 
No. 76 


[eee )| WARDROBE 











a With het shelf ples Combination WARDROBE 
rod for cout hananne and STORAGE CABINET 
Di 76” h.. 36" w., 18Y%"d 76" h., 36” w., 18%” d. 
5 j z w., . 
| No. 76R No. 76C 
OM 1 
“| ee | $5995 $7,450 
an | i 




















The “JUNIOR” File no. 198 The “SALESMAN’S” File no. 961 



























Small enough to fit any Contains: Two ball-bearing 
nook, large enough to keep letter files, a double drawer 
your letters, bills and per- for 3x5 or 4x6 cards (3200 


sonal papers neat and or- capacity) also used for 
derly. Two ball-bearing let- leases, contracts or can- 
ter files PLUS a steel safety celled checks. PLUS a 


vault for your valuables hid- secret vault for your 


jen from view by an outer valuables doubly pro- 
door under lock and key. tected by an outer door 
Only YOU know the dial with a 3-way locking 


combination. Heavy gauge mechanism. Keeps all your 


steel 16'’ wide records under lock and key. 
Heavy gauge steel, 16" wide, 
43" high, 1842" deep. Olive 


green or Cole gray finish. 


high, 1812"' deep. Olive 
green or Cole gray fin- 


sh. Shipping weight: 


65 Ibs. Shipping weight: 78 Ibs. 
95 4995 $§6?> 
95 
95 
95 
ral No. 198 and No. 961 available in Grained Walnut, Mahogany or Knotty Pine finish at $12.50 additional. 


SEND FOR OUR LATEST CATALOG 
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285 Madison Avenue, New York 17, N. Y 

























wrong way right way transfer to pronto 


Records thrown on shelves are Records in Prontos can be located Save money, transfer into low cost Prontos 
hard to find, collect dust and in a jiffy...stay neat and orderly and use your expensive cabinets over again. 
take up 50% more room. Doubles your filing space. 

















SANITARY BASES 


for all size files 


.-. for less active files 


There is a size made for every office record. These Pronto files 
are sturdily built of 275-lb. test fibre board, reinforced with 


FOLLOW steel on the shell and the four corners of the drawers as well. 


BLOCKS 
90¢ ADDITIONAL 
le for any size file 


They cost no more than ordinary files! Can be interlocked into 
solid units and stacked to the ceiling. Beautiful in appearance, 





finished in olive green to match your regular office files. Will 
LETTER SIZE 23 55 last a lifetime. 


a" pronto 
CHECK size $940 


Pri lightly high n Tex 
Aer taper aa ofthe Rock € T °o R A G E Fi L gE § 



























PRONTO FILE CORPORATION 285 Madison Ave., N. Y. 17, N. Y. 
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THIS one you DON’T 












Every Esterbrook Fountain Pen has TWO caps—one inside the other. 


The visible outer cap protects the point from damage and serves to 
anchor the clip. 


The hidden inner cap contributes to the pen’s performance. It seals the point 





in an airtight chamber, keeps it moist and ready to write the instant it touches 
paper. It also prevents the pen from leaking in pocket or purse, and practically | 
eliminates ink evaporation. 


Only pens of quality manufacture are equipped with inner caps. The Esterbrook 
inner cap is fine polyethylene plastic, molded with exacting care, for perfect fit, 
perfect performance. It is yet another example of the way Esterbrook tries to 

make sure that the Esterbrook Pens you sell will please your customers 
in every particular. 


| “Choose the | 
oe right point 
for the way 
you write 
FOUNTAIN PEN —by number” 





THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY ¢ The Esterbrook Pen Company of Canada, Lid., 92 Fleet St., East; Toronto, Ontario 
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R.C.Allen gives you today’s 


CASH REGISTERS 





ADDI 
MACHINES 


... by R. C. Allen are available in both 
hand and electric models from 6 to 13 
column capacity. There is a model for every 
business use to take the work out of all 
figuring operations. All are built in the 
R. C. Allen tradition of unrivalled quality. 
They embody advanced features that as- 
sure the exceptional speed, ease of opera- 
tion, and unfailing accuracy found only in 
the R. C. Allen VisOmatic adding machine 
line, 





... by R. C. Allen combine protection 
and information with adding machine 
convenience. Sixteen specialized 
models to serve every cash registering 
need range from all-purpose low cost 
Model 100 to multiple-total check-out 
models for supermarkets and cafeter- 
ias. Illustrated is the 4-total Model 
355, an efficient economical register 
for every store where sales are item- 
ized and receipts issued. With all its 
advanced features it is surprisingly 
low in cost. 















PIO) 
* - 
) test off h ues 
; greatest office machine value 
IEW RITERS 

... by R. C. Allen are making history. 

The brilliant new VisOmatic type- es. 

writer with 38 points of superiority . ai 

gives you the only margin that is both ‘S/ 


visible and automatic plus the exclu- 
sive “Quick-Switch” platen to trans- 
form it into a specialized machine in 
a flash. The superb styling blends 
with the decor of any office... and 
the VisOmatic costs no more than or- 
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dinary standard typewriters! iit y Y 

(ff aS y/ GY 

: a WY) Z 

The famous “R. C.” Model type- as = YY 7 

. —* ra MY 

writer is a full-size standard type- >= = S | Ly, 
writer now available at the lowest Sece Yj 


. Ml 
| 


\N 





price in history. Has scores of fea- 
tures, famous R. C. Allen rugged con- 
struction for every typing job. 


IK AL BPING 
CHING & 


... by R. C. Allen are designed and built for 

utmost service, maximum dependability and SS aa, 

low cost. The economical desk Model 1302 “ = aay. -23 > A Se 
has modern front-feed carriage, automatic a Vo 
tabulation, automatic credit balance and is 

fully carriage controlled. Here is the ideal 

machine for accounts receivable, payroll, all 

commercial bookkeeping. 






> full details are yours FREE! 


Write today to the factory sales division for 





full information and colorful free literature 


on the complete line of R. C. Allen business 


machines. There’s no obligation. 








SSBUSINESS=— 
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R. C. Allen is the only manufacturer of business 


machines selling such a complete line through B.C. Allen Business ETHNIC be 


independent dealers everywhere. 680 Front Avenue, N.W., Grand Rapids, Mich. 





Hold Spring Market During KBDA Meeting 
Reported by Dave Neuhaus 

The annual meeting of the Kansas Book Dealers Associa 
tion was held at the Town House in Kansas City, Kans., on 
January 24 and 25 in conjunction with the Salesmen’s Spring 
Market. 

There were over 50 exhibitors displaying manufacturers’ 
lines of school, office supply and equipment, gift and sta 
tionery items. 

Despite inclement weather, many dealers 
Iowa, Kansas, Nebraska and Oklahoma attended and many 


trom Missouri, 





orders for immediate shipment as well as for the fall school 
trade were booked. 

The Kansas Book Dealers Association held their annual 
business meeting Monday morning, January 25. Retiring 
president, N. M. Ruddick of Ruddick Book Store, Council 
Grove, Kans., was honored and thanked for his aggressive 
leadership and untiring efforts in promoting the association. 
M. A. Godding, of Godding’s, El Dorado, Kans., former 
vice-president, was elected president; O. B. States of Palace 
Drug Company, Dodge City, Kans., was named vice-presi- 
dent and Zerne Haning of Eckdall & Mc Carty Inc., Em- 
































f e 








Dave Nevhaus photos at KBDA meeting and Salesmen’s Spring Market, Kansas City, Kans... 


1. Ray A. Baldwin in attendance at exhibit of Gallup Map & Staty. Co., 
Kansas City, Mo. 

2. Russell E. Ragan in booth of American Pad & Paper Co 

3. G. H. Willms (left) of Herald Book & Ptg. Co., Newton, Kans., placing 
an order with W. F. Cromwell, representative of Eaton Paper Corp 
and Nascon Products, Inc. 
Ray A. Baldwin extends formal invitation to Kansas Book Dealers 
Assn., to attend the 8th District regional convention in Tulsa April 22, 


5. Lerry Goodhand, Oxford Filing Supply Co., Inc., M.C. supreme; W. F. 
“Bill Cromwell, chairman salesmen’s spring market; Mrs. Cromwell. 
6. Maybelle Bishop of Fiddler's Inc., Kansas City, Kans., and Sid Fulker, 


84 


lee Foods division of Consolidated Grocers Corp., superintend prize 
distribution 

A. “Bud” Caruso, Northern States Envelope Co.; Larry Goodhand, 
Oxford Filing Supply Co., Inc.; Merrill D. Hasty, mfrs. rep 


Clint Cooper, Esterbrook Pen Co. and secretary-treasurer of Midwest 


Travelers Club; Mrs. Cooper. 

S$. Maddux in exhibit of Lee Foods Division, Consolidated Grocers Corp 
Mrs. & Mr. M. A. Godding of Godding’s, El Dorado, Kans. He was 
elected president of the Kansas Book Dealers Assn. 

Wm. A. “Bill Froehle, Boorum & Pease Co.; Mark Kitch, Harry O. Bol- 
ing Office Supply Co., Kansas City Mo.; Newman Donnell, Wilson 
Jones Co. 

Gien A. Williams, mfr. rep.; Mrs. Williams 


| 
‘ 
le 
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A complete line of transfer-storage cases 
from one source of supply - the trunk 
style Victory, the pull-out-drawer Wizard 


and the steel front Super Wizard - all 








are made available to you by The Weis 


Manufacturing Company. 





The Victory, made of sturdy corrugated 





fibre board and metal stitched, is available 
in fourteen sizes and is an economical, 
dust free storage case. Smooth top and 


bottom permits cases to slide on or off 





stacks easily. The Victory is doubly 
reinforced at the ends and bottom. 


The Wizard, available in four sizes, 
Letter, Legal, Invoice, and Check, is made 
of extra-strong corrugated fibre board and 
is doubly reinforced at both ends. 
Completely metal stitched, the Wizard 
does not require any tools or tape and 


can be assembled in seconds. 


The metal reinforced front of the Super 
Wizard gives it more than ample strength 
for normal uses but because of its unique 
design and construction Super Wizards 
can be stacked as high as desired. 

The case, finished in stippled gray to 
match the gray baked enamel front, is 
made of 275 lb. test corrugated fibre board. 


The Super Wizard is available in four sizes. 


To your advantage, all transfer-storage 
cases in the Weis line are shipped 
knocked-down - less space absorbed in 


shipping and less space taken in storage. 


A complete selection ot Sales Aids and 


Advertising material is at your disposal. 





Write and we will gladly send you 


samples for your selection. 








“| THE WEIS MANUFACTURING COMPANY 
et MONROE, MICHIGAN 


rp 
was 


Bol- 
json . 
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poria, Kans., was re-elected secretary-treasuretr 

The meeting was climaxed by a banquet held in the 
Junior Ball Room of the Town House, with Larry Good 
hand of Oxford Filing Supply Company Inc. acting as mas 
ter of ceremonies. Larry introduced the newly-elected ofh 
cers and thanked W. F. “Bill” Cromwell of Eaton Paper 
Corporation for his splendid and untiring efforts in pub 
licizing and promoting the Salesmen’s Spring Market. 

Sid Fulker of Lee Foods Division of Consolidated Grocers 
Corporation was elected chairman of the Salesmen’s Spring 
Market for 1955. Ray Baldwin, general chairman for the 
8th District’s regional convention of the National Stationery 
and Office Equipment Association, extended a cordial in 
vitation to all present to attend this convention to be held at 
the Tulsa Hotel in Tulsa, Okla., April 22 and 23. 

The banquet was followed by an interesting and enter 
taining floor show at which favors donated by the exhibi 
tors were distributed by Sid Fulker of Lee Foods Division 
and Maybelle Bishop of Fiddler’s Inc., Kansas City, Kans. 


Rahe Talks on Efficiency at Meetings 
Held in Baltimore and Fort Wayne 


Elmer G. Rahe, vice-president and director of sales, The 
Globe-Wernicke Co., was the guest speaker at dinner meet 
ings of the Baltimore, Md., chapter of the Systems & Pro 
cedure Association of America and the Ft. Wayne, Ind., 
chapter of the National Office Management Association. 
These were held on ,anuary 25 and February 8, respec 
tively. 

The subject of Mr. Rahe’s talk was, 
from Your Present Office Floor Space.” 


“Increased Efficiency 


In these talks, Mr. Rahe emphasized the benefits of a 
well-planned office. He pointed out that the office is a pro 
duction unit and utilization of the physical facilities should 
be governed by this concept. A feature of the meetings was 
presentation of the planning procedure utilized to achieve 
the benefits of a well-planned office. Common trouble-spots 
were pointed out and helpful suggestions of layout discussed 
terms of the advantages of Globe-Wernicke steel Techniplan 
modular office equipment, with “before” and “after” illus 
trations to highlight Mr. Rahe’s presentation 


AME TING NEW WRITING (NS TROMENT PS REISE 
LOOKS ANB FEELS Lift A FEWER. warts URE. 6 PER 





Simplicity in design is featured by this window at the Maryland 
Office Supply, Baltimore, Md., in its promotion of Velvet Ball 
Pen-cil writing instruments. 
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New York OEA Celebrates Growth 


\n important milestone in membership activities of 
NOMA’s largest chapter was celebrated at the January din 
ner meeting of the Office Executives Association of New 
York. In keeping with the current membership drive, 
Bridgford Hunt, personnel manager of Pfizer International 
Service Company, Inc., was presented with a specially in 
scribed membership certificate in recognition of being OEA’s 


700th member. 





Congratulations Offered at OEA Dinner... 

TOP—President George W. Oliver, Jr., left, felicitates O. G. Sher- 
man, who was chapter's first president. BELOW—Paul Chave, 
vice-president, presents inscribed certificate to Bridgeford Hunt. 


The membership committee report presented by Barney 
Downs, chairman, at the board of directors’ meeting pre- 
ceding the dinner, showed the current roll consists of 712 
active members. 

Present at the meeting, held at the Belmont Plaza Hotel 
in New York January 20, was O. G. Sherman, vice president 
of the Recording & Statistical Corporation. Mr. Sherman 
was the first president of OEA when 50 office management 
executives formed the New York chapter April 23, 1949. 
The New York unit will celebrate its 25th anniversary this 
year. 


In making 


the special presentation to Mr. Hunt. Vice 


President Paul Chave briefly reviewed the history of NOMA | 


and its New York chapter and paid tribute to the aggressive 
enthusiasm of the officers and board of directors in planning 
the current year’s comprehensive programs of study and 
education on office management functions. 
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) qi) ARE...ALL-STEEL OFFICE FURNITURE 
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p BETTER BUILT FOR BETTER BUSINES 


% ASE files are distinctive in design, superior in ¢ 
ie. \j unequalled in attractive, lifetime finish. Here you find a ‘ 


if flit of exclusive sales advantages, that express th 
in profits to you. Investigate the entire ASE line. 
ey : > i Jean Sng . . and cash in 





‘A mg : Es ee es Le uk OE ae = files ca ne s 


"| write department OA about ALL-STEEL EQUIPMENT INC. - Aurora, Illinois 


franchise opportunities 
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Pencil Litigation Settled Quickly 


On February 5 a consent decree was entered with the 
added imposition of a statutory fine for a single offense, 
settling the anti-trust suits filed on January 26 against the 
following four large manufacturers of pencils: American 
Pencil Company, Joseph Dixon Crucible Company, Eagle 
Pencil Company and Eberhard Faber Pencil Company. 


Settlement of the suits in record time probably was due to 
the months of effort and study by the pencil manufacturers 
and the Government in evaluating and working out a modi 
fication of existing sales practices which the Government felt 
violated, or might tend to violate, the anti-trust laws. 


While enjoining violation of the anti-trust laws in general 
terms customary to any such decree, this decision specifically 
eliminates one type of sales practice heretofore followed gen 
erally in the industry. Reference is made to the manner in 
which manufacturers, through the agency of dealers, have 
submitted sealed bids in public bidding. Previously it was 
the usual practice for a dealer as agent to submit the bid 
of a manufacturer. The Government has objected to this 
practice. 

While not conceding that there is any lack of competition 
in this industry, the four principal manufacturers have 
agreed with the Government to eliminate this agency rela 
tionship, subject to review after three years trial. 

The consent decree contains a provision that in the event 
undue hardship results, the manufacturers may apply for 
relief. 


Adams Acquires Division of Evansville Firm 


John Q. Adams has announced the purchase of the office 
machine and equipment division of Reliable Office Equip 
ment Company, Inc., Evansville, Ind. Allen B. Connolly, 
owner of the Reliable firm, desired to devote full time to 
his Friden calculating machine business but did not wish to 
close out the other part of the concern’s service. 


John Q. Adams 





Mr. Adams states that he is now in a position to service 
every make of dictating machine, typewriter or adding 


machine, as well as other office machines. 


He has been in the office equipment business for the past 
20 years, having founded the Adams Typewriter & Equip 
ment Company, Inc., of Peoria, which is still a thriving 
firm. Evansville is his wife’s home city. 


Mr. Adams states that his division of the firm will remain 
at 311 Sycamore St. with the same personnel and telephone 
number now listed as Reliable Office Equipment Company. 





Appoint Assistant to Underwood President 


The appointment of Matthew E. Meek as assistant to the 
president of Underwood Corporation has been announced 
oy LL. C. 


Mr. Meek joined Underwood as a receiving and delivery 
clerk in the New York office during the summer of 1948, 
Upon graduation from Yale University in June, 1949, he 
at Philadelphia and was 

as service supervisor. 


Stowell, president. 


entered the service department 
later transferred to Scranton, Pa., 


Matthew E. Meek 





Mr. Meek is an army veteran of World War II. Upon 
his return from army service he was assigned to the com- 
pany’s home office at One Park Ave., New York, as a 
salesman. Later, he was advanced to manager of the Youngs- 
town, Ohio, branch and then to regional manager at 
Baltimore. 

In announcing the appointment, Mr. Stowell commented 
that Mr. Meek’s “understanding of various phases of field 
management gives him an excellent background” for his 
new post. 





New Executives Join Dupli-Voice 

Two new executives have recently joined the newly 
opened eastern sales and service staff of Dupli-Voice Co., 
Inc., Algonquin, Ill. The new office is located at 95 Madison 
Ave., New York City. The newcomers are Ed C. Inglis, 
sales vice-president, and Howard C. Strand, assistant sales 
manager. 

Before joining Dupli-Voice, Mr. Inglis was eastern division 
sales manager for the Scribe corporation. Prior to that he was 
with the Audograph Company of New York. 


Mr. Strand previously was connected with the Scribe 
Corporation as northeast regional manager. Before that he 
was with RCA in the electronics division. He will be re- 
sponsible for the establishment of distributors and dealers 
in the eastern sales region. 





neg ere 
On page 50 of our February issue the address for Tola 


Specialties was listed incorrectly. The correct address is 


554 W. Adams St., Chicago 6, Ill. 
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. . « and don’t forget 
JUNIOR EXECUTIVE POSTURE NO. 274 WELLS PAYS THE FREIGHT! 


in shipments of 100 Ibs. or more 
Illustrated in Elastic Naugahyde 


$75.00 iis: Write TODAY for the 
slightly higher in zones 2 & 3 “Aristocrat Plan” for greater 
chair profits 


Wells Salesman of the Month! — 


ELMER HUPP “2 
353 Houseman Bldg. 
Grand Rapids, Michigan 











WELLS CHAIR CORPORATION @ MICHIGAN CITY, INDIANA e 








Horder’s Inc. Elects Peters Vice-President 


Anthony J. Peters, 34-year veteran of Horder’s Inc., Chi- 
cago office supply dealer, has been elected vice-president in 
charge of merchandising by the board of directors, according 
to an announcement by Harold W. Jacobsen, president. 

Mr. Peters joined the Horder organization in 1919. His 
interest soon turned to the merchandising end of the busi- 
ness. The experience gained was instrumental in his transfer 
to the purchasing department. A steady progression of duties 
and responsibilities followed. 


Anthony J. Peters 





In 1932 he was appointed assistant purchasing agent, in 
1944 merchandise control manager, in 1948 division mer- 
chandise manager and in 1950 general merchandise manager. 

He has been active in trade association work, both busi- 
ness and social, He is a native of Chicago and resides with 
his wife and four children in Portage Park. 

“The election of Mr. Peters is a well deserved tribute to 
his many years of valuable service to the Horder organiza- 
tion,” commented Mr. Jacobsen. 


Monroe Announces Two Appointments 
William L. Montgomery has been named sales manager 


of the Monroe Calculating Machine Company, according ‘ 


to an announcement by company president Fred R. Sullivan. 
He will supervise the sales efforts of Monroe’s 275 sales 


branches throughout the country. 


William L. Montgomery 





Mr. Montgomery had been manager of the company’s 
northeastern sales division since 1951. He went with Monroe 
34 years ago as a service apprentice in the company’s Wash- 
ington, D.C., branch, and seven years later was made man- 
ager of all service operations of the eastern sales division, 
which covered the entire Atlantic seaboard. He went into 
sales work in 1933 in Newark, N.J., as assistant to the 
division sales manager. 

Another appointment was that of William E. McKenna 
as controller of the Monroe Company. He went to Monroe 
as assistant co-ordinator of methods in June, 1952, from 
Touche, Niven, Bailey & Smart, public accountants of New 
York, who are Monroe’s auditors. He had been acting con- 
troller since last September. 





Wilson Jones Adds Three Directors 


. The election of three additional directors was announced 
by the Wilson Jones Company at its recent annual meeting. 
New faces are Edward R. Aranow, New York attorney; 
I. B. Lipson, Chicago attorney, and Herman M. Finch, 
Chicago industrial relations consultant. 
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General Lamps Celebrates 60th Year 

A celebration commemorating the 60th anniversary of 
the General Lamps Manufacturing Corporation was held 
recently at the plant headquarters in Elwood, Ind. 





Cutting the 60th Anniversary Cake Pictured are firm 
executives and their wives, left to right: O. Sacksteder, Jr., presi- 
dent, Mrs. Sacksteder, Fred Blickle, assistant to the sales manager, 
W. P. Cannon, sales manager, Mrs. Blickle and Mrs. Cannon. 


Among those in attendance were executives and their 
wives who celebrated the occasion with a cake-cutting 
ceremony. 

The firm, which is today one of the largest lamp manu- 
facturers in the country, had its beginning in Louisville, Ky. 
In 1894, father of the firm president, O. Sacksteder, Jr., 
started the business selling kerosene and kerosene lamps 
from a horse-drawn wagon. The company now has three 
divisions: Faries, General and Van Dyke. 





Two Promoted in Chicago by Codo 


Two important promotions for the Chicago branch have 
just been announced by Codo Manufacturing Corporation. 
Roscoe Benge, with the corporation for 12 years and with 


carbons and ribbons for a total of 25 years, will now be 





J. M. Falbo 


Roscoe Benge 


assistant sales manager with headquarters in the Chicago 
office. In his new capacity, Mr. Benge will supervise and 
co-ordinate the activities of the salesmen. 

At the same time, Codo announces that Joseph M. Falbo, 
a veteran with 15 years experience with Codo both in the 
Pittsburgh and Chicago branches, will now be office man- 
ager of the Chicago branch. 





Milwaukee Chair, Milwaukee Metal Furniture 
Companies Name Representative in West 


The firm of Leekley & Booz, 903 N. Main St., Los 
Angeles 12, Calif., is now representing both the Milwaukee 
Chair Company and the Milwaukee Metal Furniture Com- 
pany, announces President L. J. Block. He states that 
Leekley & Booz, are handling the sales in states of Cali- 
fornia, Arizona and Nevada. 
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-If you want to make fast, easy sales—you 

want the Sure-Rite Profit Line. Sales are fast 
and easy because Sure-Rite consistently comes 
up with the really new ideas in duplicating 
supplies! These new ideas give you the nec- 
essary sales ammunition for fast, profitable 
sales. 
In addition, Sure-Rite advertises their new 
ideas in the big national magazines. Telling 
the Sure-Rite story to your customers makes 
Sure-Rite products even easier to sell. 

So you see, the combination of new mer- 
chandising ideas and consistent advertising 
makes it possible to make easy profits with the 
Sure-Rite Line . . . to literally wade through 
new profits! A few franchised dealerships are 


available. Write today, to see if a dealership 
is available in your area. 
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AMERICAN STENCIL MANUFACTURING CO. 


2714 WALNUT STREET 
DENVER 5, COLORADO 











Sure-Rite First: 


Sure-Rite SMUDGE-A-WAY 
——the only solution which 
oe events grease and 
inger smudges o 
offset = fom 
reproducing. 






Sure-Rite First: = 


Sure-Rite 999 MIMEO INK 
—the first fast drying 
oil base ink 
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Sure-Rite First: 


Sure-Rite RED-DOT 
SEAL-TAB Green Film 
Stencils —the first film 
stencil which eliminated 
messy film glue, 

and used easy-on- 

—_- y-on-the-eyes 
































BACK CARBON —the fir 
plastic back, ~ 
carbon — ae 


Sure-Rite First: 


Sure-Rite STENCIL _ 
the first highly —_ 
merchandised mechanica 
negative. (Size: 10’’x15’’), \ 


I 
n the —— your — Panama Beaver man 
ways a live wire. In the East call Tru-R 
116 Broad $1.. New York City. 
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All over America, the trend in business machines is away from complex models and 
towards simplicity in design...in use...in servicing. 


No doubt you yourself have noticed the growing demand for effortless 10-key 
adding machines and calculators. Facit and Odhner helped to speed up this trend. 
The demand for both machines is growing rapidly. 


Advertisements in Time, Newsweek and U. S. News are creating the interest in 
Facit, Odhner and Halda. All these three precision-built machines win instant favor 
on their modern construction and design. And performance closes the sale! 


A FEW SELECT TERRITORIES for one, two or all three machines shown are available to dealers with 
established service facilities who can produce evidence of their intention to make Facit, Odhner and 
Halda top sellers in their lines. 











FILL IN, CLIP AND Gentlemen: Please send full dealer information on 

MAIL TODAY TO [__] Facit Calculating Machines ; 

[__] Odhner Adding Machines 4 

FACIT INC., Dept. OA —! Halda Typewriters : 

500 Fifth Avenue NAME ae naa chenenietll 
New York 36, N. Y. a 

114 Sansome Street ADDRESS_ —_—— a 

San Francisco 4, Calif. ; CITY ms ____ ZONE Ee 

- ‘= SLL EOL AGE A RS RRM 6 RN TT AS — 

OA — 3/54 





OA - 









For ease of operation, for noiselessness, for speed 
(CZ and simplicity, the lowest priced electrically designed 
10-key adding machine on the market today. 






By famed industrial designer, Erik Fleming. Easier- 
CITY) moving carriage. Single-touch margin settings. 
Carriage-keyboard synchronized for uniform spacing. 






10-key keyboard calculator. Multiply, divide, add, 


FACIT subtract by effortless, high-speed touch figuring 


method. Electric and hand-operated models. 
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Clark Peeper Announces Two Appointments 

Robert J. Berry, sales representative of the Clark Peeper 
Company, has been appointed sales manager. The firm, 
located at 1112-14 Olive St., St. Louis, deals in office fur- 
niture and equipment. The firm also announced the ap- 
pointment of Henrietta Baker to handle advertising and 
publicity. 


American Latex Opens Sales Drive 

The appointment of Charles R. Saggau as sales manager 
of the office chair cushion division, heralded the beginning 
of an extensive national C-Foam chair cushion sales cam- 
paign by American Latex Products Corporation, Hawthorne, 
Calif. Reputable jobbers are being established in all prin 
cipal cities not now served by American Latex. 


Charles S. Saggau 





The C-Foam and C-Foam Moltex lines of foam rubber 
office chair cushions include six standard sizes and shapes 
and four colors in several fabrics and plastic, and offer 
exclusively woven saran. 

American Latex Products Corp. is a subsidiary of Dayton 


Rubber Co., Ohio. 


Baron Becomes Saxon Paper Vice-President 

Saxon Paper Corporation has announced the elevation of 
Charles C. Baron to the position of vice-president effective 
January 1. 

Mr. Baron entered the paper business in 1929 and joined 
the firm in September of 1932. He originated the first sample 


Charles C. Baron 





department at 15 Mercer St., the company’s original loca 
tion, before his establishment with the sales force. 


In his years with Saxon he built a large following in the 
school and college field. In 1952, Mr. Baron was honored 
at a testimonial dinner and was presented with a gold 


watch in recognition of his 20 years of service. 


Dalglish Heads Pitney-Bowes in Canada 

K. Campbell Dalglish has been elected president of Pitney- 
Bowes of Canada, Ltd., it was announced recently. He 
succeeds Walter H. Wheeler, Jr., who has been elected to the 
newly created office of chairman of the board 


Mr. Dalglish joined the postage meter and business ma- 
chines firm, an affiliate of Pitney-Bowes, Inc., as a salesman 
in his native Ottawa in 1925. He rose to branch manager at 
Toronto in 1935, and to vice-president and general manager 


in 194]. 
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Clary Expands and Promotes Managers 

In another expansion move by Clary Multiplier Corpora 
tion’s branch sales division the metropolitan New York 
New Jersey area will be serviced by four branch ofhces 
instead of two as in the past, J. W. Stallings, general man 
ager of distribution, announced recently. 





G. Reight 


J. Castellanos 





r © 


W. A. Joyce 





H. Sollway 


New managers also have been named for Chicago and 
Spokane branches and the Philadelphia office has been 
changed to larger and more modern quarters. The com 
pany’s actions were dictated by buyer demand for additional 
sales personnel and sales facilities, Mr. Stallings said. 

In the New York-New Jersey territory, the following ap- 
pointments have been made: 

Downtown New York. New manager is Jose Castellanos, 
former assistant manager of this branch. 

Uptown New York. New manager is James Collins, for 
mer Newark branch manager. 

Queens-Brooklyn. New manager is George Reight, for- 
mer Columbus branch manager. 

Newark. New manager is William A. Joyce, former 
Boston assistant. 

The new branch manager in Chicago is a newcomer 
with Clary. He is James C. Mann, former sales executive 
for Gray Autograph. 

In Spokane, the new manager is Harold Sollway, former 
assistant in Seattle. 

New quarters for the Philadelphia branch, which is man- 
aged by William P. Lamb, Jr., will be at 1915 Walnut St. 


Make Changes in Carpenter Paper Assignments 
New information has been received regarding the person- 
nel of new Carpenter Paper Company divisions described in 
the February issue. According to R. R. Moser, senior vice- 
president, the management will be divided as follows: 
Kansas City—V. O. McGaughy will manage the Kansas 
City Federal Stationery Company, division of Carpenter 
Paper Company, 1520 Cherry St., in place of Gene Glasgow. 
Oklahoma City—On April 1 the Oklahoma City sta- 
tionery division will move to a new building located at 1639 
W. Grand Ave. and will operate under the name of Federal 
Stationery Company, division of Carpenter Paper Com- 
pany, with Mr. Glasgow the manager. 
St. Paul—There is no change in the St. Paul division 


which will be managed by Ralph Kettler. 
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| 2S Ads like this appear in Business Week 
4 and leading trade publications 
every month 






















Ask Your LYON Dealer! 


e No need to fish around for the best in steel not ask him to stop in with his 76-page cata- 
equipment. The Lyon Dealer is your man... log—chock-full of equipment and ideas. 
for two big reasons. First, he offers the world’s Lyon Meta. Propuwcts. INc. 
most diversified line of quality steelequipment General Offices:328 Monroe Ave., Aurora, Ill. 

more than 1500 standard Lyon items. (A Factories in Aurora, Ill. and York, Pa. 

very few shown below.) Second, he can show 
you how to get the most out of steel equip- Lyon also has complete facilities for manu- 
ment in terms of time, space and money. Why facturing special items to your specifications. 
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OFFICE EQUI? 





Good Facilities for Art Metal Display 


Art Metal Construction Opens 
New Los Angeles Building 


The Art Metal Construction Company recently opened 
a new building for its 33-year-old Los Angeles branch at 
2515 S. Yates Ave. 


An impressive formal opening was attended by company 
£ pany 





officials, business associates and the general public. veg 

Company Sign is Prominent pu 

wi 

The attractive one-story concrete structure includes a de: 

central modern glass-canopied entrance over which the for 

words “Art Metal” are made prominent in large silhouette ey' 

letters. 

Approximately half of the 25,000 square feet of building . 

space is devoted to offices, a large display room and service 4 : : 

department. “i 

Good Warehouse Facilities che 

sis 


The remaining area is occupied by the warehouse section 
in the rear (located on a direct spur line of the Santa Fe 
Railroad) which is large enough to permit loading of two 
freight cars at one time. Additional shipping and receiving 
facilities include the truck docks and a large off-street 





parking area. 
: F ma 
Accompanying pictures show the beauty of the new 
building and the attractive display rooms. tho 
Officials of the company are pleased by the opportunity whe 
granted in the new facilities to better serve customers for At 
ip 4 . 
metal office equipment big 
The Postindex Office in Los Angeles ree 
wit 
Personnel of the Art Metal Construction Co. Los Angeles Branch 
Nat 
full; 
time 
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**Easy View'’ curved 
window shows each 
amount rung up. 














New ribbon printing me- 
chanism provides single 
and double cash receipts: 
one for your customer, 
one for your records. 


**Greased Lightning’’ 
push button operation 
with keys scientifically 
designed and numbered 
for minimum finger and 
eye fatigue. 


A masterpiece of stream- 
lined design with gleam- 
ing enamel finish, 
chrome plated _rust-re- 
sistant trim. 


THE REGNA 
IS THE MOST 
BEAUTIFULLY DESIGNED 
CASH REGISTER TODAY! 


Here at last is the all-purpose 

machine specifically designed for 

those small and average-size merchants 
who comprise the bulk of your volume market! 

A machine so versatile, so magnificently engineered and designed, it's destined to tally up the 
biggest sales record in your experience! Exaggeration? Just compare Regna feature for feature, 
price for price with any other similar machine on the market today. You'll be convinced that 
with Regna you have the trump card, the shot-in-the-arm your business needs! 


Nationally advertised to millions of retailers in every field... 
fully backed with dealer promotional material. Easy 
time-payment plan for your customers. 










Regna Cash Registers, Inc. 
175 Fifth Avenue New York 10, N. Y. 
Gentlemen: 

Please rush more information on the new Regna and tell me 
how | can become a Regna dealer. 


| 

| 

Name | 
| 

-! 





Company 
Address 
- a Zone State 
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New Appointments 


Hugh F. Bohner Wins Promotion 


Hugh F. Bohner has been elected vice-president 
of Hassenfeld Bros., Inc., toy manufacturer of 
Pawtucket, R. |., and its subsidiary, Empire 
Pencil Co., Shelbyville, Tenn. Mr. Bohner, who 
has been serving as sales manager for both 
companies, will become director of sales and 
advertising. Prior to joining the Hassenfeld or- 
ganization in 1949 he was associated with 
Westinghouse until he entered the army where 
he served as captain. Mr. Bohner will be in 
charge of the advertising policies of both 
companies and will continue to direct sales. 


Jack Button Moves Up... 


The promotion of Jack Button as vice-president 
and director of the Wholesale Typewriter Co., 
New York City, was announced recently. Mr. 
Button, former assistant manager, succeeds his 
father, George Button, who is retiring after 
50 years as head of the firm. The new vice- 
president entered the used typewriter business 
in 1945 following his discharge from the navy. 
He joined the Wholesale Typewriter Co., a 
subsidiary of Underwood Corp., in 1952. 





























O’Brien Moves Up at Victor. . . 


Elmer O’Brien has been named administrative 
assistant in charge of dealer sales at the Victor 
Adding Machine Co. He will assist the com- 
pany’s district and regional managers in co- 
ordinating dealer activities. His promotion was 
announced by A. F. Bakewell, vice president. 
Mr. O’Brien, it is stated, earned his advance- 
ment on the strength of his wide experience 
and personal acquaintanceship with Victor 
dealers in many sections of the country. He 
previously served as a district manager in the 
north central states and in the eastern and 
southern regions. 





New Treasurer at Colson .. . 


Mittag & Volger Promotion . . . 


Walter Harmer has been named general man- 
ager of Mittag & Volger, Inc., Park Ridge, 
N. J., a subsidiary of Burroughs Corp. The 
announcement was made by J. A. Campbell, 
general manager of Burroughs’ machine sup- 
plies operation. Mr. Harmer previously was 
with Acme Carbon & Ribbon Co., Ltd., Toronto, 
which has been a Burroughs subsidiary since 
1949. He joined Acme in 1935 and by 1952 
was general manager. 


Lauren E. Wurster has been promoted to the 
post of treasurer of the Colson Corp, Elyria, 
Ohio. He succeeds A. L. Irish, senior vice-presi- 
dent and treasurer, who has retired after years 
of service. Mr. Wurster, 48, has been asso- 
ciated with Colson since 1924. He is a director 
of the Kasper Foundry, Elyria, the Cuyahoga 
Rivet Co., Cleveland, and is actively interested 
in civic affairs. 


















W. A. Sheaffer Pen Promotion 


Jack Asthalter, eastern manager for the 
W. A. Sheaffer Pen Co. since 1946, has been 
promoted to merchandising manager. The 
announcement was made by R. H. Whidden, 
sales vice-president. Mr. Asthalter will super- 
vise and co-ordinate the company’s intensified 
national campaign against illegal price cutters. 
In addition, he will handle general sales pro- 
motion. A native of Muscatine, lowa, Mr. 
Asthalter graduated from the state university 








Advances at Underwood Branch ... 


Charles T. Bree has been appointed manager 
of the Baltimore, Md., branch of the Under- 
wood Corp., according to an announcement by 
J. D. Donovan, general sales manager. He 
succeeds Matthew E. Meek, who was named 
assistant to the president. Mr. Bree joined 
Underwood in 1945 in the sales department 
and in 1949 was promoted to branch manager. 
His headquarters are at 32 South St., Balti- 


in 1936. He joined the company in 1939 


















Royal Promotes Sparwasser ... 


C. D. Sparwasser, former Baltimore district 


Serves Royal in New Orleans. . 


Gilbert C. Sheen has been named portable 
district representative for Royal Typewriter 
Company, Inc., to be headquartered in New 
Orleans, announces W. H. Beckwith, portable 
sales manager. Mr. Sheen is a native of that 
city and has had several years of selling and 
merchandising experience in the area. -He will 
cover the gulf coast of Texas, Louisiana, 
Mississippi and Alabama 















manoger, has been appointed Great Lakes 
regional sales chief for the Royal Typewriter 
Co. The announcement was made by J. D. 
Farr, office machine sales manager. Mr. Spar- 
wasser began his career with Royal as a sales- 
man. In his new position he will be responsible 
for sales activities in all of Royal’s branches tn 
the Great Lakes division. His headquarters 
are at 427 W. Randolph St., Chicago. 6 





Assigned Ace Fastener Territory 


M. E. Zook is now covering the Midwest terri- 
tory for Ace Fastener Corp., working out of 
Kansas City, Mo. He has traveled in this terri- 
tory for the past 13 years. (Story appeared in 
February issue, page 9.) 


Diebold Promotes J. J. Gutheinz 


Promotion of J. J. Gutheinz to the position of 
product sales manager for systems division 
products for Diebold, Inc., Canton, Ohio, was 
announced recently by W. K. Wilson, vice- 
president in charge of systems division sales. 
Mr. Gutheinz became associated with Diebold 
in 1945 in Cleveland. After service in branch 
offices he joined the home staff in August of 
1950 as assistant sales manager of systems 
division. In 1951 he was appointed manager 
of the Diebold sales promotion and advertising. 


more, where he will direct all the sales and 
service activities of the Underwood branch. 















Serves Dixon Crucible in Midwest. . 


Ray Edelstein has joined the Joseph Dixon 
Crucible Company and will cover the territory 
with which he is most familiar—Missouri, Okla- 
homa and Kansas. Formerly in business for 
himself he has a host of business friends 
throughout the territory 








Mosler Names Comptroller. . . 


John E. Hampel was recently named comp- 
troller of The Mosler Safe Co., it was an- 
nounced by Martin S. Coleman, vice-president 
and treasurer of the firm. Mr. Hampel joined 
the safe and vault manufacturer in June, 1952, 
as chief accountant at the Hamilton, Ohio, 


plant. He is a member of the board of regents | 


of Chase College, Cincinnati, and is a former 


member of the school’s faculty. He also is o § 
director and member of the National Associa- § 


tion of Cost Accountants. 
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Have you checked your prospect list recently for 
customers who handle and file blueprints, maps, 
tracings or artwork regularly? You may be sur- 
prised to learn how many are still haphazardly 
storing large papers in conventional-sized files. 

You can develop a profitable business by selling 
these people the special protection and efficiency 
of Steel Age Plan Drawer Files. Designed and 
built especially for oversized material, these inter- 
changeable units can be readily adapted to any 
large filing job. There are three overall sizes: 36'' x 
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24"', 42'' x 30"' and 48" x 36"'". Units are available 
with 1, 3, 5 and 10 drawers, and drawers are 
made with 1, 2, 4, 6 and 8 compartments. Each 
drawer in the 1, 3, and 5 drawer units glides 
smoothly on rollers and has a rear hood and front 
compressor to keep papers flat and orderly. 
Electro-welded construction assures a rigid case 
and smooth drawer operation, even when stacked 
high and loaded heavily. We'll gladly send you 
complete information on these profit-building 
Steel Age Plan Files. Write today. 


The Quality Choice 


-JAMESTOWN APG. CERFf., €OU RR FT, 
ton «+ New York + Philadelphia + Atlanta + Detroit + Chicago «+ Dallas + Los Angeles + San Francisco 


of Modern Offices 


PA. 


99 








Pennels, Boulton Get Royal Sales Posts 


D. B. Starrett, vice-president of the Royal Typewriter 
Company, Inc., has announced the appointment of two 
Royal men to new posts, effective February 1. 

W. W. Pennels, formerly district manager at Chicago, 
takes over the important responsibilities of sales training 
manager. Mr. Pennels will direct sales training on both 





W. W. Pennels 


W. K. Boulton 


standard and portable typewriters for salesmen, distributors 
and dealers within the company, including subsidiaries, as 
well as sales training for the Roytype division. 

Mr. Pennels, a 29-year veteran with the Company, will 
maintain headquarters at 2 Park Ave., New York 16, New 
York. 

To assist Mr. Pennels, the company has called upon the 
services of W. K. Boulton, in which capacity he will serve as 
product analyst. Mr. Boulton’s duties will encompass the 
analyzing of Royal products and Royal attachments for fu- 
ture demonstration. He will also assist the branches in prod 
uct knowledge and sales technique. 


U. S. Terminates Anti-trust Suit 


Entry on January 15 of a consent judgment terminating 
anti-trust proceedings against The Stationers Association 
of Southern California, Inc., Los Angeles, and Blake Lock 
ard, Alhambra, Calif., secretary-treasurer and a director of 
the association, was announced by Attorney General Her- 
bert Brownell, Jr. The action took place in the Federal 
District Court at Los Angeles. 

The Government’s complaint, which was filed in No 
vember 1952, charged that the defendant association, which 
had approximately 78 members engaged in selling stationery 
and office supplies throughout the southwestern portion of 
California, together with certain co-conspirators, had com 
bined to fix prices at which stationery and office supplies 
could be sold by its members; had compiled and distributed 
to its members and co-conspirators price lists prepared by 
the defendant secretary-treasurer for the purpose of main 
taining fixed prices; and had policed sales by its members 
and co-conspirators in order to cause adherence to such 
artificial prices. 

The final judgment enjoins the defendants from any con 
certed action to fix prices, to compile price lists for the sale 
of stationery and office supplies and to influence or suggest 
the prices, terms and conditions upon which any such sta 
tionery and office supplies may be sold to users thereof. 

In addition, the judgment enjoins the defendants, indi 
vidually, from compiling or distributing or transferring any 
rights to any price lists or price book containing prices for 
the sale of stationery and office supplies and from being a 
member of or participating in any of the activities of any 
trade association or organization whose known purposes or 
activities are in any manner inconsistent with the provi 
sions of the final judgment. 

The judgment orders the defendant association to send 
a copy of the judgment to each of its members and to each 
of the subscribers to its former price lists 
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Clary to Continue National Contest 


The Clary Multiplier Corporation, following the success 
of its inaugural contest, has decided to continue its “Moola 
Sweepstakes.” The affair is a national collections contest 
among its 34 branches and winners will be awarded cash 
prizes semi-annually. 

Collections during the sweepstakes month averaged 140% 
of quota compared to the preceding 30-day period, A. F. 
Sammet, credit manager announced. Nearly $2,000 was 
split among 31 contestants in 23 branch offices. 

Boston was the sweepstakes winner among branches. San 
Francisco was runner-up, followed by Cincinnati and Hous- 
ton. Top individual winner was Maria Badaracco, Boston, 
who collected $151. 





Friden Announces Three Promotions 

Appointment of Kenneth C. Hedeen, former district sales 
manager at Philadelphia, to the position of sales promotion 
manager for the Friden Calculating Machine Company, Inc., 
has been announced by vice-president L. B. Taylor. 

Mr. Hedeen, a former newspaperman and publisher in 
Iowa and Minnesota, has been in Friden sales work since 
1936 when he made his start in Des Moines. His fine rec- 
ord earned attention of Friden management in 1939 and he 
was promoted to the post of sales manager for the distrib- 
utor in New York City. Two years later he was named 
district sales manager in Philadelphia when the office in that 
city was made a company branch. 


Kenneth C. Hedeen 





Well-known in eastern office equipment sales circles, 
Mr. Hedeen is a member of the Office Managers Associa- 
tion of Philadelphia and the National Ofhce Management 
Association. 

Named to replace him in Philadelphia is William Taylor, 
Jr., former district sales manager in Baltimore. Mr. Taylor 
is replaced by Thomas B. Forbes, who has been a Baltimore 
Friden salesman since early 1952. 

Mr. Taylor dates his calculator sales back to 1935 when 
he made his start in Washington, D.C. with another firm. 
Later he was district sales agent in Birmingham, Ala., and 
in 1948 joined the Friden company as a salesman. During 
the same year he was promoted to the Baltimore district 
manager post. 

Mr. Forbes has literally been in calculator sales all his 
life although he didn’t start active sales work until he 
joined Friden as a sub agency manager in New Haven in 
1948. He is the son of the late Leighton Forbes, who was 
one of the most highly respected office equipment ales 
executives in the nation. 

Vice-president Taylor, in announcing these appointments, 
reported that Friden faced 1954 with a feeling of confidence 
that sales volume will continue at a high level throughout 
the year. 

“We are strengthening our telling as well as our selling | 
team,” Mr. Taylor said, “and feel confident that business 
and industry, properly informed of the savings that they | 
can enjoy through use of modern office equipment, will | 
continue to buy at the high rate we have enjoyed during | 
recent years.” 
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PRODUCTS 





have everything you need to make extra sales and extra profits 


every month of the year 


Borroughs Products are no stranger to you. You've been hearing more and more about 


their quality and sales appeal. Over 2000 dealers have bought them within the past 


two years. If you are not a Borroughs Dealer, don’t you think it’s good business to 


investigate what Borroughs has to offer you? Write us today for catalogue and price list. 


SLIDING DOOR 
STORAGE CABINETS 


Now available in three heights (29’- 
42"'—78 12” and 18” deep—38” wide 
outside. Choice of glass or steel doors on 
29” and 42” units. Sliding doors are the 
last word in smoothness. Sliding shelves 


are adjustable without bolting. 


4 





BOOKCASES 
AND STORAGE UNITS 


Open or closed backs—single or double 
face—available in four heights (29”— 
42’—72"—84")—two depths (12” and 
18’)—all units 38” wide outside. Backs 
or end panels may be omitted if desired. 
Sliding shelves are adjustable without 
bolting. 











23303 
23323 


: 


2223 


st hasss2 fas 








LIBRARY SHELVING 


Practical, efficient and flexible. Available 
in single or double-face units with open 
or closed backs. Three heights (42’—84” 

90 shelves 914° deep, adjustable 


without bolting—36” width of unit. No 
unsightly cross sway braces. Book stops 


on open back units 


BORROUGHS 


A SUBSIDIARY OF THE AMERICAN METAL 








Whap Racks 


Obtainable in three sizes to accommo- 
date 6, 12 or 24 coats and hats. Double 
face units and umbrella accessory avail- 
able. Note clear hanging space for coats. 
Hats rest on non-dust collecting rods. 
Best buy . . . better sell Borroughs be- 
cause Borroughs sells better. 

















MANUFACTURING COMPANY 


PRODUCTS COMPANY OF DETROIT 


3002 NORTH BURDICK amp KALAMAZOO, MICHIGAN 
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Demonstrate Techniplan in Cincinnati 


The flexibility of steel Techniplan modular office equip- 
ment, manufactured by The Globe-Wernicke Co., was force- 
fully demonstrated to visitors at a recent “Electricity for 
Business” Show where different arrangements of Techniplan 
units were set up for use in showing and demonstrating all 
types of electric office equipment. 


This show, sponsored jointly by The Cincinnati Gas & 
Electric Company and the Cincinnati Chapter of the 
National Office Management Association, was held on the 
main floor of the utility company January 12-29. The pur 
pose of the show was to demonstrate to Greater Cincinnati 
business executives the newest electric office machines and 
equipment and to bring business workers the benefits of 
electrical machines in daily office work. 





G/W Techniplan exhibit of private executive office setup with 
free-standing partitions. 


The Techniplan exhibit included a private executive office 
set up with free-standing partitions. An “L” shaped Techni 
plan work station was chosen for use as the desk for the 
speed typing demonstrations. To hold the electric typewriters 
and other electrical business equipment that were on display, 
30-inch Techniplan auxiliary tops were set up against a 
background of 66-inch high steel Techniplan partitions. 
The auxiliary tops (66 inches in length) were separated by 
Techniplan divider panels so that each exhibitor’s display 
was a unit. 


Present at the opening of the show to represent The 
Globe-Wernicke Co. were R. H. Hammer, vice-president of 
finance; E. G. Rahe, vice-president of sales; R. W. Sprott, 
assistant sales manager, and W. K. Downing, sales promo 
tion manager. 


Paper-Mate Pens Wins Injunction 

Paper-Mate Pens won a temporary injunction in the New 
York Supreme Court recently against a retailer palming 
off other pen refills as “Paper-Mates.” 


Judge Benedict D. Dineen ruled that even assuming that 
many other refills on the market will answer the purpose, 
the sale of any other refill as a “Paper-Mate” constitutes a 
fraud upon the customer and an injury to the company. 


Olivetti Machine Missing From Chicago Firm 

Northern Products Company, 4626 Madison St., advises 
Orrice Appiances that an Olivetti Printing Calculator, 
Serial No. 867686, has been missing from its premises since 
January 8. The machine was there on trial. 
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Underwood Promotes McLaughlin . 


Ralph A. McLaughlin has been appointed 
Caribbean district manager by the Underwood 
Corp. The announcement was made by J. M. 
Thompson, Jr., vice-president in charge of the 
international division. Mr. Mclaughlin has 
traveled extensively in Latin America and 
established Underwood service schools in Mex- 
ico and Colombia. A native of Cleveland, 
N. C., he served in the Marine Corps from 
1926 to 1930 in Nicaragua and Hawaii 








Behmer Promoted by Marshalli-Jackson 

O. R. Geuther, president of Marshall-Jackson Company, 
26 S. Clark St., Chicago, announced on January 21 that 
Eric H. Behmer had been appointed sales manager for 
the 80-year-old firm. This is the position which was held by 
the late Clark Roland, vice-president of Marshall-Jackson,. 

Mr. Behmer will have been in the employ of Marshall. 
Jackson Company for 36 years this April. Starting with the 
firm as a boy he has had a well-rounded experience including 
handling the positions of buyer and store manager. “He 
has been a very substantial man in our organization for 
many years,” stated a company official. 


Haskell Swells Warehouse Facilities 


The announcement of a new warehouse service in Los 
Angeles for the convenience of its fast-growing dealer 


family has been made by S. K. Haskell, president of Has- 
kell, Inc. 


S. K. Haskell 


The new warehouse facilities became available in Janu 
ary with a representative stock available at the Hull Branch 
Service at 847 Traction Ave., Los Angeles 13. 

Frank M. King is western sales representative for the 
firm. He has been a member of the company for the past 
five years and in commenting on the new facilities stated: 
“This improved service is in keeping with the firm’s expan- 
sion program and consistent effort to render improved serv- 
ice as well as improved products.” 





Atlas Stationers Observes 20th Year 

Atlas Stationers, 364 S. Anderson St., Los Angeles, on 
January 1 observed its 20th year in business. It was opened 
on January 1, 1934 by Max Polansky (who recently died) 
and now has co-owners in his sons, Louis and Seymour 
Polansky. 

The firm last year moved to a structure offering 60,000 
square feet of space under one roof for housing of show- 
rooms, executive and general offices, office equipment dis 
plays, warehousing and complete printing facilities. 

Founder Polansky since 1947 had been more or less 





retired from the business because of illness. Death came in | 


his sleep during his 58th year. Sons Seymour and Louis had 
formed a partnership for operation of the business in 194 
and their brother, Irwin, is included in the firm 
personnel. 


now 


(A story and picture concerning the Atlas Stationers’ new quot 
fers appeared in November, 1953 issue of OFFICE APPLIANCES, 
page 142.) 
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Your profits are protected 


under Invincible’s 


‘Only Through Dealer" Sales Poliey 





| 5 
< — : - 














...and your sales 
are easier with 


Busi ngineered 
features 
like these / 


Adjustable non-rust glides to level 
desk when floor is uneven. Desk will 
not rock or vibrate. Overall height 
is adjustable from 29” to 30%”. 









Linoleum top is provided with stainless 
steel binding for complete protection 
against scuffing by chair backs. Top color 
selected to harmonize with desk finish. 


_ 





/ Letter drawer rolls on a progressive Looking underneath desk top — desk rim 
/ ball-bearing, cradie-type suspension, is angle-shaped, with 3 to 5 (depending 
ond is equipped with finger-touch on width of desk top) additional W-shaped 


ei pecies eae iegmabmeliadt oF - 


compressor release. reinforcements. 


Yes, you can count on your profits, when you sell 
INVINCIBLE. Under our dealer sales policy, 

we sell only to you. We do not sell to the consumer. 
We do not compete with you through company- 


owned branches or retail outlets. £ 


What’s more, Invincible metal desks give you 


the greatest array of advanced design and construction A 

features . . . to help you clinch more sales. fe 

And to stimulate Invincible sales even more, these \) 

superior desks are backed by a nation-wide 

advertising program in leading consumer and trade *, OFFICE EQUIPMENT FOR BETTER BUSINESS LIVING 


Invincible Metal Furniture Co. © Manitowoc, Wis, 


desks. See how this “business-engineered” line will 


publications . . . with all inquiries referred to you! 
So, display, stock and sell Invincible metal 
tm 
build more sales for you. Write today for details. a" 
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Smith-Corona Announces Canadian Vice-President 

W. R. Woodrow, comptroller of Smith-Corona (Canada), 
Ltd., has been promoted to the Canadian vice-presidency of 
the firm. Mr. Woodrow, a Canadian, has been with the 
Smith-Corona organization since 1936, contributing to its 
growth in the Canadian typewriter industry. 


W.R. Woodrow 





coincides with Smith-Corona 


This new appointment 
(Canada), Ltd.’s recent move to a new plant in the out 
skirts of Toronto. This will house the company’s manu 
facturing operators and executive offices, while the Toronto 


sales and service facilities will remain at 35 Front St., E. 
Toronto. 

In making this announcement, A. O. Dawson, president 
of the firm, stated that he views the company’s new position 
as an important milestone in the Canadian office equipment 


industry. 


Flo-Ball Executive Sees Ballpoint Progress 

Another good year for the ballpoint pen industry in 1954, 
with the trend in pen buying preferences toward high 
quality standards and writing performance rather than the 
price tag, was forecast by Charles Sabel of New York, vice 
president and general sales manager of the Flo-Ball Pen 
Corporation, following West Coast factory conferences. 

“Last year our net sales increased approximately 45% 
and this year we expect them to show a gain of at least 
50%,” he said. 

“Our 1954 plans call for our greatest expansion to date 
in production as well as distribution operations in both 
established and new markets. This will be accompanied by 
a proportionate enlargement of our advertising plans for 
all media and of our merchandising activities.” 

The New York pen executive has been conferring with 
Hugh L. Clary, president of the Clary Multiplier Corpora 
tion, which manufactures the Flo-Ball pen, at the San 
Gabriel, Calif., plant, and with George Morgenroth, gen 
eral manager of the company’s pen division. 

“A program of rigid quality control and of extensive 
engineering and chemical research has been instituted,” 
Mr. Sabel said. “The results are shown in the new develop 
ments now incorporated in the pen and ink. Censumer 
approval is reflected in the strong upswing of sales in all 
parts of the country. 

“We are confident that the 
neered, quality-made retractable pens will be even greatet 
this year than last.” 


market for precision-engi 


Grant Charter to Patchogue, N. Y., Firm 

Selden Supply Company, Inc. office 
Ocean Ave., Patchogue, N.Y., has been granted charter of 
incorporation listing capital stock of $10,000. Directors are 
George C. Furman, Sam Seret and Hyman Lerner.—EEG 


equipment, 10 S. 


104 


Miller Desk & Safe Company 
Celebrates 35th Anniversary 

The Miller Desk & Safe Company of Los Angeles recently 
celebrated its 35th anniversary and the creed of its founder, 
the late Julius Miller, was recalled by his son Leo, general 
manager. 

His father, said Mr. Miller, helped to pioneer an idea that 
gave birth to one of the largest and most complete office 
furniture and equipment companies in the country. 

The guiding Miller philosophy was, “the office executive 
and his employees spend more time in the office than at 
home, so why shouldn’t they direct themselves to comfort 
at the office as much as at home.” 

Carrying out that thought, the Miller outfit for 35 years 
has been a leader in creating a pleasant and comfortable 
atmosphere in the office. It created tasteful arrangement of 
fixtures, introduced new colors and influenced office decor 
throughout the West that led to greater efficiency 

With each succeeding year the company expanded under 
the wise leadership of the founder. From a small second- 
hand store on 211 W. Second St. in Los Angeles the firm 
prospered into one of the major suppliers for the federal 
government in the coast area during World War II. 

One of the early contributions of the company and one 
that influenced sales heavily was the education of the public 
through huge Miller sponsored billboard advertising to the 
protection afforded valuable papers placed in fireproof safes, 

The company has been a leader in guiding the public to 
expect and appreciate advanced styling in desk and chair 
stylings and in introducing new types of woods that enhance 
the office appearance. Part of the Miller service is a staff of 
specialists who are at the service of its clientele. 

Miller Desk & Safe has kept an alert eye on population 
growth. It has established branches in areas outside the 
downtown district to give downtown values at downtown 
prices. 

The present offerings of the company are reflected in a 
recent statement by General Manager Miller. He stated: 

“We are in every sense an office department store.” 

Showrooms established in recent years include one at 
8642 Wilshire, Beverly Hills, and one at 12329 Ventura 
Blvd., Studio City, in San Fernando Valley. 


Stile-Craft Now Makes Electro-Pointer 
The Electro-Pointer, completely automatic pencil sharp- 
ener, now is manufactured and sold by Stile-Craft Manu- 
facturers, Inc., 1825 Maclind Ave., St. Louis 10, Mo. 
Thirteen years ago the Electro-Pointer made its original 
appearance through the Triple-E Products Company, St. 





Electro-Pointer automatic sharpener. 


Louis, Mo. Up until the time that critical materials were 
diverted for essential war purposes, the Electro-Pointer 
had been bought and used by scores of companies through 
out the United States. 

Dormant for the past few years this sharpener now 58 
being offered for sale through the office equipment trade. 
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daily dat 


Here’s a big value in a business-like 


calendar. From Success—biga@aiuats 


wall calendars. It’s the TH . 


Leaf Calendar. Made 4 siaes in both eo 
plete calendars and ; 


durable... sure t@ 


Remember, you®'s¢ 


your profits greatengaes ck OF 
plete... when you sell eg 
: : x 
a truly distinctive, modern $n 6%" 
known by your customersae BYe"'x8! 
af ¥ ; 3x3" 


Stes 

The en- 
single sheet. 
ts’ tear clean. 
ed in two colors. 


DESK i ae Pe ob | 
No. 17—Deluxe 


book style Desk Cal- 


Whe 4 | 
C A L 3 4 DA fr $ anh "Fi | ee eee 


“y ments. Metal base 
SUCCESS with bronze or gray 
, ' finish. Also walnut 
It's better business to stock Success Cal- ... think of plastic. 
endars. There are many styles to choose... 
and there’s more profit for you. What's CALENDARS 
No. 85—lLook oat 
the quality built into 
this oaftractive, con- 











more, Success Calendars are the only 
Nationally Advertised line of calendars to 


back up your sales. Write for the new When you venient, two-color 
Success catalog, showing the many sizes ; dated Desk Calen- 
think of dar. Available now 


and styles available. : : 
’ in both metallic 


CALENDARS eer. ! walnut 
think of plastic base. 


COLUMBIAN WORKS, INC. BBBBLICCa hom Bell pods aveilcble 
2300 W. Cornell Street, Milwaukee 9, Wis. 
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Johnson Chair Puts Display on Road 


A mobile display is proving a successful selling medium 
for the Johnson Chair Company since its introduction last 
September 7 at the Statler Hotel in Buffalo, N. Y. A truck 
has been purchased for the particular purpose of transporting 
nine or 10 chairs of the Johnson office chair line. 

These chairs are set up in a display room in prominent 
hotels. Each dealer and his sales personnel are invited to 
attend and hear a sales talk on how to sell office chairs. 


The display is being presented by Walter Bryzek, who 
heads the sales promotion division of the company. He is 
taking it to every corner of the United States, wherever 
office equipment dealers may be located. The show carries a 
two-fold purpose: 


.1. To acquaint office equipment dealers and their sales- 
men with the new Johnson chair line. 


2. To explain the selling features including quality con- 
struction and attractive prices. 

Dealers who have viewed the presentation have acclaimed 
it in this manner: 

B. Agronick, Bene & Co., Providence, R. I—‘“One of the 
finest ideas ever brought forth by any manufacturer in the 
office equipment field. Both my men and I were pleasingly 
surprised and enlightened.” 

J. H. Kahlert, Clark & Gibby, New York City—“Our en- 
tire staff was well impressed by the styling of the pieces, the 


JOHNSON CHAIRCO. 
BUSINESS CHAIRS 


HCAGO 39. LiwOhS 


Johnson Road Show .. . The truck (top picture) is used to trans- 
port the Johnson Chair Co. display seen in the bottom picture where 
Walter Bryzek (left) and George Rocker carry on a demonstration. 


quality of the construction, and the extent of the values pre- 
sented.” 

‘F. C. Snyder, Forbes Snyder, Inc., Holyoke, Mass.—“We 
take this opportunity to commend you for the exceptional 
“road show” and sales school put on by your staff. It was 
without a doubt one of the best manufacturers’ sales helps 
that we have received.” 
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Golden Anniversary Year Marked 
By Milo Harding Company, Los Angeles 


The year 1954 marks the golden anniversary of the Milo 
Harding Company of Los Angeles, manufacturers of Tempo 
Stencil Duplicating equipment and supplies. The company 
has contributed much to the improvement of stencil dupli- 
cating and to its advancement as an up to date method of 
office printing. 

The story of this company is the story of Milo M. Hard- 
ing, founder and still active head of the company. 


Milo Harding 


It begins in 1904 in Cody, Wyo., with a lad of 18. He 
had no money, but believed if he could just find out what 
folks wanted and supply it at a fair price along with good 
service, he would be on his way. 

In a small room of the local news plant, he put his belief 
into practice. He started with just tobacco and candy— 
and with each sale went his friendship. 

The high spot of the day in Cody was the arrival of the 
afternoon mail, so when the Odd Fellows built a two-story 
building and rented the rear of the ground floor to the 
U. S. Post Office, Mr. Harding saw opportunity with a 
capital “O.” He quickly leased the front end. 

The store filled with folks coming in for their mail, and 
it soon became their habit to pick up their newspapers, 
candy, tobacco and such, on the way out. 

“Of course,” laughs Mr. Harding, “not all items were 
sold on a cash and carry basis in those days. A good many 
items went on the roll of the dice—double or nothing.” 

Soon, to comply with requests, his venture became a 
department store handling items from souvenirs to 
gramophones . from Indian trinkets to stationery sup- 
plies, but always a quality product at a fair price. 

Shortly before World War I, Mr. Harding moved on to 
Santa Rosa, Calif., where he bought out an old and well- 
established stationery and printing company. In 1928, 
having become interested in duplicating supplies, he sold 
out and moved to Los Angeles to specialize in duplicating 
supplies. 

“What do the users want?” 
the mind of Mr. Harding, and it is a question that still 
controls the production, experiments and improvements in 
his products. 


is a question foremost in 


In 1928 the demand was for an easy-to-operate mimeo- 
graph. Eager to serve, Mr. Harding rented a small shop 
and built the first of the push-feed type stencil duplicators— 
the “Tempograph.” From this Tempograph he has devel- | 
oped the present Tempo “Imperial” duplicator which he | 
believes to be today’s outstanding advancement in office | 
printing. 

A better duplicator needed a better stencil and expert J 
ments began along that line. After concentrated effort, he 
got what he wanted . . . a stencil that would do a job so, 
well that folks would keep coming back for more. That 
now is the well known Tempo Film Stencil. 

A better stencil demanded a better ink. Again Mr. 
Harding went to work and kept at it until, one at a time, 
he has produced a complete line of Tempo Inks, including 


the first of the high-speed, quick-drying inks. 
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© GF Co. 1954 


GF builds up his CF* 


* CONFIDENCE FACTOR 


This fine chair —the GF COMFORT MASTER JUNIOR 
—adds prestige to the junior executive's job 


A handsome GF Comfort Master Junior 


chair does more than harmonize with 
modern office surroundings. It helps to 
step up the morale of the junior exec- 
itive... to give him a feeling of confi- 
lence so necessary to a young man on 


the way up. 


Equally important is the comfort of the 
Comfort Master Junior...a chair de- 
signed for good posture as well as seat- 
ing ease. Built strong, welded alu- 
minum, cushioned with foam rubber, 
the Comfort Master Junior has five 


} ° } > 00 
adjustments to tailor-ht’’ any man. 


Another important feature is the long- 
term economy of this fine chair. Al- 
though it may be slightly higher in 
first cost than run-of-the-mill office 
chairs, it will outlast them by a matter 
of years...and keep its handsome ap- 
pearance even longer. 


Find out for yourself what a relatively 
insignificant investment can do for your 
junior executives and for your com- 
pany’s over-all efficiency as well. Call 
the nearest GF distributor or write The 
General Fireproofing Company, Dept. 
X -28, Youngstown 1, Ohio. 


Good metal business furniture is @good investment 
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GENERAL 
FIREPROOFING 


Foremost in Metal Business Furniture 


MODE-MAKER DESKS « GOODFORM 
ALUMINUM CHAIRS « SUPER-FILER— 
THE MECHANIZED FILING EQUIPMENT 
GF ADJUSTABLE STEEL SHELVING 
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OUTSTANDING 


ADVERTISING 





VALUES 


for office supply and equipment 


manufacturers in OFFICE APPLIANCES 


© | half century of progress issue 





What This Anniversary Issue Is 


For you, this Half Century of Progress Issue is an exceptional advertising medium . . . 
in which the prestige of a valued and widely accepted business journal’s 50th anni- 
versary is combined with brilliant editorial content to generate peak advertising value. 


The Half Century of Progress Issue will be the outstanding publishing feat in the history 
of the office supply and equipment industry. It will record the rise of this great industry 

covering stationery, machines, furniture, equipment, and supplies for office use—from 
a meager beginning to its present-day importance. It will review the changes in mer- 
chandising methods and dealer operations during the past 50 years. In addition, it 
will describe developments that may affect the future of the entire industry .. . 
particularly in the distribution of its products. 


More dealers will find this unique issue consistently useful . . . for a longer time . . . 
than any previous issue of OFFICE APPLIANCES has ever been. It will be used and 
referred to throughout the trade for years. This overall picture of the industry . . . past, 
present, and a look into the future . . . will provide helpful data for dealers as well as 
the large consumers of office equipment. 


You have never before had an opportunity to advertise in a stationery and 
office equipment journal where long life for your advertising seems so soundly 
assured. 


these features will assure your ad of continued results: 


SUSTAINED READERSHIP OUTSTANDING COVER 


DISTINCTIVE FORMAT SPECIAL BINDING 
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bonus circulation of 2000 


Over 13,000 copies of the Half Century of Progress Issue will be distributed. In addi- 
tion to the 10,609 paid, ABC-audited subscribers, special distribution will include the 
purchasing officials of the largest firms in the country . . . the top national accounts 


that are responsible for a major slice of the total market. 


why will they read this issue? 


Because of the penetrating editorial material (exclusively written for OFFICE APPLI- 
ANCES) on the development of office equipment, stationery, machines, and furniture 
to their present state of usefulness as well as the timely look into the office of the 


future with its “Mechanical Brain” and original furniture design. And just as important 


. they will be looking for your ad . . . to see what your contribution to the industry 
has been . and will be. 
This blue-chip audience is yours to sell .. . and sell hard . . . in the Half Century 


of Progress Issue of OFFICE APPLIANCES. 


This bonus is available to you at no increase in rates! 





Such outstanding editorial effort plus the bonus circulation merit the very best 
advertising effort you can produce. Take advantage of this opportunity. 


ORDER YOUR ADVERTISING SPACE NOW FOR THE 


ae 


(> half century of progress issue 


closing dates: May 1 for complete plates, April 26 for ads to be set. 


OFFICE APPLIANCES 


. ss 

600 W. Jackson Bivd., Chicago 6, III., DEarborn 2-3206 a, Py, ee, 
<=, ca 
100 E. 42nd St., New York 17, N. Y¥., OXford 7-1887 Qf / = Git): 
- = A e s 

2633 M tary Ave., Los Angeles 64, Calif., ARizona 7-2970 *eusat ‘oene” 
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TIFFANY STANDS 








MODEL “Ss” 


You sell “safety insurance” on costly 
office machines when you sell Tiffany. 
That’s why most fine offices that are 
equipped for maximum efficiency and 
machine protection use Tiffany Stands. 
Extremely heavy all-steel construction 
and the many unusual features found 
in Tiffany Stands make them ‘“‘first 
choice of office workers and manage- 
ment everywhere.” 





MODEL “SS” 


model avail- 
extra drop 
ht side. 





y rT 
Stand Co. 


Titftan 


7350 FORSYTH 
St LOUIS 5, MO. 





W-J Moves Cambridge Office to Boston 


The formal opening on January 19 of Wilson Jones Com- 
pany’s new regional branch office and warehouse at 137 
Federal St., Boston 10, was celebrated with an open house, 
All sales and warehousing activities formerly centered at the 
recently-closed Cambridge factory office been 
moved to the Federal St., address. 


and have 








3 


At Wilson Jones Boston Office Open House . . . 
| 


1. S. B. Groom, Thomas Groom & Co.; Mike Chanian, Wilson Jones Co.; | 
Mrs. S. B. Groom; Mrs. Ohanian; Thomas Groom, Thomas Groom & Co. 

2. J. Radley, Joe Needle and O. B. Fearing, Blake & Rebhan Co., Boston. 

3. Mrs. L. Shulkin; |. Shulkin; D. Wall, Allen Stationery, Boston; Miss B. 
Kessler and Jesse P. Fisher, Amstaco, Inc., Boston. 


Michael Ohanian, regional sales manager, and his staff 
were hosts at a buffet supper for over 250 Boston area sta- 
tioners and their employees. Edward Dooley and Harold 
Graves, both Wilson Jones vice-presidents, and William 
Boyer, eastern division sales manager, were also on hand. 

The new location contains 6,000 square feet. It will stock 
the most popular products manufactured by Wilson Jones 
Company and its three divisions: Cooke & Cobb Company, 
Defiance Calendar Company and Standard Diary Company. 

The main Wilson Jones factories are located in Chicago 
and Elizabeth, N. J. 





R. K. Stofer Made Manager 


Robard K. Stofer has been appointed manager of the 
central Texas office of the Cincinnati Time Recorder Com 
pany, with headquarters in Dallas.—JHR 
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What would I do with 
an expensive alldling machine! 


~ L/GHTNING- 


IS PERFECT FOR MY BUSINESS! 


“I've got too much figuring to do with pencil and paper ... yet, not enough 
to warrant an expensive machine. With my Lightning I can add 
long columns ...check invoices...total up weights... balance my 
check book and do any number of such jobs both accurately and fast. 
My Lightning is one of the best buys I've ever made!” 















ia 8 2 







MANY DEALERS SELL OVER 

100 A YEAR 
Yes, Lightnings move and move 
fast! Many dealers sell over 100 a 
year. Some sell fewer...some sell 
way more. But there’s one thing for 
sure... J hose dealers who have sold 
Lightnings the longest, sell the 
most! 


5% TO 11% MORE GROSS PROFIT 


Lightnings retail for only $14.95. 
Dealer discounts are set up to give 
you at least 5% to 11% MORE 
GROSS PROFIT than other office 
appliances. This extra spread, plus 


ALL METAL WORKING PARTS 
® PRECISION BUILT AND 
DURABLE * GUARANTEED 

A FULL YEAR! 


“ ie) 


(Member of NOMDA) 


UIGHTNINGS ARE A STANDARD ITEM WHEREVER OFFICE MACHINES AND SUPPLIES ARE SOLD 3 
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WHEREVER YOU CAN’T SELL AN EXPENSIVE MACHINE! 


POWERFUL NATIONAL 






\NG 
TAGGoaeeee MACHINE 


an exclusive factory servicing and 
replacement guarantee, means clear 
profits on every Lightning you sell! 


HUNDREDS OF PROSPECTS AMONG 
YOUR REGULAR CUSTOMERS 


Companies big and small buy Light- 
nings. They’re handy for auto parts 
counters @ Contractors, builders, ac- 
countants, engineers and salesmen 
use Lightnings for at home or on-the- 
job figuring @ Farmers, hotels, gro- 
cers, cafes and manufacturing plants 
use Lightnings for inventory and bill- 
ing work. Every business category 
from A to Z is your prospect! 


DISPLAYS, MATS, WINDOW 
BANNERS, LITERATURE 





ADVERTISING! 


Millions of new p f 


have 


been ex 


of the Nat 
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READ 
‘THESE 
_ VALUABLE 
\ LIGHTNING- 
"FEATURES 


: 
‘ 
t 
4 
~ 


© Quick and Easy Addition 
e Direct Subtraction 

e Automatic one-stroke Clearance 
e Visual Totals at All Times 

© Totals 99,999.99 


e Add and Subtract TWO SEPARATE 
GROUPS of figures at the Same Time 
(Example: Units at one end...Dollar value 
at the other.) 


¢ Briefcase Portability 


DEALERS WANTED—Join the 1,000’s who al- 
ready are making real profits with Lightning's! 
Discounts are tops and sales are fast. SEND 
FOR A SAMPLE ORDER AND SEE FOR YOURSELF! 





Lightning Adding Machine Sales Co., Dept. A-142 
234 West 37th Place, Los Angeles 7, Calif. 
Please send me _—Lightnings @ $14.95 LESS 
REGULAR DEALER DISCOUNT. (Maximum Discount on 1 Dz. 
F.0.B. Los Angeles.) 
(CD Please ship Open Acct., credit references attached 
0 Please ship C.0.D. 
(C Please send display material with order 








Name 
Company 
Address 
City 














' Zone State 





_bassasedansoudsadbbawbed 
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“How YOU Can 


Labor Leisurely!”’ 


Under this heading, in our current national 
advertising, we've told your customers that 


leisurely labor is NOT a contradiction 


They know that office work is REAL labor 

. . yet they also find rest, comfort relaxation 

. actually rise refreshed from a day at work 
in The Craftsman No. 1700. 


There’s MORE to the story for you! YOU 
find mounting profits from increased sales 


volume . . . plus plenty of repeats. 


Deft designing and seft foam rubber 
in the back and seat of this attractive, genuine 
American black walnut and Indiana quartered 
oak Craftsman No. 1700—bring prospects to 


you—create satisfied customers 


We've told your prospects about the ad- 
vantages of The Craftsman No. 1700 
and, have asked them to come in and see you. 
Turn them into customers easily by selling 


them leisure with their labor. 








Kolben, Fritz Head Plastic Binding Firm 


Felix D. Kolben, formerly with P.B.S., Plastic Binding 
Systems, Brussels, Belgium, has been elected president of 
Plastic Loose Leaf, Inc., it was announced recently. Head- 
quarters are being located at 209 S. Jefferson St., Chicago 6, 


Ill. 





W. L. Fritz 


William L. Fritz, formerly assistant to the president of 
General Binding Corporation, is vice-president of the new 
company. 

Mr. Kolben has brought to this country several com- 
pletely new patented mechanical bindings which are widely 
accepted in European markets. The new plastic bindings 
will be introduced to the U. S. graphic arts and industrial 
industries in the near future. 


Ben Talbert, Office Furniture 
Pioneer, Retires After 50 Years 


Ben H. Talbert, plant manager for Imperial Desk Com- | 
pany, Evansville, Ind., recently retired. His withdrawal from | 
the business arena drew a curtain on a career in the wooden | 
desk industry that spanned nearly a half century. He spent | 
42 of those years with Imperial. 

Jess Wiltshire, assistant plant superintendent since 1937, | 
will assume many of the duties formerly performed by Mr. | 
Talbert. 

In his long association with the office furniture business, 
Mr. Talbert has witnessed the evolution of the old roll-top | 
desk to the ultra smart fixtures of today. He was born in 
Huntingburg, May 20, 1887 and finished the grades school, 
which was the peak of public school education then offered 
in Huntingburg, in 1902. 

In 1912 a group of Evansville manufacturers purchased 
the Henderson Desk Company of Henderson, Ky., and 
moved the plant to Evansville to operate under the name of 
the Imperial Desk Company. Mr. Talbert, one of the first 
employees of the new firm, joined the company Oct. 9, 1912. 

He climbed steadily to positions of more responsibility 
until in 1936, with the death of Louis Greiner, president ot 
Imperial, he took over the post of plant manager which he 
held until his retirement. He will continue to act as a com 
pany director. 

Mr. Talbert is an ardent sports fan and active in civic] 
and church affairs. He now resides at 1416 Uhlhorn St, 
Evansville. 


Marchant Announces Fulton Appointment 


Edgar B. Jessup, president of Marchant Calculators, Inc, 
has announced the appointment of Harold R. Fulton @ 
agency manager of the Corpus Christi, Tex., district ofhee 
at 621 Oliver Court. George M. Choate is service managet. 

Announcement is also made of the move into new and 
enlarged quarters by the Chattanooga, Tenn., district offet 
There, James A. Holcomb is agency manager and Joseph F. 
Heath is service manager. Location is 1516 Dodds Ave. 
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ILLUST 
SMEAL 





NO, 10-1 


PRINTED iN 


OD SMEAD'S 


a 


LETTER SIZE RII7A 
LEGAL SIZE RII9A 


‘a ALSO CARRIED IN ALL POPULAR SIZES 
LUSTRATED IN 
| SMEAD’S LEATHER-LIKE MATERIAL ALPHABETICAL, MONTHLY and DAILY 


THE 
SY MANUFACTURING CO. INC., HASTINGS, MINNESOTA 


NO. 10-10-52 
PRINTED N a 





ay MERE IT IS)! 
we Smeadé SUBIECT FILE 


IDEAL FOR SCHOOL, COLLEGE 
AND GENERAL SUBJECT USE 


FLAT INSERTABLE 
CELLULOID TAB ON 
EACH PARTITION 


3 4°’ CLOTH 
RE-INFORCEMENT 


4{—- HEAVY 
TIE TAPE 


THIS FILE 18 12°% x 10° 
WITH 5-1 4°’ EXPANSION 
6 POCKETS 


GENUINE LEATHERETTE 
EMBOSSED SMEADFIBRE 


These printed inserts are furnished with each file. Agriculture, 
Art, Biology, Business, Chemistry, Economics, Engineering, Eng- 
lish, Geography, History, Languages, Literature, Mathematics, 
Psychology and Science and blank inserts for others. We also 
furnish plain inserts for general subject use. 


THE Gimeal MANvFACTURING CO.,INC.-HASTINGS, MINNESOTA 





DEFINITELY! 

















There is a nest of Peerless Filing Cabinets behind each teller's window 
in the modern new lobby of the Home Savings and Loan Association 
at Dayton, Ohio. 


Peerless Filing Cabinets are ideal for application such as this where 
records must be safely and accurately kept and the drawers are sub- 
jected to frequent opening and closing. Also, the smart modern styling 
of these cabinets has been carefully designed so that they will harmonize 
with any layout. 


These ore but a few of the many natural advantages of Peerless series 
6600 Filing Cabinets which will be of great interest to your customers. 


Be sure to show them these cabinets—you will find thot they prdcti- 
cally sell themselves! 











PEERLESS steex EquipmeENT Co. 


6602 Hasbrook Avenue, Philadelphia 11, Pa. New York Chicago Dallas Los Angeles 
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REDUCED BY THE USE OF 
KIL-KLATTER PADS 


UNDER ALL TYPEWRITERS 





lf your office is noisier than it should 
be, make this simple test today 

Place a Kil-Klatter pad under each 
typewriter. Then notice how disturb 
ing and distracting noises caused by 
typing are reduced. See how errors 
and typing mistakes caused by noise 
fatigue are reduced—how office eff 
ciency steps up. 

Kil-Klaner pads absorb the shock and 
deaden the noise of typing—keeping 
the desk from becoming a sounding 
board. Kil-Klater's scientific design 
literally “soaks up” typewriter disturb- 
ances—keeps down the noise of typing 


all day long. 


afl! 7~ 
A — 





@ Made of genvine long life OZITE felt 
© Dent-proef top and skid-preef bottom 
@ Fits many other office machines, too 


$425 
at your statoner of office supply dealer 


“The to a quieter office may 
be under your typewriter’ 


KIL-KLATTER 








e CATALOG CUTS 
¢ NEWSPAPER MATS 


e COUNTER CARDS 


FREE sales aids today. 





THESE KIL-KLATTER ADS 
SURE BRING IN THE 
ORDERS — 

MORE PROFITS! 





Yes, ads like this cur- 
rently appearing in 
national office and 
business magazines 
will help you sell. 
They're ‘‘door-open- 
ers’’. The customer 
knows what you’re 
talking about—the re- 
sult . . . more orders, 
more profits. 





Plus 
THESE 
SALES 

AIDS 





KIL-KLATTER’S power- 
ful promotion material 
backs up the national 
advertising. ‘‘Follow- 
up selling” is more ef- 
fective when you make 
use of the following 
free promotional ma- 
terial: 





e TWO-COLOR ENVELOPE ENCLOSURES 








AMERICAN HAIR and FELT CO. 


Dept. B-32, Merchandise Mart 
Chicago 54, Ill. 
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Place your order for KIL-KLATTER typewriter pads and 


Unique Location Aids Arizona Dealer 

Allotting part of his showroom space to a complete secre- 
tarial service is the means by which Pat O'Day, owner of 
O'Day Stationery Company, Scottsdale, Ariz., insured rapid 
sales success when moving into a highly unique location. 

The store is in the center of the shopping district of Scotts- 
dale, which is proclaimed by the State of Arizona as “The 
Most Western Town in the United States.” 
10 miles west of Phoenix, Scottsdale is an exclusive shopping 
community, containing more than 100 stores, all of which 
faithfully duplicate the architecture of pioneer days—with 
boardwalks, rustic woodwork, a covered sidewalk marquee, 
hitching posts for horses, and other “Wild West” touches. 


Located some 


Choosing such a location might, at first glance, seem odd, 
particularly when the inventory covers office furniture, office 
machines, general office supplies and duplicating equipment. 
However, as Mr. O'Day pointed out, the Scottsdale commu- 
nity has grown by the proverbial leaps and bounds ever since 
its establishment, and this, combined with the fact that the 
desert metropolis of Phoenix is steadily expanding westward, 
puts O’Day’s Stationery Company as close to “midway” 
business firms as those in the congested downtown shopping 
district in Phoenix. 

Recognizing the fact that many of the new retail stores 
opening in Scottsdale would operate on too small a scale to 
maintain full-time secretaries and bookkeepers, Mr. O'Day 
made arrangements with a Phoenix secretarial service to set 
up a completely equipped office in the rear of the store, 
under management of Roberta Kirk. 

Aggressively promoted as “Scottsdale’s Secretarial Serv- 
ice,” the Kirk organization facilitates all forms of corres- 
pondence, bookkeeping and record keeping for Scottsdale 
businessmen, and thus has been responsible for a steady 
stream of prospects for all of the office supply departments 
mentioned above. 

Close contact with the secretarial service gives Mr. O’Day 
a concise understanding of the operational methods being 
used by the varied stores which crowd around the Pima 
Plaza on which O’Day’s Stationery Company is located. In 
combination, these departments have produced a fully 
worthwhile market for the new Arizona firm.—RAL 


Industrial Office Supply Expands 
Reported by Art Carrow 

Industrial Office Supply at 1318 N. Industrial blvd., Dal 
las, is now celebrating its third anniversary. The firm, 
founded by Lloyd Birdwell in 1951, has completely re- 
modeled its original quarters and added the space next 
door. 





Industrial Office Supply Store Front in Dallas. 


The addition gives the firm more than 6,500 feet of 
floor space. The quarters now occupied have a 45 foot 
frontage with 125 feet in depth. The building has fluores 
cent lighting throughout and is air-conditioned. 

The firm employs eight and is located in the heart of 
the industrial district of Dallas. 
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ACE FASTENER CORPORATION - 
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ACE PILOT 


Practically Every Business Is A Prospect For 


ACE’ CLIPPER STAPLING PLIERS 


ore and more businesses of every des- 
i) cription are switching to the sturdy 
ufacturers, jobbers, dealers, are using this 
by the thousands, for 


many fastening operations in factories, 


ACE CLIPPER Stapling Pliers. Man- 
machine 


versatile 


stores and offices. 


O F 


ACE STANDARD ACE SscouT 


ACELINER 


It will pay you to give this fast, profitable 
seller preferred display positions. Ask your 
clerks to feature and recommend the AcE 
CLIPPER as the finest Stapling Plier ever 
built. Attractive display material can be 


shipped at once! 
SOLD THRU DEALERS EXCLUSIVELY 


ACE STAPLES 
REMOVER 





3/54 


3415 NORTH ASHLAND AVENUE « 
IN CANADA: ACE FASTENER (CANADA) LTD., 6705 UPPER LACHINE ROAD, MONTREAL 28 * 770 DU PONT STREET, TORONTO 4 


CHICAGO 


ACE STAPLE 


THE STAPLING EQUIPMENT MANUFACTURED BY ACE 
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CURMANCO 


Steel Office Specialties 
Letter Sorter 





He ttice 
joing ma inwardly sloping 
helve ncrease ipacity and 
keex ntents fron liding out 
2p inch cleara n between 
shel vides ample allow- 
ance for quick sorting, insertion 
and removal of papers. GREEN,GRAY BR 0) WN 
No. 202. Letter Size, 2 tray and base $5.00 
No. 203. Letter Size, 3 tray and base $6.00 
No. 204. Letter Size, 4 tray and base $7.00 


panies ct 


For ready refer Opens like a 





book mtact with 1-31, 
A-Z, Mon Tab Indexes 
Corrugated 





No. 115. Letter Size, Without Indien. Olive Green___$4.00 
No. 116. Legal Size. Without Index. Olive Green _ $5.00 


Policy y ile 


OR RI 9RMS ‘ 
FOR BI “ s =i 
SPA C 
including application and legal 

1A 

Zé IV weiaqaeda 

: : 

e€ the 
twel ne nen 

r r } ‘ Irder 
green, gray or brown to fit your 
office 





No. 207 With 12 Shelves. $18.00 
Additional lengths $2.00 per inch. 


Stationery Separator 


Insert for desk drawer. Holds 









letter hea is, carbon, and copy 
paper. paves time, space and 
stati ery 
No. 310. Letter Size, Olive Green $4.50 
Cashier’ Ss ) Ped Rack 
Every business has various pads 
bank om elpts, contracts 
partial payment lelivery and 
ser =) TI 1ck hold 
each y to reach 
Sav r ion. Art 
" Stee ly lded. All one 
i piece. |] w space inside 
No. 566. Six Pocket, packed 6 to cacnen $4.00 
No. 568. Eight Pocket ...$5.00 
No. 570. Ten Pocket $7.50 
Center Drawer Desk Trays 
ADJUSTABLE 





Pins, Clips, Pencils, etc., quickly available without 
clutter and confusion. Art Steel ive Green Finish 
PACKED 12 TO CARTON 
No. 425 4x17/gx18 to 31”. Adjustable; 12 to carton $2.50 
ORDER TODAY—Distributed By 
Associated Stationers Supply Company, Chicago 6, Illinois 
ESTABLISHED 1917 


CURRIER MFG. CO. 


2448 W. LARPENTEUR AVE. ST. PAUL 8, MINN. 











Four Win Royal Promotions 


The Royal Typewriter Company, Inc., through J. D. Farr, 
office machine sales manager, has announced the appoint. 
ment of four new district managers. 

The men promoted are V. A. Hart, J. O. Wesley, M. A, 
Curry and F. O. Schoettinger. 

The company has called upon Mr. Hart, former Great 
Lakes regional manager, to direct operations at Chicago, one 
of the largest branches in the organization. He fills the 
vacancy created by the promotion of W. W. Pennels to the 
position of manager of the sales training division. Mr. Hart 
started his career with Royal in 1935. 





V. A. Hart J. O. Wesley 





M. A. Curry F. Schoettinger 


Mr. Wesley, former San Antonio chief, has been selected 
to head the Baltimore office. He succeeds C. D. Sparwasser 
who has assumed control of all of Royal’s sales forces in the 
Great Lakes division. Mr. Wesley became associated with 
Royal in 1944. 

Mr. Curry, ex-Wichita salesman, has been selected to fill 
the vacancy created by Mr. Wesley’s promotion and depar- 


ture from San Antonio. He has been with the company | 


since 1949, 


F. O. Schoettinger, salesman in the Columbus, Ohio, | 
branch, has been elevated to the managerial post at Youngs | 
town. He succeeds Clem Riddle who is retiring to take over | 
a distributorship at Warren, Ohio, for the company. Mr. | 
Schoettinger has been a member of the sales force since 1951. | 








J. S. Gladney of the Dictating Machine Service Co., 
recently appointed exclusive dealer for the Rex Recorder 
in the Philadelphia area, uses the first unit shipped his 
firm by the exclusive national distributor, American Dic- 
tating Machine Co. 
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promote these 
SALESMEN’S 
TOOLS... 
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Brief Bags 


Make avery caleeman in your 





**PocketRef” 


Visible Record 


Memo Book 

































“Buddy"’ Memo Books 








overlooked customers 


Flexible Memo Books 





“Zippit” Binders 











area a REGULAR cuctomer 


Every salesman knows that forgotten appointments .. . 


lack of information .. . all 


mean a loss of money to him. That’s why all the sales- 
men in your area comprise such a rich, ready-to-buy 
market for these WJ record keeping essentials 


To keep them coming into your store regularly, feature 
these WJ products in special windows addressed di- 
rectly to salesmen, and in a “Salesmen’s Section” inside 
the store. You'll sell not only the featured products, but 
dozens of many related items also. 


A $9.50 Sale... Simply By 
Telling Them About It! 


Hundreds of dealers know from ex- 
perience that the WJ ‘“PocketRef"’ is 
the best item in the store for getting 
salesmen inside. Salesmen everywhere 
cre buying ‘PocketRefs" to keep 
track of customers, prospects, and 
cther related information in handy, 
compact fashion. Discover for your- 
self how easy it is to make “high- 
ticket" sales simply by displaying and 
demonstrating ‘‘PocketRefs."’ Tell sales- 
managers about them also .. . they 
usually buy in quantity. 






Easel 





Display Binders Indexes 


Witson Jones ComPANY 


209 SOUTH JEFFERSON STREET + CHICAGO 6, ILLINOIS 











Patent No. 2248355—D128118 


Never has there been a more pressing need for stepped 
up office efficiency. For this reason, Barkley Plastic Tab 
should be demonstrated to every office manager. Barkley 
Plastic Tab file guides and card guides bring greater 
ease . . . speed efficiency to filing routine. The 
crystal clear plastic tab angled for greater visibility helps 
to make “filing and finding” effortless. If the value of 
a product is proven through performance, Barkley Plastic 
Tab deserves special mention. Make it “your business” 
and “good business” to see that every company in your 
community knows about Barkley Plastic Tab. 





Established 1921 


U. 1. BABRBLEY & CO. 


lunufacturers of Piling Supplies 


Chicago 7, Ill 


1220 W. Van Buren St 
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Dealers, Wives Feted by Clary Multiplier 


The Clary all-expenses-paid vacation was “an unqualified 
success and one of the greatest thrills of my life,” said Mrs, 
C. J. Feltz, Dayton, Ohio, as she and her companions pre- 
pared to return home recently from San Gabriel, Calif. 

A wife of one of the two winners who tied for first place 
in the first annual contest conducted by Clary Multiplier 
Corporation for its franchise dealers, Mrs. Feltz was very 
happy “and not at all tired” from the strenuous round of 
pleasure activities which the four Ohio people had ex- 


perienced. 


ADDING MACHINE 
TIME 





Clary Provides Memorable Event for Dealers .. . 


ABOVE ... A timely visit was made by the two winners of the Clary 
Multiplier Corp. contest for dealers when they visited Harold Mann (center), 
executive secretary of NOMDA, at its national headquarters in Los Angeles. 
Ray Evans (left), Findlay, Ohio, and C. J. Feltz (right), Dayton, Ohio, 
ordered the new set of window cards which NOMDA is offering its mem- 
bers. BELOW .. . Congratulations from movie star Ann Sheridan go to 
Evans and Feltz, the two Ohio dealers who tied for first place in the 
Clary national competition. In this scene at the Beverly Hills Hotel are 
(left to right): J. W. Stallings, general manager of distribution; Mr. Evans; 
Miss Sheridan; Mr. Feltz; and K. A. Adams, general manager of dealer 
division of Clary. 


Together with her husband, owner of C. J. Feltz Office 
Supplies, 1408 North Main St., Dayton, and Mr. & Mrs. 
Ray Evans, Evans Typewriter Co., Cory and Crawford 
Sts., Findley, Ohio, Mrs. Feltz had dined, danced and enjoyed 
herself in every one of the film and television studios, night 
clubs and restaurants promised the winner of this Clary 
Star Contest, in addition to sitting in 50-yard line seats at 
the Rose Bow! game and occupying comparable positions on 
the Rose Parade route. 

Among other awards, both couples were presented with 
inscribed wrist watches at a banquet at the Huntington 
Hotel, Pasadena, by Hugh L. Clary, president. 
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Here’ 2 chair that 


Lae. ae 
with you | 








] 
chair with the ) 
Yes, sir, the Sturgis fiber e 
glass base is automatically self- [CY 
leveling. Your weight always 
keeps all four casters firmly 
on the floor, even when 
—_ 

you “ride’’ off the chair BG 


mat. Remember also that 


this is the base that just 








can’t be harmed by office 





abuse, never looks shabby, never 


needs refinishing. Gray, green, Engineered for Long Life and Minimum Maintenance 


walnut or black, on 9 executive Nylon Thrust Bearing: takes a lifetime of swiveling. 
Ball Burnished Spindle Bearing: perfect fit for long life. 


and stenographic models. : ‘ 
Superior Casters: oversize ball bearings, extra wide rubber wheels. 


STURLON ®@ Finish On Metal Parts: 10 to 20 times as abrasion- 
resistant as other finishes. 








THE STURGIS POSTURE CHAIR COMPANY | 
p' General Sales Offices, 154 East Erie St., Chicago 11, Illinois | 


We'd like a copy of your illustrated folder on 


chairs with fiber glass bases. 





~ 





/ Nome_ — enniimubeantiiasaninentins 





Firm Name ____ —_ enna 


POSTURE CHAIRS | ..... 
| 


M j b ‘ & Cas ; , City State — 


ANY R MA HIGAN Rio 
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this is your last chance 
to get a free sample 
of the 

MARSH 77 PEN 


Dealers say : “Most popular Felt- 
Point Pen for drawing or mark- 

ing on any surface. I sold my 
stock the first week. Teachers 

and students prefer Marsh 
77. Nearly everyone who sees 

the attractive display will 
buy a 77 Pen.” 












BOLD to FINE 


with same 
chisel point 
by % turn 
of 77 PEN. 


he Precision Made 
Ball Shaped Valve 


Felt Points 
Are Replaceable 


Fast Drying Ink 
10 Brilliant Colors 





FREE TO DEALERS 


Free sample 77 Pen and retailer’s discount sheet 
mailed on request. Fill in and mail the coupon below. 


| MARSH STENCIL MACHINE CO 
83 Marsh Building 
| Belleville, IIL, U.S.A. 


l Gentlemen: Attached is our business letter head. Please send me 
complete information and prices and a sample 77 Pen today. 


ES 
COMPANY 


ADDRESS . 


STATE 





Se ZONE 


| 
| 
| 
| 
| 
_.TITLE 
| 
| 
| 
| 
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Sheaffer Wars on Price “Pirates” 

Retail “pirates” who rely on deceptive pricing practices 
to lure customers are the gravest threat facing the legitimate 
retailer and national brand manufacturer today, according 
to R. H. Whidden, sales vice-president of the W. A. Sheaf- 
fer Pen Company. 

The pen company sales head, who has just completed a 
national tour of dealer meetings on the offensive against 
price “pirates,” said in New York City that he had noticed 
a growing retailer appreciation of the necessary interde- 
pendence between manufacturers and retailers. 

The response of writing equipment dealers to Sheaffer’s 
“war” against illegal sale of its merchandise is proof that 
retailers are well aware of the threat from price cutters, 
Whidden stated. Retailer co-operation, inspired by the com- 
pany’s support of legitimate dealers, is partly responsible 
for Sheaffer’s big January sales increase, he declared. 

Manufacturers who discount the sales power of the re- 
tailer completely overlook statistics which emphasize that 
power, Whidden declared. He added that in 1953, retailers 
spent about 60°/ of America’s total of dollar expenditures 
for advertising. They sold, and backed up with service, 
$172 billion worth of merchandise, or 75 cents on every 
dollar of consumer expenditure. They collected—for national, 
state and local governments—a total of $15 billion in taxes. 





15 Winners Announced 
in Brand Name Contest 

Fifteen office equipment and stationery stores have won 
their way to the finals of the Brand Name Retailers-of-the- 
Year contest in the annual competition sponsored by Brand 
Names Foundation. 

The announcement came from Stephen A. Douglas, sales 
promotion director of The Kroger Company and chairman 
of the Foundation’s Retail Advisory Council. Mr. Douglas 
stated that the survivors have been invited to submit detailed 
samples showing their 1953 year-round presentation of 
manufacturers’ brand names. Winners are: 


Howard & Stofft, Tucson, Ariz. 

Belcher & Schact, Long Beach, Calif 

Lucas Brothers, Baltimore, Md. 

Utility Stationery Stores, Chicago 

Todranks, Inc., Evansville, Ind. 

Monroe Office Equipment Co., Monroe, La 
Business Equipment Corp., Boston, Mass. 

H. W. Clopp & Co., Trenton, N. J. 

Globe Office Equipment & Supply Inc., Cincinnati, Ohio 
Baker's Office Equipment Co., Elyria, Ohio 
Pomerantz Co., Philadelphia, Pa. 

General Office Equipment Corp., Pittsburgh, Pa 
Maverick-Clarke, San Antonio, Tex 

Easter Supply Co., Roanoke, Va. 

Bruhn Typewriter Co., Inc., Racine, Wis. 


The Foundation will award a bronze plaque and four 
Certificates of Distinction to the five top firms in the 
industry at the Brand Names dinner April 28 in the Wal- 
dorf-Astoria hotel in New York City. More than 1,700 civic 
and business leaders will witness the presentations. 

Plans, it was stated, are near completion for the three- 
day Retailer-of-the-Year entertainment celebration which 
will be held prior to Brand Names Day. 


Precisa Accepted for Government Supply 

Precisa Calculating Machine Company, Inc., has an- 
nounced that the Precisa adding machine is now accepted on 
the Government federal supply schedule under Contract No. 
GS-03S-11949, Class 54, Part III, Section B. 


Dallas Firm Ships to Orient 
The Wholesale Office Equipment Company of Dallas, 
Tex., recently shipped the first of six carloads of furniture 


to the Orient—JHR 
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This Art Metal 99° 


(lesk does everything 
a 60° desk will do 






@ The Art Metal 55” 
desk is offered in 12 
models, 55”x 30” 
height 29” or 30%” 
as desired). 


e 


. +. ANd saves up to $18 in office 
rent per enaployee, every year 


The 55” desk has been saving 3.75 square feet of floor area Side drawers are full width and knee space is ample. 
per office employee, as compared with 60” x 34” desks, Available in general office clerical, typewriter and 
ever sin t was first introduced as part of Art Metal's secretarial models, the Art Metal 55’ desk is an integral 
office equipment and planning services, 18 years ago. part of a line that includes all sizes and offers 
With rentals as high as $5 per square foot, this represents the widest selection of executive and general office 
ip to $18 less rental per worker, a saving that repeats desks ever developed. 
itself each year for as long as the desk remains in service. When you plan to move, expand, or re-arrange your 
Far from sacrificing efficiency in office work, this offices, why not take advantage of these 55” x 30” desks 
found” space very often permits improved and the office planning experience that originated them ? 
arrangements of the flow of work, with a consequent Call your local Art Metal representative, or write 
speed-up in output and a lowering of office costs. Art Metal Construction Company, Jamestown, N.Y. 


SEND FOR: Art Metal 
ib] cations if I re Og- 
ized for their va planning 
, sepates For 66 years 
Desk D the halimark 
fi t 
When Y« M r Re- = _ nes 
nm office 
rrange Y« () 
equipment. 
New Ce Desk Brochure — 





GENERAL OFFICE AND EXECUTIVE DESKS + CORRECT-SEATING ALUMINUM OFFICE CHAIRS + FILING EQUIPMENT + WABASH FILING SUPPLIES - POSTINDEX VISIBLE INDEX CABINETS AND SYSTEMS 
As seen in TIME, February 22... U.S. NEWS, February 26 .. . and other national magazines. 
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Cte lines 


THE REVOLUTIONARY CIRCLINE 
FLUORESCENT DESK LAMP 






retails at — 


$ Bo 


brown or grey, 
including tube 


The wonderful new Catalina desk lamp is totally 
unlike any on the market...the only one designed 
for lighting modern work-across executive desks. 
Also perfect for stenos and receptionists. Adjusts 
to dozens of practical positions. 


SPECIFICATIONS — Shade is 10%” dia.; bottom edge 15” 
from desk top at max. height. Felt covered base, 82” dia. 
Swivels at base, arm juncture and shade for multiple adjust- 
ment. Big 22-watt Circline fluorescent tube operates on 
110/120 volt, 60 cycle A.C. Instant starting switch; 8’ 
molded rubber cord. All metal construction with Bonderized 
baked enamel finishes and brass trim. Weight, 13 Ibs. 









DIRECTOR 


Fluorescent metal desk lamp 
10” high, 20” wide. Genuine 
Sessions electric clock. Brown 
or grey, gold finished trim. 
Underwriters’ approved. 
Weight, ? Ibs. 


MODEL 201 — Single tube style with clock, RETAIL 


PE Es obecedercresovcescceenesves $18.95 
MODEL 202 — Two tube style with clock, 
less tubes ... LUNES ses ded ageccnes $22.95 





STANDARD 
High quality metal 
desk lamp finished in 
brown or grey. Uses 
15-watt fluorescent 
tubes. Underwriters’ 


= approved. 
~ Weight, 8-lbs. 


= RETAIL 
MODEL 4900 — Single tube style, less tube. $ 8.95 
MODEL 4902 — Two tube style, less tubes. .$14.95 


ORDER DIRECT FROM FACTORY 
TOP DEALER DISCOUNTS 


INDUSTRIAL LAMP CORP., ELKHART 4, INDIANA 
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Guth Presents Chair Display Rack Idea 

A novel idea for a chair display rack has been advanced 
by Henry L. Guth of Henry L. Guth Associates, Wescoe- 
ville, Pa., a designing, planning and manufacturers’ repre- 
sentatives’ firm in office furniture and accessories. 
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Floor line) 
Drawing of Guth Chair Display Rack 





A patent has been applied for by Mr. Guth, who states 
that the rack as pictured displays side, arm, revolving chairs 
to good advantage in relieving a furniture dealer’s crowded 
floor. Specifications covering type of materials and construc- 
tion are available at a small cost by writing Mr. Guth. 





“Getting the Business 

® OFFICE SUPPLY LINES are not of general interest,” 
says H. Emory Davis, manager of the office supplies depart- 
ment of the large firm of Strongs, Albuquerque, N. M., “so 
the usual types of newspaper, radio and direct-mail advertis- 
ing, are not particularly effective. 

“Ours is a specialized business and requires personal con- 
tact. It is through this medium we have obtained the best 
results. We have two salesmen, both of whom spend half 
their time on the street. They have their own clientele 
whom they visit at regular intervals and they are constantly 
on the alert to secure new accounts. They work on a salary 
and commission basis. 

“I, myself,” continued Mr. Davis, “contact both local and 
outside firms about every 60 days. In addition to office 
supplies we handle an extensive line of office furniture. 

“We have excellent facilities for monograming and play 
up this fact in our advertising, suggesting that a personalized 
gift is doubly appreciated. There are many items of office 
supplies that readily lend themselves to monograming, so 
we do a fine business in this field, particularly prior to 
nationally observed holidays.” 

Mrs. Ruth Edwards, manager of the stationery depart- 
ment, credits radio with doing the most effective work in 
increasing sales. She says: “We employ the radio constantly. 
We make use of four of five stations here, being on the air 
several times daily. 

“First we use the Breakfast Club program. This is an 
informal offering with a witty announcer who, between 
interviews, mentions our name now and then, together with 
some item we wish to publicize. 

“With the approach of the holiday season we make more 
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you sell more of ALL office 


equipment! 


ae a a 
2 a ia 
Above: 


Mr. Robert Brokaw, President 
Economy Office Furniture Company 
124 Lincoln Way East 

South Bend, Indiana 


Right: 

Mr. Brokaw’s letter reprinted. 
The sale Mr. Brokaw describes 
totaled $536.50, 








ECONOMY OFFICE FURNITURE CO. 


124 LINCOLN WAY EAST 205 EAST MAIN STREET 
SOUTH BEND 6G, INDIANA FORT WAYNE 2, INDIANA 


Mr. Kirk Bassett 
Hamilton Mfg. Corp. 
1603 Cottage Ave., 
Columbus, Indiana 


Dear Mr. Bassett: 


This week I had a new doctor come into the 
store. He had a Cosco advertisement clipped 
from Newsweek. He was looking for the Cosco 
dealer, and he located us thru our classi- 
fied advertisement of chairs in the South 
Bend Tribune. 


The result was a cash sale of 5 Cosco Chairs, 
two steel desks and some miscellaneous articles. 


Just thought that you would like to know that 
the national advertising your company is doing 
is resulting in some sales in South Bend. 


Economy Office Furniture 


bike [irerkeor~ 


Robert Brokaw 





HAMILTON MANUFACTURING CORPORATION 
COLUMBUS, INDIANA 


FEATURE NATIONALLY ADVERTISED LUSCH: tice 
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INKED RIBBONS 


If your business is profits, make it 
your business to find out how 
Codo’s High Quality Carbons, Rib- 
bons, and Hectograph Supplies win 
new customers and hold old ones! 


AS A CODO DEALER 

«+. you are served by an efficient 
organization 

-+-you benefit from a 32-page, 
highly informative GUIDE BOOK 
«+. you can offer your customers 
Codo’s exclusive Carbon “Gripper” 
and 

-.- you have many “Dealer Helps” 
to assist you in building volume 
sales. Write NOW for information. 


Or “" MANUFACTURING CORP. 


Factory: Coraopolis, Pa. 
401 Wood St. 564 W. Monroe St. 
e Pittsburgh 22, Pa. 


6 a OD Bsc lfie ‘ 





40 E. 40th St. 
New York 16, N. Y. 


bX got 
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Chicago 6, Ill. 








frequent use of the air lanes with spots on several stations. 
We emphasize the name ‘Strongs’ in all our publicity. We 
find it is far more important never to let people forget us 
than to sing the virtues of some particular item. Many of 
our radio plugs give only our name and address. 

“Store display, we have found, is extremely important. 
Tables are placed diagonally down both sides of the main 
aisle. They contain a wide variety of merchandise that 
meets the eye immediately upon entering the store. 

“The first two tables contain items we are anxious to 
publicize or some slow moving sellers we want to move out. 
Displays on these two tables are changed frequently, so the 
prospective customer constantly is greeted by something 


WBS 


new. — 





A Bit of Texas Pays a Visit to Orient 

The gleam of Texas-made Dixie Chrome furniture soon 
will be seen in many parts of Korea and Japan. It occurs 
from Dixie Chrome’s latest export shipment, made through 
Wholesale Office Equipment Company of San Francisco, 
Los Angeles, and Seattle, and through World Import & 
Export Company of San Francisco to the Orient. The com- 
plete consignment consists of six carloads. 





The forerunner of six carloads of Dixie 
Chrome furniture recently started a long trip to the Orient. Bid- 
ding godspeed to the shipment are President B. E. Erickson (cen- 
ter), Sales Manager Vaughn Wood (right) and secretary-treasurer 
J. A. Hadlow of the Dixie Chrome firm. 


Journey's Start . 


Under a newly streamlined merchandising program, Dixie 
Chrome has increased its selling activities nationally and 
the company now is entering upon a vigorous export pro- 
gram. Other recent foreign shipments of carload propor- 
tions were sent to Iceland and France. 

Dixie Chrome lately introduced its new “Holiday” series 
of square-tube furniture for office, lounge, display and 
reception room use. The new series was originated by the 
well-known industrial designer Charles Bundo. Additional 
pieces are soon to make their appearance. 

“Stepped-up” production at the Irving, Tex., plant has 
made necessary the addition of more than 25 new employees 
within the past few weeks—and at a time which is tradi- 
tionally siow in this particular field. 

“Ours is definitely a growth industry in a growth area, 
and we can see only continued progress ahead of us,” said 
Sales Manager Vaughn Wood. 
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CELLOPHANE TAPE 


PERMACEL TAPE CORPORATION....NEW BRUNSWICK, NEW JERSEY 
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Desks that have 


won acceptance 

and are backed with 
effective advertising and 
powerful selling helps. 





Join this March . 
Profitable Sales 


@ Right NOW is the time to join sales forces 
with these forceful INDIANA DESK sales IDs. . . 
marching across the pages of America’s lead- 
ing business and executive publications every 
month of the year! 





Your customers and prospects have the ID 
pridemark as firmly impressed upon their minds, 
as it is firmly stamped on every quality wood 
INDIANA DESK. Their direct inquiries are sent 
at once to INDIANA DESK dealers. 


They get the ID again in the strong-selling 
direct mail, color display cards, catalog repro- 
ductions of color photographs and in the 
host of hand-out literature we give you to back 
up your salesmen. 

And . . . it all joins in the march with the 


ONE big, leading ID . . . there’s plenty of profit 
in selling INDIANA DESKS! 





Ra y+ eee 
ao GO, = 
JASPER, INDIANA 
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CANADIAN NEWS 


Our Industry Across the Border 
by Special Correspondence 





“The place of privilege is also the place of responsibility,” 
Fred R. Smart, secretary-manager, Stationers’ Guild of Can- 
ada, Inc., told Hamilton Stationers’ Association inaugural 
meeting of the year. He said Canada’s prospects had never 
been brighter; that many U.S. manufacturers were noticing 
with very favorable results how Canada had developed in 
the last few years. Canada’s gross national product had 
increased in 1952 to almost four times what it was in 1939, 

Discussing the current year’s prospects, Mr. Smart said 
it was the opinion of experts that 1954 would be a good year 
with tough selling; that talk about recession was so much 
ballyhoo and could only be broadcast by the uninformed. It 
was felt that retailing this year would be more competitive 
and therefore need a more alert approach. 

The Guild spokesman said that during the past few years 
mark-ups had not changed by more than half of one per 
cent. “During the same period the cost of doing business in 
the retail field has risen by some two to four per cent. Ob- 
viously net profits are very seriously affected by this mark-up 


picture.” 
* * * * * 





Cady 


Stephenson 


Thompson 


New owners now head the board of directors of Dominion 
Office Supply Co. Ltd., and its affiliated company, Commer- 
cial Press Co., both of Windsor, Ont. They are J. Ivor 
Evans, president and treasurer; George A. Stephenson, 
vice-president; George W. Cady, vice-president, and Lloyd 
M. Thompson, secretary and sales manager. All have been 
associated with the companies for several years, making the 
purchase on the retirement recently of Walter Crassweller, 
former director of the Stationers’ Guild of Canada, Inc. 

This year, Dominion Office Supply celebrates its 40th 
year of operation and with its subsidiary, Commercial Press 
Company, offers a wide and varied service to business and 


industrial firms in the Western Ontario territory. Rounding | 
out a wide, well-stocked range of office supplies and office | 


furniture, are printing and lithographing departments, art- 
work and mailing services, ruling and bookbinding. 

Under the trade name of “Dosco,” Dominion Office Sup 
ply also supplies complete service and accounting systems 
and other forms to Chrysler, Ford and other automobile 
companies’ dealers from coast to coast in Canada. The new 
owners have plans underway for immediate expansion and 
foremost of these is the erection of a new, 16,000-foot, one- 
floor building to house the complete operations of both 
companies. It will be located on Walker Road, in the heart 
of Windsor’s industrial “Golden Mile” and is expected to be 
ready for occupancy this spring. 

ee: ¢ OS 

Ted Hallberg, acting export manager, Clary Multiplier 
Corp., San Gabriel, Calif., recently flew to Toronto to meet 
Frank Graydon Smith of Vancouver, the firm’s Canadian 
manacer. The visit was described as for the purpose of 
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| Less... 


When You Buy 
| Upholstered Furniture ? 





CerF =~ Ss 


Extra Strength of 


Wire| Insulators 


-Backs” 
_ Your GUARANTEE Against Come-Bac 
| Due to "Coll: Feel”... Lumping .. . Sagging: 


It’s doubly important on 
plastic covered office furniture . .. and all uphol- 
stered furniture ...to ask your supplier for products 





/ 















™ built with Perm-A-Lator Wire Insulators. Stronger OR, Mfume 
T- spring steel wires keep padding permanently out Guaranteed by 
or of spring openings. Covering materials look neater Good mousetongeng 
" because they’re properly supported and furniture S245 aovansio 08 
‘ stays neat and smooth with never any wrinkling, 
he sagging or “coil-feel”. F ” 
“ cel 
It costs no more to get this extra value that adds @ @ @ @ @ . 
th longer life to upholstered products, so “why take 
°SS less?” Specify Perm-A-Lator Wire Insulators and : 
na get the strongest insulator used for upholstered Ask Your Supplier for these 
a furniture! . Nationally Advertised Sales Tags! 
rt Bie “i Continuous national advertising . . . plus Good 
Housekeeping Seal of Approval make Perm-A- 
ip- Lators a quality feature that helps you sell. Ask 
ms NEW! 24-page lilustrated your supplier for Perm-A-Lator tags and other free 
ile sales aids. 
m Catalog. WRITE TODAY ! 
R Gives the ‘inside’ information on furni- 
th ture and mattress construction . 


shows how Perm-A-Lator Wire Insu- 
“ lators keep padding permanently out 
be of springs and prevent “coil-feel.” 





Perm-A-Lator Wire Insulators are Manufactured by 


ier FLEX-O-LATORS, Inc. Carthage, Mo. 


= Plants in Carthage, Mo. and New Castle, Pa. 





“Not one single ‘come-back’ since using Perm-A- 
Lator Wire Insulators in our line,” says Stanley W. 
f§ ® @@eee3ueue3@e7e40e1eeese3sese @® @ @ @ Lind, Pres., Columbus Chair Co., Columbus, Ohio. 
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Extensive thought has been given by the 
Jasper Desk Co. to the dealer problem 
of developing a program designed to 
stimulate sales and to support general sales 
effort. In simplified form, it can be 
broken’ down into four basic steps. 


(1) Give the salesmen a proven office 
furniture line, manufactured by a de- 
pendable company willing to back 
up its product. 


(2) Carry an established name product 


The 6FC84 shown below is the 


* < executive desk in“fhe Jasper 





few 


Desk Conf Cosmop6litan Series. 


} 
“Ah 


THE JASPER DESK CO. 


HOW A SALES FORCE IS 
SPARKED INTO ACTION 


The Jasper Desk Company 
supplies more than product 


with a line broad enough to suit 


every need. 


(3) Make it possible for each salesman 
to meet competition on quality or 
price in traditional or modern design. 


(4) Provide your sales force with a va- 
riety of effective selling tools. (cata- 
logs—direct mail folders—mat and 
electro services, etc.) 

For further information and literature, 

write to Dept. C-453, Jasper Desk Co, 


Jasper, Indiana. 





JASPER, INDIANA 
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lanning tu shment of regional headquarters in Tor 

distributors in the eastern and Maritime 

provinces in order to “keep pace with one of the fastest 
in the world,” 

Mr. Hallberg said the firm would be making a market 
for further enlargement of Canadian opera 
Montreal, Quebec, Hamilton, Windsor 
vell as other principal cities in the eastern 

uded in the survey. 


onto, and adait 
growing market 
study as ag? 


wons; that \Jttawa, 


and London 


aréa, WOUIG 
* * * * x 
R. A. Reed, agement consultant, J. D. Woods & 
Gordon, Lt loronto, told that city’s branch of the Na 


tional Office Management Association, that the average 
worker is not consciously “swinging the 
is usually happiest when circumstances 
jockey him into a heavy workload, under conditions where 
he doesn’t feel that the load is unfair or that he is being 


( anadian ciel 


lead” but, 


made a “goat 

productivity of office workers required 
ncrease in physical or mental effort, said 
need is that more of the daily hours be 
work, We are now comparable to the 
surroundings, layout, lighting, color 

oofing gnd morale-boosters . . . The main 
veen office and plant appear to be weaker 


To increast 
no speed ul ( 
Mr. Read. “A 
spent on prod 
factory in phy il 
scheme Ss, SOUI 
differences be 
organization rer work planning and lack of realistic 

” he said, pointing out that development 
termined time standards would permit ac 


to be supplied economically and without 


work measur‘ 
of proper pr 
ceptable standards 
lowering off rker prestige. 
oe e166 
Louis M. Brown, president, Eberhard Faber Pencil Com- 
pany Canada Toronto, has announced the appoint- 
ment of George B. Chisholm as sales manager. Mr. Chis- 


George B. Chisholm 


holm will his headquarters in Toronto. He was for 
merly with Dennison Manufacturing Company Canada, 
Ltd., Toronto d has some 18 years’ experience in the in 
dustry to hi He also served six years active service 


with the Roy Canadian Navy. 


* * * * * 


Acme ( 


recently announced 


Ribbon Company, Ltd., of Toronto 
the appointment of William J. Glen- 
dinning as general sales manager. He succeeds Walter 


Harmer who has moved to Mittag’ & Volger, Inc. Mr. Glen 


William J. Glendinning 





j 1 


dinning was bor 


1) and educated in Toronto and is a gradu 
ate of University College, University of Toronto. He has 


been connected with Acme since 1941 and has covered both 


eastern and western Canada territories. During 1949-50 he 

was on loan to Mittag & Volger, Inc., as branch manager in 
Chicago 

* * . . = 

A ssociate h many leading Canadian business organ 
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Not Just an 
Advertising Claim, but 
A MATTER OF RECORD.... 


HERRING-HALL-MARVIN 


Sells MORE THAN HALF 
of All Fire-Resistive Safes 





UST pause and think what this means— 
or what it could mean—to you as an exclusive, 


franchised Herring-Hall-Marvin dealer. 


It offers the advantage of the most powerful 
sales argument that a salesman can have in a 
highly competitive line. When he can say, 
in all honesty, ‘‘This is the choice of most 
people—the biggest seller in its field,’’ he has 


gone a long way toward making the sale. 


There are good reasons, of course, for our 
leadership in the fire-resistive safe field. 
Frankly, it’s not due to super-salesmanship or 
powerhouse advertising. No, the reasons are 
found in the safes themselves—in their styling, 
their features, and—above all—in the extra 


dollar value built into every model. 


These are strong statements; so, if you 
are not already acquainted with the 
Herring-Haill-Marvin line, please give 
us an opportunity to prove them. Just let 
us know that you are interested, and we'll 
lay all the facts and figures before you. 


Herring-Hall-Marvin Safe Co. 







HAMILTON, OHIO 


TORAGE VAULTS 


BUILDERS OF THE U. § LVER 












times faster 





LETTER 


Ore 


There are a dozen prospects 


than by hand 





for a Scottie Letter Opener for 
every single one who can use one 
of the larger, more expensive 
machines. Thousands of smaller 
businesses, as well as lots of 
large offices, offer an untapped 
market for this speedy, low cost 
time-saver. 


Only $105 


F.O.B. FACTORY 


plus excise tax. Stacker 
optional at nominal price. 
(Prices subject to change 
without notice.) 


@ Opens 200 to 300 


Retail stores . . . insurance and isinate gan talaate. 


real estate offices . . . banks and 
factories . . . all will be inter- . 
ested on sight. Wherever time is 
money—that’s the place for a 
Scottie. 


The Scottie will open 200 to ° 
300 letters a minute—30 times 
faster than by hand. Gets the 
mail open and the office off to 
a fast start. Clips a clean slice e 
from all sizes of envelopes with- 
out cutting corners or damaging 
mail. Weighing only 9 pounds, 
—you can carry it anywhere. . 
There’s nothing like the Scottie 
Letter Opener for steady, per- 
manent profits. 


Opens all sizes of 
envelopes. 


@ Weighs only 9 Ibs. 


Designed and priced 
for offices receiving 
200 to 2000 letters 
per day. 


Thousands of small 
and medium sized 
businesses offer a 

large market. 


If you are experi- 
enced in specialty 
equipment sales—send 
coupon—some 
territories are open. 





~ 
| 


ARNOLD MAC KENZIE, INC. 


3133 OVERLOOK DRIVE, MINNEAPOLIS 20, MINN. 





@ ARNOLD MacKENZIE, INC. 
3133 Overlook Drive, Minneapolis 20, Minn. 


e I am experienced in sales of specialty office equipment. Send 
full information on Scottie Letter Opener. My territory is: * 
Me Fehededdcet seeder eovecerces . 
i ie ola sicn cs bn sie ROE CRS CO 064 RO eR SLO ees 
& ° 
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izations, Col. W. E. Phillips has been appointed to the board 
of directors of Remington Rand Ltd., Toronto, the company 
has announced. 
* * * * * 
Gordon Bourne has been appointed Canadian sales mana- 
ger of the carbon paper and typewriter supply division of 
Underwood, Ltd., Toronto, it was announced by J. L. Seitz, 
president, this month. Mr. Bourne was formerly with the 
typewriter sales division of the firm and brings to his new 
post a quarter-century of experience in the office equipment 
held. 


* * * * * 


Warren P. Livingstone, vice-president, Bankers’ Trust 
Co., New York, told the National Machine Accountants’ 
Association, Montreal, that tabulating machines reduce the 
need for low-level personnel but increase the need for high- 
level executives. He said tabulating machines should never 
come first in thinking habits. If management is turning to 
them because it wants to get out of doing a first-grade em- 
ploye relations job, it is on the wrong track. 

* * * * * 


Charles F. Tress, F.C.1.S., has been appointed secretary of 
Barber-Ellis of Canada, Ltd., Toronto, it was announced re- 
cently by E. H. Ellis, president. Mr. Tress joined the Tor- 
onto sales office of the company in 1917 and was made credit 
manager in 1929. Also announced was the appointment of 
J. S. Ellis as treasurer of the company. He served with the 
RCAF during the war and on his return to the company 
was appointed sales manager of the Montreal branch. 


* * * * * 


L. R. Addington, vice-president, dealer sales, Art Metal 
Construction Co., Jamestown, N. Y., and widely known 
for his column, “The Salt Lick” in Orrice Appliances, has 
accepted an invitation to address the Stationers’ Guild of 
Canada, Inc. annual meeting in Toronto, May 17. 

Internationally known as a top sales executive and coun- 
seller, he will speak on “More Plums for Your Pudding.” 
Twice a member of the executive of the NSOEA, he was 
selected as head of the manufacturers’ division in 1952 and 
served as vice-president of the association. In 1950 he was 
honored with the Charles Garvin annual award for the best 
contribution to the stationery industry. The Canadian Guild’s 
convention will be held at Toronto’s King Edward hotel, 
May 16-19. It will be accompanied by a product exhibition 
by Guild suppliers of stationery and office supplies, the first 
such show in Toronto since 1935. 

* * * * * 

K. Campbell Dalglish has been elected president of Pitney- 
Bowes of Canada, Ltd., Toronto, succeeding Walter H. 
Wheeler, Jr., who has been elected to the newly created office 
of chairman of the board. Mr. Dalglish joined the postage 
meter and business machine firm, an afhiliate of Pitney- 
Bowes, Inc., as a salesman in his native Ottawa in 1925, 
rising through the sales ranks to branch manager at Toronto 
in 1935, and to the post of vice-president and general man- 
ager in 1941. 

* * * * * 

J. L. Rapmund, Canadian general manager and manager 
of Toronto branch of Burroughs Adding Machine of Canada, 
Ltd., Windsor, has relinquished his duties at the branch to 
devote full time to his work as general manager. 

Reginald C. Cavill, assistant branch manager at Toronto, 
has been named assistant general manager of Canada, w hile 
Joseph A. Whitelaw, formerly branch manager at Windsor, 
succeeds Mr. Rapmund as Toronto branch manager. New 
branch offices have recently been opened by the company in 
London and Hamilton, Ont., and Regina, Sask. 


* * o * #* 


N. R. (Newt) Brydon, Dartmouth, N. S., was named by 
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BATES 
NUMBERING 
MACHINES 


Exclusive inside move- 
ment, watchlike preci- 
sion, dial setting and 
roller bearing 

action — all 

these combine to 

make Bates Nun- 

bering Machines 

the world's out- 
standing leader. 


Bates 
Perforator 


Easiest action, large waste 


Bates List 
Finders 


. Press... 
7” . ™ presto! 
ates . Bates f ere’s the 
Model C Stapler Mercury Staplers address, 


s it staples. e 
oon loading 5000 staples. Bates Refill Wide range of models for phone number, 
ne lo 9g 5000 rustless Brass every requirement. recipe, etc. 


staples each loading. quick os @ wink! 


Bates 

Munkee 

Silent Stamp Pads Powerful, easy to use= 
forates up to 


Reversible, renewable filler 4 
for long life, clear Me" of paper. 


impressions. 


Bates Staple 

Remover and Punch 
Instantly removes any staple. 
Punches a hole up to 

a thickness of 

eight pieces of paper. 
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container. Compact, 
economical. 


Bates 
Automatic 
Eyeleter 

Feeds, inserts and 
crimps eyelets 
in one automatic 
action. 
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WHEN COMPETITION TIGHTENS, wl 
WISE ECONOMY PAYS OFF! 


(Better than ever) 





M 
has t 
When budget-happy prospects make sales tougher to close, you can’t Ohio 


waste time or money with “maybe” items. Then—as always—is the time to sell a 
the r 

ALMA Wise Economy for bigger profits . . .“for sure’! Ac 
; Syste 
With the finest of finishes; sensible, effort-eliminating design; and ruggedness | toco 


to serve for years, ALMA Desks make your selling efforts pay off better. adie 


Choose from the four ALMA Series... and keep samples on your floor. ' 
+ 
Smit 
merc 
Seatt 


You'll make more in ‘54. If you don’t have our literature, write today. 
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Better Desks Are 
Made of Wood 


Wa 
Mitta 
Burrc 
Carbc 
a Bur 
as sal 
Carbc 
ant g 
later. 
1160-CD ‘ 1142-F 1142-TW 

Stri 
has be 
distric 
prepa: 
brancl 


& Da 


Illustrated oo 
; rou 
are units of the ALMA <m 
1100 Economizer Series Ltd., } 

. tdeal for general ness § 


office use. 





THE ALMA DESK COMPANY, HIGH POINT, NORTH CAROLIN 
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Canada) Ltd., Brampton, Ont., as the 
salesman for 1953. A framed certifi- 


iixie Wup 


utstanding 


cate was presented to him at the company’s annual sales 
convention hx itly in Toronto. Sales representative for 
the Maritimes, Mr. Brydon has been with the firm for two 


> . > * * 


Tom L. Barton as general manager 
4 Dougl: is J. Wilson as treasurer, has been announced by 
Clark Bros. & ‘ td., Winnipeg. The firm, distributors of 
nes of pa ive been operating in western Canada 


ra halt Presidem and founder is D. A. Clark. 


. * * * * 


McCaskey Sy Ltd., Galt, Ont. which for many years 
as | a sul the McCaskey Register Co., Alliance, 
Ohio, has now become a subsidiary of the Victor Adding 
Machine Co., ¢ [he move was effected recently with 
the merger of McCaskey and Victor. 

According H. C. McLaughlin, president, McCaskey 
Systems Ltd., the immediate advantage of the merger will be 
es, business machine production, prod 
opment facilities of both companies. 


comb ine the 


rest arcl i 


* . ° * * 


Charles J. Dunlap, sales manager for many years with 
Smith, Davidsor Lecky, Ltd., Vancouver wholesale paper 
merchants, died ently. He came to Vancouver from 
Seattle in 19] 

* . > * * 

mmerce legislation may do more harm 
ampbell, vice-president, Canadian West 
Hamilton, told the American Marketing 
Toronto. He thought Canada’s laws 
maintenance had been passed without 
on of their effects on consumer markets 


Hasty trad 
than good, W. A. ¢ 
inghous¢ te 2A 
Association meet 
governing resale 
sufficient consid 


and long establis! 1 trade practices. 

Small dealers, he said, feeling they must be granted lower 
prices or go out yusiness, are pressing manufacturers to 
reduce prices starting a trend toward lower quality. 

As another marketing change brought about by RPM 
legislation, Mr. ¢ bell thought manufacturers and distri 
butors may find it necessary to enter the sales field at the 
dealer level. TI ractice, already adopted by few large 
companies, may become more prevalent in the future. (In 
Canada, the Sta rs’ Guild has been campaigning for all 
out trade support to urge a revision of the nation’s price 
naintenance sidered by the group as harmful to the 

ufacturer, ret r and consumer alike.) 


* + . - . 


Walter Harmer s been named general manager of 
Mittag & Volg Park Ridge, N. J., a subsidiary of 
Burroughs Corp. Mr. Harmer was previously with Acme 
Carbon & Ribbon Company, Ltd., Toronto, which has been 
since 1949. He joined Acme in 1935 


a Burroughs subsidiary 


as sales manager, after six years as a salesman for Peerless 

Carbon & Ribbon ‘ Toronto. He was promoted to assist- 
ant general manager in 1951 and general manager a year 
later. 


* * * * * 


g7 Tel-Ra-Sound, Fort William, Ont., 
taphone sales agents for the lakehead 
Rand Ltd., Toronto, has had plans 
iilding which will serve as Montreal 
ns and other sales purposes. . . . Hinde 


Strictly Pro 
has been ippe 
listrict Ret 
prepared for ai 


& Dauche Paper Company, Canada, Ltd., Toronto, has 
acquired Martin-Hewitt Containers, Ltd. plant in Peter- 
orough, Ont Hay Stationery, Ltd., London, Ont., plans 
o erect an addit its premises. . . . Standard Desk Mfrs., 
td., Montrea ting an extension to its plant. . . . Busi- 


hess Spx t Regina, Sask., is now in a new location 
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aluminum 
chairs 


CUTTING COSTS 


As a dealer you are primarily in the business of helping 


your customer to keep his office efficient. 

In these days of the “hard sell,” you can help the cus- 
tomer cut his costs by pointing out the long range savings 
which are possible through proper seating. 


Your job is easier with FINE-REST. FINE-REST is more than 
a chair — FINE-REST is a cost-cutting office tool. 


ALUMINUM SEATING ( giperalion 


RON 86,OHIO 


17 $8. CHERRY STREET * 





AETNA SAFE CO., 46-50 W. 29% mY. 
METROPOLITAN WY & EXPONT DISTRIBUTOR 
= Pe gg B44: ST., PHILADELPHIA 6, PA. 


 Distibuler 


SAFE & EQUIPMENT 
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epape>a>: aepun.’e. DISPLAY RACK 
BOOSTS BUSINESS CASE SALES >OD%* 





This self-liquidating display is making sales records 
among our dealers. Stocks and shows a complete 
line of popp-BILT portfolios and brief bags 

in smallest possible floor space. 

Size: 41%” wide x 63” high x 12” deep. 

Keeps your stock always visible ... always moving! 
oe A Middle West dealer volunteers: 

“I can conscientiously say this has increased our 
leather goods business fifty per cent.” 

Store in California says: “We have found 

that our sales... have increased 25%.” 

East Coast store reports: “It is our belief 

that your method of display has greatly enhanced 
our sale of leather goods.” 


Be sure to investigate immediately! Let your 
DOPP-BILT representative tell you 
about this and other potent sales ideas. 


Nationally Advertised ... 


o., Inc. 


Charles Doppelt 


2024 S. WABASH AVE.+ CHICAGO 16, ILL. 
New York — 389 Fifth Ave. * Telephone MUrrayhill 3-5777 
Los Angeles — 712 Olive St. * Merchandise Mart Building 


Showrooms: 
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in that city... . United Paper Mills Ltd., Toronto, is build- 
ing a new plant which will provide about 40,000 square feet 
of floor space. It will be of one-story construction. . . . Eaton 
Paper Corporation, Pittsfield, Mass., has appointed Frank E, 
P. Arnott Agencies, Toronto, to represent their line of 
Nascon products in eastern Canada. The firm has been rep- 
resented for the past half-year in western Canada by Colin 
Calvert, Vancouver. 





MARITIME PROVINCES 


W. J. McNulty, Correspondent 
116 Prince Edward St., St. John, N.B., Canada 





Office Machines, Ltd., St. John’s, Newfoundland, is recom- 
mending R. C. Allen office equipment for firms experiencing 
difficulty keeping records of the provincial tax straight. 

7 * * * + 


Two office appliance men, P. O. Soulis and A. T. Snod- 
grass, have been active participants in curling this winter at 
St. John’s. Both are skips of rinks and both also know their 


way around a golf course. 
* * * * * 


The Kerr-Ellams Office Appliance, Ltd., Halifax, N. S., 
is stressing the efficiency of the Master Addresser machine 
with a series of free demonstrations. 

* * * * . 

Walter D. Merritt, office appliances dealer, Halifax, is 
featuring installment sales of Remington portables. His 
slogan is “Every Home Should Have A Typewriter.” 


* * * * #¢ 


A number of Montreal firms have launched a campaign to 
push sales of Royal portables. The concerns are: Ace Office 
Equipment, Ltd.; Crown Equipment Company, Ltd.; 
Sterling Typewriter Company; Woodfine Bros., Ltd.; Fred 
Mark Company; Librairie, Pineault & Fils, Ltd. 


* * * * 


Soulis, Ltd., Halifax, has moved its branch offices at 
Moncton to larger quarters on St. George St., which parallels 
Main. Moncton serves eastern and northern New Brunswick, 
Prince Edward Island and western Nova Scotia. Hugh 
Soulis, youngest of the three Soulis brothers, has been trans- 
ferred from the Halifax home office, to serve 
manager. 

* * * * > 

James A. Little, St. John’s, is devoting special attention to 
duplicating and calculating equipment and reports the effort 
is paying off in increased sales. 





Protectall Safe Plans Expansion Move 

In a major expansion step, the Protectall Safe Corporation 
will move from Syracuse, N. Y., to new and larger quarters 
at Hamilton, Ohio, by April 30, it was announced by Edwin 
H. Mosler Jr., president. He stated: 

“The expansion step is necessary to provide added pro 
duction facilities for the efficient handling of the increased 
business we anticipate in 1954. 

“Sales last year were well over 1952 and we were some 
what cramped for space. Lack of room, particularly during 
peak periods, made it difficult to produce the volume of 
safes, security chests, and other protective equipment needed 
to satisfy Protectall’s many dealers. 

“The move to Ohio also will bring us closer to the geo 
graphical center of our nationwide dealer organization. It 
means a majority of our dealers will benefit by quicker 
deliveries and lower shipping costs.” 
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Hd sey toes hast GOK f the seg, fouses 


hard Heer, Vice President, F. J. Heer Printing Company, outstanding Columbus, Ohio dealer. 


to prospects for record safes and it. Businessmen know that name well. They know it 
he time. And I’ve yet to see one of means ‘the best,’ and they know they want the best. 
en who didn’t get a look of recogni- And. be lie ve me, whe mn you can be ein a sale ‘Ss talk 
n his eye when we walked him over from that point it isn't long until you've got the 
chest with the name, Mosler, on order written up and the profit clinched.” 


YOUR PROFITS COME FASTER and 2. MOSLER MAKES CUSTOMERS for you. 3. MOSLER HELPS TRAIN your sales- 4. MOSLER BACKS YOU UP with proved 

aS ie wi with Mosler is the only safe manufacturer men in every phase of the selling job. promotional material . . . mailing 
M rges with a regular program of powerful Regular training schools are held at literature, ad mats and window dis- 

well-aimed advertising. That means the factory and in the field, Just part of plays... to help you sell effectively. 

prospects with lowered sales resistance Mosler’s thorough-going effort to aid And Mosler men call regularly, too, to 


the kind of prospects that mean dealers in every possible way. help you with your sales problems. 
more sales 


IF IT'S MOSLER ... IT'S SAFE 
The Mosler Safe Company, 


w, while you're thinking of it. See Mosler Safe Company 
Since 1848 


Mosler built the U.S. Gold Storage Vaults at Fort Knox and the famous bank vaults that withstood the Atomic Bomb at Hiroshima 
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WHEN PRICE IS 











IMPORTANT AND QUALITY IS 
STILL A MUST, YOU’RE ALL SET 





FOR SALES WITH THIS NEW 
HARTER LINES 





ui 
HART E Ir 


POSTURE CHAIRS 


STURGIS, MICHIGAN 





In this versatile line of chairs you have, for example, the Model 21 with 
low price plus the quality of strong, welded steel construction and 
precise handwheel controls. In the Harter 22-L you have moderate price 
with the extra luxury of molded foam rubber in the seat and foam 
rubber in the curved steel back. And these are just two of the many 
models in this new Harter line . . . more evidence that Harter makes 
the right posture chair for every seated worker from president on down. 
Drop us a line if you’d like a Harter representative to discuss this 


quality line with you. 


HARTER CORPORATION, 325 Prairie, Sturgis, Michigan 
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1st District Notes Ulablcr-(harftt 


TAKEN FROM NET CLUB NEWS 


EDITED BY JOHN J. DUNNE SMARTLY © ¥ 4 LED 
New officer | for the New England Travelers Club POST BINDERS 











iT¢ 
President—Ralph Girard, Sanford Ink Company. First 7 : 
Vice-President—Spencer O'Leary, Waterman Pen Company. Vi ? fk Ter §S tles 
Second Vice-! lent—Max Smith, Joseph Dixon Cruci cool can aste) AE. 


hle ¢ ompany 
Secretary—Dave Keir, Dennison Manufacturing Company. 
Executive Ce ittee—Russell Paquette, Eagle Pencil 
Company; Ed Stockwell, American Pencil Company; John J. 


| Dunne, National Blank Book Company; Nat Blish, Rey 





burn Manufacturing Company; Raymond E. Fletcher, Na 
tional Blank Book Company; Charles Dwyer, John Dwyer 
Company; Jack Wilson, Esterbrook Pen Company. 
Auditor—Bernard Hartwell, Minnesota Mining & Manu 
acturing Company 
Editor—John J. Dunne, National Blank Book Company. 
* * * *® * 
j Mr. Dunne replaces John F, Nackley, who has long served 
as editor of the New England Travelers Club News. He 
bowed out with this notation, “Yours truly goes on vacation 
from club activit as of this issue. It has been a swell 
issociation, | can assure you, and I certainly wish my 
- successor the t of co-operation and effort from our 
ne mbe rs 


* * * * * 


Present for tl ent 25th anniversary dinner and dance 
of the NET ¢ were the first president of the club, Paul 
Cheney; the then treasurer, Guy Hart, and charter mem 


ber Courtland Worth. 





* * * o * 
\ new catalog and price list has been issued by Adams, FOUR OF 16 KINDS TO MEET EVERY ACCOUNTING NEED 
Cushing & Foster, Inc., culminating weeks of work. 
* * > * * 


Mrs. Eleanor Dwyer, wife of John B. Dwyer, escaped Why Dealers Like to Sell 


njury in a rece! tomobile accident which demolished the 


Master-Craft Post Binders 


* * * * * 








Reservations at the Poland Springs House, Poland Springs, 
Me., can be made with Dan Barry, assistant manger. Rates @ DISTINCTIVELY STYLED 
are as follows: $16.00 per day single, or $14.00 each per day e@ SUPERLATIVELY MADE 
double. 
Members are asked to keep in mind the dates of the con- @ COMPETITIVELY PRICED 
vention in Poland Springs, Me. The regional meets on @ 100% REORDER PROTECTION 
June 4 and 
Doro Manufactures Line of Bookcases Master-Craft products are available through 
Announce ment has been made by Doro Manufacturing no one other than our exclusive franchised 
Company, 220 W. Institute Place, Chicago, that the firm is 
now manufacturing wood bookcases of a sectional, receding dealers. It may be available in your city. 
loor, leg style. These are similar in design to a line which ie oe 
hy 1 | ; : ‘ue : free catalog. 
has been di t 1 by a well known manufacturer in Write today for free & 
' this industry 
The color juality and construction is claimed to 


, luplicate the bookcases of the previous manufacturer. Ship | ) ( | | ) Q | 
} ments will be ready before April 1, Doro has announced. 
' : ; . 
weanwnile, t proacuction of regular wooden desks, tabdies, 
' M hile, tl f regul len desks, tabl x 
ostumers at ] ther wood accessories W ill continue. ( O P, D O IQ A | O 


Serves IBM 25 Years in Louisville 


William O. Magill, clerk in the International Business LOOSE-LEAF DIVISION OF SHAW-WAL KER 
Mac hine Corporatior office in Louisville, Ky., has rounded KALAMAZOO, MICHIGAN 
out 25 years ¢ rvice with the company.—EEG 
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PROFITS GO UP 


WHEN YOU SELL ENNIS PRODUCTS 


PRINTED-TO-ORDER 


SALESBOOK CO. 


Factories at Ennis, Texas e Chatham, Va. 
Manufacturers for Dealers Only 


Branch Offices and Warehouses at Hous- 
ton, Dallas, Birmingham, New Orleans, 


Les Angeles, Denver, St. Louis. 
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Manifold Books 
Salesbooks 
Guest Checks 
Deposit Books 
Tags 


Add to your 
volume ...add 
to your profits 
with — 


STOCK ITEMS 


Salesbooks 
Guest Checks 


Teller Cash 
Tickets 


Blank Tags 


28 Styles Stock 
Printed Tags 


ALSO 
MANUFACTURE 


Index Cards 
File Folders 
File Guides 
Ring Book 
Sheets 

Figure Pads 
Steno-Books 
Quick Out Sets 
Adding Machine 
Paper 

Legal Ruled 








Write today 
for Catalog 
and Samples— 
turn to 
ENNIS for 
Quicker 
Turnovers! 





47H District Notes 


R. E. HILBURN, CORRESPONDENT 
P.O. BOX 2835, GREENSBORO, N. C, 








District Four will participate in NSOEA’s 1954 schedule 
of regional meetings with its regional convention at the 
Vinoy Park Hotel in St. Petersburg, Fla., on Thursday, 
Friday, Saturday, April 1-2-3. 

District Governor Robert M. Sanford of Sanford-Hall 
Cempany, Jacksonville, Fla., and his General Convention 
Chairman P. K. Smith of P. K. Smith & Company, St. 





R. M. Sanford P. K. Smith 


Petersburg, expect to come up with one of the finest pro- 
grams of entertainment and business sessions ever pre- 
sented at a District Four regional. 

Governor Sanford announced business sessions would be 
held Thursday, Friday and Saturday mornings with each 
afternoon free for recreation. Headlining the speakers at 
the business sessions will be members of the NSOEA 





convention site 


Waterfront scene in St. Petersburg, Fia., 


Troupe composed of President Walter Miller, General Man- 
ager Paul Burbank and Vice-Presidents Earl Opie of the 
manufacturers’ division and Jim W. Cooper, Jr., of the 
held division. 

Among the other speakers will be Allen B. Cammack, 
former District Four governor and now heading NSOEA’s 
national membership drive for 1954, and James G. Holmes, 
Jr., of Columbia Office Supply Co., Columbia, S.C. A 
popular feature of the business sessions will be the open 
forum and panel discussion slated for Friday morning. 

Those in attendance will find themselves caught up in a 
gay and festive round of entertainment. Early arrivals will 
be treated to a smorgasbord Wednesday evening with the 
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We said it.-- 
Now everyone’s 
saying it! bs a I | 

WHERE OTHER RECORDING 


MACHINES LEAVE OFF..CHECK ; 
THESE FEATURES WHEN BUYING 


Lowes PRICE macnine TO INSTALL 
comes COST MACHINES To MAINTAIN 
AND OPERATE 


















THE FINEST DICTATING 
MACHINE MADE TODAY! 


«,. practically a 
" 


1ifetime me free usc--* une. eel GLADNEY 
ee ° °° a « 0 =e Company - - DICTATING MACHINE SERVICE CO. 
Address - -- 1211-1213 Arch Street, Philadelphia, Pa. 
we ip Cc Number of Yeors in Dictating Machine Fie er .. YEARS. 
Type of Dictating Machines Sold—NEW : - - REX RECORDER— 
Wire and Tape Machines, 


OLD. Bra nd New 


Ediphones, Soundscribers and Gray Audographs. 










engineeriné-:° 
—s Used and Rebuilt Dictaphones, 


w ..repair-free en 
sonstruction.++ 


DICTATING MACHINE SERVICE COMPANY 


ona * ° 
Ss LADNE 


4 dictate or 


tran i 
the same unit. 





Time after time, our dealers have 


sent us letters like the one reproduced 
here... Ye we said it 

_, now everyone's saying it. 
REX RECORDER 1S THE FINEST 


DICTATING MACHINE MADE TODAY! 


Write for the name of your 


nearest dealer - - - for @ 


ffices. 


free demonstration ot your ° 


AMERICAN DICTATH NATIONAL DISTRIBUTOR 
65 Madison potent MACHINE co 
venue, New York 16, N ef INC. 
ESTABLISHED 1923 , New York 
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your territory 









means another Models 5660R and 5660L 


60” x 30” 
Pedestal at left or right, machine 
platform opposite. ““Eye-comfort”’ 
top. Concealed center drawer, one 
p Tos p e ct f or box drawer, one filing drawer. 
Baked enamel finish in platinum 
gray, neutral green, walnut or 
mahogany grain. 


BERGER‘S New Calculating 
Machine Desks 

















































@ Berger is bringing you the new. Latest big- 
volume sellers to come from Berger assembly _—_——— 
lines are these two new calculating machine : 


desks. 


These special-purpose desks give you the 
chance to re-contact every customer who has 
purchased any of Berger’s 5000 Series Steel 
Desks and Tables. These are companion units 
in every respect. 





Calculating machine desks also can give you a 
door-opener to sell new accounts. Every cal- 
culating machine user is a prospect. 






Models 5650R and 5650L 
50” x 30” 
Machine platform on right or left. 
““Eye-comfort” top. Concealed 
center drawer with lock. Baked 
enamel finish in platinum gray, 
neutral green, walnut or 
REPUBLIC STEEL CORPORATION malegnay gral. 

Berger Manufacturing Division 
1058 Belden Avenue, Canton 5, Ohio 
GENERAL OFFICES » CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17,N. Y. 


Begerc 


STEEWOF FICE EQU 






Get the facts on the big Berger line and you'll 
go Berger all the way. Write for latest details 
and specifications. 
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Vinoy Park Hotel as host. On Thursday evening conven . 
tioners will attend a cocktail party and buffet at The Tides. the Fulton line 
On Friday afternoon they will see the colorful and spec- 

tacular “Festival of States Parade” in St. Petersburg. The 


nal nae a Sry a pay EWeryone’s falking about! 


which has come to be a tradition at District Four regionals. 


| The party will be held Friday evening and the STC Enter ane. 
|  tainment Committee, headed by Jim W. Cooper, Jr., is Se marrmonnne Corrente aN 
Zz AeA FIO II OOOL CS $evoconnen= 





will feature costumes, music, dancing and a special pro 


arranging a gala Latin American fete for the occasion. It Gere ; 
oo 
nn” 





oram of entertail ent, 


For the ladies, in addition to these features, there will 
be special attractions. A sight-seeing trip to Tarpon Springs, 
famed for its sponge divers, is planned for Thursday morn- 
ing. The ladies will have lunch at Tarpon Springs. On 


g the ladies will be entertained at a beach 
party and luncheon at The Tides. 

Convention registration fees are $12.50 for men and 
$7.50 for ladies. Rates at the Vinoy Park Hotel are $13.00 
per person, double, and $16.00 per person, single. These 
are American Plan rates, which include meals. Stationers 
who desire reservations should write directly to the Vinoy 
Park Hotel, St Petersburg, Fla. 


Saturday mornu 


* * * * * 


Got a new member for my “Cadillac” Club. Burk, better 
known as “W. B All American pencils that is—has re- 
cently acquired | self a new job with all the gadgets in the 
book. The pen usiness must be better than I thought 
it was 


* * * * * 


Here's a tip to you boys covering Greensboro, N. C. Next 
time you call on Wyrick’s you’d better steer clear of their 
water cooler. That thing must be “loaded,” judging from its 
effects. No less than frve—you count ’em, two outside sales 
men, one inside salesman, one shipping clerk and one de- 
livery boy—ar xpecting” all the way from the near term 
to the long te: iture. Bet Sam has had a whopping big 
increase 1n requests tor more pay. 


* * * * 7 





Didn't get to see Roy but while I was in Atlanta over 
the holidays learned that Roy Martin, one-time buyer for 
Carithers-Wallace-Courtney in Atlanta, and long-time patient DRI-KWIK STAMP PADS AND DRI-KWIK INKS... THE PROFIT- 
in a hospital, is now back on the job and looking the picture 
: cas N 
of health. Roy’s new job is in the furniture division so be MAKING COMBINATION THAT MEANS CUSTOMER SATISFACTIO 
sure and try to see him next call. . « « « «TOO! JOIN LIST OF DEALERS HANDLING THIS LINE... TODAY! 
Just learned of the death of Fred S. Powell, salesman and 
accountant for Owen G. Dunn in New Bern, N. C. Fred DRI-KWIK STAMP PADS... 
had been with Dunn for about 11 years and had a host of . ae , 
f 1. | eh - : +h or We ‘ , Packaged in a striking box with unuswal eye-appeal, the pad 
ends potn in and out o e aus . ‘i 
| .. +.) 4-8 itself is carefully constructed of specially woven material on 
J. H. Lingle, former buyer for Rowan Printing Company, an insulated block. Quality-controlled production standards 
Salisbury, N. C., decided the tourist court business down in make this the most exceptional rubber stamp pad available. 
Carolina Beach wasn’t for him after all and is now back 
with the firm. Don’t know exactly what his duties will be 
| other than “inside man” but I can think of one job for 
him—try to find Sam, Sam Plexico that is. DRI-KWIK INKS . . . 
By the time this gets into print Sam will no longer be Prepared with an exclusive formula, the ink is odorless and 
counted among the Dac helors. Miss Betty Foster, down from h di A f ~ h 
around Wadley, Ga., caught Sam in one of his not too sharp dries instantly when vse Re ee 
moments and February 7 witnessed his adieu as a single smearing is essential. Available in red, black, violet, blue and 
man. Asked if they were to go to Nassau on their honey- green colors. Order your supply now! 
moon he said that was the original plans but it turned out 











his mother and dad were to be there too so that was out. 
I'm hoping Sam will introduce Betty to all of us at St. Pete. Send for our Catalog No. 52... 
Congratulations kids and lemme know if he doesn’t toe the 


> . . « + « , FULTON MARKING EQUIPMENT COMPANY 


82 Fulton Street « Elizabeth! «¢ New Jersey 


} 


Jackson Office Supply Company, Morganton, N. C., now 
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Big brass or 
file clerks. ... they a need 


Bassick casters 


























e Vice-presidents and office boys both like 
their chair casters to roll easily, smoothly 
and quietly. And no caster you can sell 
measures up to these requirements like 
Bassick “Diamond-Arrow” casters. THE 
BassicK COMPANY, Bridgeport 2, Conn. 
In Canada: Belleville, Ont. 








For metal-base chairs 


For wood-base chairs For tubular-base chairs 





asSickK 


A DIVISION OF 





MAKING MORE KINDS OF CASTERS . MAKING CASTERS DO MORE 


75 YEARS OF CASTER LEADERSHIP 





has a full time outside salesman on the job in the person of 
Frank Pond. At the rate Jack is expanding that recent addi- 
tion of space will again look awfully small. 
we - * * . 
If there was a nominating committee appointed, and | 
was on it, for nominating a firm for the most consistently 
good display windows I’d lose no time in selecting George 
Taylor, of Edwards & Broughton, Raleigh, N. C., for said 
honor. George always, and I do mean always, pops up with 
beautiful windows and why he doesn’t take some pictures 
and enter them in the various contests is beyond me. He'd 
give somebody fits for that first prize spot. 
* * . * > 
Kale-Lawing Company, Charlotte, N. C., has taken over 
what used to be a restaurant next door and the added floor 
space sure does wonders for the store. On my last call there 
I didn’t even have to “dig” in order to find my stuff. That's 
what I call progress. 
* * * * > 
You saw last month where Billy Arthur had sold the Book 
Store to his old associate, Art Innes. Now he has sold the 
newspaper, too, and is to retire and move to Chapel Hill. 
Billy is more widely known as the scribe of Jacksonville, 
N. C. but the “Deacon’s” Chapel Hill fame must have done 
something to Billy because he is to make his home there 
too. Best wishes to you, Billy. We will be looking you up 
soon, 
* * . . J 
Owen G. Dunn, New Bern, N. C., was in the process of 
redecorating and putting in new lighting on my last call 
and from what I could see of the early stages the new look 
is to be quite a look. Always on the jump, that bunch. 


* * 7 * + 


Alec Brock and Lloyd (Curly) Dawkins, of Brock- 
Dawkins Office Supply, Raleigh, N. C., have split up with 
Lloyd going back with his old firm, Raleigh Office Supply, 
and with Alec going on alone under the name of Brock 
Office Supply. 

. * * * ? 

Got another old firm with a new name, too. Taff-Cooke 
Company, Goldsboro, N. C., folded and T. B. Dameron, the 
party with most of the dough in the old firm, bought it 
back and is to operate it himself, at least for the time being, 
under the name of Goldsboro Office Supply Company. The 
address remains the same. Miss Willa Warren, together with 
Mrs. Dameron, will handle the inside. 

* * * * + 


Two of our people have recently been struck with heart 
trouble although I am most happy to state both parties are 
coming along fine and, at this writing, no really serious 
results are expected. Lynn Allen, operator of Lynn Allen 
Printing Company, Newport, Tenn. had his attack in De 
cember and is recuperating at home very nicely thank you. 
January 18 was the date of John D. Attaway’s attack and at 
this time he was in the Greenville General Hospital, Green 
ville, S. C. John Jr. said his dad was coming along fine. 


* * * * * 


Joe Maura, bless him, came through this month with 
several news items to wit: The Dewberry Engraving Com- 
pany, Birmingham, Ala., has announced plans to enlarge 
its plant to a point to where it will be the largest engraving 
plant in America. Now that’s an expansion which really 1s 
an expansion—in capital letters. 

Joe says that the Re-Print Company, sirmingham, again is 
going in for some extensive improvements. New front and 
many other changes. I’d like more dope on this one, Joe. 


* * ? * # 


Another one about one of the “old timers” return to the 
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b "IT’S A DEAL!” 
Say 74 New Franchised Dealers... 


Ever Day More and More Dea fers Begin a New 
Profitable Partnership with OLD TOWN. Why Not You? 


An OLD TOWNSDEALERS Ts Worth 


more to You Because 


6 times 
You handle a line that is complete—exactly right for 


every job. 

You handle a line that is more profitable and at no 
increase of price to the consumer. 

You handle a line that gives you control of your terri- 
tory on a fully protected basis. 

You handle a line with a repeat business formula that 
works like a lifetime annuity. 

You handle a line where factory-trained sales engi- 
neers and hard-hitting advertising helps mean more 
big accounts for you. 

You handle a line that, once sold, stays sold, because 
continuous research and improvements have made 
OLD TOWN products the standard of quality the 


world Over. 


World’s Foremost Maker of Carbons, 


010 Town 


Duplicating Machines 
Electric and Hand-operated Machines for 
systems work, school use, rapid communication 


© 
Spirit and Hectograph 
Carbons and Master Units 
Super-Kleen * Jet-Rite * Hi-Test 


o 
Duplicating Supplies 
For speed, efficiency, economy — Old Town 
Fluid, Copy Paper, Dupliforms, Cleansing Cream. 
2 


Carbon Papers 


All-purpose, long-lasting, non-curl 
Dawn, Stratosphere, Sable, Eighty, Notack. 


i 
Inked Ribbons 
For all typewriters and business machines 
Dawn * Pure Silk * Nylon -+- AF 
Hermetic * Old Town * Typal 


Ribbons, Duplicators and Supplies 


OLD TOWN CORPORATION, DEPT. OA-3 
345 MADISON AVE., NEW YORK 17, N. Y. 


Gentlemen: 

Send me full particulars on the new OLD TOWN 
Dealership Plan. | am interested in 

(0 DUPLICATING MACHINES (C) CARBON PAPERS 
() DUPLICATOR SUPPLIES (C0 INKED RIBBONS 


ee A ee 
Your Name. 


a 
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f as tf PLUS EXCISE TAX 
accurate 


Mechanical Features. . . 


Front Paper Stop assures accurate registration. 
Automatic Roller Release eliminates smudged sheets 
Automatic Counter counts only printed sheets 

Open Drum—self-contained, internal brush inking 
Automatic Feed — positive action. 

Selective inking by means of our ink dispenser. 


Paper Pusher is automatically lifted and carried back 
to feeding position. Eliminates lint on the stencil 








TECHNYGRAPH CO. 


TECHNY, ILLINOIS 











stationery industry—J. E. “Skeet” Stevens. “Skeet” began 
his stationery career with Brandon Printing Company in the 
days of Victor Barr and was for many years connected with 
Ambrose Printing Company. He then decided to take time 
out for a spell of selling trucks but finally saw the light and 
is now back selling office supplies for Nashville Stationery, 


7 * * * * 


Paul Jenkins, Bainbridge-Southern’s other half in the deep 
Sooth, says he has turned over a new leaf and is going to 
start sending in some stuff—news that is. He started right 
off on the new leaf by sending in the following: 

Lou Lyons, with Paul Barnett in Miami is now back at 
work for a few hours a day after a very rough time with a 
stroke. Sho glad to hear that, Lou. . . . Karl Ponder, former 
co-owner of Trail Stationers in Miami, is now assisting 
Buck Weaver at Allapattah Stationers. Says Cecil Stowe is 
knocking himself out getting out the pre-convention promo- 
tion material to us guys. .. . Mr. Dunbar has resigned his 
position as assistant manager of a beach hotel at Naples, Fla. 
and is devoting his full energies to helping the Mrs. run 
Dunbar Stationers in Naples. . . . J. A. Sorrel, manager of 
ofhice supply department of Outlook Publishing Company, 
Alexander City, Ala., is very lucky to be back at work so 
soon after being thrown through the windshield of his car 
as the result of a collision with a city bus. He suffered 
several busted ribs and multiple cuts and bruises. . . . Bill 
Jordan (the Lil Abner of Birch Andersen’s in Gadsden, 
Ala.) had better watch his step or Daisy Mae will catch him 
too. Understand the race is hot and heavy... . 


* * * * * 


Fred Pittman (Speedy) comes up with a few notes too. 
Snice to hear from you Fred. Do it more often. He says they 
have a new buyer at Pensacola Office Equipment Company. 
Henry Pippen is the man. He is moving his family from 
Laurel, Miss. He and the gal in his life have one child.now 
but expect to up the score in a couple of months. 


* * * * * 


E. C. Upchurch is the new buyer at Hawkins Book Store 
in Auburn, Ala. 
o * * ” + 
Jack Miller came through this time too with a few items 
from down Florida way. He says Mrs. Sol Ritter, at Ritter’s 
in West Palm Beach, won fourth prize in the stationer’s 
division of Esterbrook’s window contest. . . . Elliott Me- 
Eldowney of Elliott’s in Coral Gables has enlarged his store 
by taking over the store next door thus giving him plenty of 
room to “show off.” ... W. K. White, owner of White’s in 
Daytona, has bought the Broadway Book Store over on the 
Beach. Many thanks to you worthy contributors for your 
valuable help let’s do it more often. 


* * * * * 


Good Chompin Tonite 

Duncan Hines dropped a “gentle hint,” through his 
lawyer, to the effect that he didn’t go for such phrases such 
as my old heading for this portion of the column so I’m 
taking said hint and changing it to the above. Can't see 
where it makes much difference anyway—just so you fellows 
get a good meal. 

I’ve finally found a place right here in my home town 
where a genuine dish of Italian spaghetti can be had. It’s a 
new place, run by an Italian named Frank and you can take 
it from me he knows his spaghetti. The usual range of 
sauces are available, together with garlic bread and Italian 
salad. Pizza pie too, but no beer—dad-burn it. Frank’s 3s 
located on the High Point Road just beyond the fair grounds 
and directly across from the Coca Cola Bottling Company. 
You cawn’t miss it so when in Greensboro and your taste 
buds suggest spaghetti it will well reward you to run out 1 
Frank’s. 
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makes the posture chair in metal 


The 








new L METAL-LUX 


JUNIOR EXECUTIVE POSTURE CHAIR 






There’s a touch of magic in the way MILWAUKEE 
combines the perfect posture principle in metal 
with unprecedented beauty. There are two unique 
accomplishments in this Junior Executive Posture 
Chair . . . first, the ultimate in individualized 
comfort provided by a completely 
self-adjusting posture design... 
second, a new concept of beauty 
never before attained in a metal 
posture chair. Appearance sells 
this chair on sight; the experience 
of sitting in it clinches the sale. 
The MILWAUKEE METAL-LUX Junior 
Executive Posture Chair belongs 
on your sales floor. Available in 

a wide range of covering materials. 


Write us for full descriptive details Side ee 
covering this chair as well as the 
eee complete METAL-LUX line. 


WLWAUKEE METAL FURNITURE COMPANY 
a 101 N. ‘Campbell Avenue, Chicago 12, Illinois 





5S+rH District Notes 


ROBERT W. LAMSON, CORRESPONDENT 
89 N. 26TH ST., NEWARK, OHIO 














Governor R. A. Macdonald, Macdonald & Stingel, Sagi- 
naw, Mich., is anxious to see us all at the Sheraton-Cadillac 
Hotel in Detroit March 22-23. This Fifth District convention 


R. A. MacDonald 


will be the lead-off one ot the NSOEA series and promises 
to be a rich experience in industry know-how and entertain 
ment. 

The Travelers Club of the Fifth District will play an 
important role in the convention plans. Rally around, boys, 


* * * 7 * 


J. F. Orr, of the Orr Typewriter Company in Mansfield, 
Ohio, has sold the office supply end of the business to 
Arcade Business, Ofhce Equipment & Supply Company, Inc. 
Mr. Orr will retain the machine sales, reports Jack Luke, 
manufacturers’ representative. 

Jack also reports that The State Ofhce Supply Company 
of Youngstown, Ohio, will soon move into considerably 
larger quarters. The present store will be used as a ware- 
house. 

* * * * * 

The many friends of Bob Eldridge and his self-igniting 
bow ties have certainly read in these pages of Bob’s present 
association with Yawman and Erbe Manufacturing Com- 
pany in a midwest territory. We miss Bob, and he will miss 
his airplane. 

* . * . 

Arthur R. Frey, manutacturers’ representative, sends us a 
story of a fellow who is jumping the golf season a bit. 

C. J. Dupies, owner of the Typewriter Rebuilder Sales Co. 
of Terra Haute, Ind., recently shot an ace on the 8th hole at 
the Elks Fort Harrison Country Club in Terre Haute. Then, 
to show that his accomplishment was not a fluke, he finished 
the nine holes in a snazzy 38. 

Art also states that George Thom, manager of the furn- 
iture department of Gregory, Mayer and Thom of Detroit, 
is back on the job after a long illness. George looks fine, says 
Art, and trim, having cut the waistline considerably. 


. * * > [= 


Through the courtesy of the Upholstery Leather Group 
of New York City, Joseph Grubstein of The American 
Leather Manufacturing Company of Newark, N. J. ad 
dressed the Central Ohio Chapter of NOFA January 21 at 
the Grandview Inn, Columbus, Ohio. The program was 
arranged by The Diehl Office Equipment Co. 


. * * * . 
We regret to report that Jerome Inwood, of Office Out- 


fitters, Middletown, Ohio, lost his long battle with cancer 


on Sunday, January 17. 
o - + * # 


Joe Wardman, Bates Manutacturing Company representa 
tive from out of Washington. D.C., PROUDLY announces 
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YOUR LIFETIME OPPORTUNITY «+ The most valu- b octane 


able business asset in this industry—the Shaw-Walker fran- 
chise —is available in a few cities. Perhaps you qualify for it. 
Inquire! Shaw-Walker, Muskegon, Michigan. This may lead 
you to the greatest profit move you ever made. 
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MATIONAL LOCK 


QUALITY PRODUCTS FOR OFFICE APPLIANCES 
FIT YOUR PRODUCTION PICTURE 


IF YOU ARE AN ORIGINAL EQUIPMENT MANUFACTURER OR JOBBER, WRITE US. 
1F YOU ARE A DEALER, SEE YOUR JOBBER. 
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save time, 





labor, money 


There's a complete line of casters for both 
wood and metal applications. For use on 
carpets, casters are supplied with molded 
Phenolic self-lubricating wheels. For hard 
floors, casters are supplied with molded 
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Many office equipment manufacturers have 
found National Lock the ideal source for 

their complete fastener requirements. Nation- | 

al Lock is able to supply specific fasteners i 

for specific jobs ... resulting in a saving of 2 
production time and material costs. If you & al 
are a manufacturer, turn your fastener 
problems over to us. Our skilled sales engi- 
neers will recommend efficient, money-saving 
fasteners for your jobs. Order screws, bolts 
and all your hardware the simplified “All | 
From 1 Source” way ... from National Lock. we 


tread, and with oil impregnated bearings. 


: office equipment locks 


The extensive. line of fine National Lock 


iW 


Ny ALL \ 


office equipment locks includes combination 
shackle locks, surface mounted and built-in 
locker locks, filing cabinet drawer locks, cash 
elo) a ole cM aelilolislel ios Metohi- Mae) slime ela <h 
. drawer and door locks and many others. 









caeieetina tere. del From ] eee 


SCREWS, BOLTS, HANDLES, LABEL HOLDERS, CASTERS, LOCKS, LOCKER HOOKS, HINGES, LIFT HANDLES... EVERYTHING FOR OFFICE APPLIANCES 


NATIONAL LOCK COMPANY icici" 
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, al « lo the Wardmans, congratulations! 
* * > * > 


Harold F. Graves, vice-president of Wilson Jones Com 


pany, was the speaker at the winter meeting of the West 
Virginia Ofhce Equipment Dealers Association at the Hotel 
Ruffner in Charleston. A goodly crowd of Travelers and 
dealers heard Mr. Graves speak on sales training. A friend- 
ship hour and banquet followed. 

H. L. Davis, Gunlocke Chair Company, reports that 
Mrs. Fred Belt was admitted for an emergency appendec 
tomy at the Bellaire City Hospital of Bellaire, Ohio. Fred, 
former presiden the West Virginia group, is with 
McGhee and Co., Inc. of Wheeling, W. Va. A speedy 
recovery to M: [ 

7. * * * * 

From Indiana mes word by Ray Carry, Esterbrook 
Pen Company, that the Travelers and stationers in Indian- | 
apolis had such a grand Christmas party at the Marott Hotel 
that everyone is looking forward to next year. Hats off to | 
the Indianapolis stationers and Ed Northam, Central Ohio | 
Paper Company, who was in charge. The Monday noon | 
luncheons are still being held on the first Monday of the | 
month. All Travelers are invited to drop in and meet the | 


Hoosier boys 





* a * . * 
Charles Harris, is now store manager for the new sta 
tionery department of the Carhpbell Printing Company, NOW 
Indianapolis, Ind 
he chair th the Z eeds 
“Lucky Bob” Beekman, All Steel Equipment Company, is t e cnair at meets e great n 
reported to have crawled out of another wrecked car with- | f h . * b . 
pecan | of the important men in business 


out any telltale itches. 


* ¥ * * * 


*. * * * * 






The Columbus ‘ hapter of the Fifth District Travelers 2 comfort 
entertained with a dinner dance at the Seneca Hotel January 7 perfect posture 
30. Further reports will be forthcoming. seating for work 
* * * * * 
SEE YOU ALL IN DETROIT REGIONAL MARCH | relaxation 
22-23 AT THE SHERATON-CADILLAC HOTEL. reclining contour 
for healthful rest 





the world’s 
most luxurious office chair 





RELAXATOR-POSTURE CHAIR 


Most valuable office possession ever created for top 
executives, the MILWAUKEE Relaxator-Posture Chair is 
a custom-crafted masterpiece, unsurpassed for distinc- 
tion and lifetime comfort. Here is an unparalleled, 
self-adjusting posture chair for fatigue-free working 
hours, plus exclusive head-rest and proper recline- 
action for those precious minutes of rest so essential 
for busy executives. This is the chair with the unique 
dual advantages you can demonstrate dramatically 
and sell with ease. 





Self Service System in New York City at the National Airlines East 
Side airlines terminal, with the new Mosler Cash-O-Matic safe. 
Ticket agent Harry Richards inserts his change fund for the next 
day's business in the custom-made model, which features indi- 
vidually locked safe deposit compartments and a locked deposi- 


tory for storage of daily cash receipts. THE MILWAUKEE CHAIR COMPANY, Mil kee, Wis i 


Write for full descriptive details 
on the wonderful advantages of the 
MILWAUKEE Relaxator-Posture Chair. 
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Te's the new Morris miracle SAFE-T-SET with 
the exclusive safety feature. Tip it...tilt it...curn it 
upside down. Won't spill. Won't leak. It’s Puddle- 
Proof! The Morris SAFE-T-SET belongs on 
every office desk. Saves soiled clothing, spoiled 
tempers. Handsome modern design in your color 
and the pen with a point in your favor, a Morris 
hard-tip point. Will hold full two-ounce ink sup- 
ply and built with office rough treatment in mind. 
The new Morris puddle-proof SAFE-T-SET is 
manufactured by the foremost name in the field 
of matched desk top equipment. Your stationer 
can supply you. See him today. 


BERT M. ORRIS CO. 


8651 WEST THIRD STREET, LOS ANGELES 48, CALIFORNIA 
In New York: 381 Fourth Avenue 
tn Canada: McFarlane Son & Hodgson, Ltd., 


Montreal, Quebec 








StH District Notes 


C. O. SCHLAVER, CORRESPONDENT 
OFFICE APPLIANCES, 600 W. JACKSON BLVD., CHICAGO, ILL, 





Che Sixth District NSOEA plans are progressing for the 
regional convention at beautiful Moraine on the Lake Hotel 
in Highland Park, Ill., adjacent to Chicago, May 6-7 

Governor Bert Hallin, B. H. Hallin & Associates, Chicago, 
in collaboration with his lieutenant governors, Hugh Reeves, 
Jacquin & Company, Peoria, and Art Finger, S. J. Olsen 





Moraine on the Lake—District 6 Site 


Company, Milwaukee, has announced the following con 
vention heads: 

General Chairman—Art Olsen, Olsen's Office Supplies, 
Inc., Forest Park, Ill. 

Co-Chairman—Robert Cleary, Minnesota Mining & Man- 
ufacturing Company. 

Nominations—Chairman, Bill Jarchow, H. H. West & 
Company, Milwaukee; co-chairman, Bob Overend, ,Eagle 
Pencil Company. 

Entertainment—Chairman, Bill Durschlag, Stevens, Ma- 
loney & Company, Chicago; co-chairman, Gordon Kickels, 
C. L. Barkley & Company. 

Ladies Reception—Chairman, Mrs. Hugh Reeves, Peoria; 
co-chairman, Mrs. Walter Lennartson, Chicago. 

Ladies Entertainment—Chairman, Mrs. Art Finger, Mil- 
waukee; co-chairman, Mrs. Ken Henderson, Chicago. 

Men’s Reception—George Kuhfuss, Horder’s, Inc., Chi- 
cago; co-chairman, Don Sharpe, Reyburn Manufacturing 
Company. 

Hotel Registration—Chairman, Tom Gillice, Rockwell- 
Barnes Company; co-chairman, Ray J. Eichenlaub, Service 
Steel Products Company. ' 

Great Lakes Travelers Club House of Friendship—Chaur- 
man, Tom Gillice; co-chairman, Ray J. Eichenlaub. 

Publicity—Chairman, C. O. Schlaver, Orrice APPLIANCES; 
co-chairman, William Murray, Geyer’s Topics. 

Program details have not yet been completed but the 
speakers and range of entertainment will be high class, 
promises the governor. The Illinois Booksellers & Stationers 
Association headed by Hugh Reeves of Peoria will again 
join in with the Sixth District in this convention. Loyal 
support is being given to plans for the annual session. 

Moraine on the Lake Hotel has unusual facilities for 4 
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Hang Your Hat on Here- 
And GO TO WORK! 


This is the symbol of the H. M. Storms Company. 
It's ‘Records Eternal" . . . and we've magnified it 
here in this ad because it's a big thing in your busi- 
ness life. It means increased profits and prestige 
for you. It represents black instead of red in your 
ledger . . . for Carbon Paper, Inked Ribbons and 
Carbonized Rolls. In short, it represents the 
STORMS PRIVATE BRAND PROGRAM. 


And here's how you benefit from 
this program. STORMS furnishes the 
packaging and imprinting of these 
items with YOUR OWN BRAND 
NAME. .. so that you can success- 
fully compete with other brands. In 
this way YOU control the distribu- 
tion, psf and repeat sale of these 


items. STORMS produces the finest 
grade merchandise, based on experi- 
7? ence of over half a century. . . and 


is equipped to furnish you with a 
complete line of Carbon Paper, 


Inked Ribbons and Carbonized Rolls. 
—_, So join the dealers all over the 


country who are now successfully 
using the STORMS PRIVATE BRAND 
PROGRAM. It will pay you to in- 
vestigate this plan today. Use the 
coupon for complete details . . . or 
write on your letter to Dept. OA2. 
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Manufacturers of the complete line . . . % > 
thot stands the test of time. - 


H. M. STORMS COMPANY 


STORMS BUILDING, BROOKLYN 38, N. Y. 














H. M. STORMS COMPANY 
Storms Building, Brooklyn 38, N.Y. 
Gentlemen 
We are interested in the STORMS PRIVATE BRAND PROGRAM. Please send us complete information and samples. 
Name 
Company Name 
Address 
® carbon paper ¢inke da ribbons ¢ 
: sae =o et Re Pe ee 


~ 
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convention sit has been suggested that many dealers, 


travelers and turers of Illinois, northern Indiana and 
outhern Wis ill wish to spend the entire weekend 
there as a spring tion. 

Registrations a g gested at the hotel at once to insure 
the type of ac odations desired. 

* * > . * 

On the Mena Hope ...GLTC get-well wishes go to 
dealers John Burgess of Burgess, Anderson & Tate, Zion, Ill., 
and John Carroll Carroll’s Book Store, Galesburg, Ill. 
both of whor en ill. Gordon Kickels, C. L. Barkley 

( ipany quick recovery from his recent illness. 

* * . * a 

Milwaukee N . . Helper Art Finger reports trom 
Milwaukee that George Hansen, the representative tor 
Boorum & Pease Company in that area fell Monday eve 
ning, January nd broke his hip. He was taken to 
St. Mary’s Hospit Watertown, Wis., and will be there 
for a couple « eks. He expects to be confined to his 
home for two or three months . .. L. E. Thomson, Sr., and 
L. E. Thomson, Jr., of the S. J. Olsen Company, Milwaukee, 
were in Burlingt lowa, January 14-16 attending a sales 
conference at The Leopold Company. . . . Ed Forrer is 
spending som n sunny California. . . . Ed Kuschbert 
is likewise va ing in Florida... . George Schumacher 
of Siekert & Ba Company has fully recovered from his 
illness and is back on the job. . . . Ben Terkel of H. Nie 
decken Compa brated his 60th anniversary with that 
frm on January 

* . > * * 

Installed N ofhcers of the Milwaukee Typewriter 
& Ofhce Machu Dealers Association, Inc., were installed at 
a dinner meeting held January 11 at the Medford Hotel. 
They are: President, Bill Dick, Integrity Typewriter Com 
pany; vice-presid Gordon Rush, Gordon R. Rush & Asso 
ciates; secretary-t rer, Don Rudolph, Advance Typewriter 
( ompany. 

> . + * * 

Wisconsin Firm Sold ... Thomas E. Whalen of West 
Bend, Wis., has sold the Tri-County Office Equipment 
Company, West Bend, Wis., to Harry Schachtschneider and 
G. H. Busack. will continue using the firm name and 
will operate as a corporation. 

Mr. Whalen plans to take an extended vacation and travel 
for a couple of months before locating in North Carolina 
about May 1. It is his intention at that time either to set up 
as a manufactur representative or buy into a _ business 
thers 

Great Lak« ravelers and fellow dealers wish the new 
owners and also Mr. Whalen the best of luck in their re 


spective venture 
* * * * * 


Bob Heck | [his shouldn’t happen to such a swell 
fellow but it did. Bob Heck of Eaton Paper Corporation is 
in Highland Pa Ill.) Hospital suffering from jaundice 
an aftermath « ere bout with the flu. It may be six 
weeks before th octor allows Bob to be on his feet again. 


* * . . + 


Looking Ah Great Lakes Travelers Club stand 
ng ind specia ts committees for the entire year ol 
1954 have bec ointed by President OA Walter Len- 
nartson. In s¢ s these committees will be filled in 
by the chairma reach the six required, including Comp 
troller Ray J. Eichenlaub, Service Steel Products Corp., who 
is a member club committees. The appointments 
follov 

Membership — Chairman, Earl Hanson, manufacturers’ 
representative; Don Sharpe, Reyburn Manufacturing Co.; 
Bob Kane, ma turers’ representative. 

Publicity—Chairman, Clarence O. Schlaver, Orrice Ap- 
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Business is 
Booming! 


for stationers pushing 


FLO-MASTER 





THE MOST WIDELY 
ADVERTISED 

FELT-TIP PEN 
IN AMERICA! 




















Just glance at the magazines 


illustrated at the right. 
They’re doing a job to 
help you sell more 
Flo-masters. 


Every field is covered 
—industry, business, art, 
education, retailing 

and the home. 


And remember—every 
sale of a Flo-master leads 
to other sales, for people 
proudly boast about this 
most versatile of all 
writing and marking 
instruments — the one 
instrument that writes on 
everything—the one 
instrument available with 
special inks (in 10 colors) 
that are instant-drying, 
waterproof, smudge-proof, 
non-toxic. 


The best way to 
take advantage of 
Flo-master national 
advertising is 

to display Flo-master 
permanently on your 
counters and in 
your windows. 


CUSHMAN & DENISON 
MFG. CO. 
Dept. H-24 
153 West 23rd St. 
New York 11, N. Y. 































Versatile home vaults 


are profit makers 


Meilink gives you a complete line of versatile, 
_many-purpose Hercules vaults for both home 
and office. 


You can display them right on your floor in a 
_ minimum of space — on the Hercules display 
stand — and sell them at a real profit. 


ARES, Be 


' All are certified fire-resistive — have highest 
standards of quality born of over a half century 
of fine safe making. Write for literature illustrat- 
jing and describing these great little profit makers. 








: 
HOME VAULT 
Half hour furnace tested 





This Hercules Sales-Display 
stand takes 3 feet of floor 
space and spotlights a half 
dozen or more items. You 
ought to have one. Write us 
today. 





SAFE-T VAULT 
One hour furnace tested 








WALL VAULT 


One hour furnace tested CLOSET VAULT 


One hour furnace tested 





LETTER VAULT 
One hour furnace tested 


Not Shown: Single and double drawer card 
files — one-half hour furnace tested. 


STEEL SAFE COMPANY 
TOLEDO 6, OHIO 


ABC LABEL SAFES, HOME VAULTS, INSULATED FILES, 
‘BUSINESS MACHINE AND TYPEWRITER STANDS 


reser 
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pLiANCES; William Murray, Geyer’s Topics; George Wilson, 
Mittag & Volger, Inc.; Stu Chapman, Boorum & Pease Co,; 
Ralph Blackburn, The Globe-Wernicke Co. 

Finance — Chairman, Ray J. Eichenlaub, Service Steel 
Products Corp.; Al Cote, Reyburn Manufacturing Co.; 
Robert Reynell, Oxford Filing Supply Co. 

Fraternal—Chairman, A. M. (Benny) Allen, American 
Pencil Co.; co-chairman, Gordon Kickels, C. L. Barkley & 
Co.;Tom Gillice, Rockwell-Barnes Co.; Matt Dillon, Smead 
Mtg. Co.; Harry Venet, Reyburn Mig. Co. 

Roster—Chairman, Harry Hoffman, Joseph Dixon Cru 
cible Co.; Alfred Cote, Reyburn Mfg. Co.; Russell E. Ragan, 
American Pad & Paper Co. 

Constitution & By-laws—Chairman, Ray J. Eichenlaub, 
Service Steel Products Corp.; James Lynch, Imperial Desk 
Co., Indiana Chair Co.; William J. Boyd, Acco Products, 
Inc., Art Steel Sales Corp. 

1954 Birthday Party—Chairman, Douglas Allen, Ameri 
can Pad & Paper Co.; co-chairman, Charles Gilbert, Orrict 
AppLIANCEs; John Fellowes, Bankers Box Co.; Robert Cleary, 
Minnesota Mining & Mfg. Co.; Wayne Mitchell, Hodgman 
Rubber Co.; Norbert Burgess, Sanford Ink Co.; Earl Han- 
son, manufacturers’ representative; Ray J. Eichenlaub, Sery 
ice Steel Products Corp. 

1953 Auditing—Chairman, Ray J. Eichenlaub, Service 
Steel Products Corp.; Gordon J. Kickels, C. L. Barkley & 
Co.; A. M. (Benny) Allen, American Pencil Co. 

T'rophy—Chairman, Russell E. Ragan, American Pad & 
Paper Co.; Arthur Jansky, The Carter’s Ink Co.; A. C. Van 
Horne, Eberhard Faber Pencil Co. 

Sales Rally—Chairman, Ken Henderson, The Carter’s Ink 
Co.; Co-chairman, Homer Smith, Ditto, Inc.; A. M. (Benny) 
Allen, American Pencil Co.; Rus Ragan, American Pad & 
Paper Co.; Cort Horr, Associated Stationers Supply Co.; 
Gordon Kickels, C. L. Barkley & Co.; Earl Hanson, manu 
facturers’ representative; Ray J. Eichenlaub, Service Steel 
Products Corp. 

June Golf—Chairman, Clarence Clemen, G. J. Aigner 
Co.; co-chairman, William Murray, Geyer’s Topics; Bob 
Krumwiede, Elmer Krumwiede & Associations; Neil Short, 
Columbian Art Works; Homer Smith, Ditto, Inc.; and Ray 
J. Eichenlaub, Service Steel Products Company. 

July Golf—Chairman, Joseph Falbo, Codo Mig. Corp.; 
co-chairman, Jerry Henningson, Joseph Dixon Crucible Co. 

September Golf—Chairman, A. M. (Benny) Allen, Amer 
ican Pencil Co. 

NSOEA Convention and Kick-Off Luncheon—Chairman, 
Don Sharpe, Reyburn Mfg. Co.; Co chairman, Herb Walsh, 
Ace Fastener Corp. 

1954 Christmas Party—Chairman, Gordon J. Kickels, 
C. L. Barkley & Co.; Co-chairman, Wes Wilson, Joseph 


Dixon Crucible Co. 
* > * * * 
Visitors’ Day Seldom has Great Lakes Travelers 
Club enjoyed a better attendance for a non-business or 
entertainment meeting than that at the noon luncheon of 
January 15. Seen in attendance were such VIP’s as John F. 
Kennedy, vice-president and sales manager ot Trussell Co., 
Inc.; another easterner, Bruce Brayton, Oakville Co.; Jack 
Caldwell, Northwestern University; ex-governor Jesse Peck, 
and dealer Joe Redmond, Chicago. 


* * * * + 


Florida Greetings . .. Harold (Speed Products) Heyward 
reported on an enjoyable angling, but no fish, expedition in 
Florida with the former GLTC stalwart, Carl Kaufman, 
who resides in St. Petersburg. Harold also told of seeing 
Dave Bell, Graver-Dearborn Co., wintering in Miami. 
These transplanted Chicagoans are always glad to converse 
with their former friends of the industry. Wes Montpas, 


Springfield, IIl., 
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Your inguiny is invited 


THE “CONVERTIBLE” 


(PATENT APPLIED FOR) 


® MODERN DESIGN 

® CLEVER STYLING 

® MAXIMUM STURDINESS 
® COMPLETE FLEXIBILITY 

® LIMITLESS VERSATILITY 
® SUPERIOR QUALITY 

® COMPETITIVELY PRICED 


the most talked about chair line 





in the industry . . . the 


“CONVERTIBLE” ! 1!!! ae 


BE YOUR OWN DECORATOR! The extremely simple interchangeability 
of seats and backs from chair to chair allows the creation of countless color 
combinations with one basic chair. As deftly as the artist with his brush, the 
radiance of the rainbow can be reproduced in all its beauty of color with smart 
and unusual upholstery materials. The spectacular effect of Swedish Modern (as il- 


lustrated above) is accentuated by the eye-catching bronze or chrome leg ferrules. 


ORIGINATED AND MANUFACTURED 
EXCLUSIVELY BY 


THE B. L. MARBLE CHAIR COMPANY ° BEDFORD, OHIO 


Jf DESIGN 4 important, only WOOD will suficc 


OA — 3/54 157 





con 
Let’ 
is € 
Ill. 

Ho: 


li 


but 








— ei om 


sum 
Clu 


® 
Pemweanatrt.etE xR. 9 
TRIAL DRAWER OUTFIT No. 4012 |: 








Con 

Lots of Pendaflex is sold on a one-drawer trial installation extr 

with money-back guarantee. That’s why we provide a enge 

complete 50-folders-and-frame package that you can use li 
for this type of selling. 

All 50 folders come with tabs attached, and in twenty five “ 

of the tabs a yellow A-Z index is inserted. (These headings wo fe 

can be easily changed of course, to fit any existing system). repr 

Pendaflex outfit #4012 makes an elegant A-Z filing sys- es 

tem, and saves you plenty of work. Instead of assembling tion 

two boxes of folders, a set of inserts, 25 colored celluloid Spee 

windows, and a frame, you merely open the carton and that 

there’s the whole works. eign 

Then for installation in the drawer, the preattached tabs A 

save more time. duri 

Janu 

The alert dealer of course likes to supervise the first Penda- plyw 

flex installation for any customer, but the 4012 outfit m 

guarantees an efficient tab arrangement, if the customer is uM - 

putting it in on his own. Com 

With your next Pendaflex order, be sure to include a num- Oe 

ber of these convenient one drawer filing system units. York 

They’re good for display, too. Was 

Mar 

O - ! M 

of it 

O (1, M. * 

2 oa Gens 

man. 

FILING SUPPLY COMPANY, INC. te, 

Garden City, W. Y. St. Louis 6, Mo. aay 

locat 

Mi 

FILING FOLDERS - FILING GUIDES - FIBERBOARD FILES - INDEX CARDS - RED FIBER ENVELOPES ~- —PENDAFLEX 7 
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Acco Product Art Steel, was a Florida visitor at about 


the same tin Speed” Heyward. 


> > > > > 
Mrs. Chand Dies . . . Reaching the age of 79, Mrs. 
Jessie Jane Chandler died January 14 in Evanston (Ill.) 


Hospital. She the widow of Charles Hibbard Chandler, 


president of ¢ llers. Three daughters survive. 
> > > * > 
Ve're Sorry, 1 . . We hope that the clouds will soon 
roll by in the B. J. “Ben” Powell (A. W. Faber-Castell ) 
household in Skokie, Ill. His wife Rose just returned from 
the Edgewater Hospital and now it looks like Ben will be 
confined at hor with a heart ailment for a long time. 


es back with his brief case sooner than 
s expected Mrs. Homer (Ditto) Smith of Park Ridge, 
Ill. is recuperating from an operation at West Suburban 
He spital. 
* * * 7 > 
More about these GLTC events late: 
tion that the first golf tournament of th« 
hing for June 3 at Rolling Green Country 


l ner 18 
( Be hat outing GLTC has a big sales clinic 
;cheduled for Wednesday, May 26, in St. Jude’s Hall, 221 
West Madis« St. It promises to be a stemwinder. 
. * > > >. 
} Ex \. W. “Benny” Allen, American Pencil 


to report that Little Gus, his parakeet 
<traordinary parently recovering from a major in 
testinal distur ind is now able to take nourishment 


(Lompany, 


is cont his romance with the bird next door. 





Nigro-Kuester Associates Open Showroom 
Daniel F. Nigro and Edwin W. Kuester have combined 
Nigro-Kuester Associates, manufacturers 
showroom and offices at 1123 Broad 


rorm the 
represe¢ ntatives 
vay. New Yor! ity 

Mr. Nigre nnected with Defiance Calendar & Sta 
tionery Corporation for the past four years, before that with 
pany, Inc., for two years and prior to 
that with Victor Sate & Equipment Company, Inc., for 
eight years. Mr ester was connected with Defiance Cal 
ndar & Stati Corporation for the past six years. 


Speed Produ [ ( 


\ formal ope1 and reception to the trade was held 
during the afternoon and evening, Thursday and Friday, 
lanuarv 7 and 8, in the new showroom done in striated 

ywood having an antique green wiped finish. 

Products of the following firms were displayed promi 
ently amidst ght, cheerful surroundings: Stein Brothers 
Manufacturing Company; Gotham Chalkboard & Trim 
Company, Inc., Kieth Clark, Inc., Decatur Industries, Inc., 
All Type Staple ¢ pany and A. T. Cross Pencil Company. 

lerritories red by this new firm are states of New 
York, New Jersey, Pennsylvania, Delaware, Maryland and 
Wast ngte DD. 


Marchant Expands District Facilities 


Marchant ¢ ators, Inc., has announced the expansion 


its Hagerstown, Md., office to full district status. Joseph 
M. Thompson | een promoted to agency manager and 
George Oranczak, out of the ranks, been named service 
anager, stated Edgar B. Jessup, Marchant president. 

We have expanded these facilities,” said Mr. Jessup, 
to meet the ving demand for our new ‘Figuremaster’ 


n: alculators.” The Marchant offices are 
at 138 W. Washington St., Hagerstown. 

Mr. Jessup also stated that Vernon Schweitzer is the new 
wwency manager the Santa Rosa Calif. district office, 
The firm office it 614 Mendocino Ave. 
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THE LINE OF 


“MARKING DEVICES” 
AROUND 


—_ THE 


WORLD 





— PLUS — 
A NEW ITEM that is in great demand 


by GROCERS-CHAIN STORES-SUPER MARKETS .. . 


THE NEW “CROWN HERCULES” 


PRICE MARKING KIT and PRICE MARKERS 


Available in two sizes of type and Four 
different band arrangements. 

e 

FOR FURTHER INFORMATION 


WRITE DEPT. PM 











R. A. STEWART: CO. INC. 


80 DUANE STREET NEW YORK 7, N. Y. 
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"IN OUR OFFICE 


WWE 


Ol AOU tants 


and jomovalle” 


For labeling file folders, catalog sheets and charts 
—used for identification, visual index markers, 
map stickers—for air mail and special delivery 
stickers—address and address changes and hun- 
dreds of other uses. There’s no limit to the con- 
venience and utility of Avery Labels. 

And every office labeling job can be faster, cleaner 
and neater with Avery Kum-Kleen. There’s no 
messy gluing or licking, because Avery Labels 
are self-adhesive. They stick instantly at the touch 
of a finger—and stay stuck—yet they're easily 
removed when necessary ! 

dealers: Be sure your stocks of Avery Labels 
are complete for all office needs. Free sales aids— 


displays, mats and literature are available. See 
your Avery salesman or write for samples today! 







type, stamp or write on them 
+--you'll save time and money! 


Self-odhesive Avery Labels come in your 
choice. of 25 popular shapes and sizes. 


Air Math — 


V-6281 (Red and Blue) 


(Red) 
Hy V-812 Special Delivery = V-5052 
'  V-1216 V¥-6282 (Yellow and Green) (Yellow) 
V-5053 
V-1224 V-808 = Iifustrations are tereans 
V-508 one-fourth actual size . 


B. 


bait 


AVERY ADHESIVE LABEL CORP., Resale Div. 153 


117 Liberty Street, New York 6 ¢ 608 South Dearborn Street, Chicago 5 
1616 So. California Ave., Monrovia, Cal. ¢ Offices in Other Principal Cities 
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THEY'RE seb. adhesive 





7TH District Nortes 


ARNOLD £E. BERGLUND, CORRESPONDENT 
4415 CHOWDEN AVE., S., MINNEAPOLIS, MINN. 








Plans are rolling for the District 7 convention May 13-14 
in the Russell-Lamson Hotel of Waterloo, Iowa. 

General Chairman Earl Collins, Rockwell-Barnes Com- 
pany and Secretary Berk Ertl, American Pencil Company, 
met with Governor Bill Whiting, Journal-Chronicle, Owa- 
tonna, to advance program details. 

Another planning session was that of the Northwest 
Travelers Club, held at the Nicollet Hotel on Jan. 4. It was 


William Whiting 


a meeting of the committee of the whole and all sub-com 
mittee chairmen and their helpers were in attendance. 

Travelers’ chairmen for the regional convention are: 

General Chairman—Earl Collins, Rockwell-Barnes Com 
pany. 

General Chairman—Earl Collins. 

Entertainment—R. W. Vater and Ray Hammond. 

Banquet—Al Collatz and Jack Haglund. 

Registration—Stanley Griebel and Berk Ertl. 

House of Friendship—Bud Caruso and Jim Hyink. 

Ladies Entertainment—W. R. Roche and Larry Johnson. 

Greeters—Vic Lydon and Charles Cordray. 

Northwest Travelers Mounties—Harry Berquist, Fred 
Schaefer, Melwin Sowel, Earl Collins, Arnold Berglund, 
Larry Goodhand, Owen Doss, Berk Ertl, Jack Guntrum, 
Harry Hitchcock, Ray Johnson and Merrill Hasty. 

The program lines up in this manner: 

Pre-convention registration, May 12. 
lowa dealer’s party night, May 12. 
Convention starts, 9 a.M., May 13. 

Let’s show the Iowans that we can back them up. It’s 
only a little more than 200 miles from the Twin Cities. Take 
Route No. 65 to 165 and then 218 direct to Waterloo. You 
miss many towns and there isn’t much traffic. See you there? 


* * * * * 


Berk Ertl, American Pencil Company, secretary of the 
Travelers, has returned from a sales meeting held in New 
York City and says that his new home is almost in order. 


He is happy to be back. 
. 7 o * oe > 


Al Nordstrom, Smead Manufacturing Company, and 
Arnold Berglund, Joseph Dixon Crucible Company, were 
hospitalized at about the same time in December, but in 
different hospitals. They couldn’t play cribbage, or some- 
thing, together. Al had an operation but Arnold talked 


himself out of his. 
- * = e 


Bob Jerue, McClain & Hedman Company, St. Paul, 
former governor District 7, is vacationing in Florida. He 
and Mrs. Jerue are visiting Hollis (Big Steve) Stevens, 
Smead Manufacturing Company. Our friend Bill (Silver 
Tongue) Gove, Minnesota Mining & Manufacturing Com- 
pany, is meeting them soon for a few rounds of golf. We 
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HIILILSIDIE’S Net 2400" price! 
CHECK 4 





COMPARE 






















The 2400 ‘‘Economy'' non-suspension 
series is the perfect complement to 
Hillside’s four other lines of files 
desks, and utility cabinets* Designed 
ic) mun bal =e lala -Meeelilialeltl miaelilitii amis 


come lilemieltiaelcehaa-aal-thl-l@kelile Mi -te lel) 





files, the ‘‘Economy’'' series affords 
iilee @tultliimmel-lelt-tmmilela 40] oR Mm dale -te ie ol = 
To} Amelia ameeliilelelacloli-Meelaelelt lami mn iil 


country. To substantiate these facts 


CHECK and COMPARE for quality and 
price these features: 


£ 


\. 24” deep x 52” high x 15” wide 
4 rollers per drawer 

Wau >i0bad-vemmolllulliltiumalelgensaela- 

Wa) olelile Mag ol-Meelulela-tt te), 

\’ Gravity drawer drop to prevent rebounding 
of drawer 

\ Baked enamel finish ola -t laure ia -h mel @eigelisl-le 
Heavy oe feltler= atlas ture stee 


\ b Soll-meltiieliulelilans Tale c= Tol @une) ebilelale: 


CHECK and COMPARE Seno For cATALog 
A HILLSIDE Mra Preciecs Ine 


262 PASSAIC ST. NEWARK 4, N. J. 
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¥ 
| 
ke 
o 
t 
te 
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wonder if Bill will have a speech prepared so that he can 
talk them out of a game. 
* * * e = 
Mr. & Mrs. Nelson Whitehill of Marshall (lowa) Office 
Supply, went fishing in the Gulf of Mexico. I don’t know 
what they caught, but they had a good time. 


























* * : * * HT 
; ; loi 
Arnold Berglund played in the state of Minnesota bridge PL 
championships and lost by one-half point. He won in North o|t 
Dakota, however. — 
» 2°s au OFt 
™ * me 
Ray Hammond, National Blank Book Company, is leay oft 
ing for Chicago to attend a general sales meeting, after my 
which he and the good Mrs. are going to vacation in New at 
* Orleans for a spell. Watch out for that French quarter, Ray, 
The National Zual/ty Waste Basket ut 
, OFT 
This suggestion isn’t made without mah 
sound reason. The VUL-COT line has ol; 
so much more to offer. VUL-COT Sr H D ISTRICT N OTES — 
construction is all-hard vulcanized E. J. MITCHELL, CORRESPONDENT 
fibre providing a handsome finish 329 BELT AVE., ST. LOUIS 12, MO. 
It’s extremely durable, light in weight, 
easy to clean and handle. 
John B. Brain, Jr., Brain’s,; Omaha, Nebr., governor of 


You buy these features when you buy VUL-COT District No. 8 NSOEA, says: 
“We are planning the greatest regional convention in the 
history of the Eighth District at the Tulsa Hotel, Tulsa, 


Okla., April 22-23. All stationers, office equipment dealers, 


Color is part of the fibre—it can’t chip-off, 
wear-off, or stain. 


Double rolled top won't break, loosen, or fray. 
Remains smooth and round for the life of the basket. 


Exclusive bonded seam construction adds 
strength and provides a permanent leak-proof seal. 


Available in 5 basic models—in a variety 
of sizes. 


VUL-COTS are guaranteed not to crack—splinter 
—dent—rust—or corrode. 





John B. Brain Tom Seward 


If you buy waste-baskets 

—BUY VUL-COT. You'll Pd 
buy sounder value because 
VUL-COT is a better prod- 
uct—all-ways. Available 
nationzily at Stationers and 
School Supply Houses 
everywhere. 


Travelers and their wives are cordially invited to join us. 
Two full days of business and educational meetings have 
been arranged, combined with top-flight entertainment, and 
true Eighth District hospitality will prevail throughout. To 
insure satisfactory hotel accomodations, make reservations 
immediately to Ray Kline, Security Stationery Company, 
1013 McGee St., Kansas City, Mo.” 

This comment comes from Tom “Speedpoint” Seward, 
Speed Products Company, Inc., president of the Midwest 






Travelers Club; 

“Heap big powwow scheduled for District No. 8 NSOEA 
regional meeting in Tulsa. All dealers and their wives cor- 
dially invited, whether or not they are members of NSOEA. 
Come and get acquainted and join in discussions of mutual 
interest to the industry. All Travelers are urged to attend the 
annual business meeting to be held at 9:30 a.m. April 23. 
Important matters are to be discussed and decided upon and 





The 


Rectangular 


officers will be elected.” 
Round Taper eoeeses 


The Square Top Early January of this year found the St. Louis buyers 
; ; pretty busy placing stock orders with the many Travelers 
Write direct for catalog who were on the job in this area. 

price sheet. Dept. P-3. Included among the “visiting firemen” were: Robert 
Wood, sales manager, Esterbrook Pen Company; Lee 


“Gabby” Gamel, Bates Manufacturing Company; Henry 


1. 
qs NATIONAL, Hassenfeld, Hassenfeld Bros.; Hugh Bohner, Empire Pencil 





Company; Richard Brumley, Crystal Tissue Mills; John 
VULCANIZED FIBRE CO. Teach of Eugene Baehr; Bev Cherrington, American Pencil 
WILMINGTON 99, DELAWARE Company; Dick Dudley, Southwest Sales, Oklahoma City; 


Fy” 
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Fhe Only Fibre Board _ nioia 


TRANSFER FILE. : 


| That}"Builds- Its Own Steel, 9 


‘— 


[: Framework! As-You Stack 1 











LETTER - LEGAL- TAB CARD: CHECK 


A wide variety of forms can now be accommo- 


dated by a broader line . . . by new converter ST KED 0 FE 
units. Double capacity TAB CARD drawer will AC T Cc ILING— 


hold over 4400 cards. With partitions removed, 



























drawer is ideal for artwork, blueprints, ete. . . . loaded to capacity—each drawer 
. 2g 51 , 6 1 i ° 
measures 15 4 s 24 x 4l6 inches. Count on works perfectly—no sticking, 
STAX ON STEEL for countless uses because every é = 
unit is designed to handle the weight load in- no bulging with > STAXUNAATKN 
volved in multiple filing now possible with con- 
venient converters shown below. @ INTERLOCKS FOR STURDINESS. .. . bottom 
Make profitable use of these new STAX ON STEEL to top and side to side . . . forms framework as rigid 
features. They'll broaden your sales opportuni- and sturdy as steel shelving. 
ties—minimize your inventory. The’ new, eco- @ WON'T SAG—DRAWERS OPEN EASILY. Tests 
nomical converters allow you to steck and sell prove perfect operation under 1250-pound pressure. 
one STAX ON STEEL unit to meet many different @ EXCLUSIVE 4-POINT SUPPORT—in the rear 
requirements. as well as front guarantees performance. 
2-ROW CONVERTERS @ FRONT OFFICE APPEARANCE of fade-proof 
Partitions Legal Bankers’ Gray finish enhanced by luster-steel parts. 
Size drawer for 
filing Ledger Cards @ EASY TO STOCK .. . shipped knocked down 
and the like. in compact cartons—takes little space—convenient 


Makes eight ceils 
64%" x 10”... pro- 
vides 48” of filing 


vate ADDED ACCESSORIES FOR ADDED SALES 


to handle. Packed in cartons of 2 or 6. 


3-ROW CONVERTERS 


Partitions Legal 
Size drawer for 
Voucher or Docu- 
ment filing. Makes 
nine cells 4," x 
10” ...provides 72” 





of filing space FOLLOWER BLOCK COUNTER TOP 
Holds records erect until drawer Makes useful counter. Metal top slips 
is filled. All metal—fits letter or into sideplotes—fits snugly. Size te 


legal size files. fit all four STAX ON STEEL. 









New complete Lieliele ma’ 1125 just off the pre t 


BANKERS BOX COMPANY 720 SO. DEARBORN ST. CHICAGO 5 
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for you... 





A Yew DISPLAY RACK 
FOR AN Ofd@ FAVORITE! 


It's modern and streamlined; it gets 
attention; it shows multi-sizes; it’s on the 
job constantly SELLING Champion Clasp 
Envelopes, a Quality Park product that 
builds customer satisfaction and repeat 
business for you. Send for complete 
details on how this new display can be yours. 





Quality Park Envelope Co., St. Paul 4, Minn. 


Please send complete information about the 
new Champion Clasp Display Rack and tell 
us how easily it can be ours . . . 


Dealer__ = —_- 





Address vo ae 


Put this new multi-size display rack 
to work helping you sell Champion Clasp 
Envelopes. Available only to dealers 





THE OLD FAVORITE 
CHAMPION CLASP envelopes with wide 


gummed seams and reinforced flaps are just as Quality Park products are . 
available in 24 sizes, Parkraft or Cameo 
stock . . . string and button fasteners SOLD THROUGH DEALERS ONLY 


available on all sizes at slight extra cost. 
—— 
: deve ee i NAWiane, 2G), , IP q 
PANE VRUOD ACO Quai, a 
——— 


SS 












* 





General Office and Factory, Quality Park, St. Paul 4, Minnesota 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
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Carl Schutz, Eagle Pencil Company; Bob Heck, Eaton Paper, 
and Herman Davenport, Goodrich Company. 

All the foregoing reported to Herbert Held of Blackwell 
Wielandy Company, who kindly passed on the list to this 
these men do business in St. Louis only 


reporter.  som< 
nay not have been seen by all of the 


with Herbert, 
retail dealers 
* * * * * 


Sadness continues to strike among our long list of friends: 

James “Jimmie” Wallace, general manager, Jasper Office 
Furniture Company, Jasper, Ind., was called from our midst 
was a very capable business executive and 
many of our dealers and travelers. His 
industry saddens many. 

\lso, in January, came news of the passing of Charlie 
Ramsay, so familiar to all calendar pad buyers as he was 
national representative for Ever Ready Calendar Pad Manu 
facturing Company and presumed to have been longer on 
the road than any other man calling on the stationery-office 


supply industry in our area. 


in January. Jim 
2 cordial friend of 
absence trom our 


> * * . * 


\ short while ago, reference was made herein about the 
Travelers reading and abiding by the motto of the Northwest 
Travelers Club, which is quoted here: “Every time you help 
the hill, you get a little higher yourself.” 
bering in our daily thinking, and practic 

daily activities. 


the other fellow up 
Well worth remen 


ing throughout 





Integrity Pays Off 


@ A SALESMAN FOR one of the leading office machine 

the office manager of a large wholesaler 
to sell him a new typewriter. He learned that the machine 
was to be used for stencil cutting. He advised the office 
manager to get a second-hand typewriter, explaining that 
cutting stencils would ruin a new machine. 

He did not make a sale at that time, but the office man- 
ager was so pleased and grateful for the suggestion that he 
told his friends about it, and this salesman has since sold 
that prospect and his friends. 
| factor in any man’s success, and this 

value of character in selling. He ap 

vork with excellent results—RAL 


companies called o1 


48 new machine 
Character 1s a 


| 
Saiesman recognize 


— 








New Underwood Building in Detroit The Underwood 
regional branch in Detroit has moved into its new building located 
at the corner of West Grand Blvd. and 15th St. The structure 
contains 14,000 square feet of floor space and the property has 
sufficient parking space for employees and customers. Underwood 
is one of the pioneer business machine companies in Detroit, 
having maintained a branch there since 1907. W. J. Modrack is 
the regional manager 
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For faster turnover... bigger profits . . . sell 


Victor bhampion 


AMERICA’S FINEST 
LOW COST 
ADDING MACHINE 













Precision-Built 
by Victor, World’s Largest 
Exclusive Manufacturer 


of Adding Machines 
oe a 
“4 


“as 
J q 


10-KEY MODEL (7-6-0 
writes numbers just os 
a a Le 
columns 


FULL-KEYBOARD MODE. 
(6-6-0) prints zeroes ov 
tomatically, totals 7 col- 
umns. 


9-column-capacity Champions available at slightly higher cost. 


6 REASONS WHY IT'S EASY TO SELL THE CHAMPION 


1. Easy to use — simplified key 
arrangement, natural-angle “‘feather- 
touch” keys. 


2.Easy to carry — lightweight, 
compact. Carrying case available. 


4. Low price — Compare! Champion 
can’t be beat for value! Built to last 
for years!. 

5. Quiet — fewer moving parts, no 
“hammering” type to make a clatter. 


6. Choice of keyboard —both 10- 
key and full-keyboard models. 


3. Modern design—attractive in any 
office, store or home. 


VICTOR ADDING MACHINE CO., CHICAGO 18, ILL. 


In Canada: McCaskey Systems Limited, Galt, Ontario 


OP OOS SSM OODADESOwseaesasseuseshawe -| 

4 ! 

FOR DETAILS Victor Adding Machine Co., Chicago 18, Dept. OA254 

write, wire Send details on how I can become a Victor Cham- 

pion dealer. i 

or call i 

! 

now! Name i 

! 

- Add 
ress 

COUPON ! 

Tr fe ! 

. TODAY } City =a State . 

TRE 5 
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CONSOLIDATED 


A Complete Line of 


CARBON PAPERS 


and 


INKED RIBBONS 


for all Office Machines 
and Purposes 


RIBBONS CARBON PAPER 


e HECTOGRAPH e GENERAL 

e TYPEWRITER HECTO-SPIRIT 

e MISCELLANEOUS e PENCIL 
MACHINES e PEN 


‘Everbest” and “Challenge” 
Brands are popular wherever 
Carbon Papers are used. 


CARBONIZED ROLLS 
FOR ALL MACHINES 
Specialists in... 


DEALER “Personalized” 
IMPRINTED CARBON PAPER 














Write for Details & Prices 


CONSOLIDATED 
RIBBON 
& CARBON CO. 


Manufacturers 
ESTABLISHED 1893 
DEP’T D, 2900 W. MEDILL AVENUE 
CHICAGO 47, ILL. 





9OrH Districr Nores 


ART CARROW, CORRESPONDENT 
4423 N. ROSENEATH DR., HOUSTON 21, TEX. 
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Here are the men who will be largely responsible for the 
District No. 9 NSOEA regional meeting to be held in Biloxi, 
Miss., April 28-30 at the Buena Vista Hotel: 

Tom Ketchings, Tom L. Ketchings Company, Natchez, 
Miss. Governor District No. 9. 

George Tarrant, The Carter’s Ink Company, Dallas, Tex., 
president Texas Travelers Club. 

W. G. (Billie) Kimbrell, The Office Supply Company, 


Greenville, Miss., lieutenant-governor for Mississippi. 


Tom Ketchings 


Jack Perdue, The Perdue Company, Pine Bluff, Ark., 
lieutenant-governor for Arkansas. 

Edgar Jordan, Jr., Jordan Printing & Stationery Company, 
Alexandria, La., lieutenant-governor for Louisiana. 

W. Neill Stewart, Jr.. The Stewart Office Supply Com- 
pany, Dallas, Tex., lieutenant-governor for Texas. 


* * * * > 


A’Mell Office Supply Company has moved into its new 
location at Pacific Ave. and Field St. in Dallas. It will 
occupy the entire first floor which has been completely 
refinished. The firm will continue to operate its present store 
on Elm St. until the new location can handle all business. 


* * * * * 


Service Printing & Office Supply Company, Dallas, has 
purchased the building at 424 W. Jefferson St., Oak Cliff, 
Dallas, and will move to the new location March 1. The 
new quarters are in the heart of Oak Cliff. 

o * * +. * 

J. T. Hightower has become associated with the Joe 
Wallis Office Supply firm in an executive role. He was 
on the Stafford-Lowden staff in Fort Worth for years. 


* * * * * 


Norman Snider, Boorem & Pease representative in Texas 
and one of the Travelers top golfers, enjoyed his first “hole 
in one” recently. The “miracle” took place on a 145-yard 
hole in Seguin, Tex. Norm celebrated his 17th wedding 
anniversary December 17. On December 18 he broke out 
with chicken pox. 


* * * * + 


BUNKHOUSE AND FODDER 


The writer has been asked to drop the previous heading 
for this column due to its similarity to a nationally known 
feature. The column would appreciate hearing from readers 
with suggestions for a suitable title. Names submitted will 
be aired here, so pour ’em in. 

The Burnett Motel at Marshall, Tex., on highways 59 and 
43, is recommended by Charles McDaniels. He reports it 
attractive and reasonable. 

Seafood lovers are advised to stop off at Weidmann’s in 
Meridian, Miss., for a bountiful repast. It has been in bust 
ness since 1870 and the front door is never locked. 
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NASCON PRODUCTS dit iston of Eaton Paper Corporation 
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NASCON SELLING UNIT with Recommended Assortment No. 51 — 14 of the most popular Nascon styles 


dividual books) are included in this compact, counter-top or aisle-table, self-selection display. Sturdily 


gilt masonite with natural birch front, it is 23 


"wide, 18'2" deep and 12” high when filled. Retail value 


indise, $169.60, less usual discount. Merchandising Unit at cost, $7 net. Other assortments available. 


NASCON RECORD BOOKS ARE MAKING 
NEW SALES RECORDS 


Check around and you'll know why. You'll find that 
100k conscious: that record books are in wide demand; 


re designed to suit the public's wants. 


by Eaton. Nascon is the most complete, up-to-date 
Retailers everywhere are having outstanding response 
s featured in tidy, self-selection units. 
Selection Unit with Recommended Assortment No. 5] 
orful bid for business that will give you fast turnover. 
themselves” and impulse sales go up. This trim, 
rd every minute your store is open. 
LG. Morris, Sales Manager. A new catalog showing 


line of Record Books for Home, Office and Personal 


isking. 
“T Mascon» 
CATA-GLANCE 
‘Products 


——___— 


Pittsfield, Mass. 





wascONn ecoRd Boos 





FOR SMALLER STORES WITH SERIOUS SPACE 
LIMITATIONS: Nascon Junior Merchandising Unit 
with Recommended Assortment No. 52. Made of 
heavy gilt masonite treated to resist stains. Contains 
11 most popular styles, a total of 72 books retailing 
from 75c to $2.50. Total retail value, $90.00, less 
usual discount. Selling Unit at cost, $4.50, net. Other 
assortments available. 
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Youre, alway 





*(Very Important Person 


**You folks always treat me as though I were your very best customer, 
instead of just a little, unimportant one,” writes a small dealer to whom 


we recently shipped a specially packed order of typewriter ribbons. 


Every customer is a Very Important Person to us here at WRITE. 
Whether his orders are large or small, he gets the best service we can 


possibly give him. 


That, we believe, is the only right way to do business. And for more 
than a quarter of a century we’ve been doing our level best to 


make it known throughout the trade as the WRITE Way. 


So when a dealer wants stock in a hurry, or special stock — when he asks 


for individual “store name” imprinting or special packing — needs 
advice, suggestions, information or anything else we can supply or locate 


for him — we practically turn somersaults to give him what he wants. 


Our success is built on the unsurpassed WRITE line of carbon paper, 
typewriter ribbons and Typ-Rol type cleaner . . . backed by the incomparable 


WRITE spirit of dealer cooperation, Ask us for full information today. 


€ 
write The WRITE carbon paper — typewriter ribbons — Typ-Rol cleaner for every purpose 


You dent wih Wtite 


. 
incorporated $20 LEXINGTON AVENUE, NEW YORK 17, N.Y. © Factory: BRIDGEPORT 2. CONN. 
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107TH District Notes 


EDWARD L. ROBINSON, CORRESPONDENT 
4272 KING ST., DENVER, COLO. 





' , rapidly tor the District No. 10 
NSOEA ci t the Broadmoor Hotel, Colorado 
4.25. It looks from here that a very 


Elmer Pearce 





good play ented as one evening's entertainment. 
Sm«e of a vagon dinner are in the air. A dance 
, the « is on the program at which we will 


rnor, Elmer Pearce. 
* - * * * 


of the Pembroke Company, Salt 


Lake City, ha hat firm and is taking over a territory 
or Acme Vis rds Company. He will headquarter in 
Houston, Te Best wishes, Larry. 

> * > +. > 


Adrian Pembroke underwent a minor operation recently. 

When the write: to him in Salt Lake City he was up 
» chipper. 

* * * ~ * 


the Mc) Company man, Elgin Burke, who is 
th tory of Hank Lyles. This was his first 
thre t territory. 


* * > * * 


Wholesale Stationery Company, Salt 
City. ha with the flu. 
very shortly as a separate operation 
or each of tl The retail store will move to 29 E. 
Florence Crowther will do the buying 
ta the business. The wholesale division 
to | Bennett Rd., where Clarence Briggs will 
sions will remain under John Carr 
Y. retail store. Exact date of the move 
“ nderstand it will take place as soon as 


* * * * * 


S vol | Salt Lake were Lloyd Johnson, 
Son Pi Jim Haynes, American Pencil Company, 
Frank Lipp, rook Pen Company. 


* . * * * 
Faber is leaving Denver February 


the territory with the company’s 
nt him in the Rocky Mountain States. 


Dan Koss ( 


H I er 


* . * * * 


( otice that the New Mexico School 
s { (Compa oved to 509 Second St.. N.W.. 


* * * * > 


\ short note f1 Charlie (Sanford) Evans says he is 
to be out after the first of the month. 


* 7 > * * 


Frank B. Crees tah-Idaho School Supply Company, 


Salt | ( tor to the West Coast in the early 
art of January there saw Art Carlson. He reports 
Art gaining al t rather easy. 
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LIT-NING Executive 
COPY HOLDER 


Sell the copy holder that has all 
these features: Line spaces sheets, 
hone books, magazines. Variable 
fine spacer can be used either 
side to accommodate left and 
right hand pedestal desks. 
Reversible pica and elite type 
scale to measure and center 
headings. Heavy duty page 
retainers. Collapsible. All steel 
construction. Hammertone grey 
baked-on finish. Order now. 





Model 2C 





HORIZONTAL 
FILES 
HANGING 
IN-AND-OUT 
BOARD 
Model 
6H Model 12 HB 








BUILT RIGHT! Heavy gauge steel con- 


struction, rubber feet, baked-on finish are all 
quality you can see on Lit-Nninc_ products. 
Smart and modern in design, they're loaded 
with customer appeal. Durable quality con- 
struction assures lasting customer satisfaction. 


PRICED RIGHT! All Lit-ninG products 


are priced for fast turn-over. You save assem- © 





, ee 
bly costs, too; items are shipped completely ey 
assembled, ready for display and delivery. at 

y 


BACKED BY 4 
NATIONAL ADVERTISING! sag 


Lit-n1nG helps you sell by building demand and 
acceptance through national advertising to your 
customers and prospects. 






SO aed : «es pa 
gone hae Poh sgt ee Se 


PRODUCTS COMPANY 
Sales Offices 


3907 Duquesne Ave. 
Culver City 


—_ LIT-NING JOE says: 





Factory Fresno, 
California 


LIT-NING PRODUCTS COMPANY 
3907 Duquesne Ave., Culver City, California 


Send me your new descriptive catalog on the 
complete LIT-NING line. 


ee 


Address 








| 
| 
| 
| 
! 
| |. Se ee ee 
| 
| 
| 
| 


[} Dealer 














No, of course not! You hope to sell every cus- 


tomer all the office chairs his firm will use now 
—and in the future. 


It all depends on the action control. If it breaks 
down or operates inefficiently, he'll go else- 
where the next time he needs chairs. 


But if it operates smoothly and quietly, adjusts 
easily and is good for a life time of trouble-free 
service—in other words, if it is Seng-Equipt—you 
will keep him as a permanent customer. 


Play Safe! Specify SENG action controls on all 
your samples. They’re precision-built for custo- 
mer satisfaction—and for your protection. 







Syncro-Tilt 
for 
Executive Posture 
Chairs 


The SEND Comaany 


1450 NORTH DAYTON ST - CHICAGO - 22 - ILL. 
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11tH District Notes 


KEN DICKENSHEET, CORRESPONDENT 
1020 Y ST., VANCOUVER, WASH. 





We have just received a splendid mailing from our 
Governor Bob Strawn about the coming I1th District Con- 
vention at Sun Valley. With over 300 reservations already 
in, the convention is certain to be “tops.” 





ABOVE—A summertime view 
of Sun Valley Lodge, Sun 
Valley, Ida., scene of Region 
11 NSOEA convention May 
27-29. LEFT—This may not be 
the way to climb Mt. Everest, 
but a pretty summer visitor 
at Sun Valley finds the chair- 
lift a pleasant way up 9250- 
foot Baldy Mountain. On the 
valley floor far below is the 
luxurious Union Pacific vaca- 
tion village. Such a ride will 
be one of the features of the 
open afternoons scheduled at 
the NSOEA region meeting. 


Break open that piggy bank, tap the vacation fund, do 
what you have to do but be there! But if you want to be 
assured of a place to rest your head, get your reservations 
in at once. 

* > >. > > 

January was a month of severe and unusual weather in 
the Pacific Northwest. It also brought fourteen out of town 
Travelers who hit Portland Monday morning, January 1], 
and before the day was out the buyers were running for 
cover. 

At night the Multnomah Hotel looked like the scene of 
a National Pinochle Contest. 

Just for the record, here are the names of the Travelers 
in town that week: 

Russ (Carter Ink) Stevens, Dave (Joe D. Hale) Rudnick, 
Dick (Mfrs. Rep.) Vaughn, Gib (Weis Mfg.) Weis, (and 
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Photograph Courtesy of Wood Office Furniture Institute 


You can sell greater value 


at 5 times more profit with 
GENUINE UPHOLSTERY 


Leather 


@ Actual dollar comparisons between leather- 
upholstered office furniture and identical pieces 
covered with substitutes, prove that genuine 
upholstery leather pays you the greatest profit 
every time... with the same selling effort. 
Genuine upholstery leather more than pays 
for its slightly higher initial cost—in longer 
wear, matchless appearance, easy cleaning. 
Leather for executive suites and for every office 


SEND FOR THIS FREE BOOKLET 


Upholstery Leather” 

J booklet onleather 
king. It offers convinc- 
s the best buy for 


{ the most profitable : . 
for it today. There's s 
Only Genuine Upholstery Leather 
Wears as Well as It Looks 


* AMERICAN LEATHER MFG. CO., Newark, N. J. 
THE ASHTABULA HIDE & LEATHER CO., Ashtabula, Ohio 
BLANCHARD BRO. & LANE, Newark, N. J. 





eee 


EAGLE-OTTAWA LEATHER CO., Grand Hoven, Mich. 
GARDEN STATE TANNING, INC., Pine Grove, Pa 
GOOD BROS. LEATHER CO., Nework, N. J 


* 


THE LACKAWANNA LEATHER CO., Hackettstown, N. J. 
RADEL LEATHER MFG. CO., Newark, N. J. 

RASER TANNING CO., Ashtabula, Ohio 

Suppliers of finished leather. 
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is easy to sell because it actually improves with 
age ... becomes softer and more comfortable 
each year . . . retains its beauty indefinitely with 
a minimum of care. Leather resists tearing and 
hard knocks, keeps its color without fading or 
loss of brilliance, develops a rich patina that 
no substitute could duplicate. Why sell less, 
when genuine upholstery leather offers you . . . 


and your customers... so much more? 
r ee ee Oe ee ee Oe Oe OE Ure. OU. OU Oe 1 
l THE UPHOLSTERY I 
| LEATHER GROUP, INC. . 
141 East 44th Street, New York 17, N. Y. , 
" Please send your new booklet “‘All About Genuine | 
; Upholstery Leather.” No obligation of cours: , 
I Name mada — | 
| Company — 
| I 
| Address__ Pe | 
| City one — Stat a ! 
L i ee OE ee ee ee =a ee ee oe J 
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WATSON 


ESTABLISHED 1887 


See Watton 
for hard to get ems! 


The 400 Line HIGH LINE 
and COMPANION UNITS 
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ae se po ae 
=e n= i 1} EEK oT a 
ae — falajareiela 1c a | 
—= etal 1} 7 et ey 
=== —— ie == —_—s—-=— f 
z=55| = i) | | SS 
ete} | ipo} | RS | 
\] — = I . I N 1 — a 
400 420 440 403 425 442 
I I T; ya 
In the Watson stock line you will find many hard to get items, . | a 
including the 400 Line HIGH LINE and COMPANION UNITS. | af he | 
These units, 7198” and 31%” high, give you 27 combinations of | = 7. rat 
Document File Cases, Roller Shelf Cases, Curtain Cases and Legal | 
—— Blank Cases for state, county and municipal buildings. | ‘i lala | 
| 1 J] | 
— ee 
7 = 401-12 
For a Complete Line of Stock Files 18 drawers: Style 403-18 


440-8 


Annex units: 440A-8 


j ; rawers: le 2 
and Custom Built Equipment — 24d Style 405-24 


ra enero 











800 Line HORIZONTAL UNITS for Buses, Floor Cases and Safe Interiors 


Other WATSON 3100 Line COUNTER HEIGHT UNITS for Streamlined Counter Fronts and Continuous 
B Linoleum Tops. 
Stock Lines —— 4100 Line VERTICAL UNITS for Tabulating, Ledger, Tariff, Bill, 2-, 4- and 5-drawer 


Legal and Letter Files, and all Standard Size Drawers. Inserts Available 
WRITE DEPT. A-11 FOR FULL INFORMATION 


WATSON MANUFACTURING COMPANY, Inc., New York 









Jamestown, 
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that is spelled th one “s” this time) Gerry (American j 
Pencil) Whitcomb, Bob (Eagle Pencil) Anderson, George Pr 
(Eb Faber) Simmons, Bob (Dixon) McColloch, (no one 


had any trouble getting pencils),George (Binney & Smith) 
Balch, Bob (W r-Costello) Opie, James (Jasper Furn.) HOTE LS 
Davison, Burrell rker Pen) Webb and that old shark at 
pinochle, Norm (Eaton Paper) Lincoln. That totals only 
13 so I’ve issed eone—Oh yes—Jack (U. S. Card) & C " . M 
West. Then t things easier for the dealers Dick eS Rae uy hairs with the ost 
(B. & P.) Zeisler | were around too. Sk | d D lib ° 

Before breakin we held our first meeting at Davey’s ! le ell eration 
Locker for luncl ind we have decided to try to find 
, spot with more privacy. However, one thing was de- 

d it the luncl We will meet for lunch in Portland 
on iesdays fri ow in—somewhere. Check with hon- 
orary member wlks when in Portland until a site can 

¢ OM 


* * * * * 


Bill McElfatrick the H. & M. Ribbon & Carbon Com 


pany in Seattle and his wife, decided to leave the snow in 
seattle or a trip t San Francisco and Los Vegas. Gerry 
Whitcomb gave | 1 sure-fire system to use at Los Vegas. 
If American Pe ses the account, you'll know why. . 


* * * * * 


Myran Snapp Black & King, Everett, Wash., passed 
on the sad news that John Carney dropped dead in down 
town Billings last D mber. John was with The Reporter 
Printing & Publi ¢ Company at the time of his death. 


* * * * * 







Doris and John Tuttle of Lowman & Hanford gave a Ballroom of the famous 
Re dinne: arty r Mz Shaefler Pe e- Palmer House, recently 
are linn r Matt (Shaeffer Pen) Kennedy r sesniched eit Gacnaia 
cently Matt was transferred to Los Angeles where he'll Model 500 Aluminum Chairs. 
really see some t no doubt. 


Matt’s place | en filled by L. V. “Bud” Stayton, Jr. MORE AND MORE ARE 
Bud hails trom | hing, Long Island, a “fur” piece from CHOOSING REST-ALL ALUMINUM CHAIRS 


here. We're sur will like it out here, Bud, once you 
ge to our dr He claims we have too many trafhic ae @ STRENGTH, DURABILITY, BEAUTY, 
ghi n Seatt that no one seems to know where he low cost maintenance and repair, facility 
$ going = of stacking and ease of handling, com- 
> o.9 es foe ail fort — these are some of: the major poinis 
c, nersons nges: Wayne Larkin, formerly with é . of seating equipment which the buyers 
Glenn Thorntos rtland, now is inside man at John L. wah the nation’s leading pate check 
Bird’s in Seattle Marvin Payne, who was with Black & rigidly before making their purchasing 
Kins r many y is with Humphrey Grigg’s in Belling- — e | decision. It is significant that Rest-All 
han ry. Aluminum chairs are coming out on top 
. £6. 9-2 — after such careful deliberations, as first 
, — , Ma = choice of an increasing number of these 
George Abelsett Al Osborn celebrated their 15th anni ‘ ; 
' : one . - famous hotels. Recent Rest-All purchasers 
ersary of the f g of the Tacoma Ofhce Supply in ; . 
, : ’ + W.: in the hotel field include the Roosevelt, 
january with a r party at George s home. Gib Weis J 
a ae e] ’ . ; N. Y., Palmer House, Chicago, Deshler- 
was own a cir guest. Congratulations on your 


roore — ing you many more good years. Hilton, Columbus. It seems reasonable to 


expect that you, too, will find top quality 
22 8 2 





of design and construction in the Rest-All 
OUT WHERE THE HANDCLASP IS A LITTLE ° . Line. As a dealer, it may well pay you 
STRONGER 


r to investigate. Write for literature, com- 
— -_ \ plete details. 
Personnel Changes at Swan Printing 








Stephen J. Czv ki has joined Swan Printing & Sta 
tionery Co. Inc Buffalo, N.Y., as secretary-treasurer, and 
Char |. Wehrfrit is been promoted to executive vice 

TI ompany ted at 123 Franklin St., Buffalo, an 
nounced that it | ken a long term lease on a store at 
682 Main St. and ove to the new location May 1. 

The first floor ng remodeled for showrooms and 
offices. Harold W. Gale continues as president. The firm 
has b n the st ry business for 13 years —GET 
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BLACKER BLACK PERFORMANCE GUARANTEED 


in any climate 
. - . instantaneous-drying du- 
No offset, no smudge, no slip- 


licating ink for open or closed 
P - f sheeting. no delay. Hot or cold. 


drum machines. Won't clog drv or humid. weather has no 
pad, harden in cylinder or dam- eflect on NEW DRI-RITE 100. 
age stencils. Sharp, BLACK Perfect workability, legibility, 


ease ol use, speed of drvy- 
ing, always! You sell it 
on pe riect pertorm- 


reproduction dries as 






it stacks, on mimeo 


bond and some rag nce guaranteed! 


stocks. 


PRIVATE PRE-SOLD 
LABEL MARKET 


PACKAGING Consumer advertisingin 


“™ )I I ICE pre-sells the entire 


Offers you extra profit and office purchasing group for 
prestige with your own trade vou! Continuous Canode adver- 
name and label. Complete de- tising promotes the complete, 


diversified line of duplicating 
S he stress a 
antee present unmatched sell- inks, with extra stress right 
; now on NEW DRIRITE 100. 
ing opportunity! 


pendability and Canode’s guar- 


Packed in 1-itb. FLAT or ROUND CANS 
Also available in the popular PLASTIC SQUEEZE- 
DISPENSER in 1%4-Ib. size. 

Both types of packaging also supply 4 Canode 


RAPID DRY colors: 
RED + BLUE + GREEN + BLACK 





WRITE FOR DETAILS AND PRICES! 


INK SPECIALTIES CO., INC. 


.O 519 N. HALSTED STREET @ CHICAGO 22, ILLINOIS 
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SEEN & HEARD ) IN 
SOUTHERN CALIFORNIA 
by J. EDWARD TUFFT, 
2012 Huntington Dr., S. Pasadena, Calif, 





David Hendler, proprietor of the Wilshire Office Equip 
ment Company, 143 S. Western Ave., 1953 president of 
the Southern California OMDA, has recently expanded 
operations to include a stationery department. 

He states that in spite of many pape rumors he 
hinds business 1s keeping up well and he has increased the 
personnel of his service department both indoors and out 
doors. 

e . x * * 

Allen C. Brooks, manager of the George F. Montgomery 
Company, 1344 W. Olympia Blvd., reports a recent visit to 
the West Coast by Richard Sommers, chief engineer of 
Thomas A. Edison, Inc., Ediphone Division, Orange, N. J. 
Mr. Sommers returned home by way of San Francisco. 


* * ¥ * * 


E. C. Strandine, branch manager oi the International 
Business Machines Corporation, 1670 Wilshire Blvd., Los 
Angeles, has been appointed vice-chairman tor the Los 
Angeles 1954 Red Cross Drive which opened March 1. 


* * * * * 


Russell M. Perkins, head of Cummins Business Machines, 
1110 Wilshire Blvd., announces that John J. Fagen, Jr. 
former representative for the Los Angeles agency of Cum- 
mins, now heads his own Cummins agency which covers 
Connecticut and western Massachusetts. 

> * * * = 

Robert Graham, division manager of the Ralph C. Cox- 
head Corporation, 3012 Wilshire Blvd., reports the com- 
pany is introducing a completely new automatic headliner 
which will speed up operations about 50°. The new 
machine, to be exhibited at the Los Angeles Business Show 

April, has a wide variety of print faces which are printed 
and developed on the same machine. 

* * * * @ 

Robert Boyden, chief engineer for the Clary Muluplier 
Corporation, in addressing a luncheon meeting of the Lake 
and Colorado District Association in Pasadena recently, 
gave members a detailed account of the creation of an add- 
ing machine. He also told the group that the Clary firm 
ina few short years had grown from a small company with 
a $35,000 investment to a mammoth concern with gross 
sales of $15,000,000 last year. 

* * * * ¥ 

“El Toro,” mimeographed publication of the Los Angeles 
Chapter of the National Association of Cost Accountants, 
recently carried an appealing human interest article. It 
relates how the Lockheed Aircraft Corporation is saving 
$3,000 per month through employing blind people to  sal- 
vage for re-use nuts, bolts and fittings from Hoor sweepings. 

Floor sweepings must be carefully screened to save small 
parts, some of them valuable. Normally labor costs render 
salvage unprofitable. The company, however, after making 
tests has awarded a contract to a southern factory of blind 
workers to process sweepings from the Marietta, Ga., plant. 

It has been found that the blind have practically an in 
fallible sense of touch and the work they do is almost 100 
per cent accurate. In addition to the savings for the com 
pany, it 1s pointed out, a fine public service is performed. 


* * * * ? 


William Allen, president of the Boeing Arrcratt Cor- 
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wn” —_) Consistent advertising 


of this most copied of 
loose leaf covers has made ‘‘SDUO-TANG” 
a ‘“BUY’’-word in stationery supply circles. 
When YOUR customers look for Duo-Tang, 
the ORIGINAL loose leaf cover with built-in 
fasteners, be sure your stock is complete. 
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Right 





TANG 


LOOSE LEAF 
COVERS.... 


Right FOR PROFIT 


hese popular, easy-to-sell covers 
are truly a line you can show with 
pride and sell with profit. 


Right FOR VERSATILITY 


Ideal for Catalogs, Instruction 
Books, Manuals, Price Lists, 
Theses, Proposals and other pres- 
entations. Available in a wide 
range of colors and materials. 


Right FOR QUALITY 


Precision uniformity, good looks 
and workmanship give Quality 
top rating. 











for customers’ quick 
selection when you use DUO- 
TANG’S New Counter Display 
and Storage Case. 














guorth 


MANUFACTURING 
COMPANY 
200 SO. PEORIA ST. *« CHICAGO 7, ILL. 
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--.a@rare bargain in 
enduring style and comfort 


Clean-cut, distinguished simplicity . . . job-designed for 
year-after-year comfort and ruggedness . . . at a price that 
will please the most economy-minded. These are the plus 


values that sell your customers the 9100 Chairs. 


Upholstered in genuine leather or lifetime plastic, these 
chairs are styled in lustrous Walnut, Mahogany, Light Oak, 


or Softone finish. 


Sell this rare bargain in enduring style and comfort... 


and watch your sales and profits climb. 
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ANNIVERSARY 


High Point Bending & Chait Company of Sik » 
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High Point Bending & Chair Company of Siler City, WS 
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, Se promised to be one of the speakers 
os Angeles Chapter of the National 

tio! .ccountants. Among those on the pro 
Jack Stanley, Ray Hill, Norman Gross 


and Harry Kamph 


> * > > * 


lI linner dance, of the Los Angeles 
Ci t of tl il Association of Cost Accountants 
| tne Biltmore Hotel. The Syd Zaid 

music. The event was well attended. 

Janua meeting of the chapter the financial 

ed the organization to be in sound 

The folle ' tments were made by George Feicht- 
Maurice J. Dahlem, chairman of the nom 

ith Herbert G. Bowles and O. L. 

embers and Robert W. Gordon and 


Leslie Rogers, rs. The nominating committee will 


mann, preside! 
Johnson a 


prest na oted on at the May election. 
L. B. Alexander the speaker at the January 19 meet 
H ject Che Place of the Industrial Account 
ent.” Mr. Alexander is president of 
Machinery Corporation in Whittier, 


Los A hapter now has approximately 975 

ter recently organized at Long Beach 

has 118 met Che president is Lloyd L. Stanley who 
nected h Marchant Calculators, Inc 

. * * = * 

apter of the National Office Man 

cording to Carl C. Williams, past 


has | markable growth. 
il ¢ e points out, has kept pace with the 


e- 


ined and promoted by the national 
tivities to which Mr. Williams points 
ponsorships of the Long Beach and 
ind E1 Chapters. 

* * * * 

Ed Navarrete has been connected with the United 
last twenty years, and who served 
ten years, is now manager of the 
ture Company. The former firm is 
ocated at ] S e St. and the latter at 218 S. Spring 


S Ang his new position, Mr. Navarrete’ suc 
eds Homer Jonas who resigned to become manager of 
he ( il OF rniture Company at 932 S. Hill St. 
The Nati has recently been redecorated and 
zed levoted to steel furniture has a new 
oor and tl levoted to wood furniture has been 
a ompa tains a second store at 8910 Wilshire 
B Beve here Mort Liqueornan is manager. 
om * * > * 
Califor fl Machine Dealers Association held 
tallation d r-dance January 23 at the Moulin Rouge 

| Ar ge 
Che following rs were installed: Harry Van Dalfsen, 
B O ent Company, Beverly Hills; vice 


Wynn Easley, Quality Business Machines, Los 
ret irer, David Hendler, Wilshire Office 
Los Angeles; and executive-secretary 
\pproximately 125 attended the gath 


Lemules> seen 
Eq ment ( 
Dorothy E. Kramer. 
H. L. Pettit California Typewriter Exchange, past 
ster of ceremonies. A gift was pre 
David Hendler, the 1953 president, in appreciation 
rvic It two pieces of Samsonite luggage. 


7 * > * > 


the 1953-1954 NOMA year was 
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EXTRA 
ROOM 


Ease of Operation 
Space Saving 





242ST 
42” x 32” 





Worden Secra Type Desks are available in 
several sizes and types, as well as, finishes. 
The Secra Type typewriter desk gives the 
user 50% more drawer space than other 
desks of the same size. 


Ask for catalog and ae- 
quaint yourself with the 
Beautiful Worden Line 








She 


W orden Company 


P.O. Box 805 ¢ Holland, Michigan 
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PAOCODERN AS A JET 
AND SELLS JUST AS 
FAST 








Model No. 463-A 
ead ee Arm Swivel Chair 


Model No. 461-A 
Companion Arm Chair 


A 


“a 






1 


Here’s modern comfort for the modern day execu- 
tive ... at a price all your customers can afford. 


Gregson’s new 400 series of fine office chairs was 
designed to meet any executive requirement. Finest 
hardwood construction, plus 2” ball bearing casters, 
ind there’s 


guarantee long, trouble-free service 
a finish to suit even the fussiest executi 


tf ; 


So for complete customer satisfaction, make sure 


you sell office chairs by Gregson 


Available in all oak finishes, and walnut or 
mahogany on pecan. Upholstered in elastic 
Naugahyde, top grain leather or buff 
leather. Also available with all wood arms. 


DEALER INQUIRIES INVITED 





GREGSON MANUFACTURING COMPANY 


Manufacturers of Office and School Chairs 
LIBERTY, NORTH CAROLINA 
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held January 12 at the Rodger Young Auditorium, 936 W. 
Washington Blvd., Los Angeles. The panel discussion topic 
was “More Profits by Reduction in Office Costs.” The 
moderator was Kenneth W. Moore, vice-president of the 
Chicago Title and Trust Company, and president of the 
National Office Management Association. 

Participating in the discussion were: Glenn C. Tobias 
of the General Petroleum Corporation—subject, “Reduction 
of Costs Through Work Simplification”; George E. Carman 
of the Lockheed Aircraft Corporation—subject, “Reduction 
of Costs Through Forms Control”; Dr. S. W. Terry of the 
Friden Calculating Machine Company—subject, “Reduc 
tion of Costs Through Efficient Use of Modern Office 
Equipment,” and Wilford R. Penny of the Cannon Elec 
tric Company—subject, “Reduction of Costs Through a 
Realistic Record Preservation and Retention Program.” 

The tenth anniversary of the Los Angeles Chapter of 
NOMA was celebrated at the January meeting. The ten past 
presidents were honor guests. They are: J. W. Hess, 1943-44; 
Carl C. Williams, 1944-45; A. E. Bullock, 1945-46; A. E. 
Kern, 1946-47; G. M. Dean, 1947-48; D. M. Bruce, 1948-49; 
D, F. Lawler, 1949-50; L. E. Winters, 1950-51; Ross A. 
Tunnell, 1951-52 and Ray F. Printz, 1952-53. 

At the December directors’ meeting tentative plans were 
laid for the forthcoming inter-city conference which will be 
held October 24-27, 1954, under the general chairmanship 
of Howard Mackin of the American Calculating and Typing 
Service, assisted by Bob Howard of the Felt and Tarrant 
Manufacturing Company (space chairman), and Stan Glore 
of the Cannon Electric Company (business show chairman). 


Rex-Rotary Launches Contest for Dealers 


Rex-Rotary Distributing Corporation has announced a 
double-barrelled nationwide contest for its dealers and the 
dealer’s salesmen. 

After each dealer joins the contest, he is given a minimum 
quota which was determined by research and according to 
the purchasing power of the territory. The dealer with the 
highest percentage in sales over his established quota for 
1954 will be declared the top national winner and receive 
the first prize which is an all-expense-paid trip to Europe 
for two persons. Second and third prizes are cash awards 
of $500 and $250. In addition, there will be seven consola- 
tion prizes for the runners-up. 

Rex-Rotary officials state that use of the quota system ex 
cludes the possibility of a dealer with a high dollar sales 
volume automatically winning. 

Recognizing the importance of the dealer's salesmen, 
Rex-Rotary has established a continuous series of 12 monthly 
contests. Every time a salesman sells one of the firm’s dupli 
cators he receives prize points equal to the dollar value of 
the machine sold. The salesman holding the highest num- 
ber of points in any one month will receive that month’s 
first prize of $50.00 in cash. Second and third prizes will 
be $25.00 and $15.00. In addition, each salesman will re- 
ceive a “check” made out to him and good for the total 
prize points earned that month. 

At the end of the year, each salesman will add up his 
12 “checks.” The salesman with the greatest total amount 
of prize points will be declared the year’s super salesman 
and will receive $500 in cash. 

In addition a “poker game” will be used as an additional 
gimmick. Every time a salesman sells a Rex-Rotary dupli- 
cator he will be “dealt” two cards from the top of a deck, 
these bearing his name and the date. At the end of any 
month he selects his best five cards, mails them back to 
Rex-Rotary, and if his “hand” is the top poker one of the 
month, he will win the $25.00 jackpot first prize. Next prize 
is the $15.00 “kitty” and the last prize is the $5.00 “side bet.” 
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Your offiee is People, 


Here’s how to please $ Fi MEMO 


those who watch costs sO DO- Wit date 


x. 


Business analysts say holding 
costs down is 1954’s toughest 
assignment 

And office people who watch 
costs face this common problem: 
how to use their existing floor space 
efficiently. That’s why so many 
businesses are standardizing on 
Steelcase office furniture. 

Steelcase “job-customed” 
equipment speeds work output 
up to 35%, allows up to 25% more 





Advertising 
such as this = 
appearing nationally 


in BUSINESS WEEK, 


usable space . . . and requires no 
maintenance. Steelcase harmony 

of color, styling and design mean 
your Office people will be a happier, 
more productive team. 

Call your Steelcase dealer now. 
He'll be glad to give you ideas on 
how to keep costs down... output 
up! He’s listed under “Office 
Equipment” in your phone book. 


NATION'S BUSINESS, 
OFFICE MANAGEMENT 


and MANAGEMENT 





METHODS —is build- 


METAL OFFICE FURNITURE CO. ing prestige and 


Grand Rapids * Michigan 
sales for 


Free Office Guide 


Tooling Up Your Office’ is a colorful FREE booklet 
crammed with new ideas on modern office plan- 
ning. Attach your letterhead, send to Dept. D, for 


STEELCASE DEALERS! 


your copy 


STEELCA 


BUSINESS E@Q@uUIP M/E NT 
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MORE 
FEATURES .... 


MORE 
VALUE.... 





MORE 
PROFIT .. 


Write today for full information 


Ne ile 


~\ 
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Yes, here’s another of the long-famous Copy-rite 
Duplicators that have been money-makers for dealers 


year after year...now with more sales appeal than ever! 


ALL THE COPY-RITE FEATURES 


COMPLETE 
ROLLER RELEASE... 


1 rollers 









Lever releases pressure on al 
... prevents “flat spots” and 
frequent roller replacement. 
















4 


NEW FLUID 
CONTAINER... 


All aluminum design that 
follows contour of machine 
. indicator permits easy 
measurement of fluid level 
... faster flow for quicker 


work... retains economical 
draining feature. A 


Pa 


a“ 






NEW BEAUTY 


Striking neutral hammerloid finish with embossed name, directional 
arrows and pressure indicator. Polished aluminum handle 


~ with red plastic knob for sure, easy grip. 





WOLBER DUPLICATOR & SUPPLY CO. 
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1203 CORTLAND STREET, CHICAGO 14, ILLINOIS 
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Passed Away 


Hobart A. Green, 





6, president of Royal Metal Manufacturing Company of 
Chicago sit October, 1950, died Friday, January 29, ap 
rently of irt attack, while he was awaiting a train at 
LaGrang ) railroad station. 
Mr. Grew ho lived in LaGrange Park, joined Royal in 
126 as sa nager. He was named vice-president in 


The late 
Hobart A. Green 


harge of sales 1947 and became president in 1950. 
Surviving Mr. Green are his widow, Mabel, and two 

daughters, Mrs. Herbert J. Greaves and Mrs. Richard Bruce. 

His only s Marine Lt. James A. Green, was killed on 


16, 1945, while leading a platoon on a Jap 
position, at ; posthumously awarded the Navy Cross. 
During Mr. Green’s presidency, Royal expanded its pro 
; well as its sales force and territories. The 
its main plant at Michigan City, Ind., 


Okinawa Apr 


iction faci 


company 


rchased Cor wut Plating Industries at Conneaut, O., and 
pa ne ion, Royal-Walden Corporation, in manu 
acturing fa acquired at Walden, N. Y. 
In additic odern new showroom and sales headquar 
vert for Royal’s New York City office. 


tk bt bt + 


Charles H. Ramsey, 


director of the Ever Ready Calendar 





ce presia¢ 
Manufacturing Company, died January 18. He had been 
The late 
C. H. Ramsey 
ssociated with the company for more than 45 years. 
Survivit sons, Charles V., and Homer Ramsey, 
1 his si lessie Wintle, with whom he lived at 
38 70th St., Brooklyn, N.Y. 


tb tk bf & + 


Benjamin F. Schmidt, 

78, president the Consolidated Stamp Manufacturing 

Company, New York City, died January 12 in Good Samari 

tan Hospital, Suffern, N.Y., after a heart attack. He lived 
Spring Valley, N.Y. 


His father { led in 1893 the company claimed to be the 
largest manu of marking equipment in the world 

iking police department and official badges. 

Mr. Sct his death also was president of Eagle 


Stamp Works of Chicago, the Commercial Stamp Company 
treasurer of the Superior Seal & Stamp 
t and the Ronald K. Duke Company of 
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all 


- SOCKDOLAGERS* 


_ end with JUSTRITE 
ENVELOPES 





*(sok-dol’ a-jer)—a conclusive argu- 
ment. 

Where quality, variety and service 
are the issues—JUSTRITE is the last 
word! It isn’t necessary to argue the 
attributes of Justrite envelopes and 
service—just compare! 

The next time you need envelopes con- 
tact either the Northern States Envelope 

Co. or the Justrite Mfg. Co. Prices and 

; made-up samples will be submitted 

i promptly. 

: Two modern plants to serve you quickly. 
Over 85 standard types of envelopes 
always available . always the best 
quality! 


WRITE FOR PRICE 
LIST NO. F-3 


Where quality is important . . . and 

fast service essential—_JUSTRITE EN- 

PES are your best source of satis- 
faction. 





For JUSTRITE service 


JUSTRITE ENVELOPE MFG. CO. 


58-60 Gilmer St., $.E., Atlanta, Ga 


NORTHERN STATES ENVELOPE CO. 


300 E. 4th St ot. Paul, Min 
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TAPE 





PRINTS 
WITH 
SPIRIT 
SOLUTION. 














THE 
POPULAR 
MODEL 40 
$52.17 Including 
Supplies for 500 


Name List* 








THE ORIGINAL 
SPIRIT PROCESS 
ADDRESSERS 


For the business or organization 
that wants faster, better address- 
ing at low cost—Master Addresser 
is the perfect answer. No me- 
chanical addressing system is 
easier to install, simpler or less 
expensive to operate. Just type 
the address list on Master Tapes 
backed by hecto carbons. No 
plates to emboss, no stencils to 
cut. Place the address tape in 
the Master Addresser, fill the 
spirit fluid reservoir and start 
addressing. Envelopes, self mail- 
ers, catalogs, bulletins—you can 
address from 1500 to 2000 pieces 
per hour with a Master Addresser, 
and reuse the same address tape 
up to 50 times over a period of 
years. List additions and cor- 
rections are easy to make too. 





MODEL 25 
FOR THE BUDGET MINDED — 


$30.97 Including Supplies 
for 500 Name List* 











MODEL 40-H 
FOR HEAVIER PRODUCTION Send Coupon today for complete 


information on the Master Ad- 


$110.47 including Supplies 
dresser Line. 


for 500 Name List* 
*Slightly higher Denver, Colo. and West 


| | 

| V2? Mi eidde CA. | 

- | 

| 6500-D West Lake Street, Minneapolis 16, Minnesota | 

| @ Gentlemen: Please send us complete information on the 

Master Addresser Line. 

I | 

| Name and Title | 

| 

| ae 7 

| A a ae City State | 
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Los Angeles. He was president of the Spring Valley Savings 
&« Loan Association and was a former trustee of the village. 

Surviving are his widow, Mrs. Jane Payne Schmidt; two 
sisters, the Misses Eleanor C. and Gertrude Schmidt, and a 
brother, Arthur W. Schmidt. 

tr r &t + 

John Alfred Sweeney, 
executive vice-president and sales manager of Harter Cor- 
poration, died January 6 in Sturgis, Mich. He was 65. Mr. 
Sweeney, who was widely known throughout the office 
furniture industry as “Al,” joined Harter Corporation in 
1937. He served as eastern sales manager until moving to 
Sturgis in 1941 to assume the position of general sales 
manager. 

Mr. Sweeney was associated in his early selling days with 
Yawman and Erbe Manufacturing Company and served in 
that company’s branch offices in New York City and 
Chicago. 

He was born in Barrie, Ontario, Canada, July 30, 1888. 
He was married to Mary I. Burns May 22, 1917, in Ham 
ilton, Ontario. Surviving are his widow; two daughters, 
Mrs. Evan S. Harter, of Sturgis, and Mrs. Robert G. Lovell, 
of Ann Arbor, and a son, John D., of Chicago. The son 
is manager of Harter’s new sales office in Chicago. 

Mr. Sweeney was a member of Sturgis Rotary Club, 
Klinger Lake Country Club, Elks Lodge and a life mem- 
ber of Acadia Lodge (Masonic) at Hamilton, Ontario. He 
was a 32nd Degree Mason. 


ttf & & 


James L. McGee, 
71, assistant treasurer of the Yawman and Erbe Manufactur 
ing Company, died December 29, 1953, in Rochester, N.Y., 
General Hospital. 

After graduation from Phillips Andover Academy, Mr. 
McGee became a telegraph operator for the Western Union 
and Associated Press and later played professional baseball. 
Studying public accounting, he was associated with Account, 
Audit & Assurance Company and Price, Waterhouse & Com- 
pany, of New York City, and later with General Motors 
and Willys-Overland. 

Mr. McGee joined Yawman and Erbe in 1919 as manager 
of the cost department and four years later became office 
manager. Fifteen years ago he assumed the post of assistant 
treasurer, which he held up to his death. He was a member 
of the National Association of Cost Accountants, the Masonic 
Order and the Westminster Presbyterian church. 

Surviving him are his widow, Irene and a daughter, Jean. 


tf - FF - 
Harry Fixler, 
51, associated with Business Systems, Inc., South Bend, Ind., 
as a top salesman since June of 1939, died in his home 
January 31 after an illness of six months. Born in Austria 
Hungary July 4, 1902, he came to South Bend from thai 


country 47 years ago. 
Besides the widow, Evelyn, he is survived by a son, David. 


rrr + 


Williams Harvey Montgomery, 

65, founder and president of the Consolidated Printing & 
Stationery Company, Salina, Kans., died January 28 in St. 
John’s Hospital, Salina. He had been in the hospital since 
January 26 for treatment of a heart ailment. 

Mr. Montgomery came to Salina in 1910 to manage the 
book department of the Ekstrand Book & Stationery Com- 
pany, a pioneer Salina firm. For eight years previously he 
had been manager of the Plumb book store at Emporia, 
Kans. 

In 1914, he opened the Montgomery Book & Stationery 
Company. Later the firm name was changed to the Mont- 
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GLOBE-WERNICKE 
Safeguard Filing System 
restored him to executive duties 


IT’S TRUE as gospel! With the old 
filing set-up the Boss figured no- 
body could find what he wanted 
but himself. He was more than 
half right. But that’s what an anti- 
quated filing operation will do to 
any business. It’s a lot different 
with Safeguard. 


G/w saFEGUARD Filing System is so 
simple even a novice can under- 
stand it—and make it work. You 
can't misfile papers unless you try 
mighty hard, because it’s actually 
more difficult to file incorrectly 
than to do it right. 


u las 
10 2 Sy 
~ 0 oe Liss NY (XX 
SMT 76 5 (49 


YOU SAVE TIME and motions both in 
filing and removing papers. You 
also save time and tempers for ex- 
ecutives needing filed material. 
These savings are converted into 
cash—day in and day out. 


Office Equipment, Systems 
and Visible Records 
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“Meet the 
highest priced 
filing clerk 






in the world— SS 
my BOSS!” <4 


im 7 


THE ExcLusive G/W Safeguard File 
System costs about the same as any 
ordinary file system; that’s FIRST 
COST! It costs so much less for 
operation—saves so much time, 
saves motions, saves frayed nerves, 
saves executive time—it (to use a 
worn phrase sincerely) pays for it- 
self quickly, and then pays divi- 


dends to the business. 





pepenpaBLe Globe-Wernicke dealers 
will survey your filing operation, 
make recommendations. They will 
demonstrate the Safeguard System 
to your executives, file supervisor, 


filing clerk, in a B-I-G or teeny 
business. You'll find this G/W 
dealer listed in your classified 


‘phone book under “Office Equip- 
ment.” Or a line to us on your let- 
terhead will bring you his name. 
Address Dept. 2-OA. 








Cincinnati 12, Ohio 





Filing System — for 
EVERY-TIME FINDING! 


Every one of your customers will 
subscribe to this statement: 


IT IS ALWAYS THE IMPORTANT 
PAPER THAT GETS MISFILED 
OR LOST — never the relatively 
unimportant paper. 


Globe-Wernicke SAFEGUARD Fil- 
ing System offers vigilant resistance 
to misfiling. This simplest and easi- 
est system ever devised actually 
makes misfiling more difficult than 
correct filing. That is a fact that 
should arouse genuine enthusiasm 
of office supply dealers and sales- 
men. Thousands of businesses al- 
ready know the virtues of Safe- 
guard, the practical time-saving, 
work-saving accuracy of the system. 


Globe-Wernicke continues to tell 
your best customers about these ad- 
vantages through advertisements 
like this one. 


The consistent performance of Safe- 
guard is a dealer’s best protection 
for profits from filing systems and 
supplies. And some ENTHUSIASM 
in the selling will INCREASE those 
profits. Note these prime points: 


SAFEGUARD Filing System — 


ADAPTABLE—to every type of 
filing requirement 


FITS ANY SIZE OF BUSINESS—from 
smallest to largest 


EASILY UNDERSTOOD—even by novice 
DOUBLE-CHECK on accuracy 
EXCLUSIVE index guide system 
FASTER FOR FILING—faster for finding 


Put Safeguard on your “PROFIT 
PRODUCER?” staff for 1954. 


ph 


Eimer G. Rahe 
Vice-President- 
Sales 
Globe-Wernicke 
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‘ a , SE know-how’ r 
~ makes a world of DIFF ERLAUE . 


Really scientific achievement is considered Be 

‘ ° ; 63 

| accomplished only after timeless research .. . a 

| ° . : . ; _ 

and indefatigable testing. ROSE Products | rep 

| are produced that way! Laboratory tested oo 

. proven... dependable. Rose Products qua 

are dependable because they rank highest in | afte 

. 7 bh 

F performance and satisfaction. Lah 
5 

Rita 
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ture 

Janu 

n 


\ pe lia : R. 


Specialists in the manufacture of: Mar 
61, s 


pany 


all © MASTER UNITS (Plain and Printed) : 
4 SPIRIT CARBONS 


Loui: 


HECTOGRAPH CARBONS of Bi 


with 





e Hektowriter Rolls. 
Also Duplicating Fluid and Hand 


Cream 





S E RIBBON AND CARBON 
MANUFACTURING C0., INC. 
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General Offices and Factory...Harrison, N. J. hg 
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gomery Printing Office Supply Company. On Oct. 13, 


1928, his company was merged with the General Printing 
Company under the name of the Consolidated Printing and 
Stationery Company 

The firm expanded its business throughout the Midwest 
until it occupied two buildings, at 113 N. Santa Fe and 
110-112 N. 7tl 


his widow, Mrs. Gertrude Montgomery, 
two daughters, and one sister—-GMH 


Survivors 


tk - - & 
Frank Achtner, 


who organized the Ofhce Stationery & Equipment Company 
of Chicago now operated by his son, Raymond, died sud 
denly January 28. He had retired from active participation 
in the firm’s aftairs 

[his veteran stationer was a member of the Jefferson Park 
Improvement Club 

Surviving with Raymond is another son, Robert; the 


a daughter, Mildred Marlyd. 
tk & f & 


widow, Clara il 


Benjamin J. Gerber, 

63, of 5053 N. Ridgeway Ave., long connected with retail 
stores of Horder’s, Inc., Chicago, and later a manufacturers’ 
representative d February | in the North Shore Con 
valescent hom« 

at Lakes Travelers Club were long ac- 
veteran of the industry who succumbed 

many months’ duration. 

Survivors include a son, Stuart, a daughter, Mrs. Harriet 


Members of Gri 
quainted with this 


after an illness of 


Labow 
tr FF &- - 


Rita Estelle Weiner, 

wife of Joseph Weiner of David Kramer, Inc., office furni 
ture and equipment dealers of New York City, died on 
January 3. Surviving with the husband is a daughter, Lillian 
R. Notides, and a brother, Max Heinrich. 


tk fF F&F + 


Marvin T. Warren, 
61, salesman for the National Printing & Stationery Com 
any years with Maverick-Clarke, died in 
December 29.—JHR 


tT tr bf FE f 


pany, and for 
San Antonio, Tex.. 


Louis A. Fries, 
of Buffalo, N. Y., died Jan. 13. Mr. Fries was associated 
with Ryan & Williams, Inc., of Buffalo. 








40 Years with Brown & Saenger . . . V. A. Hanson, left, presi- 
dent of Brown & Saenger, !Inc., Sioux Falls, S.D., congratulates 
Henry McGrath. The latter was retiring from active duty after 
spending 40 years on the road traveling for the firm. 
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GO PLACES with 





SUPERB as Switzerlant’s 
MATTERHORN! 


The Swiss respect their 
superlatives. They 

specify Weldon Roberts 
Erasers, as users do 

the world over—to Correct 
Mistakes In Any 


Language—to assure 





399 TRI-PLY—The original, superior, 
3-layer eraser for typists. Two outer 
plies of red pencil-rubber, for 
smooth, clean erasures on originals 
and carbon copies, center ply of soft 
gray ink-eraser for a single letter or 
a complete line. 


uniformly superb 
erasing of all 
writing by hand 
and by business 


machines. 


FOR BIGGEST 
ERASER SALES be 


sure you satisfy 
930 ENSEMBLE (Pink & Gray Rub- ¢ 


ber). A combination eraser that does itw ; 
most everything, Handy, bias beveled quality “conscious 
sh . Soft, pink neil rubb 

00. eS Oe Be customers 


joined to soft, gray ink eraser. For 
ink, pencil and crayon erasing. 


with Weldon Roberts 
Erasers in styles 
and sizes exactly 


suited to their use. 





121 ELLIPTIC. Soft gray eraser in handy elliptical 
shape for pencil or ink erasures on all types of 
work, Feature it for volume sales to office work- 
ers, typists, draftsmen, artists. 


Write us now 
for catalog. 


WELDON ROBERTS RUBBER CO. 
365 Sixth Avenue, Newark 7, N. J. 


World’s Foremost Eraser Specialists 
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Bid for Business 


Your big bid for business pays off with Indi- 
ana Chairs! Backed by result-producing na- 
tional advertising, Indiana’s complete line of 
high quality wood chairs gets customer ac- 
ceptance .. . builds big volume business with 
steady profits for you. Write for the profit- 
able proof... today! 





lndiana (FR. 0. 


JASPER, INDIANA 


MEMBER OF WOOD OFFICE FURNITURE INSTITUTE 
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We're Blockading Ourselves 





Continued from page 36 


she sold here, but as long as the British pound was con 
vertible, the heavy Canadian trade balance with Great 
Britain and the United Kingdom countries made up the 
difference. Today, with the pound sterling nonconvertible, 
Canada can pay for goods bought here only with American 
dollars. 

Obstructions to the flow of world trade reared over recent 
years do not show up in the form of high tariff walls. Con- 
trariwise, the visible face of American world trade policy 
presents a deceptive array of very liberal concessions, em- 
bodied in the Reciprocal Trade Agreements program, a 
number of bilateral agreements and the General Agreement 
of Tariffs and Trade, familiar the world over as GATT. 

Examination of U.S. trade policy over-all clearly exposes 
the trade snags or stop signs to which the outside world 
objects: 

1. An Agricultural Adjustment Act amendment, under 
which imports my be limited in quantity or even blocked 
out altogether. 

The “Buy American Act,” which, in effect, leads to 
the imposition of a minimum 25° penalty on all foreign 
bidders for U.S. Government contracts. 

3. A sizable collection of outmoded and cumbersome 
tariff law provisions which hamper the flow of world trade. 


Interpretations Vary 


Some interpretations of the Trade Agreements program 
can convert liberal agreements into a wholly false front 
should the Tariff Commission and the President feel 
sO disposed. 

A number of Trade Agreements concessions have been 
withdrawn or modified. High tariff walls were thus restored 
against hatters’ fur, felt hats and figs. Only presidential 
action averted revocation of trade agreement tariff benefits 
accorded the world’s jeweled watchmakers, and growers of 
garlic abroad. 

The AAA amendment, under which import quotas may 
be placed on agricultural products, fats and oils, if their 
entry interferes or threatens to interfere with the government 
crop price control programs, has proved a major snag in the 
flow of world trade. 

Foreign Complaint 

The “Buy American Act,” originally adopted during the 
depression of the °30’s, has been the target of foreign com- 
plaints for years, and never attracted really national support. 
Two important exceptions were written into the Act. One 
authorized agency heads to buy foreign goods if domestic 
products were available only at “unreasonable cost.” The 
other permitted foreign buying if domestic purchase seemed 
inconsistent with public interest. But domestic producers 
have taken an adamant stand that the law compelled home 
purchases no matter how cheaply the wanted goods were 
offered abroad. In large measure they have made this stand- 
ard stick. 

The case against out-of-date U.S. tariff laws is one which 
U.S. Customs Bureau men readily admit. Classification 
rules, which determine the rate of duty to be paid, are so 
complex that some groups of similar products can fit into 
any one of 12 different formulas. Value appraisal is subject to 
at least five procedures. These and other red-tape-producing 
regulations have clogged the United States Court of Customs. 

The Eisenhower forces made a valiant effort to eliminate 
some of the difficulties involved in the customs laws, and 
pushed a simplification bill through Congress before the 
last session adjourned but the legislation was badly emascu- 
lated. Provisions which would simplify the valuation pro- 
cedure were left out and are now again awaiting action. 

The debate in the 1953 skirmishes simply postponed a 
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Burroughs 





dl 
PUT THE BRIGHTEST NAME 


IN BUSINESS MACHINES 
TO WORK FOR YOU 





Burroughs adding machines and cash registering machines are known the world 
over for efficiency, dependability, and quality. So it is only natural that more and 
more dealers are finding it profitable to meet the growing needs of business 
everywhere with Burroughs machines. 


Here are basic tools of business that are now, and have been for years, backed 
by consistent national advertising . . . that are used and wanted in every com- 
munity. As a Burroughs dealer, these factors work for you to make sales easier 
to help you add the immediate profit of new customers and build for the 

ire on the solid foundation of customer satisfaction. 


So let Burroughs help you sell Burroughs. The Burroughs dealer plan is simple 

| complete. It includes effective merchandising helps . . . provides sales training 

id assistance through local branch managers . . . gives you the advantage of 

providing Burroughs factory-trained service for the machines you sell. Just get 

in touch with the Burroughs factory branch office nearest you for all the facts, or 
Burroughs Corporation, Detroit 32, Michigan. 





WHEREVER THERE’S BUSINESS THERE’S 


Burroughs =» 
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Sacramente See 
chamber of commerce selects wiltshire 


The heart of a modern city’s business . . . 
is its Chamber of Commerce. In Sacramento, 
this heart conducts its vital activities daily 
over Wiltshire Modern Walnut desks. 


Strictly in keeping with the friendly at- 
mosphere of the far West, Wiltshire Mod- 
ern Walnut adds its rich, welcoming tones 
of warmth and beauty. It invites local busi- 
ness to come in for conference . . . seems 
to say to strangers . . . “you’re welcome 


back any time—let’s settle in Sacramento.” 


In fact, through just such service in help- 
ing transact business, this entire Wiltshire 
Modern Walnut installation earns itself a 


most active and loyal membership in the 
The Chamber of Commerce of California’s Capital City finds it pays 
to conduct its business over Wiltshire Modern Walnut desks. The in- 


stallation was made by H. S. Crocker Co., Inc., also of Sacramento. 


Chamber of Commerce. 


Imperial’s Wiltshire Modern will transact 
plenty of business for you ... in real 
profit-making volume. Display if now. 
Write for information. 


selling messages . . . “pre- 
selling” Imperial’s fine qual- 
ad e S ie : oO rm Pp ae #3 Y ity wood office furniture . . . 


building business for you. 
EVANSVILLE 7, INDIANA 








In these national publica- 
tions, read regularly by your 





prospects and customers 
each month, Imperial Desk 
Company carries straight 


Have you Joined Up 
aay With COPS yet? 


wad 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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bitter strugg tariffs which must now be fought. On 
the outcome of tl attle may depend the future success, or 
failure—of tra etween the free nations of the world.- 
Reprinted 11 ndensed form with the permission of the 
opyright ow? Vation’s Business. 


RMANENT 


NEAPEIN 





~ MOISTURE 
RESISTANT 


sees; 





Remodeled in Dallas . . . Two views of the newly remodeled 

| store of Vance K. Miller Co. at 1916-1918 Main St., in Dallas, 
Tex. TOP—section of office supply department. BELOW —office 
furniture display. (Story appeared in February issue). 


| Business Opportunities 














Business Machine Sr sity Line Wanted . R. C. Cromwell, operating 
tter B M Box 1826, Spokane, Wash., desires a specialty 
has been sé« 3 Robotyper and Rob 
and the Inland Empire, which includes 
and western Montana. He has beer 
1950, and e October, 1952, under 
Office Equipment Dealer in Brazil Wants Imports . Jose Wenceslau 
t M 59 Sant S. Paulo Brazil, S.A., is an office 
: ercial stationery items including steel furni G 5 
| + fice supplies. He is interested in importing Convoy Files are shipped assembled ready 
: t f pplies from the nited States and request ° eee . 
| for use. They'll stack to ceiling without 
shelving, yet operate freely. Mate together 
Wants to Serve Manufacturers in Spain—Werner Siech, Akazienallee 63 vertically, have positive drawer stops. 
8 tt t Berlir permany, desires contacts with Ameri- 
der Gaeliek te dnaien tee. Steady profit makers. Some good areas are 
everal years, dealing in office appli- still available for franchised dealerships. 
made an intensive study of the trade 
3 position to aid American suppliers. His 
Pag “ticsady teeny me tagpn-< yale CONVOY INC \P. ©. STATION B 
ig Nigel stan fs ag tnt y, + se |} BOX 216-¢ 


S. Arey in Be CANTON, OHIO 
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Funesl 


GUMMED LABELS 


BEST QUALITY 
WHITE PAPER 


FINE, SMOOTH 
WRITING SURFACE 


STICK QUICKLY 
& PERMANENTLY 


REYBURN MANUFACTURING CO.,INC. 
ee 


WAREHOUSES 


T : 


MILA { 6 TILLAR 








Serenity, Key to Efficiency 





Continued from page 36 


reflection helps us to plan and work according to our “tired” 
and “energetic” periods. With a little self-study, we can 
learn to anticipate intervals of fatigue. 

In the creative spheres of business, quiet reflection, time 
out to plan and think living through to its essence, have 
paid off handsomely in ideas, efficiency and productivity, 
We get some of our best ideas by relaxing and deliberately 
using the subconscious. Poets, psychiatrists, philosophers— 
many refer directly or indirectly to the dominant role of the 
subconscious in creative thinking. Betrand Russell says that 
he often turns a problem over to his subconscious, returns 
to it after some months to find that the work has been done. 


Creative thinking steps in after your judicial mind has 
explored every angle. And it helps if you are in a state of 
well-being, if mind and body are relaxed and at ease. Chain 
thinking is a vital part of creative imagination; one idea 
leads to another. Some of them are similar, some are con- 
trasting, but association of ideas is so valuable that Aristotle 
thought of it as the keystone ot psychology. 


When you miss an idea, it slips back into the subconscious. 
“What we sometimes note on bits of paper which we 
treasure like misers,”’ says Dimnet, “are the germs from 
which creation springs, or from which a fuller life is de- 
veloped. 


Everybody has the creative urge, and at all ages. We may 
lose some of our ability to acquire knowledge as we grow 
older—at least to learn quickly—but our creativity seems to 
improve with age. It flourishes under constant effort. 


The mature mind functions with increased efficiency in a 
serene and harmonious climate. This has nothing to do 
with external conditions, for serenity is a screen against the 
nettles of annoyance, tragedy and fear. Serenity only comes 
through quiet reflection and relaxation, through diversion of 
our thoughts to new and revitalizing channels. 


The first step, it seems, is quite apart from our immediate 
work, It is to unshackle the imagination and rid ourselves of 
delusive values. It is to dream a little, to find a way of life 
that is right for us, and that gives us peace of mind. In that 
fertile soil, efficiency is planted to produce better work and 
more satisfying returns. 


Peace of mind will not let poor health or tragedy destroy 
the power to work; it insulates our vital energies against 
tension and anxiety. Tranquillity will not always protect us 
from pain, but it cushions the shock and frees the suffering 
mind for the therapy of work. It teaches us to balance quiet 
against turmoil in the truly productive years of our lives. 





A South American romance blossomed into wedding 
bells for Karl Schmied and Maria Jose De Cesare on Janu- 
ary 17 at the Mother Church of President Bernardes, Sao 
Paulo, Brazil. A reception followed at the home of the 
bride, daughter of Francisco and Avelina De Cesare. The 
bridegroom is the son of Carlos and Charlotte Schmied. 
His father’s firm, Carlos, Schmied & Cia., Ltd., is well 
known in stationery and office equipment circles of Brazil. 
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ve PERSONAL 





Every person, regardless of profession or business, needs a file to keep 
important papers such as receipts, bonds, certificates, credentials, 
leases, tax data, wills, etc. 


The Amfile models shown 
here offer the purchaser 
the ultimate in file utility 
and attractiveness. 





MODEL No. 442 


Made of heavy weight steel, finished in gray hammerloid 
finish . . . a sturdy file that will last a lifetime. Opens 
easily on piano-type hinge. Comes with key and heavy- 
duty lock that really stays closed. Size 10" x 12!/." x 5/2". 
Equipped with 20 letter size index folders, alphabetical, 
monthly and blank. Insides of folders are printed for budget 
or expense records, addresses and other pertinent data. 


Retails for about $5.60 each 


MODEL No. 445 


Has Locked Compartment in Lid 


For the person who wants more privacy about his important 
papers. In the compartment are five envelopes titled Fire 
Insurance Policies, Life Insurance Policies, Other Insurance, 
Miscellaneous Bonds and Stocks, Last Will and Testament. 
No. 445 comes equipped with 20 folders like Model No. 442. 
Finished in new "Craftman Copper" color with brass finish 
handle and hardware. Size 115" x 12!/," x 5I/,". 


Retails for about $7.80 each 


Amfile Personal Files come individually cartoned—suit- 
able for reshipment. 6 individual cartons to master 
shipping carton. Shipping weight on the No. 442, about 
45 pounds, No. 445 about 55 pounds. 


AMBERG FILE & INDEX CO. 


Filing Specialties since 1868 


1608 Duane Bivd. Kankakee, Ill. 
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Here’s eye-appealing styling 
and quality craftsmanship 
that means 








No. 1518 Revolving Arm Chair 


[here’s no doubt about it . 


Selling is really quite easy . especially when 

you can demonstrate the kind of dramatic styling and 
“the easy-to-see’” quality craftsmanship like you find 
in this popular NO. 1517-1518 Combination 





Your prospects will quickly be attracted with this 
powerful eye-appeal and it'll turn to 


buy-appeal before you know it 





ss No. 1517 Side Arm Chair 
And it’s the same with every one of the other patterns 


ig li JOHNSON BUSINESS C S. All « 
in the big line of JOHNSON BUSINESS CHAIRS. All of GET THE COMPLETE STORY on Johnson 


them . mighty easy to sell! Chairs and the big opportunities that 
; ; oe can be yours. Write today for the Johnson 
Make your selling . eas) with JOHNSON CHAIRS Catalog and complete details. 





JOHNSON CHAIR COMPANY 


4401 W. North Ave. Chicago 39, Illinois 
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Install NCOMDA Officers 
Continued from page 40 





Romano, president of the National Office 
\ssociation on behalf of NCOMDA pre 

1 Mr. Pe th a gold wrist watch as a token of the 
tio! reciation for services rendered. 


resident of the East Bay Office Machine 


dD \ssociat congratulated Mr. Peck on his outstand 
ng record a leclared that joint meetings of this type 
ie ntly. 
fheers and directors of NCOMDA were 
ed it lignified ceremony presided over by Earl 
\mes Supply Company, San Francisco, and his 
es [renchard, Ray’s Office Machine Service, 
S Rafae 
First vice-p1 ent—Peter Tobin, Office Appliance Com 
inv. Sa | 
Second e-pI nt—William Dippel, White & Dippel, 
4 “1 
Viarvsvili¢ 
Third vice-pr nt—Jack Davenport, Bakersheld. 
Secretary—Dorothy Hicks, Modern Office Supply Com- 
iny, Vallejo 
Assistant Lou Micco, Office Equipment Com- 
pany. Martine 
Treasurer | Cowan, Lloyds Business Machines Com- 
nv. Stox kt 
Direct Pecks Qfhce Appliance Company, 


Oakland; James Dunn, San Francisco; Earl Howard, Napa 
Napa; E. W. Roberts, Roberts Type 
; Roy Rauber, Office Equipment Com 
Leu, Leu Business Machines Company, 
Santa Rosa; J. D. Romano, Valley Typewriter Co., Fresno. 


writer (o., Sal los 


pany. Oak ind: \ 


Harriet L. Stephenson, Oakland. 





NOMDA Adds Day to St. Louis Convention 

The National Office Machine Dealers Association Con 
Exhibit, scheduled in St. Louis June 21 to 
xtended to take in one additional day. 


tion and [1 


June 3, has 


The new added day is Sunday, June 20 and it will be 
oted exclusively to the public viewing of exhibits. Harold 


Mann, executive-secretary of NOMDA, stated: “With ‘More 


in 54’ as our in, we are pleased to make available this 
idditional day to display products of our exhibitors. 
We realize that there is no substitute for a leisurely visit 
nspect the sutiful booths.” 


Che exhibits will be open each morning on the three 
] 


day the convention. It will be held in the 


3 


r¢ Mining 


Chase and Parl iza hotels. 





Burroughs Opens New Branch Office 


Burroughs Corporation, in Topeka, Kans., for 48 years, 


I ranch office at 715 Harrison St.—EEG 


Has opened its nev 





Baltimore Salesbook Names Vice-President 


Jr., southwestern division manager 
for the Baltimore Salesbook Company, Dallas, Tex., has been 
elected a e-pl nt of the frm.—]JHR 





J. H. Bright Wins Promotion 


J. H. Bright een appointed South-Central Division 
manager for Moore Business Forms, Inc., Dallas, Tex.. 
witl pe SIX regional oflices.—] HR 
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IMPERIAL Card Index Guides are made of 
fine quality bristol in buff blue and salmon 
colors. 


They are furnished with plain, celluloid or 
metal tab. 


They combine excellent quality and low 
price to a remarkable degree. 


Standardize on IMPERIAL Card Guides for 
greater customer satisfaction and sales 
stimulus. 


WRITE FOR PRICE-O-LOG NO. 50. 


Linpertal [fJethods (0 


ILLINOIS 


FOREST PARA, 
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factories and warehouses 
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—special storage 


problems will be i] 








worked out by our 


engineering staff without 
a 
[ = 


obligation to you or 
t U 
your customers— when 














you sell ST0C-RITE you pave 


the way for repeat orders Ee 





K. F. Cline Co., “3 ol 


1508 MC GAVOCK STREET NASHVILLE, TENNESSEE 
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New England NOFA Conference 





Continued from page 60 
majority of people, he gave the results of some wide-spread 
investigations to prove the value of the new leathers for 
upholstery. He closed with an explanation of promotion by 
the Upholstery Leather Group and urged dealers to take ad- 
vantage of this opportunity. 

Mr. Gray expounded on the advantages of membership in 
NOFA and invited all dealers to join. Howard A. New- 
man, counsel for the association, was then taken for a legal 
ride by the group in their quest for opinions on such prob- 
lems as “Responsibility for merchandise while it is being 
processed outside of the dealer’s premises,” “Leasing of office 
furniture in relation to the tax laws,” and so forth. 

J. Henry Skillings, Macey-Morris Company, Boston, as 
area chairman of the conference, placed the meeting open 
for suggestions to make the annual sessions of greater value. 
He proposed that the area declare a holiday on the day of 
the meeting and that the members bring all their salesmen. 
That idea seemed to meet the approval of dealers who also 
suggested that the program be slanted toward the salesmen. 
Mr. Skillings was praised for the arrangements that made 
possible this successful conference. 


SCOFA Observes National 
Office Furniture Week 
Reported by J. Edward Tufft 


The outlook for 1954 for the office furniture industry, 
nationally, is good with every prospect that orders will con- 
tinue to flow. 





Motion picture and radio-TV actress 
Elena Verdugo, queen of National Office Furniture Week 
as sponsored by SCOFA, holds light plastic office chair 
with two fingers as Floyd Fenn, president of SCOFA, looks 
on with admiration 


Light as a Feather... 


That was the gist of the reassuring message lett with 


members of the Southern California Office Furniture Asso- 
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An irate employer—a weeping Secretary—this is 
the ideal time for you or your Salesman to walk 
in with a box of FINAL-LINE Typists’ Guide 


Carbon under your arm. 


With FINAL-LINE re-typing letters is largely 
avoided. Three punch holes at the top 
and bottom of an uncoated extension edge 
tells the Secretary where to start—warns 
her where to stop. Helps produce 
cleaner, better letters—without working 


overtime 


FINAL-LINE is a major profit-producer 
for alert Dealers. Send for samples and 
prices today—so you, too, can get on the gravy 


train in °54 


PEERLESS-IMPERIAL CO., INC. 


seneral Office and Factory: 28 Peerless Place, Newark 5, New Jersey 
New York Office: 13, 108 Franklin St. « Chicago 2, 179 W. Washington Street 
etroit 18, 37 Linden Street, River Rouge, Michigan 


“ol Cfreat i= tu Con Ribbons, carbons, spirit and gelatin duplicating 


carbons, master units, carbon ribbons, carbon rolls for every business need. 
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at FILE CABINETS 
SECTIONAL 


SINGLE-DOOR CABINET 



























COMBINATION 
STORAGE WARDROBE 


























a 


SLIDING DOOR 
CABINET 




















WARDROBE 
DOUBLE-DOOR CABINET 





LETTER SIZE TRANSFER 


ROOMY SLIDING DOOR CABINET 


and for a song, too! 
a High Note of Praise for these Features: 
Fits in a “Cleft” only 36” wide 


A BIG, 


She'll hit 
I. 
« 27 Cu. Ft. of “Opera House” space 


4 adjustable shelves “Soprano High” 
or “Profundo Low” 


2 “Keys” for locking assures privacy 


Uh WH 


Baked enamel finish in Green, Gray or 
Grained Walnut and Mahogany 


A FULL SYMPHONY OF SATISFACTION 








PARKER: 








Write for Dealer Info 


and FREE Catalog 56 COLUMBIA STREET e 
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BOOKCASE 
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DESK HEIGHT STORAGE 








STATIONERY CABINET 


PARKER SLIDING DOOR CABINET 
72” x 36” x 18” and 42” x 36” x 18” 


ec cc ce ee se ee ee ee ee ee ed 





(rrr rt tren nnn nena ------------d----------- 


STEEL PRODUCTS 


Incorporated 





BROOKLYN 1, NEW YORK 
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ray, executive secretary of the National 


Fur \ssociation. 

Gra he principal guest at a luncheon in the 

re Hot onsored by the SCOFA which climaxed 

lal Off rurniture Week, Jan. 17-23. It was presided 
by SCOFA President Floyd Fenn. 

NOFA « 11 added that “the office furniture indus- 
raditic is been an accurate yardstick of American 


sent business is good, and it looks as if 
vay.” 

y e azement at the progress made by the 
try on the West Coast. 

of 1 behind the local growth in Mr. Gray’s 


n, is tl riminatory freight rates which make the 
east itactured products skyhigh. 
g Mr. Gray said, has been waging a 
to eliminate the freight differentials. 


er si r, Wade Bennett, Hollywood State Bank 


ent, urs$ mice Turniture executives to “pick wisely 


since good employees are a decided 


the 13 junior college students in the 
ncheon guests of the SCOFA — Mr. 
tt ul to think “not in terms of just a job, but 


furniture industry as one of the fastest 
the area and one providing ample 


tunity ng men and women today. 


Furniture Week Highlights 


the 1954 National Office Furniture 

re 
\ te Los Angeles Junior college students, 
administration and marketing, of a 
off re plant. The students saw at firsthand 
office furniture is designed, manu 


radio-sc reen actress Elena Verdugo as 
JI iture Week queen. 

Sp n essay contest among students at seven 

Ange r colleges on the theme “I Think the 

Furnit istry Would Be an Interesting Career 


Displa dern ofhce furniture layout in two 
distribution of NOFA literature to 
ols (Metropolitan Jr. College and Los 

It nnic al ). 

Radi ision spot announcements. SCOFA 
“Magazine of the Air Helpfully 
N re Don Hopper, co-chairman of the 
\ t d Herman Klein, chairman of the 

ind ent of the N¢ FA. 
of all events of the celebration was 
nity and metropolitan press, thus help 
of business executives and the man 
\creasing importance of the growing 
istry. Bringing the week’s celebration 
he of dealer members and into the plants 
fact bers was the appearance of banners 
by NOFA. Specially written and 

\ Salute to the Business Leaders of 

rov tributed by all association members. 

SCOFA planning committee assisting 
Fle n and Chairman Herman Klein in 


the week were 


O'H Hollywood Office Furniture); Joe Len 
McM ); Morris Piltzer (Piltzer Qualiton 
| Booz (Leekley & Booz): Leo Hawkins 


Of rniture): Homer Jonas (General Office 
Villiam Jones (Los Angeles Desk Co.). 
t the luncheon thanked the committee 








Write for full information con- 
cerning the new Victor desk stapler 
—today’s best valve in stapling 
machines. 


IMMEDIATE SERVICE 
AT ATTRACTIVE PRICES 


\' a: ee ee” 
MANUFACTURING 


COMPANY 


Ne@eliaat ‘Oi stletetere 
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and all members of the SCOFA tor their cooperation and 
assistance in making the 1954 event an outstanding success. 

Coming on the heels of last year’s thorough exploitation, 
the 1954 observance has further highlighted the role of 
the office furniture industry in stepping up efficiency and 
bolstering morale of a vast segment of America’s working 
force, members of the committee stated. 












Reorders are assured | 
by top quality 
and service 





The newest addition “to its family of fine products” was 
announced recently by the Bert M. Morris Company. A girl, 
Carolou, was born to Mr. and Mrs. Robert Anderson (Gloria 
Morris Anderson) on December 23 at Good Samaritan Hos- 
pital, Los Angeles, Calif. Mrs. Anderson is the daughter of 
Mrs. Bert M. Morris, president of the firm, and the late 
founder, Bert M. Morris. Bob Anderson is with the advertis- 
ing department of the firm. 





‘Export Statistics 


of U.S. office machines, 
equipment and supplies 








imple hand- 
_A-PART SETS From simp 
see ira to complicated machine 





Quantity (Dollars) 
Net Value 

























bookkee in forms. Machines Accounting Nondescriptive except 
kk P 6 = Punched card New 563 995849 
—am oe =, Machines Accounting Descriptive except 
—— Punched card New 618 1048108 
Machines Listing—Adding except Punched Card New 2772 475363 
Machines Calculating Non-Listing except 
Punched card New 1742 565603 
Machines Accounting Etc. except Punched 
card New, Nes. 107 27680 
Machines Card Punching and auxiliary New 160 230249 
Machines Accounting Etc. Used and Rebuilt 1417 168905 
Parts for Accounting Etc. Machines 1340949 
Addressing Machines 189 96471 
Accessories & Parts for Addressing Machines 51629 
2 Machines Duplicating Ex Lithographic Offset 258 47883 ex 
ses Machines Duplicating Lithographic Offset 35 73318 
VED Parts for Duplicating Machines 63463 
CONTINUOUS CARBON TT eee entinucws Cash Registers New 1098 348125 
O time carbon wit > bill- Cash Registers Used Rebuilt 342 52455 
ne for any typewriter or Dl Parts for Cash Registers 250395 cer 
form speed Typewriters Standard New Except Electric 7944 923282 
ing machine. gin <—e Typewriters Standard Electric except Automatic New 452 118323 
—_—n on a a Typewriters Portable New 653! 370922 
ain Typewriters Used Rebuilt except Automatic 2287 118007 The 
Typewriters Nes. 123 108537 
Parts & Accessories for Typewriters 513846 draw 
Staplers for Office 31902 52350 
Dictating Machines 315 70585 inets) 
Mail Handling Machines & Parts 108319 
Check Handling Machines & Parts 49025 tome: 
Office Machines & Parts Nes. 102150 
Mechanical Pencils Al) Materials (Doz.) 20202 111448 UNIL( 
Mechanical Pencil Parts 38398 
Pencils Ex Mechanical Black Lead (Gr.) 38748 111012 impro 
Pencils Ex Mechanical Nes. (Gr.) 8984 ar 
Pencil Leads 5771 of u 
ithogra hed for Crayons 36280 q 
CONTINUOUS FORMS Lith se for Fountain Pens Ball Type (Doz.) 81354 269844 
top efficiency and appe Fountain Pens Ex Ball Type (Doz.) 79420 713248 She 
P hine billing. Ball Pen Refill Ink Cartridges (Doz.) 45133 75096 ‘ 
any mac Fountain Pen & Ball Pen Points Nes. 234153 line o 
— “= Fountain Pen Points (Gr.) i791! 104797 : , 
ee a ae oe Carbon Steel Pen Points (Gr.) 3411 6853 binati 
“ Desk Pen Sets 13739 27904 
tablished Dealers wanted in South, tok ‘Welling di UNIFI 
; Carbon Paper (Lb.) 99337 101279 
Southwest and Midwest Ribbons Cloth Inked Office Machines 40982 
Office Supplies Nes 380117 


(Nes.—Not elsewhere specified) 


Figures for October, 1953, Released in January, 1954 
by the U. S. Department of Commerce THE H 


A breakdown by countries is available from the Foreign 
Trade Division of the Bureau of the Census, United States De 
partment of Commerce, Washington 25, D. C.) 











HOLYOKE, MASS. 
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exclusive new UNILOCK provides 


central locking on H-O-N UNIFILES 


The UNILOCK is a central locking mechanism that locks all 
drawers and doors on H-O-N UNIFILES — (combination cab- 
inets) — with one lock and key. Now you can give your cus- 
tomers plunger-lock performance at a much lower cost. This 
UNILOCK feature, together with other recent construction 
improvements, makes H-O-N cabinets a new high standard 
of quality at a moderate price. 

Shown at right is the 32-AU with UNILOCK. The UNIFILE 
line of 15 different models provides a wide selection of com- 
binations and locking arrangements. Write for illustrated 
UNIFILE Catalog folder. 


THE H-O-N CO. }) 4-O>-B | muscatine, iowa 


OFFICE EQUIPMENT 








The Chair with 


0-Way 


Sales Appeal | 








#652 JUDGES CHAIR 


Genuine walnut. Full 
foam rubber seat and 
























back. Kalistron uphol- 
“a, oa oe $150". The J 
Castre 
perfor 
struns 
Made by Covered by perso: 
nuts, 
ad ® Alv 
aNstron | 
tried 
the ti 
not ef 
FURNITURE COMPANY, HIGH POINT, N. C. For the look of Luxury and Longer Life a “ 
e 
Leading the field in smart, distinctively Again Thomas chooses Kalistron eee for the ultimate in Thin 
beauty, wear and cleanability. Here’s why: The 
styled office furniture, with superb tailor- CLEAR, PURE VINYLITE ON TOP “sig 
J ; ; Never, never any scratch or scuff shows—never any rub or me tat 
ing and craftsmanship. Thomas Furniture wear shows, even on arms or seats — because there’s no dering 
pigment, glaze or finish in or on the surface, and no scrape | comes 
. —— ; or bruise can get through miracle-tough Vinylite to 
helps you build volume, increase profits, doorw: 
THE COLOR UNDERNEATH. | Busine 
make highly satisfied custom- Unmatched, natural 
3-DIMENSION BEAUTY Plan | 
ers for your store. Thomas You see the colors through the Vinylite The 
Mo Office Furniture is a real THE FABRIC BACK STRETCHES 3 WAYS | o! 
Member Now, a new standard of drape and pliability plus “pea 
. : " strength—for perfect tailoring, longest shape retention, x 13 
sales-making line for you. complete seating comfort. air-conc 
by pres 
KALISTRON, INC. DECO SALES DIVISION 55 WEST 44th STREET, NEW YORK 36, N. Y. ~JHR 
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IBM in Mexico 


Continued from page 66 


dent and secretary. They have a 

broom open to members from 6 to 

g ; ny evening one will find a group 
tl game” of dominoes. There are al 
Mondays, special ice-cream and cake, 

tea and cookies, and always Coca 

Ce her e to play canasta, ping-pong, as well 


Ata special Christ 
mas celebration Tere 
sita Castro and Angel 
Fuentes did the na 
tional dance, the Ja 
rabe Tapatio, which 
no visitor to Mexico 
should fail to see. 
Teresita was in the 
typical China Po 
blana costume, while 
Angel wore the 
Charro costume. And 
as end to the routine, 
Teresita danced on 
the brim of her part 
ner’s hat. Families of 
employees of the IBM 
were invited and 
there was a Santa 
Claus who had a gift 
for every child. An 
other feature of the 
party was a Posada, 
the procession of Jo 
seph and Mary seek 
ing lodgings for the 
Miss Teresita night. The celebra 





The Jarabe Tapatio 
Castro and Angel Fuentes pose after tion ended with the 
tional dance. 


performing Mexica breaking of a Pifata, 
a grotesque hgure 
n Ww t up and down as some blind-folded 
tried t < it. When that happened, out poured 


\lways on } ys there is something extra. Once 
bers were a to bring a baby picture and they all 
to guess who. Such club activities strengthen 

of fr among the employees. As there are 
ot enough gi go around they cannot have dancing 
any mart result from the activities of the club. 

They also ha nthly magazine, appropriately called 
Think,” wl ood reading for anybody. 


The IBM Wi lranslating System is overcoming the 
ri lar ifferences, with the listener selecting 
the language | ires. But wherever the traveler is wan 
World or on the American continent and 
LCrOSS ling with THINK written over the 

it v to be a branch of the International 
} Viact ( poration. 


Plan New Branch Office for NCR 


Register Company has completed 
i § iilding at its 575 S. Shoreline drive 


branch in Cort hristi, Tex. The building will measure 


tory in height and will be completely 
provide double the space provided 
yY present quart v occupied at 814 N. Chapareal St. 
}HI 
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The “1900 Line” offers 
you the ultimate in fil- 
ing ease, beauty, dura- 
bility its smooth, 
modern design, rugged 
construction and rich 
lustrous colors are con- 
vincing proof that the 
“1900 Line” will be 
your choice. 


Here is a worthy companion to the well 
known line of Anderson-Hickey filing cab- 
inets. The same meticulous engineering, high- 
est quality materials and fine craftmanship 
which have made the name Anderson-Hickey 
stand out in the filing cabinet field, have 
gone into the making of the “1900 Line.” 


Qeatwrea 


THAT SELL!?! 





yy ree oe 


Newly deni erst yet practical hawt as 
ware — Thumb latch for added convenience mk ‘ 
Reinforced framework, positive side locking 
compressor -- Steel Channels, horizontal and 
vertical, spot welded into rigid frame which 
carries the drawers — Free-floating a 
suspended drawers — Heavy torque plates 


5631 W. MADISON ST., CHICAGO 44, ILL. 
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NEW ECONOMICALLY 
PRICED LINE OF 
RING 
BINDERS 







THIN-RING 
BINDERS 
FOR MARGINAL 
PUNCHED 
FORMS 




















VISIBLE RING BINDERS 

MULTO-RING BINDERS for Catalogs and Samples 
ZIPPER RING BINDERS, CASES and ENVELOPES 
DISPLAY ALBUMS with Multo-ring Metals 


The Cesco Line of Ring Binders is more complete 
and more competitive than ever before. (All 
prices have been revised downward.) 


WRITE TODAY FOR THE NEW ILLUSTRATED CESCO 
CATALOG ‘‘F’’ ON RING BINDERS. 


CPPAr co. 


LONG ISLAND CITY 1, N. Y. 








THE ¢. E. 


44-07 TWENTY-FIRST STREET 
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Patents 


— -_ a a 





(Copies of patents can be obtained from the Commis. 
sioner of Patents, Washington, D. C., for 25 cents each, 
Stamps and personal checks are not accepted.) 


Granted January 5, 1954 
2,664 818, Stencil and Backing Unit. Charles K. H ey, St. P Minr 
M 3 Mining & Mfg. C a. r 
2 664, a20. Hand Stamp Device. rge 
The ssh Register C 
2, 664 858 Adjustable Une Width Writing Seantati 
wsk New Y N 
2,664,897. Die Cast Loose-Leaf Ring Metal Frame 
M ; e Leaf Metals L M 
2,664, nebtr Posting hil Joseph D Lear, Buffa N.Y sig 
Corr Butta ee 
Means to Punch a Special Code by Locking Data Levers by 
Warren P. Loudon, Tucson, Ar yssignor to The Nationa 


Pen 


2 664,951. 
Transaction Lever 
Register C Dayt Ohio 

















2,664,987. Type-Action-Controlled Varied Letter Feed 
tT Merttora sssignor to Underw j f New Y k N 
Illustration. 
2,664, 988. Strip pane Device. Alk W. Metzner ayt ISSIQ 
t Standard R ( Dayton, OF Illustration 
2,664,989. Ribbon Vibrating Mechanism fer Typewriting Machines. Laurence 
R 4 Syracuse Y ySsiqnor Sr ie ’ NY 
Illustration 
2,665,063. 
arsen, Ithaca, N. Y 3ssignors 
IHlustration 

2,665,064. Automatic Control for Accounting Machines Art 
West Hartford, Conr assignor to Underw j 
2,665, an. varies Octal-Decimal Computer Calculating Machine 
A aK na t assignor to Marchar } 

265 078 Tape. Dispendiag Mechanism. Alfred P. Krueger 

y Sealer Inc., Derby, C 
2,665 ,079. Ribbon Feeding Mechanism. Erhard M pe J 
ynor to Vict Adding Machine C ( j Illustration. 

2,665,181. Folding Paired Legs for Tables eph Ff F sdelphia, Pa 
ynor to P. B. R. Mfg. Co., Philadelphia, Pa partnershi posed of 
Isadore B. Rachr 


Symbol-Printing Mechanism. Nels R. Frieberg and Oscar F 
to The Nat . ssh Regist Dayton 


New York, N 


Py Sidney Bobb, and 


Granted January 12, 1954 
2,665,694. Card —— mous 
Cambridge, Mas ignor 
Moog ¢ bridge, Mas illustration. 
2 ge "Sennen Fling and Record Keeping 


7; Jamestow N Y siar 


Dy ¢ ) ynry T sivin N 


Equipment. Norma: 


2,665, 792. peed Machine Heviag Automatic Cutoff Switch. Karl R 
aU Poughkee¢ aSSIG t t t | B hir 
rp., New York, N 
2,665 ans. Calculating Business Machine. Kar! Westinger, Ernst Altenburger 

nd Ot Hirt, Oberndorf (Neckar), Wurttemberg, Germany, assignors to 
ympia “Wer rke West G. m. b. H., Welhe V Illustration. 

2,665,924. Bookkeeping Device. Arthur J. Bicke hicag yssignor 
mesne assignments, to Speedograpt hicag 


Granted January 19, 1954 


2,666,290. Traveling Desk Set. Solor Kauf New k 
2,666,383. Roller Platen Control in Addressing Machines “ Pr 


x 
> 
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PROFIT 
through 







TDSF-60 FLAT TOP DESK 


THE Vey 
SECURITY 30 " SERIES 


of Square Edge Desks and Tables offers true economy of 


cost and necessary floor space. 


Here are worthy additions to the famous Security line of 
fine office furniture ... double and single pedestal desks, 
: , ; APPROACH VIEW 
double pedestal conference desks, right or left hand type- 
writer pedestal desks and end panel or 4 leg office tables. 
And, because of their 30 inch “arm’s reach” tops, and trim, 


~quare edges, these sturdy desks and tables make possible 


full utilization of all available office space. 


is a Security Dealer, you will find an ever increasing de- 
mand for the economies that the Security “30” Series can 


bring into every type and size office. 






= 
| SECURITY TEEL EQUIPMENT CORPORATION AVENEL, N. J. 
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ASSOCIATED Kilian Manufacturing Corp. 
(Canada), Ltd. 


COMPANIES: 


UNGROUND 


BALL BEARINGS 


For the Metal Office Equipment Industry 


ILIAN 


Long life and service are assured you because — 


1. All component parts are machined from steel bars. 

2. Each component part is properly heat treated. 

3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 


able where quiet operation is desired. 


Distributors in All Principal Cities Catalog on Request 


KILIAN MANUFACTURING CORP. 





SYRACUSE, NEW YORK, U.S.A. 


240 Fleet St. East, Toronto 2B, Ont. 


Fischer Bearings (Canada), Ltd. Kilian Steel Ball Corporation 
240 Fleet St. East, Toronto 2B, Ont. 100 Wellington St., Hartford, Conn. 





Brave 


FURNITURE CORP. 
42 Greene St., N.Y. “S=-- 
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Superlative 
craftsmanship re- 
lated to the latest 
decorator trends 
plus competitive 
prices... assuring 


fv , 
“ | -¢ 
*~ 

7 


a greater sales 
volume. 


BRNO ARTE SR ART ERA Ts += 


- 
a* Pd 
a 
af > 

. 


America’s finest mfg. of better-made 
upholstered leather Office, Home & 
Institution furniture. 


FREE! Write for NEW 1954 


illus. catalog O-2 


As seen by millions on 
T.V., Magazines, Newspapers 





Zoqwer \EATHER FURNITURE Better Sellers 


at 


Better Prices 


because they’re 


Better Made! 


Nationally advertised 
Mat service available 
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Likes | 
tating 
dictatir 
Past y 
Dictatir 
sales s 


OA — 





- 


Means for Duplicating Machines. Ronald Max | 


666 4 Ma te 

2 666 416 W rit } ‘ ment F ; Ww R k er ' pect Height 

666,515. P i Typewriting Machine. C Je Wellington Brun 
tame Rothi. ———_ assignors T 


eicester. & i. Ilustration. 
Operable Keyboard and Character Selecting 


. 


Mechanism f Writing Machines. Aless j Rome, Italy. Illustration. 
666,517. Tat ting Mechanism for Accounting Machines. Raymond A 
rm raw? ra ; } Merpert Cc Je nns 
Reaister C Dayton 
istration 
2,666,544. Tape [ ense w, New York, N 
666.573. Different atch Mechanism. Ka Heinr Te t, Ber 
to The Nat ; ssh Register C Dayt 
strat 














2,666,574 Machine Having True Negative Totals Mechanism 
herna ind Cc F Larser 1+} 5 3 N y 
Register C Daytor Dt Illustration. 
2,666,580. D Aligning Mechanism. George W. Hopkins, Sar 
4 ++fried ‘4 kle Cactr Va ey Ca f 
Machine ¢ Illustration 
2,666, 582 >plit Mechanism. Ant} y B. Machad San Leandr 
- Ca 
Granted January 26é 954 
2,666,943. Caste je. M Kramcsak B 
6 9. Ha Stencil Holder. . f 
, M ' 
2,667,257. Sp f Typewriter Ribbons. Rica Hurtad ; Bogot 
667,3 2 - ey Coupler Mechanism Sa 
f Illustration 
667,367. Teleph Memorandum Paper Holder. Walter F. Lapinsk 
667.399. Exten for Furniture. Albert Swimmer. Younastowr 
f roofing Y sstown. ¢ 
667.40 ¢ ve net . ssia 








Cyril Godwin, owner of the Dallas Dic- 


Likes Rex Recorder 
tating Machine C Dallas, Tex., here pictured, has been in the 


dictating machine siness for approximately 30 years. This 
past year Mr. Godwin featured the Rex Recorder of American 
Dictating Machin Inc., with what he says was outstanding 


sole cces 
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Volume Sales & Profits 


with 


Casters 


for office 
furniture 


~ eo az 


* 


p 


e Attractively packaged, with new black satin 
“Dulite” or bright cadmium finish, Colson casters 
for office furniture offer you profitable extra sales. 
Millions are needed every year for typewriter stands, 
executive and posture chairs—all kinds of portable 
equipment. Colson’s new merchandising plan can 
help you get your share of this sales volume. 





In 1-5/8” and 2” sizes with adapters for wood and 
metal chairs—plate type adapters for portable equip- 
ment. Cushion rubber tread for use on linoleum, 
wood, tile or composition floors; hard tread wheels 
for use on deep pile carpets or rugs. 


| THE COLSON CORPORATION 

| ELYRIA, OHIO 

| Please send data on Colson Casters for office furniture — also 
| information on Colson’s new profit-producing merchan- 
| dising plan. 

| Nome 

| Company 

| Address : . 

City...... .-Zone........... State 

| 


=— — 


ELYRIA 
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ZipPER RING BINDERS 


BRIEF BAGS— PORTFOLIOS 
CATALOG CASES 


A Quality Line that Satisfies 
Every Business, School, and 
Professional Use. 


Priced to Give You a Proper Profit 





Our Illustrated Catalog showing the Com- 
plete Line should be in every dealer’s files. 


Write For Your Copy Now! 
CHICAGO SADDLERY CO. 


105 SO. JEFFERSON ST. * CHICAGO 6, ILL. 








PREMIER CUTTING BOARDS BELONG IN EVERY OFFICE AND PLANT 











os AND HERE'S WHY! 


Feature for feature Premier Cutting Boards are outstanding in every way 
—best buy in cutting boards for every office and factory, large or small. 


° | Representatives 
6 exclusive features: | Menry Beutech, Cox Lane, Route 
as No. 5S, Box 747, Dallas 9, Texas 
Precision ground steel blades for true | s+) Henkel, Assoc 
its 1355S Market, San Francisco 
cuts. 
° | Ee. J. Mitchell 
Removable Blades for easy sharpening. 329 Belt Ave., St. Louis, Mo 
Milton Stone, 320 Broadway, Room 
Adjustable vertical guide for absolute | 25, New York City, covering N. ¥. 
li t S. Lichtenstein, 223 South 10th St 
square alignment. | Philadelphia, Pa 
: . : k k 5240 Sheridan Rd., 
Micro - Measured vertical, horizonto! | tbo 2 
scoring. Stan Mollerstrom, South Eastern 
| Atlantic States. 
“Non-Drop” safety knife. | Mv s | c 
Hard wood base, with rubber feet. | Photo ateria S 0. 
Sizes Range from 8” to 30” inclusive | 334 N. Bell Ave. Chicago 12, Ill. 
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News from the British Isles 
Continued from page 64 


to handle it. More and more manufacturers seem to be real 
izing the value of this outlet and we visualize the time,” the 
writer concludes, “when there will be few other outlets for 
modern business systems and equipment.’ 

Incidentally, Percy Jones (Twinlock) Ltd., is an example 
of a firm which does back up its products with adequate 
matter for the retailer. The company’s latest line, the “Pyra 
mid” memo book, is an example. 

Streamers, showcards and leaflets have all been provided 
and the resultant effect is a most impelling one for the 
passerby. 


There appears to be a much greater attention given to 
window displays by stationers these days than ever before. 
Attractive displays may be seen in many large cities and 
towns and progressive retailers are reporting an improved 
turnover as a result. 

Over the next few months I hope to be able to give you 
the comments and the impressions of retailers in regard to 
selling, and also their views in respect of display. 


In common with many other sections of industry, a 
marked improvement in the last quarter of 1953 enabled 
U. K. exports of office equipment to reach a fresh post-war 
peak. Thus for the eighth successive time since 1945, Brit 
ish manufacturers established a new annual export record, 
the overall total well exceeding £15 million or nearly £1 
million more than in the preceding year. 

Breakdown of the figures also discloses a number of en 
couraging features. Shipments of office machinery to the 
U.S.A. which at the end of 1952 showed no less than 660 
improvement over two years before, continued to rise, con 
cluding with a further 30°% increase over the latter year. At 
the same time exports of machinery to Canada, which had 
also grown in marked fashion during the same period, were 
53°,, better than in 1952, total revenue from the two coun 
tries in 1953 amounting to more than / 2,600,000. 

In aggregate the machinery section’s exports were {£ 10, 
768,826 compared with £9,700,346 in the previous 12 
months, only four of the industry's main customers tailing 
to increase their imports ot which one was Brazil whose 
scarcity of sterling led to a drop of 50°, in 1952, and a 
further drop from £ 164,000 that year to a mere £7,000 in 
1953. 

The other three countries who lowered their imports were 
New Zealand, India and Sweden, one of the major manu 
facturing countries whose combined total was just over 
£160,000 less. On the other hand Australia increased her 
allocation by £300,000, France by £217,000, Norway by 
£54,000 and Denmark by £87,000 and the Netherlands by 
£53,000. 

Furthermore all major sub-sections participated in the im 
provement, unless one includes ribbons, accounting ma 
chinery shipments rising from £ 3,196,743 to £ 3,584,287; 
typewriters from £2,178,185 to £2,535,602 and other ma 
chinery from £ 2,650,481 to £ 3,083,870. 

Regrettably there is no satisfactory break-down of steel 
furniture exports to indicate the percentage of that for the 
office in relation to domestic, but at any rate there was also 
a slight overall increase here in 1953 from £2,357,023 to 
£ 2,517,736, figures not included, of course in the £10% 
million. 

On the deficit side the industry had to face a drop in 
shipments of safes and steel cabinets from just over £2 
million to just under £1% million and in carbons from 
£493,227 to £454,302, but the latter at any rate was offset 
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BC-634 
34x 17 
GENUI! 
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at the NOFA Convention you'll see only... 






216 EXHIBITS devoted exclusively to OFFICE FURNITURE & EQUIPMENT 


th ANNUAL CONVENTION—NATIONAL OFFICE FURNITURE 
plier HOTEL SHERMAN, CHICAGO — MAY &, 9, 10, 11, 1954 


Member registration: Luncheon—Round-up Party—Banquet—$17.50 
Non-member registration: Luncheon—Round-up Party—Banquet—$22.50 


Mail registrations TODAY to: 
John R. Gray, Executive Director 


NATIONAL OFFICE FURNITURE ASSOCIATION 


327 South LaSalle Street Chicago 4, Illinois 


STYLED TO PLEASE 
BUILT TO LAST 
PRICED TO SELL 
SERIES OF OFFICE ACCESSORIES" - - 
BY JASPER TABLE COMPANY, INC. nase 


7 GENUINE WALNUT AND WHITE OAK 
ce Ss ee 
rT en >» 











The Trimline Series of office accessories is a 
group of exceptional beauty and craftsman- 
ship. Its modern simplicity is at home in either 
traditional or modern setting. 





- FOR COMPLETE DETAILS, MAIL THIS COUPON TODAY 


Jasper Table Company, Jasper, Indiana 
Please send catalog of complete line. 








NAME 
BC-634G BOOKCASE STREET 
34x17x29 HIGH 
GENUINE WALNUT AND WHITE OAK CITY ZONE STATE 
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AMERICA’S MOST VERSATILE 
DESK LAMP — GOES ANYWHERE .. 


The newest GENERAL desk lamp has an amazing 
amount of eye appeal and a surprisingly low price! 
Comes in both. two tube and one tube styles. The 
finishes are fused on for lifetime wear. Condenser 
suppresses radio interference. All parts U. L. ap- 
proved. Takes T8, 18”, 15 watt tubes. 


FOR TWO TUBES 
No. 612 for two tubes, statuary bronze 
No. 613 for two tubes, gray 
FOR ONE TUBE 


No. 610 with one tube, statuary bronze 
No. 611 for one tube, gray 


















RETAIL PRICE 
TWO TUBE MODEL 
















Our 60th Year 


in Business 


4? % 
G\ 7S 
<= a 

>} 


4 


COMPLETELY 
ARJUSTABLE 


~ 


CORP, ELWOOD, /NO. 








MAN 


COAT TREES 
SAND URNS 
WALL RACKS 








UFACTURERS OF 


WARDROBE RACKS 


SMOKERS 


UMBRELLA STANDS 









oO0000000000000000085 
SEND FOR 3 
NEW 3 

1954 $ 
CATALOGUE $ 





















P.O. Box 266 
Lindenhurst, N. Y. 


« ‘ / 
W 


eu 


SPECIAL 
LOW PRICE 


$10.50 LIST “=> 


(6 or more) 








208 


No. 812 No. 119 No. 300 
Office Valet Umbrella Stand Coat Tree 
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shipments of another line very con 


industry, time recorders and switches, 


ipprise the prospects of the industry 

rter's figures tor these sections are not 

show that the average monthly ma 

ng these three months were £120, 

ore tl onthly average for the year, safes and 
ning at £ 16,000 more per month than 

rag year, and other furniture at virtually 


* * * * * 


y Exhibition, organized by the Office 
Equipment Trades Association, is due 
held at from February 23-26. 
distant city of Hull, on February 26, 
Ltd. is due to open its new factory 
panions” portable typewriter is to be 





EALIAN NEWS 


W. BEECHAM, Correspondent 
Box E256, G.P.O., Perth, W.A. 


Ltd., a company manufacturing and 
nge of office stationery and appliances, 
£106,678 for the financial 
de r 31, 1953, compared with the previous 
The latest 
tax 


1 ce ted pront ofl 
£118,486. was aided con 
from £119,617 
Lys te gross profit was about £90,000 lower 

penses down nearly £16,000 at £315,772. 
bonus takes 
00 (£25,000 in the previous year) goes 


£9,572 (£23,435) to the company’s super 


result 


1h \ f rop im provision 


dividend including a 2 


* * * * * 


Manufacturing Company, Ltd., manu 
apers, states that the improvement in 
months of the current financial year 
ntinued through October and November. 


* * * * * 


\ ng t manufacturing firms registered during 
ist montl re: Mackay Agencies Pty., Ltd., capital 
of office appliances and furniture, 
o M r, Sproule & Co., 63 Elizabeth Street, 
Machines Pty., Ltd., capital £15,000, 
facturer ounting, bookkeeping, and adding 
office equipment, offices c/o Ellison & 
Sydney; Lancet Associated Enterprises 
100, manufacturers of office appliances 
o Freehjll, Hollingdale and Page, 44 
and Fairbairns Pty., Ltd., capital 
rs of office furniture, factory and offices, 
Wales. 


> * * * * 


trade journal circulating among dis 
devoted considerable 
Office Stapling Machines.” It 
fice stapling machines has grown tre 


pliances, recently 
said: 


( past 10 years, they are nowhere near 
Many sellers . . . look upon office 

ly as a handy gadget. They are, but 

... The cost of 
that we should not only study with 
. . The 


vhen we or our staff are doing nothing, 


lay 1S in time-saving. 


taff, but also our own time. 
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KYAT a 


Nu-Vise 


METAL 
PROJECTING 
SIGNALS 







METAL 
SIGNALS 


visible’ systems 


— 


TRANSPARENT 
SIGNALS 


for “‘visible’’ systems 


Spark your “systems” sales with Graffco 
Signals. Show how they remind, com 
mand action and point the way to 
facts. Notice how quickly they reveal 
to the customer greater efficiency and 
better control in any system, 


GEORGE B. GRAFF COMPANY 
54 Washburn Ave., Cambridge 40, Mass. 


SIGNALS 
and MAPTACKS 


Keep BUSINESS Under Contre 


WATCH OEC FOR VALUES! 


TYPEWRITERS * ADDING MACHINES 
BOOKKEEPING MACHINES * CALCULATORS 
ELECTRIC TYPEWRITERS » CHECKWRITERS 


We are one of America’s largest wholesalers. of 
used and rebuilt machines. Famous for high qual- 
ity, low prices! Prompt, dependable service 
anywhere in the world! 


Special offering 
of Reconditioned and 
Select Rough Machines 








Write, phone, wire, today 
for Dealers Wholesale 
Price List #400-H for 
details on these and hun- 
dreds of other unbeatable 
values! Easy-to-read list- 
ings; easy-to-order from: 





(rm Equipment Corp. 


298 Broadway, New York, COrtlandt 7-9091 
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(MANUFACTURERS a SINCE 1932) 
e ai SHELVING 
1 | wa? PARTS BINS 
\ a eae rt CABINETS 
be KN COUNTERS 
e [ BENCHES 
SHOP BOXES 
ae DRAWER 
INSERTS 


{ Write for ) 


LATEST CATALOG 


PRICE LIST AND 
\ DEALER'S DISCOUNT 


Niall 


























NEIMAN ——, 
STEEL EQUIPMENT CO, INC. 
BALFOUR AND VENANGO STS., PHILA. 34, PA. 





TYPEWRITERS 
ALL MAKES 


REGAL’S NEW YORK warehouse 
and 80 stock depots carry a re- 
volving stock of 10,000 machines. 


THE UTMOST IN QUALITY 


—THE LOWEST IN PRICES 


REGALRITE BRAND 
RIBBONS AND CARBONS 


PROVEN-BEST BY TEST—BEST FOR LESS 


REGAL TYPEWRITER COMPANY, INC. 


200 HUDSON ST ° NEW YORK 13, N. Y. 





210 


but when they are working, and maybe working very hard, 
in such a way that they are using time and energy ineffici 
ently and wastefully. They and you may not be making the 
best of time.” 
>. 7 * * * 
[he South Australian Government Statist reports that 
during the four months ended October 31, 1953, imports 
from overseas included stationery valued at £194,420 com 
pared with the £128,317 in the four months to October 31, 
1952. 
oe * * *@ 
It is extremely interesting to note that Australia has re 
purchased from the International Monetary Fund Australian 
currency held by the fund to an amount of $12 million. This 
is a repayment of part of the $50 million Australia purchased 
from the fund in 1949 and 1952. Announcing this latest 
transaction, Federal Treasurer Sir Arthur Fadden said that 
there was a general obligation on countries purchasing dol- 
lars or other currencies from the fund to make repayments 
as soon as they could, and it was a matter for considerable 
satistaction that Australia was now in a position to meet 
this obligation. 
ee ¢ @ @ 
Australia will probably have a dollar trading surplus this 
hnancial year, il early trends continue. For the tour months 
to October 31, 1953, there was a dollar trading deficit of only 
£608,000, whereas for the corresponding months in 1952 the 
dollar deficit amounted to £17,748,000. The current trend, 
if it continues, may pave the way to the resumption of treer 
imports by Australia from the U. S. 
* * * * * 
High costs of manufacture are still the weak spots in 
\ustralian economy, says the Victorian Institute of Public 
\ffairs. It states that since the war Australia has experienced 
the greatest cost-inflation in its history. “Failure by Australia 


A proven. way 
to accumulate 





‘STEEDS &<47rRONG 
COIN HANDLING SUPPLIES 


Sold exclusively through Stationers and 
Office Supply Dealers for over 40 years 










COIN HANDLING ACCESSORIES 


Seol Presses © Lead Seals © Downey Change Trays 
Teller’s Moisteners © Currency Racks 
Manval Coin Counters © Packaging Trays 
Linen Shipping Tags 


COIN WRAPPERS 


Old Style * Rainbow « Automatic ¢ Duzital! 
Kwartet ¢ Tubular ¢ Gunshell! 


BILL STRAPS 
Federal ¢ Colored * Banding 






Write for information! 


HANNIBAL, MO. 
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America’s Most Popular 


STEEL rrRANSFER CASES 


GRAY or GREEN 
oven-baked finish 


IMMEDIATE 
DELIVERY 


@ Brass finish cardholder and 
handle 


@ Four rollers for ease of 
operation 


@ Index guide rod with brass 
knob 


@ Self-locking follower 
available 


@ Positive stacking feature. 
Cases can be stacked to the 
ceiling 


Series 25 R 


formerly distributed 
by Vanguard 


Top FLIGHT PRODUCTS Company Inc. 


MANUFACTURERS OF STEEL EQUIPMENT 


6224 S. Oakley Ave. WAlbrook 5-7100 Chicago, Ill. 
































ill 

















CRAFTSMANSHIP 


EXEMPLIFIED BY 


BRIGHT! 


Styled for perfect harmony. Fashioned for luxurious 





NO. 9800 SOFA wear. Customed for lasting comfort and pleasure. Priced 


for every buyers purse. These are the factors which make 
BRIGHT creations a joy and satisfaction to every one 
who buys. In a large selection of genuine leather and 





Elastic Naugahyde and a wide range of styles you will 


; NO. 90 EXECUTIVE 
find just what you want for every customer. POSTURE CHAIR 


WRITE FOR CATALOG! 








NO. 1000 


CLUB CHAIR 133 BLEECKER ST. NEW YORK 12, N. Y. 
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Ahead 


WITH THE FINEST 


. TUBULAR CHAIR EVER! 





More durable — and more com- 
fortable than many folding chairs 
costing twice as much, Krueger 
tubular steel chairs boast: — 


Seamless tube frames 


Electrically welded and 
riveted construction 


@ Die-formed leg stretchers 


Curved rollededgebackresf 


Positive, non-pinching 
seat lock 


Silent folding operation 
Y-type non-tipping frame 
@ Baked-on enamel finish 





No. 62, with curved, hardwood 
veneer seat for indoors and No. 
61, with perforated, curved steel 
seat for outdoor use, provide you 
with super quality seating that is 
sturdily built.to last for years. 
Light in weight, quick and quiet 
folding, easy to carry and store. 


Vertical stee! bracing bars within 
tubular legs unaide extra menath WRITE FOR CATALOG 
tigidity to rivets, hinges, mechanism. 


. Describing the complete 
Krueger line of steel tubular 
channel! frame folding chairs. 


ean also be covered with mar-proof 
white rubber feet. 














Records are safe 
in a SCHWAB SAFE 


. because SCHWAB SAFES are 


the finest available for protection 





from fire and theft. See the complete » 

line of SCHWAB — Underwriter | 

Labeled Class A.B. C.—T-20 Safes ——— 
of 


Finest materials and 











No. 1850-¢ 
workmanship have always 


made SCHWAB SAFES 


better safes. NO. 11 CHEST 








MAIL COUPON rn aia! 


FOR COMPLETE INFORMATION | Gentlemen: Please send me information | 
| on the complete line of SCHWAB SAFES. | 


‘the SCHWAB SAFE | "=" 
COMPANY! 


(LAFAYETTE » INDIANA td State...i.8 2 


ee 
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to keep its costs in step with the broad world march of costs 
must lead to the economic embarrassment of other countries,” 
it adds. “Any nation which allows its costs to get grossly out 
of line with overseas levels is falling down on its responsi- 
bilities to the rest of the world.” It adds that between 100,000 
and 200,000 people are employed in Australian manufactur- 
ing industries which are vulnerable to overseas competition. 


Clary Expands Eastern Canadian Operation 

To keep pace with “one of the world’s fastest growing 
markets,” the Clary Multiplier Corporation has announced 
it is expanding its eastern Canadian distributing organiza- 
tion and plans to establish regional headquarters, probably 
in Toronto, 

Ted Hallberg, acting export manager, flew to Toronto to 
meet Frank Graydon Smith of Vancouver, the company’s 
Dominion manager, and arrange for additional distributors 
in the eastern and maritime provinces. The Clary repre- 
sentatives also will make a market study as a guide for 
further enlargement of its Canadian operations, Mr. Hall- 
berg said. 

The survey will include Ottawa, Montreal, Quebec, Ham- 
ilton, Windsor, London and other principal cities of the 
eastern section. 





Hammond Map Opens Chicago Office 

The C. S. Hammond eae map publishers of New 
York and Maplewood, N. J., is opening a Chicago ofhice 
as ae of a general expansion program, Caleb D. Ham- 
mond, Jr., president, has announced. The new office is at 
20 E. Jackson Blvd., Chicago 4, Ill. Arthur F. Ryan is mid- 
western representative. 

Hammond, which has offices and a store in New York 
City, purchased its own building in Maplewood, N. J., 
several years ago. 











for the Best & Most Economical 


MARKING PENCIL 


it TWEETEN 


Screw-type feed like a mechan- 
ical lead pencil. 





Sturdily made for heavy duty any 
place where checking pencils or 
crayons are used. 


Makes neat, legible marks on 
practically every type of surface. 


AVAILABLE IN 6 COLORS 


Refills available in six colors, Black, 
Red, Blue, Green, White & Yellow. 
Packed 12 of one color to a pack- 
age. List price 25¢c per package. 


3'/," 
REFILL 





WRITE FOR LITERATURE 
AND TRADE DISCOUNTS 


A 49c 
RETAILER 


(including 
Federal Tax) 


TWEETEN @idre Co., Inc. 
2029 WEST FULTON STREET 
CHICAGO 2, ILLINOIS 
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A ‘A Stand Out SELLER 
for 
A Stand Out PROFIT! 


Euags SPEEDY JOGGER 
Euan GATHERING RACKS 


| @ Most of y mers must collate some time. Many do so daily. Tell 
em that é ker can now collate more than 3,500 sheets an hour using 
Evans Gath Rac und Speedy Jogger. They'll welcome your suggestion 

] they hear that Evans Gathering Racks are GUARANTEED 

ICKER and MORE ACCURATE results than any other 

narket. 50,000 Racks now in daily use proves their need 


e YOU’LL MAKE A SALE — AND A PROFIT! 
e JOGGER NEW! Fits on end of any TU Evans Gathering Rack. As 


worker gathe eets from rack, sets are dropped criss-cross into jogger. As 
worker lifts forward for more collating, handle is tapped and sheets Ii N Col . / 
e red ne nto sets, ready for removal. Both Racks and Jogger are eu Py 


joggRe 
nur 


A Aduertised Ja Your Customers In: AMERICAN BuSINESS * THE OFFICE 


| MANAGEMENT METHODS . OrFset Dup.icator REVIEW . GRAPHIC ARTS MONTHLY 


be __! White For Dealer Franchise Today 
fae 


Pan Now 
fra Year-kound 


Merchandising Program! 


attend the NATIONAL LUGGAGE AND 
LEATHER GOODS SHOW 





April 4 to 8, 1954 — 
Hotel New Yorker, New York City 


— 


\, gs 


\ 
= \/ 


featuring: Luggage - Trunks - Brief Cases - Personal Leather Goods 


NN 


EVANS SPECIALTY CO., INC., 404 N. MUNFORD ST., RICHMOND 20, VA. 


Sponsored and Managed by Luggage and Leather Goods Mfrs. of America, Inc., 220 Fifth Avenue, New York 1,N.Y. Jack Citronbaum, Executive Vice-Pres. 
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YOU'RE SURE OF @ 
PERMANENT CUSTOMER SATISFACTION . 
WHEN YOU SELL |g 


JASPER CHAIR CO. CHAIRS! — « 





Fine American hardwoods and careful construction go into every oie 
Jasper Chair Company chair. As a result, you are assured top favor | 
with your customers from start to finish. col 
Chair 450 illustrated is a favorite in Qt. Oak — Light, Dark or Softone rs 
Finish. The 450 Group includes a swivel chair, arm chair, steno chair | 
and side chair. 
the 
THE RIGHT CHAIR AT THE RIGHT PRICE his 
SEND FOR CATALOG THAT DESCRIBES AND “8 
NO. 450 ILLUSTRATES OUR COMPLETE LINE. pa 


can 


Jas er Chair’ ; 
c— 4 3 





tom 


SPER, INDIANA 


a cuain to 
o** Mb, 







































































































and other Wood Office Accessories. 


manufacturing company 
220 Institute Place, Chicago 10, Ill. 


TATA NANT NVVUTNI NINO ANNO 
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7 4, ind 
REPRESENTATIVES: GEO. A. LITCHFIELD, SALES MGR 1K 
FRED & GEORGE C. DEUTSCH R. A. BROWNE, (WEST) R. J. FREEMAN AND JOHN R. FREEMAN It 
(SOUTHWEST) 7207 NORTHAVEN RD, 2925 REVERE AVE (EASTERN) 385 MADISON AVE. pl ul 
DALLAS, TEXAS OAKLAND, CALIF NEW YORK, N. Y. r 
“Asp, pune” JAMES S$. FOWLS, (SOUTHERN) JACK S. DORAN (NORTHWEST) W. H. BROWN (CHICAGO-MIDWEST) cult 
ad 327 SUNSET DRIVE, NORTH 2925 REVERE AVE 666 LAKE SHORE DR wt ore 
\ ST. PETERSBURG, FLORIDA OAKLAND, CALIF CHICAGO, ILL. SPACE 844 T 
eee ef Fe fe fed pe ed fed pe po po Fd ey es pel ped ped pod fed ps ro eee 
e 
sectional BOOKCASES—WOOD 
Thi 
e ECONOMY LINE ST 
Overall Dimension | 
Item Description Height Width Depth Shipping Wt.| List Price C A 
157 Top 34" 333%" ly” 10 Ibs. $ 8.50 
117 Book Section 13%" 3334" 11y2” 24 Ibs. 19.20 Wi 
137 | Book Section 1519" 3334" 1114" 7 Ibs. 20.00 TH 
747 Base, Leg Style oe 333%4"’ 11" 11 Ibs. 8.50 
Finishes: Oak, Imitation Walnut, Imitation Mahogany. 1S a 
“B| 
e NATIONAL LINE 8 O 
a) UP | 
tem Description Height Width Depth Shipping Wt.| List Price S will ; 
158 |Top 3%” | 345/16" Ty” Ti Ibs. $10.00 age p 
118 Book Section 134%" 34 5/16” yo” 25 Ibs. 24.00 
138 Book Section 15" 34 5/16” 11a” 30 Ibs. 26.00 way. 
748 Base, Leg Style ies 34 5/16” 11” 11 Ibs 10.00 bake 
Cc 
Finishes: Oak, Imitation Walnut, Imitation Mahogany. 
Add 20% for genuine Walnut or Softone Oak or off 
and | 
DELIVERIES BEGINNING APRIL Ist, 1954 | Shely 
assem 
Write for DORO Catalog & Price List on Complete up on 
Line DESKS —TABLES — COSTUMERS deep | 














How Well Do You Handle 


Complaints of Customers? 


@ A DEALER MUST make every contact a selling contact 
f he is tot st advantage of his business potential. 
contact ist tavorably influence the customer’s 
nion of tl nd result in the creation of loyalty and 

( V j 
We knov xperience that some customers become 
tished. 7] stomers can usually be divided into 
he first ¢ ncludes the customer who does not 


to 1 ealer or his employees, but voices his 
nati friends and associates. He 1s by tar 

ost Nal tv px 
Complaints Are Direct 
Dissatish ers in the second group usually bring 
complaint rectly to the attention of the dealer or 
taft. The rsons should be considered good customers 
suse they pz iN Opportunity to correct the cause of 
omplaints. They also bring to the dealer’s direct view, 

ting pri which may require his attention. 

First, it tant to maintain an open mind. Customers 
ually detect when they are wasting their breath—and 


Second, it ary to avoid showing annoyance at a 
ler’s crit [his is important, for should the cus 
sense antagonism, he in turn becomes antagonistic 





It is well t ognize that practically all service com 
ints are th luct of either mechanical or mental difh 
and that iS IMportant to put the owner’s mind 
1s it t ty the complaint. 





third, pet ustomer to tell his story completely. Manufacturers and Designers of nationally- known Smokers Accessories - 
Smokers Stands - Ash Trays - Urns - Lomps 


INTERCHANGEABLE 
PLASTIC NAMEPLATES 


B tiful, dignified, permanent, personalized, all Acme plastic 
cane "plates are interchangeable . . . can be changed instantly 
with new name inserts .. . make changes to suit your require- 

ts. Illustrated are the popular models. 


Ne. GOl, desk type, gray; 25 
No. 60!, brown, size 14” 
by on”. 


No. 602, tranepar- 
Th Ae 


background, geld 
letters. 


Ne. 603, trans- 
parent sua $00 





his 
STORAGE 
CABINET 


WITH RADIUS CORNERS 














is a real 


“BUY” 


Our No. 3678 Cabinet 
type name plate 


for desk, size 
2” by 0” 
Black baek 
greund, gold 
lettering. 
No. 604, desk 
style, vertical, § 
ean be read from 00 
beth sides, size 
2” by 10”, Black 
background, gold 
lettering. 


SoS $5 00 


will answer your stor- 
age problems in every 
way. It is finished in 
baked-on olive green 
or office gray enamels, 
and has adjustable 





shelves. Spot welded 
assembly with lock in handle and insulated doors. Set 
up only. Shipped one per carton. Size 36’ wide by 18” 








iaew sine 
deep by 78” high; weight 175 pounds. hat: 
. - round, 
List price 850.00 each See aime — om & ettering. 
LESS DEALER‘'S DISCOUNT sonable prices. Prompt delivery . .. order your requirements 
F. 0. B. $T. LOUIS, MO. today. 
MIM | | SCME PRODUCTS CO. 
tee: 2ol6 0. 18th ST..ST. LOUIS 6, MISSOURI Gn Suren ’ 
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TEMPERED 


HARDBOARD CHAIR MATS 


ALL STYLES 
FIVE COLORS 


eecce 
7) 
ary 
S22 
° 
°o 
z 


PROMPT 
SHIPMENTS 


TremPereD DUOLUX 
CLIPBOARDS 


FIVE SIZES 
No. 120—6"'x9 
No. 12i—6!/."'x11"' 
No. 122—9"'x12!/,"" 
No. 123—9"'xi5i," 
No. 124—9''x{7" 










CIRCULAR—PRICES 
UPON REQUEST 











HARDBOARD FABRICATORS, INC. 


59 BRANCH ST. * ae t OUTS 7, MO. 


Remember . . . 
in Upholstered furniture 
> what you DON’T SEE is more 
important than 
what you do see... 


and deliver 
maximum 
value both 
inside 

and out! 


No. 285 


Handsome Nie- 
mann chair to 
Harmonize with 
modern office fur- 
niture. 


The Niemann Label on furniture means Custom 


The finest 
in the 


“the inside out.”’ 
best workmanship 


Built quality from 
materials and the 


frame—interiors—construction and finish. 


+ Memann 


lal c oO R PrP oO R ial . oe oe |) 
” Pec totry wasrecl Avealet=<aowree_ 


EAST OHIO ST. AT LAKE SHORE DRIVE, CHICAGO 11, ILL. 
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Ask occasional questions which indicate understanding. 


After receiving the customer’s complaint, investigate the 
facts. If the customer complains of mechanical difficulties, 
examine the appliance and the repair work performed. If, 
on the other hand, the customer’s complaint refers to service 
or personal attitude, check the records and the employees 
involved. 


Let Customer Know 


Whatever the condition may be, obtain all the facts before 
Let the customer know, by your con- 
that you are making every effort to 


coming to a decision. 
versation and actions, 


satisfy him. 


Customers will usually react favorably to the decision of 
whoever is handling the complaints, providing that they are 
convinced that the decision was made in sincerity. It is 
important to remember, however, that the longer an un 
settled complaint is permitted to continue, the more difficult 
its eventual settlement becomes. The customer may receive 


the impression that he is being deliberately sidetracked. 


In making a final settlement, try placing yourself in the 
customer's position. Remember that while the 
the cause of his complaint may be valid and completely 
unavoidable, the that he neither understands 


them nor is interested in them. 


reasons tor 
chances are 


A final point to bear in mind is this: The best 


handle customer complaints is to prevent them. Constant 


way to 


service personnel training of all kinds is necessary to assure 
that customers are handled in the most efficient and cour- 
teous manner. The personnel who are regularly in contact 
with the customer are the basic source of the firm’s public 
relations. 
The basis of good customer relations is a satished customer 
and to keep their customers, keep their confidence.—PL 





IT JUST CLICKS / 


It’s so quiet...so handy 
.. 80 efficient for 1001 uses 
— no wonder your custom- 
ers like it! You'll do a bet- 
ter business 
with the truly 
modern 


Pueerc lye 
STAPLER 














IT PAYS 


TO DISPLAY AND RECOM- 
MEND THE N-C LINE for all 
office, commercial and industrial 


uses. 


NEVA-CLOG 
PRODUCTS, INC. 
Bridgeport 1, 
Connecticut 





0. H. DAVISON & CO.—Pacific Coast Rep., 





609 Mission St., San Francisco 5 


CANADIAN STAPLES LTD.—Montreal, 
Toronto, Winnipeg, Vancouver 










OA — 3/54 


cen 





OA — 





ALUMINEASE A 
Serces POSTURE CHAIRS 


e Cast Aluminum Bases and Seats 












e Foam Latex Cushioning 
e Finger-Tip Adjustments 
e Replaceable Covers 





Vad : Full Bumper Protection 
, Choice of Three Arm Rests 






Model A-33 


Clerical chair, with large 
seat and back for mascu- 
line comfort. 


Model A-22-HM-T]: 
Popular stenographic, showg 
ing two optional features, the 
“Dial-A-Tilt” and “Hite- 


Master” controls 


Model A-334-TB 


One of several types of arm 
models in this series. Shown 
with optional “Dial-A-Tilt” 





Cramer POSTURE CHAIR CO., Inc. 





THE BENTSON MANUFACTURING COMPANY-~ AURORA, ILLINOIS 
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SPEED-Mo 





SPONGE RUBBER STAMP PADS 


POCENOUR STAMP 
PAD NEEDS IN 


ONE 
A 










ALL-PURPOSE 
LINE! 


Supply your customers with all their € = 
stamp pad needs from the profitable af } 


Speed-Mo line — the only complete 
stamp pad line on the market. There 
is ao Speed-Mo pad and ink for every 
stamping job in office, factory, ship- 
ping room. You need carry only the 
common over-the-counter pads. We 
furnish prompt shipment on special 
pads (up to 20” x 36”). 


Speed-Mo pads are of a specially treated sponge 


/ rubber. Clear impressions guoranteed. Re-inking is 
ye neat and simple — you just brush the ink on Speed- 4 





















LIBERAL DEALER DISCOUNTS 


Write for folder showing over 35 stock items 


RIVET-O MANUFACTURING CO. 


50 FEDERAL ST., ORANGE, MASSACHUSETTS 


In Canada, for complete information write: | 
! 
| 


Bossence & Co., 429 Main St., West, Hamilton, Ontario 


> SLOSS AA B 
‘WES Ue eT gl enn he eS 


Here’s a Brief Case 


You'll Sell Fast 
And Make a Good Profit on! 





4 oz. Split leather in Suntan or Ginger. All-cround 
zipper. 2 pockets, lined with long-wearing Tolex. Dis- 
appearing handles. Available in 16” and 17” sizes only. 


Quick Delivery—Liberal Discounts 
We make special cases 
and do special work of all kinds 
Write for Catalog of Complete Line 
BRIEF CASES—PORTFOLIOS—BRIEF BAGS— 
RING BINDERS 


Bristol Mfg. C 
1670 MORROW ST. GREEN BAY, WIS. 
PUP BOF ILIA LABOR 





Better Telephone Manners 
Mean Better Sales Volume 


® IN THESE DAYS of overloaded circuits, party lines, 
and other telephone troubles, telephone courtesy is at an 
all-time premium. 

Every business executive will find that it pays to train his 
personnel in “better telephone manners” because of their 
direct bearing on the firm’s success. 

Customers who feel that they have been rudely treated 
when telephoning the firm, are likely to take their business 
elsewhere, according to a survey developed by the Univer- 
sity of Indiana’s School of Business Administration. 


Prospects Touchy! Be on Guard 


Particularly rankling is an overtone of annoyance taken 
by the person answering the phone, failure to identify the 
firm, leaving the customer “hanging in the air” while wait- 
ing for the telephoned party to come to the phone, and 
complete absence of “thank you” or pleasant greetings. 

Women, in particular, are likely to be irritated when a 
telephone call doesn’t produce immediate results. Remem 
ber, the person calling usually has a problem of some sort 
in mind, and wants help, not discouragement. 

One of the worst annoyances in using the telephone today 
is the practice of asking “Who’s calling, please?”. For some 
reason, most people hate to give their names to switchboard 
operators, particularly when the name will mean nothing to 
the listener. 

Invariably, they will identify themselves when the proper 
party is on the other end. Likewise irritating is to hear, 
“Just a minute, please,’ when the connection is made, 
followed by a long period of silence. All of the above faults 
are more likely to create enemies than friends. 

Here is a list of good telephone manners drawn up by the 





EQL-EZE 


it's 
new 


no 
ear 


shock! 


MADE OF 
NEOPRENE 
retails for 


° sanitary 
e cushions the ear 69c 


¢ eliminates unnecessary noises 
® minimizes errors in conversations 
12 Units to a Counter Display Box—Good Dealer Dis- 
counts—A Fast Selling Item. 
Mawal MANUFACTURING CO. 


1014 W. BURBANK BLVD. BURBANK, CALIF. 
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Strengthen 


YOUR SALES POSITION 






KANSAS 


OALAHOMA 








LOUISIANA 


For LEASE ro\mManuFAcTurEers 
Branch Office Warehouse Facilities in LITTLE ROCK 


up to 30,000 square feet available 


dern building suitable for either office or warehouse 


usage. Fireproofed, sprinklered, concrete and steel building with RAIL- 
ROAD SPUR at back door. Building is 140’ x 140’, three stories above 
ground and one below. Just one-half block from principle business 


information WRITE: 


district. For complete 


DEMOCRAT PRINTING & LITHOGRAPHING CO. 


114 E.SECONDST. e LITTLE ROCK, ARK. 





GUIDES AND FOLDERS 














MANIFOLD BOOKS 
AND PRINTED STOCK FORMS 


For more than 25 years, we have been off 


our wares through the dealer exclusively. 


ring 


Write for our Illustrated Price Lists 
Manufacturers 


SUSPEND-O-FOLDERS * FILING SUPPLIES 
MANIFOLD BOOKS @ PRINTED STOCK FORMS 


ADVANCo 
ADVANCO PRODUCTS 


Division of Advance Saleshook Co 


148 West 24th Street, New York 11, N. Y. 
Telephone CHelsea 3-1276 
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MEMO TO: 
All Dealers 


Just released — our new Dealers Price List No. 
5401 — see for yourself why the “U.S. Line” 
is called the “Profit Line.” 
We'll be happy to hear from you. 
Sincerely, 
Ben 








For Domestic & Export Trade 


U. S$. CARBON & RIBBON MFG. CO., Inc. 
621-623 CHERRY STREET PHILADELPHIA 6, PENNA. 
Established 1895 

















attention 
dealers... how to turn casual 


prospect interest into sales! 


offer high quality 


SELECT ROUGH and 
REBUILT MACHINES 


machines to choose fr 











all types of 

adding machines 
calculators 
typewriters 

bookkeeping machines 












¢ ind exp r¢ 


INTERNATIONAL 
APP| yea 


OFFIC 


. | re 0 UO! ae 
on’ i 
G Gentlemen: Attached is our business letter ; 
we i head. Please send me your dealer price ; 
ra list. ; 
¥ : NAME... 
send for | ADDRESS A 
list today! : CTY... ZONE...... STATE 
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| LIFETIME STEEL 
iS DRAFTING TABLE 


TOOL & SHALLOW DRAWER 
OPERATE ON BALL-BEARING ROLLERS 


from the profit line of STACOR LIFETIME STEEL 
DRAFTING & OFFICE EQUIPMENT 


Write today for illustrated catalog 

















“770 East New York Ave. 
: Brooklyn 3, N: Y. 











High Grade Permanent 


MAGAZINE BINDERS 


Choice of Green, Blue, 
Brown or Black handsome 
stiff cover, Levant-grain 
imitation leather. Magazine 
titles imprinted in gold. 


SPECIAL 
INTRODUCTORY DEAL 


Attractive Counter or Win- 
dow Merchandise Display 
supplied FREE with 
each initial order for 
12 cartons, or a total 
of 48 covers and 17 
assorted titles. Titles 
carefully selected for 
a quick turnover. Can 
deliver any other titles 
desired within 10 days. 













Packed 4 to a car- 
ton. Guaranteed to 
satisfy 


” 
Immediate 
Shipment 
7. 


Qualified 
Dealers 
Write for 
Discounts. 


TOLA SPECIALTIES 


Specialists for Over 20 Years in Custom-made Binders 
for Advertising & Sales Presentations 


554 West Adams Street Chicago 6, Ill. 
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MISS THOMPSON ¢ 


* R, 
4 *OWLER ~ 














CHANGEABLE 
| DESK NAME PLATES 


in a large variety of styles 








BULLETIN, DIRECTORY and MENU BOARDS, 
CHANGEABLE LETTER SIGNS and CORK-BACK 
BOARDS for THUMB-TACK NOTICES 
oa 
WRITE FOR OUR LATEST 
ILLUSTRATED CATALOG 





37 EAST 12™ STREET | 
NEW YORK 3, N. Y. | 


x |BULLETIN COMPANY | | 




















1 MILLION 


‘54 STARK CALENDARS are in use Today! 
Did you get your sales share? 





It pays to keep your eyes on 
STARK CALENDARS all year ‘round 














A quality line of stands 
and pads featuring all 
popular styles and sizes. Cal- 
ender pads are lithographed— 
on high-grade bond paper with the 
date in red and the monthly calendar 
in blue. write or phone 
Fast, 2-color lithograph printing enables us to for complete 

give you the best in quality and prompt service. details 

“IN CALENDARS THE QUALITY MARK IS STARK” 


STARK CALENDARS « 





100-112 BISSELL ST. * PHONE $28! * JOLIET, ILL. 
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ersity h querying of both customers and busi 
An phone promptly. Sell 
Gi name, or the firm name immediately. > 
3. Don’t | he caller waiting if another person is rotection 
ed. Say “] moment please” only when the person D 
in be loca tly. Otherwise, take the number and 
O ise a I 
W rite message telephoned in for a person not at 
wailable. Dx rget to see that he gets it. 
Alwa gize when the switchboard has made the 
wrong conn¢ Help to locate the correct number. Budget 
6. Never a Who's calling?”. Let the caller take care 
nis ow ation. 
7. Dor phone while chewing gum or with Gh f / 
i garette 1! [ ps 
8. Talk « into the telephone mouthpiece. ° 
Speak id distinctly. Use friendly, helpful tones 
i 1 time 
10. Say you” frequently, particularly when the 
st nel to wait. Close the conversation with, eas ae compare these features! 
nank yo ig a @ 1% hour fiire protection to 
ll. Ne he receiver down. Wait until the caller AER SAFES 1700°. 
hung 1 INSULATED FILES @ Heavy vermiculite insulation. 
Spell out every name difficult to understand. Use money cunees © Modern treamfined design. 
MR Roger” for “R”, “Sugar” for “S”, and , @ Sturdy, easy rolling casters. 
9 forth. ; VAULT DOORS @ Heavy duty hinged ere 
13. Trea phone call as if the caller were face to face SAFETY DEEPOSIT © Oe 
with ve BOXES write for complete catalog 
\dopti« simple rules can work wonders. With 
h cour thods, callers will identify themselves, WARDSMAN- ALENTINE, | 
ot be they cannot immediately reach the C. 
party desir will leave the telephone well impressed | 
h the fi RAI } LA PORTE e INDIANA 














A typical installation of the Huntington 190 series 


Furniture ty HUNTINGTON 


- ateays on good Taste 


@ A Glass Smooth Surface—Made of Tempered Presdwood, 
Smooth Two Sides 
@ Vise-like Spring Holds Papers Securely 


. Unreserved Guaranteed 


FURNISHED IN THE FOLLOWING SIZES 





Stock | Stock ‘ Designed by Jorgen Hansen and Jens Thuesen 
No >1z6 No. ize 

200 be" x 11 Note) | 206 ” x17” (Cap) to please the most particular client. 

203 é Memo) | 207 15” x20” (Way Bill) The Huntington name is your guarantee of 
204 9 Letter) | 208 11%" x 13%” (Auditor) quality materials and workmanship. 

205 9 (Legal) | Packed 12 to Carton 


Jescriptive circular and latest price list 


MAIL TODAY 
HUNTINGTON 








Please mail complete information 


about Huntington furniture to 





CHAIR CORPORATION 


HUNTINGTON. WEST VIRGINIA 











WOODALL [NDUSTRIES [NC. 





Attach to your letterhead and mail to 
Huntington Chair Corporation, Huntington, W. Va 





OA 
Cc 
City 





Permanent Showrooms: Huntington, Chicago and New York 








3500 OAKTON ST. SKOKIE, ILL. 


Chicago Telephone CO 7-2600 
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PROMPT SHIPMENT 


PRONG FASTENER 
BINDERS 


Available with or 
without prong fasteners. 








Durable, all purpose binders. 
Complete range of popular 
sheet sizes and capacities. 
Red or Black Pressboard. 2 
pieces, cloth or scored hinge 
construction. Punched for all 
standard spaced fasteners. 


PRONG FASTENERS 


Attachable prongs or 








Light-weight 
Non-corrosive 
finish. All popular 
capacities and c. to c. 


Attachable-prong style 
Illustrated 


be Today ~ Our 
omplete, age Illustrated 
NEW CATALOG No. 56 


ELBE FILE & BINDER CO., INC. 


P. O. BOX 951 FALL RIVER, MASS. 











The Dealer Imprint’’ Line gives you REAL support 






Fayed BRINGS YOU 
INDIVIDUALLY BOXED 


CHROMIUM MOUNT 
STOCK STAMPS 


in a Complete Assortment 


Here’s an array of 24 top quality stock stamps 
that stops store traffic cold. Everyone’s a pros- 
pect for at least one or more of these beautifully 
packaged, exceptionally useful stamps. 

Starter assortment is available in the eye- 
catching counter display shown above—or 
stamps may be ordered in any assortment or 
quantity you desire. These are the finest stamps 
made—product of B & M’s quarter-century of 















These Are Stock 
Stamps Available 


Past Due, Etc. 


leadership in the stamp industry. one beg ~-y 

Reproduction of each stamp appears on top Rush 

of its box. All stamps competitively priced Duplicate 

for big sales. LIBERAL discounts. Order Paid 

today for real profit, lasured 
Write for Catalog No. 153 Air Mail 








Ret. Post Guar. 
Pis. Rect. & Ret. 
Sec. 34.66 P.L.AR. 
Credit is Good 
Received 
Credit Memo 
crenata oath Past Due Please 
C.0.D. Postal Reg. 
Sae> Parcel Post 
Fragile 
Thenk You We Ap. 
a Copy 


COPY 


\| Impressions -not full size 
— 


0M Faynw, DIV., Bankers & Merchants, Inc 


3229 North Sheffield Avenue 





2o-Crae by Geet me OB 17? 


00 NOT BEND 


















































Chicago 13, Illinois 
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“Co a Little Farther” 
in Merchandising Service 
@® BY FAR THE QUICKEST and most direct route to 


increased good will and subsequent better sales volume lies 
in “anticipating the customers’ wants and making the most 
of them,” according to L. L. Gensup of Gensup Stationery 
Company, mid-town Manhattan, New York City. 

Located amid the canyons of New York’s central office 
building district, Gensup Stationery Company has been 
steadily operating against a highly competitive field. 

There are a dozen office supply stores within a five-minute 
walk in any given direction. Because building limitations 
made it necessary tor Mr. Gensup to set up in a step-down 
semi-basement store, the firm has had to strive for promi 
nence. 

However, just that has been accomplished through the 
medium of “better inventory service” as featured by the 
Gensup store for the past five years. 

In this unusual case, “better inventory service” has merely 
meant making a searching analysis of the needs of every 
customer. Items not normally stocked by the store are dis 
covered and carried to advantage. Consequently, Gensup 
salesmen have found it necessary to put in longer hours 
“out in the field” to continuously interrogate business asso 
ciates in discovery of inventory needs. Once it is found that 


any business firm can save time, expense, er benefit in any 
way through Gensup’s carrying an item, it is certain to be 


added to the inv entory. 

“Of course, most stores make a practice of obligingly 
expanding their stocks, according to direct customer re 
quests,” it was pointed out. 

“Under our plan, we go a little farther than that, and 


determine for ourselves the needs of customers, even when 


Ret sett oe , = . oe RD 


\ he Hgclly iw 








7 the biggest value 


i in Comfort, 





i Beauty, 
‘ and Quality... 4 


eee Se ee ke 


Princ offers the biggest chair 
value an office dollar can buy. 
The handsome styling and 
| custom-crafted quality of the 
entire King Royalty Line is in- 
stantly appealing. You'll find 
volume sales easier to make... 
_and individual sales easier to 
close. And, you'll acquire a 
_ measure of customer satisfaction 
you've never before enjoyed. 
Management and personnel are 
_mutually pleased investment- 
" wise and comfort-wise ... THAT 
_MEANS REPEAT BUSINESS. ~ 






PRINCE REGENT 
: Deluxe Swivel Arm Chair 
4 MODEL 530 





_ Write Today for the New Royalty Line Literats | 
KING POSTURE CHAIR CO. 


953 South Raymond Avenue * Pasadena 2, California 
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ity elem =| Pa Sable sisson 
STEEL SHELVING Smokers—Ash Trays 


S. Pat. No. 2,621,800 rs 
i Extra Value F es and Costume 


To Help You 


NEUBAUER “TWIN-POST” 
Adjustable Steel Shelving is 
stronger, more —s ~ the vital 
oints — corner NEU- 
AUER “TWI POST” de. 
sign is actually 2 posts with 3 
strong corners (see inset). 
























Ne. 140-X.—New 





Shelves fit tight! - « every- Ne. 155 ecters Sa 
thing stays in ine. Smooth, All etee! sos- base. 8” finer. 
beautiful and strong—adaptable tumer. Sturdily 1%” pest. Ship- 
for most shelving needs. ma ping weight as- 
sembled ready te 
18 and 20 ga. steel shelves onda use about 19 Ibs, 
range in 25 sizes from 24”x9” 21” 6s” Now available in 
to oo ng", 16 ga. posts from — Funtehes: ay ey ~ 
, , : an, sa . na on 
6’ to 10’. Olive Green or Air olive green Gelden breeze, 


line Grey baked-on enamel. 
Special colors available. Built 
to last, priced to sell . . a 
wonderful repeat order builder 


gelden brenze. bright and satin 
In “Gaite of of six, chrome. 








No. 260—All Metal. Wire sereen as cigarette 
rest. Oversize ash reeeptacic, 744" outside dlameter, 
2¥e” deep, can be emptied and replaced in os few 
ee Ome itt ¢ andr 
ighted base. Overall height 23”. Finishes: 
Bri ant ar Satin Chrome, Statuary Bronze Plated, 
olden Bronze. Chrome plated sereen with all 
Saishes 





FREE ESTIMATES 


. we'll quote through you 
Write today for complete in- 
formation 


Ask about NEUBAUER 
“TWIN-POST” Basket Racks WRITE FOR CATALOG OF COMPLETE 


for school and factory locker METAL AND WOOD LINE 


pene LA SALLE PRODUCTS CO. 


J 2216 N. Clybourn Avenue Chicago 14, Ill. 


All Smokers Individually bexed. 














NEUBAUER MFC. CO. 








READY 
SELLER 
AT 


$1775 


TAX EXTRA 
INCLUDING 
TELESCOPIC 

EYEGUIDE 











Takes all copy up to 20 inches 
2S A money-moker that is easy to sell. 

We" : Now the RITE-LINE Copy holder has 

ees OS the new Telescopic Eyeguide at no 

extra cost. Takes all widths of copy 
EYEGUIDE CONTRACTED from a machine tape to 20 inches. 
Self-contained, all-metal, compact, at- 


° ° ' eo“ ; ~ |tractive. Requires no installation or 
Noesting considers QUALITY | -“ _— Iiystration shows it with LINE 
j a . —_—_— Oem MAGNIFIER attached. Magnifier is 
1s of first im porta nce. EYEGUIDE EXTENDED extra equipment you can sell. 
For full porticulors, discounts, efc., write to— 
RITE-LINE CORPORATION, 1025 15th Street, N. W., Washington 5, D. C. 





Large Variety of Sizes and Styles. 


NOESTING PIN TICKET CO., INC. 
728 E. 136th Street, New York, N. Y. 
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¢ di . e * YY mi 
Now—CARD Sturdi-Lite increase typewriter pad | ena 
BETTER Vout Steps at LOW Prices ) B 
™ ~ALUMINUM— chi 
Tubular Frame _ construction =e 
—STRONG and RIGID, yet 40! 
surprisingly Light. They make dri 
upper boxes more rentable the 
Always Bright 
Neat Looking—no up 
keep cost. Rubber 
feet prevent slipping. , 
NON-SKID Rubber hin 
Treads on One-Piece wil 
Aluminum steps. 10 
between steps in ele 
both models. Top oth 
steps 934" x 16”. ‘. 
Lower steps 9” x ° 
14”, Non-skid Ge 
| Kills noise be 
. ; ish 
2-STEP MODEL — No. 3-STEP ran j, This new style typewriter pad does away with the old oe 
202 20” high, 17” 303 30” high, 17 j system of fastening or installing typewriters on desks ee 
wide, 18%” long. wide, 26” long. Price and tables . . . IT HOLDS TYPEWRITERS WITH A ae 
Price F. O. B. Detroit, F. ©. B. Detroit, “MAGIC-GRIP”. The special corrugated design kills the 
Mich. $95 Mich $750 hd . rruf ¢ 
ii “ 37 usual noises of typing. The softness of action also re- 7 put 
Equipped with Casters—Add $5.50 duces fatigue—helps typist increase speed. al 
. : ‘ Typewriter ©. 6 6 V2K1B......-eececereeees $1.25 Yj tor! 
Dealers: Write for complete details Adding Machine . 12x1B............::css--0 1.75 hox 
and dealer discount schedule. Electric Typewriter 15x18..........-.-0ec-ses++ 2.00 y] caw 
7 Extra discount on 3 dozen lots yy Ger 
D R CA » D co | Freight paid on lots of 4 dozen “re 
Re a0 , | W.T.R Co, 82,2075 cat 
; . . . co 
829 Merchandise Bldg., MINNEAPOLIS 3, MINN. e Fe ROQEPS LO. madison, Wisconsin ; 














The Wise Dealer Profits with 


’ cred Meet 


THE MOST COMPLETE LINE TO MEET EVERY REQUIREMENT 








Fi NEW 
i£| IMPROVED MODELS 
FOR 1954 




















e Greatly im- 
proved vertical 
back adjustment 
—controlled by 
hand wheel at 
base of tubing 
upright. 

















PITT | 











Sheet 


e “L” Lock spring 
back (patented) 
locks in rigid sup- 
port. When lock 
lever released, 





























provides spring " 
action for relaxa- a 
tion. S' 








F-C NO. 855-L 


SEND FOR NEW CATALOGUE 


Write for Catalog and Price List 








THE FRITZ-CROSS CO. 


300 E. 4TH ST. ST. PAUL 1, MINN. 


SUPREME STEEL PRODUCTS, INC. 
52-85 74th Street, Maspeth 78, Long Island, N. Y. 
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Fic ina rofessional man and purchasing agent 
It isn’t difficult to 
y ou rt program, once the sales agency is 
larized t market.” 


ps are a typical example of the mer 


ot rea that such a need exists. 


lise set e of thinking. In calling upon office 
nager cust 1 Gensup salesman noticed that around 
the off re equipped with paper cup types of 

king wat ensers, while the remaining 60% use 


familiar r’ or refrigerated fountain. 


Preferred Cups 


mstances, this might have been con 
servation. Going farther, however, it 
wa) nd that many people detest utilizing the 
wat tain and prefer to have a glass or some 


This natur ferred a market for paper cups, and 
ympany placed several sizes in stock. 
them properly and advised old, estab 

hed te this newcomer to the inventory. Sales 
the outset, and now, paper cups have 

nd valuable source of good will in the 


tl nt example is a huge variety of special 
which the Gensup concern has 

; customers. Included are handy short 

fitting neatly into a 4 x 6 inch file 

economical and time 
for at ore of Gensup’s regular customers. Mr. 
( up ant the need when credit regulations were 
1 ar ided the ideal answer for businessmen 


Thes roved essential, 


space to spare in handling credit ac 


vhere it was found that the proper 


F: Many of your customers 


Weber Costello 
CHALK 


BOARDS... 









ft al” age we live in 
Like Lire magazine and tele- 
trend is “through 





the Weber Costello 
Framed ( kboards are in de- 

d ndustries and institutions. Floor stand 
1 w ypes. Write for Catalog GO-53. De- 


@ HOTEL KITCHENS 

@ PRODUCTION SCHEDULES 
@ WAREHOUSES 

@ SUNDAY SCHOOLS 


WEBER COSTELLO CO. 


CHICAGO HEIGHTS, ILLINOIS 


@ SALES TRAINING 
@ STOCK BROKERS 
@ HOSPITALS 
@ BUS DEPOTS 
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Ee Ss 


One of the 


most 






useful For Binding 
all Records 


toa 






items in 







your stock 





Vouchers te 


Newspapers 





—and 
therefore 
one of the 


MOST PROFITABLE 


ACCOPRESS 
BINDERS 


Some firms use thousands of Accopress 
Binders every year—because there is no de- 
partment where they are not useful. For 
temporary or permanent binding, for current 
files or long storage, for a few letters or 
2000 invoices, Accopress Binders keep all 
kinds of papers safe at minimum cost. Fea- 
ture them all year around. 
























See Your Acco Catalog for Styles. 


ACCO PRODUCTS, INC. 
OGDENSBURG, N. Y. 


In Canada: Acco Canadian Co., Ltd., Torente 























‘“SAFE-TEE”’ 
FOLDING CHAIRS 


This lonia Mode! 40 is a low-cost, all- 
steel, indestructible folding chair with 
o new safety design. 








Again Available! 

Our Model 45—luxury chrome 
finish, leather upholstered 
spring-filled sect and 

For top-flight executive use. 











Choice of colors. Write today for 
folder and prices. 





IONIA MFG. CO. + IONIA, MICH. 
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YOUR FUTURE LOOKS BRIGHT with 


en No. 202 


HEAVY DUTY OFFICE STAPLER 


Model No. 105 
4-WAY OFFICE STAPLER 





Model No. T-50 
* AUTOMATIC GUN TACKER 


Model No. P-22 
PLIER TYPE HAND STAPLER 






A STAPLING MACHINE FOR EVERY PURPOSE IN EVERY PRICE RANGE 
tS SOLD ONLY THRU DEALERS 


Arrow FASTENER [0../NC. 


ONE JUNIUS STREET, BROOKLYN 12, NY 





DIFFERENT SIZES, STYLES 
OF BULLETIN BOARDS AND 
CHANGEABLE LETTER BOARDS 


BY DAV-SON 


A Dav-Son board for every job. 
Changeable letter directory and 
announcement boards, black boards, 
menu boards, others. Sturdily con- 
structed, every Dav-Son board is 
built to last, with quality built-in 
for years of service. 


Dav-Son Changeable Letter Di- 
rectories for Lobby, Office, 







Use 
« Wide Variety of Styles and Sizes 
e Glass Enclosed Front 
e Hardwood or Metal Frames 
e Highest Quality Felt 
e Absolutely Warpproof 
e Also Available with 5’ 6” 
Standards 
Dav-Son Genuine Self-Sealing 
Cork Bulletin Boards 
e Indoor and Outdoor Styles 
e Hardwood or Metal Frames 
e With or Without Locking Glass 


. World's Largest Selection 

DEALER INQUIRIES INVITED 

# Your Dealer Can’t Supply, 
Order Direct 


Dav-Son Changeable Name Plate 
Black card with white letters unde: 
beveled plexiglass shield Triangular 
wood base in choice of Walnut, Oak, 
Mahogany, Blonde or Stee) Grey fin 
ish. 10%”x214” 


A. C. DAVENPORT & SON, INC. 


311 N. DESPLAINES STREET, CHICAGO 6, ILLINOIS, DEPT. OA 
INSIST ON DAV-SON—YOUR BEST BUY! 
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form was not available through standard sources; Gensup 
Stationery Company merely designed its own and con 
tracted for a supply from a local printer. 

Other forms have been developed for social security rec 
ords, bond-a-month deduction systems, employee credit 
unions, and, in fact, for almost every bookkeeping need. 

In almost every instance, the form itself was devised after 
unobtrusive, but nevertheless persistent, investigation on the 
part of salesmen. Supplying the customer with something 
which is undeniably an asset to him has understandably 
boosted the Gensup store in its customers’ eyes —RAL 


Office Appliance Merchants 
Again Hit the TV Trail 


@ TV HAS FOR many months held little appeal to the 
typical office appliance dealer. For one thing the financial 
costs formerly associated with television sponsorship were 
little short of formidable. For another, the difficulties in- 
curred in checking the value of any program were many and 
varied. 

But, with the litting of the deep freeze in which television 
has been held (the ban on erection of new TV transmitters), 
numerous smaller communities have become extremely tele 
Vision conscious. 

One office equipment merchandiser realizes that with the 
draft in effect, many dealers are suffering an acute shortage 
in the way of trained help. With this situation prevailing, 
he presents “Jobs”, a 10-minute, once-weekly newscast. 
Every store, factory or office, desirous of securing help on a 
full or part-time basis, is cordially invited to submit statistics 


QUALITY 
STEEL 
SHELVING 


To fit every 
purpose, from 
bin units to 
closed 
compartment 
shelves. 


See our illustrated catalog 
for our line of Steel Shelving 
Units. It lists dimensions and 


specifications. 


ESTEY METAL PRODUCTS, INC. 


1 Catherine Street Red Bank, N. J. 
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Unholstered Furniture 
Tailored to the Needs of the 


OFFICE EQUIPMENT DEALER 





Building upholstered lounge chairs and davenports for 
business use requires specialized knowledge. We know 
what these special wants are and we have designed ¢ 
line that fills the bill for office equipment dealers. There's 
a Stationer’s unit for any commercial application you run 
into. So . . . boost your furniture sales the easy way 
by dealing with the “Upholsterers to American Business”. 
Write for complete information on our line. 





“ Upholsterers fo 


STATIONERS 


MANUFACTURING CO. 


1414-20 W. TUCKER STREET 
FORT WORTH, TEXAS 


merican Business” 











HANDY “"GLIDEX" 


TRADEMARK® 571978 


TELEPHONE BRACKET 


A Stable Seller the Year ‘Round 





“site : sii: 5 ee 
Saves desk space—swings in any direction— 
Keeps phone in easy reach yet out of way— 
The only bracket made to hold present models. 


Made of strong, durable steel. Extends to 30 rigid 
inches. Closes only 9 inches. Various types of mount- 
ings available for attaching to wall, desks, table 
edges, side of tables, ete. Nothing to get out of 
order Eliminates nuisance of phone cord mussing 
deak papers 


WRITE FOR ILLUSTRATED LITERATURE AND DEALER’S PRICES 


g y g \ J // 
Gy Ga Qe. @ 
; \\ / ¥ \ hs 


S 2 os) j 
GLIDEX CORP. 


4538 W. ROOSEVELT ROAD, CHICAGO 24, ILL. 





@UDEX MOOEL Me 208 
EXPANDED 
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Coweot SERVING all INSTITUTIONS 
DE 44- Parpose 


FOLDING TABLE ine 





HARD 
MIRROR-LIKE 
TOP RESISTS HEAT 
AND ALL 


LIQUIDS 











vs 


@ CHOICE OF STYLE TOPS 
@ ALL POPULAR SIZES 
@ FOLDING BENCHES 
@ OTHER EQUIPMENT 








! FAST DELIVERY 


Write for Illustrated Literature 


—-——KS Se ee KO OO Ee ee eee eee ee ee 


THE JAMES P. LUXEM CO., Box 175 ; 
3345 N. Lincoln St., Franklin Park, Ill. I 

Attach to J, ' 
” | would like to have, without obligation, 1 
your letter illustrated details of your table line, ' 
! 

head and ic sdMbpdine 6 dade 6000 demben ! 
Cae tere 

(al! (003) J+ ' 
ane sadthi-awudaa ; 

CR CR isnei vt cbt pcesscvedsevterienen ; 








FORMANCE 


For SUPE BUYS... 


mete AE 


\\\ A\\\\ 4} 
ON NY 
\ 1] 


Wi 


The Quality Line of ra Supplies 
& Gummed Specialties 


* Vertical File Guides 

* Guides 

* Folders 

* Index Cards 

* Index Tabs 

* Transparent Index Tabs 
* Blank Index Strips 

* Rolled Labels 

* Protex Loose Leaf Patches 
* Adding Machine Rolls 
* Pakneat Sealing Tape 
* Pin Tickets 


At Leading Stationery Stores 
Throughout the Country 


THE WARSHAW 
MANUFACTURING CO., INC. 


1 MAIN ST., BROOKLYN 1,N.Y. 


YOURS for the asking... 


“HOW TO SELL 
NUMBERING 


MACHINES” 





Only Book of Its Kind 

Ever Published...Devoted 
to Increasing Retail Sales and 

Profits on Numbering Machines . 


50 informative photos; 60 pages of val- 
uable selling information. Special chart 
shows who buys and how they use all 
basic models. Write for your free copy. 


WM. A. FORCE 


INCORPORATED 
216 NICHOLS AVENUE, BROOKLYN &, N.Y. 
ALES OFFICES: NEW YORK, CHICAGO, SAN FRANCISCO and CANADA 
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HOLDS,—SHOWS 
PAPERS, FORMS, ETC. 
FOR HANDY 
ACCESSIBILITY 

SELLS FAST for dozens 
of uses in OFFICES, 


STORES, FACTORIES, 
BANKS, HOMES 


HALVERSON wera 


STATIONERY RACK 


MODEL SR-1 


Neutral Gray Baked 
Enamel Finish 


Here’s a compact, convenient work- 
saver everybody wants. Four graduated 
compartments keep stationery, bills, rec- 
ords, orders, price lists, etc. fully visible 
for quick, handy reference, neat appear 


ance, good condition. It’s the perfect 
desk organizer for business people and 
homemakers, too. Sells on sight! 


*¢ COMPACT—1012" high, 1112” wide, Li 
4” deep ist 
* STURDY—Electronically welded joints SLIGHTLY HIGHER 
HANDSOME—Baked enamel finish WEST OF ROCKIES 
* PROTECTIVE — Rubber feet and back INDIVIDUALLY BOXED f 
buttons protect table, desk and wall IMMEDIATE SHIPMENT 
Packed 6 t t 


e LIBERAL DEALER DISCOUNTS Weight 31 Ibs. ea 








HALVERSON SPECIALTY SALES 


1221 W. Chestnut St. Chicago 22, Illinois 
Subsidiary of MIM-E-O STENCIL FILES COMPANY 


JWIARRUWELL 


meet SX % oe 
<tt> ws 4s Sn we ms "Sry 


Pep TSA 

BETTER STAPLERS — ay 
= FOR MORE PEOPLE...AT LOWER COST 
i SINCE ING pa? 


4, 
. 5S 















% 


A ia ah o's “i. oe : RY Se owes 
< staxs ee sys he eee tes 


~+ —= 


IN MANY LOCALITIES 2 OUT OF EVERY 3 
STAPLERS IN USE ARE MARKWELLS 


MARKWELL CO. 


200 Hudson St. New York 13, N. Y. 












PLEASE WRITE 
FOR DEALER DISCOUNTS 
AND CATALOGUE 





one by one... : 


wise dealers everywhere 


ASE 


STEEL OFFICE FURNITURE and EQUIPMENT 


recognize the 


superiority of 


AURORA, ILLINOIS 


oe i es. 
ASE factory representatives JOHN A. LONG 


CINCINNATI 36, OHIO 
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sala juirements, shifts available, and other 


Tact t form of 


iss tl rrent labor situation and 


ersonal net n to be. One such 


a brief bulletin. 


ire cemented into a telecast, and pres 
s a merchant or personnel manager to 
what 
firm 


his or her 
is selected 


This progra ffered every Monday morn, creates good 


tween bot ployer and employee. 


: the ot! nother equally TV-minded merchant 


iroorat ite 
ViOVTa QGUUITLE 


another calibre. His contribution 
ram: “Meet Mr. Business.” Every week 
siness life of the community is intro 


The i may be of either sex and the discus 


Has Two Purposes 


tellow busines ind 


ening. 


! 
in a 


gram is twofold: to introduce, visually 
the power behind new enterprises to 
to potential patrons of the indi 
rned. This TV “must” is presented with 
ents of the office equipment merchant 


noteworthy in television is being 
new touch-typing class for business 
tle more typewriting speed and finesse. 
air every Friday evening. 
ilso presents every other week, a “Office 
heard on alternate Thursday evenings. 
trate all the latest in office equipment 


1 each progr is filmed in an actual community office. 


g it s tly, television is here to stay and the smart 


uppliar r will take advantage of its possibilities. 


profita for spreading your message. 





iy evenings have been found to be the 


EAA 


Pittsburgh Cut Wire Co. 


1120 GALVESTON AVENUE PITTSBURGH 
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PA 





LOOK AT THESE 
BIG-SAFE FEATURES: 


. 


Inside Dim: 15” x 12” x 13” 





safes 


Here’s Why It Pays to Sell 


SENTRY 


PERSONAL 


SAFES 


All Safe Deposit Box 
Users are 


PROSPECTS 


SENTRY offers fire, theft, and loss 
protection without the drawbacks of 
safe deposit box rental. 


PRIVATE—YET ALWAYS ACCESSIBLE: 
A Sentry doesn’t keep “banker's 
hours’! Valuables, records and re- 
ceipts are at the owner's fingertips, 
24 hours a day . . . and safe from 
court “seal’’ orders in emergencies. 


HOLDS MORE—COSTS LESS: Sentry 
holds almost twice as much as the 
biggest safe deposit box, yet retails 






Fireproof VERMICULITE* 
Insulation 


Tamperproof 
Hansome, Compact 


Al-Welded Construction for less than the 2-year rental of 
Built-in Combination Lock equal space. And remember—Sentry 
costs you 35% to 50% less than 


comparable safes. You set your own 
As required for U.S, Army field list, take a big mork-up and still 
undersell the field. 





DEALER |j INQUIRIES INVITED; WRITE DEPT. OA-3 


Ki 
 BRUSH-PUNNETT CO. 


545 WEST AVE., ROCHESTER 11 





SENTRY 

SAFES 

For Over 
20 Years 





TO THAT BIG BUYER! 
te 
E: Equipment 


| ! Stationery 


ue Furniture 


¢\XSETYPERITE Index Tabbing 


WITH PICA SPACED INSERTS ,_ | 


— 3 <pESIMED le Gry 
ro cut \° Wh sa ft - 
SAVES 56% an oper aOLLER REQUIE b 
TYPING TIME! (\ 
When You Can Tell Mr. Big Buyer of .. . 


strip tabbing, you can show him in 3 minutes or less how he can sove 
56% typing time by using AICO’S new TYPERITE TABBING, you'll get 
in. It’s the pica spacing that does it. Typists type 1, 2 or 3 line titles 
without using the soft roller, just the line space lever. Ads are run- 
ning in 7 Business Magazines and free sales aids with samples are 
available to help you. Use this miracle-working door opener to pave 
the way for other sales. 


Onder Your Supply Today! 
AIGNER 
INDEXES 











Machines 


97 Reade St., New York 13, N. Y. 
426 S. Clinton St., Chicago 7, Ill. 
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THE NEW 
“Modern Hollywood” 


All-Foam Furniture Line 
Designed and created by 





of 
Grand Rapids 
CHAIRS — COUCHES — OTTOMANS 
ANS — LOVE SEATS 


DIV U 
All hs or without 1 or 2 arm 

oe 102 HOLLYWOOD DIVAN, 80x30x29 
h. Width between arms 72”, seat height 

1 Foam rubber seat, orms and back. Legs 

V2" round wrought iron, black satin finis 

Upholstered in fabric, rubber backed, choice 


five colors and also available in plastic GRAND RAPIDS LEATHER FURNITURE C . ns Aa a" fileniges 


and in genuine leather. 





Photos and prices to dealers on request 





ROLLING STORE LADDERS! / 


ROLLING 5 + epegeagiaeaae 
from Oak or Birc 

SIDE and CEIL ING TYPES— 
with steel track for mounting 
on shelving, fling cabineta or 
ceiling. 

“A’’ and LIBRARY TYPES— 
require no track and are 
mounted on wheels with Auto- 
matic Safety Brakes. 

Send for son ne gg 42-OA and 
dealer discou 

WELDED STEEL SAFETY 





The BOSTON KS 


For Durability, Speed, 
Precision and Eco- 
nomy, you can’t buy 
better than a Boston. 





SPECIFY “BOSTON” . . backed 
by a full year's Guarantee! 


BOSTON [ccna 


PENCIL SHARPENERS Pons ond Protests. tiean Pome 


ing, with expanded metal 
steps. Mounted on Swivel 
Rrake Casters. Ladder can be 
rolled freely when no one is 
on it. When you step on the 
ladder the rubber tipped legs 
rest on the floor and prevent 
rolling. Made in 2 to 8 step 
heigh's, and 3 widtns. 

Send for Circular 53-OA and 
dealer discount. 














Manufactured by 


1. D. COTTERMAN * "siexesras 4 


EXTRA PROFITS CUSTOMERS 


>m CHAIR SALES TO SCHOOLS © CHURCHES © CLUBS etc. 
WE DROP SHIP DIRECT TO YOUR CUSTOMERS 
NO HANDLING ON YOUR PART N 


FOLDING TABLES 
CHAIRS — 138 STYLES 


@ STEEL OR WOOD 

FOLDING 

NON-FOLDING 

TABLET ARMCHAIRS 
AUDITORIUM UNITS 

6 Ft. and 8 Ft. TABLES 

SCHOOL DESKS 

SPECIFY REQUIREMENTS (Quantity, Stee! or wood) 


Adirondack Chair Co. 


Dept. 22 — 1140 B'way, N.Y. 1, N.Y. MU 3-4834 




















by train, bus, plane or automobile, 
whether for pleasure, on private busi- 
ness or government service, 


BEACH’S 


“Common Sense”’ 
Expense Books and Sheets 
are best for keeping track of expense. 
There is a Personal Expense Book, too, 
for records at home. 








Beach Publishing Co. 


7338 Woodward Ave., Detroit 2, Mich. 

































‘\ At your Wholesaler or write direct for literature and prices 


OSes 

* RIGHT THIS MINUTE... 

» J “ 

< Your PROFIT OPPORTUNITIES ANOTHER “Tp bman 

—.. LAUNORY 

a 

* 

: 5 MARK 

2 Dealers who have their own private label brand duplicator E, 

& supplies— Stencils—Iink— Spirit Fluid— Master Units, etc. etc. ! 

. GET THE REPEAT ORDERS when they sell GUARANTEED, PRI- 1S BEING SOLD! 

“ VATE LABEL merchandise made for them by the Beautifully merchandised on self-selling $ 15 

" counter display with 12 pens. Pre-sold 

2 AC & DUPLICATING SUPPLY CO., Inc. with national ads—radio, TV, newspapers Tox Incl. 

bs 2 eae. a ee es ‘- c lif . worry EVAPORATE e cnouen BLACK REFILLS 
~ LIBLE INK FOR 

4 616 Sunset Blvd. SS ANGSees 2S, Vaw. © WON'T WASH OUT 3000 MARKINGS 50¢ 

7 

; 

* 


* today for price list, samples and 
Write booklet on “How to increase profits.” 
SAMUEL TAUBMAN & CO., 1 WEST 34th ST., DEPT. 0, NEW YORK 1, N.Y 








230 OA — 3/54 






















FOR 
EVERY 
PURPOSE 


<— PUNCH 


TICKET PUNCHES 








THE HOGGSON & PETTIS MFG. CO., 141T Brewery SL, New Haven, Conn. 





Nos. 17, 33—Notches cards, sheets, etc. No. 
17 dies not over 4%” wide, &%” deep; No. 33, 
not over 4%” deep. 

No. 2—For %-%” round holes; 134” reach. 
No, 3, 1%” reach & No. 12, 2” reach, same 
style as No. 2. All will take special dies. 

Talley Punch—Registers number of punchings 
99,999. Punches a. *%” or “%* round Eee 
special designs. Same counter available in our Nos. 
2, 3, 10, 11, 21. Write for circulars. 











KOIL-O-MATIK 


Prevents this 





S WEAKEN CORDS, 
in conductor; 


KINKS AND — 
break delicate fil t wires 
suse shorts that re t in electric shocks. 
Frayed phone cord e noisy line, fre- 







RUBBER COVERED, 
tempered steel spring which winds around cord; 
dangling wire into neat 
is that expand as needed Fits all cords; 
thin, thick, flat nd. RUBBER COVERING 
events spring in Koil-O-Matik from seratch- 
ng desk or table top. For all cords in office, 
me and shop Guaranteed for | year. 
Colorful counter display carton and free dem- 
nstrator make quick sales Save salesman’s 
t t Large dis nts and money back’’ sales 
antee 


THE NEVERKNOT CO., DEPT. 3A 
CHICAGO 40, ILL. 











$525 RAVENSWOOD 









The Original 
SINGLE - FLUID 
Ink Eradicator 


@ INK-OUT contains no free ac 
leaves no brown stains. 
@ INK-OUT makes permanent eradica- 


wa tions quickly with one application. 
oF @ INK-OUT removes ink, iodine, fruit 
and medicine stains from paper, 
hands and clothing. 


MONTCLAIR. NEW JERSEY 






CARDINELL CORPORATION 








=Ka— 


DAYTON STENCIL 
WORKS CO. *oiic"™ 








NO NUTS, SCREWS 
or BOLTS — with 


Rest A-Phonwe Phowe eqns 





CLIPS ON IN 5 SEC. 


ONE PIECE 
MOLDED CONSTRUCTION 


ELIMINATES ADJUSTMENTS 
Exclusive Mfg. & Dist. 


REST-A-PHONE CO. 


P. O. Box 8788 Portiand 7, Ore. 














Don’t Waste Time 
LOOK IT UP HERE} / 


This is your ANSWER BOOK 
to all your buying Needs 
1. PRODUCT INDEX—over 1,500 prod- 


uc cts classified 
2 IRECT ORY SF MANUFACTURERS 
—over 3,000 with names and ad- 
dresse 
3 TRAD se. NAME—TRADE MARK INDEX 
‘Ov er 6 000 with names of manvu- 


4 MANUFAC TURERS ADVERTISING— 5. TRADE ASSOCIATIONS— 
many use cat ype advertising City, State and National— 
ving cor ete product informa- names and address of 

n officers and meetings detes. 











a your copy handy —use it often 
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PASS UP THOSE 
EXTRA 
COMMISSIONS 










You can earn good 
commissions selling our 
complete line of passbeoks, 
pecket check covers, coin 
savers, and other forms to 
financial institutions, 
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pALL POINT REF, 





AS ADVERTISED IN 


Wize) Val 
2 REFILLS BY FISHER ay j =z 


THE AMAZING NEW INVENTION /| 4 he 
THAT FITS PRACTICALLY ALL = ar 
BALL POINT PENS = 


FAIR TRADED AT 49c 
Order from YOUR WHOLESALER 


rv) by The FISHER PEN COMPANY, Chicago 13, ili 









SELL MASTER SPEED KEYS 


THE 
Spring- Cushioned 


Typewriter Key 


for old and new typewriters, 
bookkeeping and billing machines. 


Don‘t Delay 

ORDER TODAY! 
ADD THAT EXTRA PROFIT 
SPEED KEY CORPORATION folio i Wie Vor 























MARKILO 
CELLULO/O PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any size; 
menvy covers; factory record protectors; tag holders; 
bill-fold envelopes; stamp containers, etc. Made of 
acetate (flame resistant) transparent cellulose. We 
build to fit your particular need. Write us for details. 


Markilo Company, Mfrs. 


3633 S. Racine Ave. Chicage 9, U. S. A. 
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1d Potut MECHANICAL 
PENCIL LEAD POINTER 


FOR DRAFTSMEN, ENGINEERS, 

ARTISTS, ACCOUNTANTS 

Leads are pointed in a fraction of the time 
required by messy, old-fashioned methods; 
and, the TRU-POINT is fool proof — 
will not break leads even when an ex- 
tremely fine point is required! 

Puts perfect points on leads of mechanical 
pencils (draftsman type) and on wood 
pencils, after wood has been cut back 
with knife. Clean, easy to use. Guaran- 
teed mechanism. For literature and dealer 
prices, write today to 


—  ELWARD MANUFACTURING CO. 
SSSSs— Baker Street, Coloma, Michigan 
























The time-saving snap-on 


PENCIL CLIPPER 


for 
\ Artists, 
Engineers, 
Draftsmen 







Keeps pencils or brushes within 
hand-reach. Allows grading, free- 
dom of drafting machine, immediate 
selection of correct pencil, Prevents 
soilage and lead point breakage. 


Liberal Dealer Discounts 


ROWLEY'S 


Office Equipment Co. 
La Crosse, Wisconsin 




















TYPE_ CLEANING 


CLEANS 
© Typewriters 
@ Billing Machines 
¢ Adding Machines 










Typists and business 
machine operators want 
*Norta Plastic Type Cleaner 
i's easy to ee——no meee * Addressing Plates 
—no liquids to spill ¢ Marking Devices, etc. 
*NORTA THE ORIGINAL PLASTIC TYPE CLEANER 


Free sample sent upon request...write to 


NORTA DISTRIBUTING COMPANY 
1165 Broadway, New York 1, N. Y. 








SAVES TIME AND WORK! 


MAKES 8 BASIC FOLDS ON 
SHEETS UPTO 81! x 14 





AT A PRICE 


EVERY OFFICE I 
CAN AFFORD 


Kon OF roni 


Catalog f Dug ating Equipment and Supplies ; 


vely Dy PRINT-0 MATIC CO., INC. 


FULLY 
GUARANTEED 
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the new ATLAS 
NEGA-PLATE HANGER 


Designed specifically for users of 10” offset 
plates and negatives. Gives maximum protec- 
tion and ease of use. Two envelopes with each 
hanger—printed for marking contents. Hanger 


Columbia 


LOOSE LEAF CORP. 
MANUFACTURERS 
All Styles Loose Leaf Binders 





@ 


SHEET HOLDERS 


catalog. 


A 


A 


Ya 

















>@ STENCH LS. OFFSET PLATES & NEGAT VES. X-RAY ET 


> a 





16720 Westfield Avenue Cleveland, 


ATLAS STENCIL FILES CORP. 


fits Atlas Deluxe, Twin Deluxe or Jumbo Filing 
Cabinets. Write for complete specifications and 


{ATLAS franc Tad 


W 


Ohio 





THE LEADER 
IN PLATENS 





SOV TMI ptaven 
AND OFFICE MACHINE ROLLS 
Typewriter Tools—Parts—Supplies 


Ames Supply Company 


ATLANTA DETROIT 

156 Alex ler, N.W. 6527 John C. Lodge Expwy. 
CHICAGO NEW YORK 

564 W. R lolph St 37 Murray St 

DALLAS SAN FRANCISCO 

1913 nerce St 583 Market St 


SERVING THE OFFICE MACHINE DEALER FOR 51 YEARS 











——. Postal Scales 


for average 


Model 1509 «i ' 


office use. 5 2 oz. Computes 


postage for air-mail, first-class, and 


merchandise up to 4 Ibs. 

Model 1546 lesk scale, with Lustron 
plastic body s. by 1 oz. 

Model 1530, el Post Scale. 
25 Ibs. by 1 oz 


Model 1519, Heavy 


50 Ibs. by 2 ozs 
Model 158, Hanson, Jr. 8 oz. by 2 oz. 
HANSON SCALE CO. .::. 


te) ae. 1:) tele) mal aal, felb 


MR. DEALER .. . 
ole), ia me Ho.) ie gs [ohy Be) -1 0) 4:45 
NEEDLESSLY! 


duty Parcel Post 











IT COSTS YOU LESS TO DRAW 
FROM OUR LARGE STOCK OF 
WOOD AND STEEL 
DESKS - CHAIRS - FILING CABINETS 
LEATHER FURNITURE and ACCESSORIES 
IMMEDIATE SHIPMENTS 
LARGE QUANTITY OF USED FURNITURE avaiasie 
AT LOW PRICES 


OFFICE FURNITURE WHOLESALE DISTRIBUTORS 


WAREHOUSES 
MIAMI, FLORIDA 
15 W. FLAGLER ST 
82-8484 





NEW YORK 4,N_Y 
74 BROAD ST 
BOling Green 9-8231 


LOS ANGELES, CALIF 
830 WILSHIRE BLVD 
TR—7003 
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Screw Post Binders 
Ring Binders 





Telephone & 
Magazine Binders 
Catalog Proposal 





Mult-O-Ring Binders 
stonaae sinpers Sheet Holders 
Sales & Advertising Scrap Books 
Prong Binders Flexible Folders 
“For Quality, Price and Fast Service” 


SEND FOR OUR CATALOG 


285 LAFAYETTE ST., NEW YORK 12, N.Y. 
WOrth 6-2944 


Covers 





RING BINDERS 
PRONG BINDERS 














SORTKWIK—The New Finger-Tip Preparation 


Replaces irritating rubber 
fingers and unsanitary 
sponges. When applied to 
the fingers, Sortwik creates 
a tacky film that picks up 
papers easily. Girls love it. 
Used by banks, depart- 
ment stores and offices 
throughout the country. 
Attractive Plastic Case Re- 
tail Price 50c each. 


Lee Products Co. 
2736 Lyndale Ave. So. 
Minneapolis 8, Minn. 











e 
dwt FOLDING TABLES 


BUILT IN QUALITY .. . CADDIES 


BUILT IN BEAUTY 


ike 


Pedestal or straight leg tables .. . : 7 
sturdy and well constructed for a pet ~. 
lifetime of trouble-free use. Wide ble Caddies, includ- 


variety of sizes and top materials. 
Safe, positive ‘‘Du Honey 20” lock 
featured on all tables. 


ing undersiage mod- 
els. Durable all-steel 
construction. 


MIDWEST FOLDING PRODUCTS —¥ 'o coslog Teter! 
DEPT. 0-2, ROSELLE, ILLINOIS principal cities . 











FREE HAND BINDER! 


A quick selling loose leaf 
holder. When inserting 
and removing forms, in- 
voices, loose papers, 
etc., one hand is always 
free. It locks positively 
and secures contents 
against loss and spoil- 
age. Thousands in use 
daily. 

Here's a profitable item 
for every dealer. Write 
for descriptive price list 
today. 


FREE HAND 
BINDER CO. 
43 Fulton Street, New York, N. Y. 
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Standardization of 
business furniture 
is important to you 
and your customers! 




















ON 


From Royal... a single source, you can i 
offer your customers uniform 

installations of business furniture, ( 
providing simplification of purchasing 

and easy replacement. To you, this 


means smaller inventories and increased 


Royal Metal Manufacturing Company operating efficiency. A complete “‘seating 
package”’.. . everything your customers IN 
175 North Michigan Avenue, Dept. $3, Chicago | need for their offices, reception rooms, 
Factories: Los Angeles + Michigan City, Indiana + Warren, Pa. cafeterias and plants, is included in the 
Walden, N.Y. * Galt, Ontario Royal line of superior metal furniture. 
Showrooms: Chicago * Los Angeles + San Francisco « New York City Send for complete information. 








“<> 


metal furniture since '97 
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= STENCILS 


= 





























SUPPLIES ~~ 








Res a 
Good Impression" 


When you sell Heyer products you're selling, among other things, a 
COORDINATED LINE of Stencils, Inks and Mimeograph Supplies. 


Heyer has seven stencils that provide a sensible selection for every duplicating 

ON YOUR CUSTOMERS need and price requirement . . . six distinct Black Inks (and eight Brilliant 
' Colors) developed for specific equipment and seasonal change . . . and selected 
7 . basic supplies designed to provide ease and excellence of copy preparation. 

ia PYe S why | When you replace confusion of brands, grades and claims with the simplified, 

— *¢¢ integrated Heyer line in attractive related packaging . . . customer response 

is immediate and sales increase. And better still, the upward trend will continue 

in your store as perfect duplicating performance takes place in the offices you 


service . . . the certain result of combining high quality Heyer seencils with 
excellent Heyer Inks under improved preparation conditions. 





Customer dissatisfaction is virtually eliminated when you distribute coordinated 


IN YOUR PROFIT STATEMENT —ieyer provides “everyeting in’ duplicating” and ‘onc-source: ordering can 


eliminate inventory problems and costly handling. Nationally known Heyer 


he v jay merchandise is already “pre-sold” decreasing local promotional expense. 
ves W y see Quantity purchases can add considerable profit increase, and use of Heyer 


Supply Coupon Books can help you gain volume sales. These are but a few 


of the many advantages to your operations. 









ALWAYS MAKES A GOOD IMPRESSION 


EVERYTHING IN DUPLICATING ... 


Eastern Office Western Office 
17 East 17th Street 2610 Sunset Bivd, 
New York 3, N. Y. Los Angeles 26, Calif. Montreal— 


FOR OVER 50 YEARS 
















This nationally-advertised Under- 
wood Portable actually has many 
big standard typewriter features! 

See-Set Margins... Key-Set 
Tabulation ...astandard-sized 





One word 


that sells 
typewriters 


Underwood Finger Fle CHAMPION 


keyboard... full visibility... 
perfect alignment ... quiet ac- 
tion. A real CHAMPION in appear- 
ance and performance! A CHAMPION 
in sales! Stock and feature it for 
bigger year-around profits. 





WOOD! 





. You can’t beat Underwood Portable Typewriter values! 








. They fill the need of every purpose and purse! 








Underwood 
Corporation 


Typewriters... Adding 
Machines... Accounting 
Machines... Carbon 
Paper ... Ribbons 

One Park Avenue 

New York 16, N. Y. 
Underwood Limited 
Toronto 1, Canada 

Sales and Service 
Everywhere 





Underwood LEADER 


‘‘Family Keyboard’”’ easily and 
neatly answers every typing need. 
Ideal for children’s school work... 
Mother’s correspondence . . . Dad’s 





business letters. Light, sturdy, good- 
looking. Has arithmetical signs and 
business symbols. POPULARLY- 
PRICED ...to lead its field. Order 
your stock of the LEADER today. 


It will pay you to promote UNDERWOOD! 





